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What  Can  a  Retailer 
Do  About  Leather? 

There's  many  a  shoe  dealer  today 
without  one  pair  of  real  leather  shoes  to 
sell  at  a  reasonable  price.  And  it  is 
not  all   the   fault  of  market  conditions. 

The  mistake  goes  back  to  the  time 
when  that  dealer  decided  to  buy  in  "the 
open  market"  instead  of  establishing  per- 
manent business  connections  with  a  reliable 
shoe  manufacturer. 

See  the  Regal  Dealer  today  making- 
big  gains,  selling  real  leather  shoes  at 
reasonable  prices.  We  stand  behind  him 
with  enormous  resources  — for  he  is  our 
permanent  business  connection  in  his  city. 

REGAL  SHOE  COMPANY 

LIMITED 

102  Atlantic  Avenue  -  TORONTO 

Executive  Offices  : 
268  Summer  Street,  Boston,  Mass. 
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The  Leaders 


of  their  field  for 


Panther  Fibre  Soles  and  Heels  gained  their  popularity 
entirely  apart  from  the  scarcity  of  leather.  They  would 
be  iust  as  popular  if  leather  were  half  the  price,  because 
of  their  superior  comfort — style — wear.  They  beat  leather 
on  every  count.  Shoe  men  favor  them,  too,  because  they 
make  footwear  easier  to  manufacture  and  surely  easier  to 
sell.  No  cracking  or  slipping  on  wet  pavements.  Dry 
feet  all  the  time.  They're  waterproof.  Big  demand  for 
1917.  Specify  "Panther  Sure  Step  Tread"  and  be  sure  of 
satisfaction. 

PANTHER 

RUBBER  COMPANY  LIMITED 

SHERBROOKE 

QUEBEC 
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Dominion  Rubber  System 
Rubber  Footwear 


Brands  that  carry  a  reliable  maker's 
name.  Qualities  worthy  of  the 
name,  and  that  fully  justify 
the  prices  asked. 


The  Largest  Rubber  Manufacturing  Organ- 
ization in  the  British  Empire  stands  behind 
the   Dominion    Rubber   System  Brands 
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With  this  issue  I  express  my  appre- 
ciation to  my  many  customers  for 
their  patronage  in  the  past,  and  hope 
that  I  will  be  favored  with  a  gener- 
ous share  of  their  business  in  the 
year  1917. 

To  all  the  footwear  fraternity,  I  ex- 
tend the  wish  for  health  and  pros- 
perity in  the  New  Year. 


James  Robinson 

MONTREAL 
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A  Business  Outlook 

For  my  own  part,  the  James  Robinson 
business  promises  to  exceed  any  year 
of  its  history.  We  have  orders  on 
hand  for  1917  delivery  that  will  keep 
us  busy  for  many  a  day.  The  "Bos- 
tonian"  Shoe  is  steadily  gaining  in 
popularity  as  its  good  points  are  made 
known  to  a  wider  circle  of  friends. 
Rubbers  are  in  great  demand  just  now. 
We  have  large  stocks  of  all  popular 
styles  on  hand  and  can  give  you  very 
prompt  "sorting"  shipments. 

Write  for  our  catalogue  and 
latest  price  lists. 


James  Robinson 

MONTREAL 
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Our  own  factories  are  now  manu- 
facturing the  following  articles: 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 

We  also  handle  other  shoe  supplies 
which  we  can  deliver  very  promptly. 

Prices  quoted  on  demand 

O.  J.  TRUDBAU  ^  Ltd 

365-3eY-37(,  Otilapio^t).  Montreal.Oue. 
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Business 
M  a  ^  n  e  t  s 


SLATER  SHOES 

The  new  Slater  Shoes  are  trade  winners.  Full  of  style  and 
dash,  they  simply  do  their  own  selling.  There  isn't  a  single 
model  that  would  have  to  take  second  place  in  any  company. 

Their  chief  charm  is  found  when  they're  on  the  feet.  No 
amount  of  telling  could  begin  to  give  you  a  correct  impression  of 
their  "wearableness. " 

Business  is  tip  top  in  stores  stocking  Slater  Shoes.  Better 
try  a  few  pair.    Write  us. 

Our  styles  are  all  kept  "In  Stock"  at  all  times.  We  make 
a  big  feature  of  this  service.  You  can  always  order  one  pair  or  a 
bundled  and  have  them  shipped  to  you  immediately. 


SLATER  SHOE  COMPANY 

LIMITED 

MONTREAL,  QUEBEC 
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Top  Notch 

Sales 


Take  a  look  behind  the  scenes  in  any  pros- 
perous, up-to-date  shoe  store.  Get  the  buyer 
to  give  you  some  inside  information  on  his 
buying  policies.  Nine  times  out  of  ten  he 
will  tell  you  to  cater  to  the  well-to-do  people 
who  want  good  footwear  to  be  comfortable 
and  stylish — but  not  extreme. 


"DOCTOR" 

and 

"PROFESSOR" 


Our  "Doctor"  and  "Professor"  shoes  fill  the 
bill.  Any  style  makes  as  neat  a  shoe  as 
you  ever  did  see.  Their  scientific  special 
features  commend  themselves  to  all  sensible 
people.  Their  smartness  appeals  to  every 
tasty  dresser.  The  reasonable  price  clinches 
the  sale  every  time.  Write  us  for  prices  and 
details,  or  ask  your  jobber. 

We  take  this  opportunity  of  thanking 
you  for  past  favors  and  in  wishing  you 
prosperity  and  happiness  in  the  new 
year,  we  also  wish  for  ourselves  a 
liberal    share   of  your   191 7  business. 


Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers       -:-  QUEBEC 
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Guaranteed 


Fibre  Counters 


Our  counters  will  outlast  the  shoes  they  are  in.  We  are  able  to  give 
an  iron-clad  guarantee  with  them,  and  ship  with  a  minimum  delay. 

We  are  absolutely  the  only  firm  in  Canada  making  Fibre  Counters 
with  Canadian  fibre. 

When  you  need  Counters  see  Duclos  &  Payan. 


This  is  our  specialty — black  and  colors  (chrome  and  vegetable  tan- 
nage.) 

Uniform  grading  and  superior  service  enable  us  to  continually  sell 
many  of  the  largest  manufacturers  in  Canada. 


Our  chrome  Mercury  sole  leather  is  a  leader  for  sporting  and  nurses' 
shoes,  etc. 

Hemlock  Sole  sole  leather  has  also  made  a  name.  Kept  in  stock  at 
Montreal. 

Forty-three  years  we  have  supplied  Canadian  shoe  manufacturers. 
The  situation  in  the  leather  market  is  v.'ell  known  by  manufacturers,  but 
we  assure  buyers  we  are  anxious  to  help  them  in  every  possible  way. 
The  situation,  however,  is  most  unusual. 


Upper  Leathers 


Sole  Leather 


Samples  on  request. 


Iamiai  \  .    1!H  ; 
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As  it  Concerns  YOU 
in  the  shoe  business 

A  big  feature  in  your  success  in  selling  shoes  is  to  know 
when  you  see  a  range  of  footwear  that  will  suit  your  customers. 
We  can  be  of  great  assistance  in  this  connection. 


The 
"Imperial'' 
Shoe 

Made  in  all  fine  leath- 
ers, Goodyear  Welts 
and  McKay  sewn. 


The 
"Sportsman" 

boots  for  hunters  and 
prospectors  in  black 
and  colored  leathers, 
10.  12  and  15  inch. 


"Veribest" 

and 

^Dreadnaught' 

High  grade  special- 
ties in  lumberman's 
rubbers  and  boots. 


'Dainty  Mode' 

Rubbers — fine  high 
grade  specialties. 


"Kant  Krack" 

Rubbers 

Heavy  and  snag  proof. 

New  saleable  styles — everything  tip- 
top— up-to-the-minute,  and  we're  getting 
away  for  a  fine  big  eariy  start.  It  will  be 
greatly  to  your  advantage  to  go  over  our 
range  of  samples  very  carefully.  '  They're 
worth  a  big  consideration  anywhere,  any 
time.     Don't  miss  them. 

Get  after  your  Fall  and  Winter  17-18 

goods  now.  Don't  wait.  We're  ready 
to  help  you  and  it's  up  to  you  to  play  your 
business  "safety-first."  Be  prepared  with 
a  goodly  assortment  of  Felts,  Moose  Moc 
casins,  Lumbermen's  Knit  Socks,  Oil  Tan 
Larrigans,  Hockey  Boots  and  Men's  Fine 
Slippers. 

"Speed  King" 

Tennis,  Sporting  and  Vacation 
shoes  are  in  a  class  by  themselves. 


McLaren  &  Dallas 

30  Front  Street  West 

TORONTO 


"Maple  Leaf" 

Solid  leather  working 
shoes.  Every  pair 
guaranteed. 


The  famous 

"Witch-Elk" 

Hunting  and  Sporting 
boots  in  1 0,  1 2  and 
1  5  inch. 


"Varsity" 

Men's,  Boys',  and 
Youths'  medium  fine 
shoes  McKay  sewn 
and  standard  screw. 


"Royal" 

Pure  Gum  Lumber- 
man's Rubbers  — 
Arctics  and  Light 
Overs. 
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Conspicuous 
Examples 

of  good  Canadian  shoe  making 


We  want  you  to  know  the  good  qualities  of  our  1917 
shoe  styles.  A  short  inspection  will  be  sufficient.  We  have 
no  intention  of  describing  them  here  in  glowing  terms. 
They  speak  for  themselves  once  you  see  them. 

"Metropolitan''  Brand 

Men's  Welts  Women's  McKays 

"Paris"  Brand 

Men's  Welts  Women's  McKays 

"Patricia"  Brand 

Ten  good  models  for  ready  selling  are  ready  for  your 
inspection.  Our  shoes  have  been  money  makers  for  many 
progressive  dealers  and  the  New  Year  finds  them  approved 
by  consumer  and  retailer  alike.  Write  us  and  we  will  be 
glad  to  arrange  to  show  you  our  shoes. 


Daoust,  Lalonde  & 

Company,  Limited 

MONTREAL 

Branch— The  Metropolitan  Shoe  Co. 

91  St.  Paul  St.  East 
Montreal 
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To  the  Shoe  and  Leather  Trade: 

The  Breithaupt  Leather  Co.,  Limited 

Take  much  pleasure  in  announcing  the 
addition  of 

"ROYAL  OAK'^ 

To  their  already  famous  line  of 

Sole  Leathers 


Woodstock  (Ont.)  Plant  where  "Royal  Oak"  is  made 


There  is  Nothing  Like  Leather 


Penetang 
Eagle 

Kitchener 

Lion 

Trent  Valley 


HEMLOCK 
UNION 

OAK 


Sole 
Leather 

for  all 
Requirements 


Royal  J 

Tanneries  at   KITCHENER,  PENETANG,  HASTINGS,  WOODSTOCK,  ONT, 
Agencies:  TORONTO,  MONTREAL,  QUEBEC 

Head  Office :      -      KITCHENER,  ONT. 
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TETRAULT 


FIRST 
IN  WAR 


Swift  as  an  allied  advance  and  per- 
manent as  an  allied  gain  has  been  the 
success  of  Tetrault  footwear  for  men. 

Just  like  a  British  Tank  —  we  have 
surged  ahead  of  every  competitor,  over- 
come every  obstacle,  and  now  stand 
supreme,  as  the  largest  manufacturers 
of  Goodyear  Welts  for  men  in  Canada. 


TETRAULT 

SHOE  MFG.  CO. 

MONTREAL 

Largest  Manufacturers  of  Goodyear 
Welts  in  Canada— Bar  None 

Office  and  War«hou«e— 

9  Rue  de  Marseilles,  PARIS,  FRANCE 


January, 


1917 
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TETRAULT 


FIRST 
IN  PEACE 


The  foremost  offerings  in  men's  foot- 
wear are  created  in  the  big  Tetrault 
factory  —  the  largest  of  its  kind  in 
Canada.  Tetrault  has  just  finished  a 
$2,000,000  year  —  new  ideas  did  it. 
First  in  fit,  finish  and  fashion,  and 
first  in  the  innovations. 


TETRAULT 

SHOE  MFG.  CO. 

MONTREAL 

Largest  Manufacturers  of  Goodyear 
Welts  in  Canada— Bar  None 

Office  and  Warehouse — 

9  Rue  de  Marseilles,  PARIS,  FRANCE 
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AMES 
HOLDEN 
McCREADY 

 LIMITED  
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D&G 


Quality  Shoes 

FOR  MEN 

Anticipate  an  increase  in  your  gross  turnover 
for  19 1 7.  Shoe  dealers  look  forward  to  breaking 
records  this  year. 

D&G  shoes  have  played  a  big  part  in  the 
success  of  hundreds  of  shoe  men  in  Canada.  Their 
comfortable  lasts  and  aristocratic  styles  have  been 
features  of  knobby  window  displays. 

They  are  the  kind  of  shoes  your  customers  can 
put  on  in  the  store  and  wear  all  day  without  having 
to  be  "  broken  in." 

But  the  main  point  is  to  see  the  new  samples. 
Make  sure  of  your  191 7  stock  at  present  prices. 
Take  advantage  of  the  good  values  of  to-day  to  safe- 
guard good  profits  for  tomorrow. 

Write  if  you  have  not  seen  our  1917  styles. 
They  are  worthy  of  your  careful  consideration.  They 
are  sensible,  smart  and  saleable. 

DUFRESNE  &  GALIPEAU 

LIMITEE 

MONTREAL 
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It  Can  Be  Done 


One  Retailer  said  it  couldn't  be  done.  Well  we  showed 
him.  We  showed  him  how  the  system  works  ;  how  his 
orders  arrive  in  the  morning"  and  his  shoes  are  shipped 
out  at  night. 

He  was  skeptical,  but  he  said  he  would  try  us  once. 
That  was  a  long  time  ago.      He  still  orders  his  All 


America  Shoes  as  he  needs  them, 
stock  gets  low. 


He  "sizes  in"  as  his 


His  books  have  told  him  that  a  small  stock  and  rapid 
turnovers  make  a  fat  credit  column. 

He  would  tell  you  today  should  you  ask  him  that 
Rice  &  Hutchins  distributing  houses  (and  we  have 
nine  of  them)  give  you  salable,  profitable  shoes  to 
handle  in  an  efficient,  economical  way.  That  way 
enables  you  to  do  a  maximum  business  on  a  minimum 
investment. 

That's  why  our  Retailers  know  that  it  can  be  done. 


The  Rice  &  Hutchins  Chicago  Co. 

231  West  Monroe  St. 
CHICAGO       -      -  ILL. 

Rice  &  Hutchins,  Inc. 

24  High  Street,     :  :    Boston,  Mass. 
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"Now  -  a  -  days" 

it  is 

Miner  Rubbers 

 ^the  reason  WHY? 

Miner  Means  Merit 


It  was  merit  that  made  1916  the  biggest  Miner  year 

To  avail  ourselves  fully  of  the  opportunity  for  fur- 
ther expansion,  we  have  again  added  to  our  man- 
ufacturing plant. 

During  1917,  large  stocks  completely  renewed  will 
be  kept  at  our  distributing  agents,  and  ware- 
houses, an  insurance  for  retailers  handling  Miner 
Rubbers. 

The  Miner  Rubber  Co.,  Limited 

GRANBY,  QUE. 
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As  to  Prices 

The  increasing  cost  of  raw  materials  that  enter 
into  the  manufacturing  of  rubber  footwear  and  the 
higher  cost  of  labor,  justify  advances  in  the  prices  of 
rubber  footwear.  But  our  policy  has  been,  and  will 
continue  to  be,  to  maintain,  as  long  as  possible,  the 
stability  of  prices  to  dealers,  advancing  just  as  little  as 
possible,  considering  the  manufacturing  cost. 

As  to  Quality 

In  no  case  will  quality  or  workmanship  of  Domin- 
ion Rubber  System  brands  be  sacrificed  for  the  sake 
of  price.  Our  fixed  policy  is  to  maintain  fully  the 
quality  of  each  and  every  brand  we  manufacture,  re- 
gardless of  cost.  That  ensures  the  same  genuine  sat- 
isfaction that  has  always  made  our  brands  so  popular 
with  the  trade  and  consumer  alike,  throughout 
Canada. 


Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office,  MONTREAL 

28  Service  Branches  throughout  Canada 
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FOOTWEAR 


IN  CANADA 


31 


A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the  Trade  by 

HUGH  G.  Maclean,  limited 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 
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Telephone  A.  2700 
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Now  for  the 
New  Year 


The  start  of  a  new  year  has  been 
made  once  more.  The  cartoonists 
have  given  Old  Father  Time  a 
merry  little  race,  with  the  infant  New  Year  at  his  heels 
brandishing  his  new  1917  weapon  of  365  days.  Each 
year  we  ring  the  bells,  blow  the  whistles,  and  toot  the 
horns.  Each  year  our  laughter  rings  out  with  a  zest 
equal  to  any  preceding  year.  We  do  not  get  tired  of 
these  things — ^they  do  not  pall  on  us.  Why?  Because 
we  know  it  is  a  fresh  start  that  we  are  being  given, 
and  we  appreciate  the  gift  of  a  bright,  new,  brand- 
clean  year  in  which  to  correct  the  mistakes  that  were 
part  of  the  past  that  has  gone  into  the  discard  of  time. 
It  is  an  opportunity  for  every  one  of  us  to  stififen  his 
spinal  column  and  ])lunge  into  tlie  problems  of  the 
new  year  determined  to  straighten  them  out.  Surely, 
with  last  year's  scarred,  bemarked  page  before  us  we 
can  pick  out  our  mistakes  and  avoid  the  repetition  of 
some  of  the  worst  of  them,  at  least.  Let  us  make  it  a 
banner  vear  for  the  business  of  Canadian  shoe  retail- 
ing. 


There  are  all  kinds  of  dogs  in  the 
It's  An  Even  ,  ,   ,        <m    .l  i      >>  .    u-,  , 

world,  from    hot  dogs    to  houn 
Chance  ° 

dogs"  and  Pekinese  to  Airedales. 
Tlien  there  is  the  dog  many  merchants  consider  their 
competitor  to  be — sort  of  a  mongrel,  of  no  account 
whatever.  "Oh,  him!"  they  exclaim  contemptuously; 
"he's  not  worth  thinking  about !"  It  may  sound  very 
uidependent  and  exclusive  to  say  you  don't  care  what 
your  competitor  is  doing,  but  nowadays  if  you  don'l. 
think  about  him  you're  likely  to  find  yourself  falling 
behind.  Live  competition  is  a  good  asset,  for  it  often 
happens  that  real  trade  expansion  is  in  proportion  to 
such  competition.  No  one  store  should,  or  can  hope  to, 
control  the  entire  business.  Therefore,  it  is  go(jd 
policy  to  be  acquainted  with  what  your  competitor  is 


doing.  It  is  to  your  benefit  to  know  his  system,  his 
store  policy,  his  source  of  supply,  his  prices,  and  espe- 
cially his  attitude  of  mind.  Nothing  is  more  danger- 
ous, for  instance,  than  to  sell  a  certain  standard  article 
at  one  price  and  have  your  competitor,  unknown  to 
you,  sell  at  another  price.  Competition  cannot  be  too 
carefully  studied.  But  most  retailers  know  their  com- 
petitors only  in  very  general  outline — too  indistinct,  as 
in  the  first  of  our  illustration,  to  determine  whether  it 
really  stands  for  a  man  or  a  dog.  And  if  the  vision  is 
further  clouded  with  unfair  prejudices,  distrust  or  sus- 
picion the  outline  is  pretty  certain  to  develop  into  the 
likeness  of  a  canine. 

A  sincere  study  of  and  friendship  with  your  com- 
petitor, whether  through  association  work  or  personal 
contact,  will  often  reflect  your  own  strength  and  weak- 
ness and  cause  you  to  put  more  brains  and  energy  into 
your  own  establishment.  It  is  just  by  this  closer 
acquaintance  that  the  retailer  may  find  out  whether  or 
not  his  competitor  is  a  very  real  human  being,  willing 
and  ready  to  reciprocate  ideas  and  suggestions  that 
will  he  of  mutual  profit  and  to  co-operate  in  every  way 
])ossible  to  uphold  the  standard  of  shoe  retailing — or 
whether  he  is  just  the  dog  you've  always  pictured  him. 
It's  worth  while  thinking  about — the  chances  are  in 
fa\-or  of  some  pleasant  surprises  for  both  of  you. 
*      *  * 

In  wording  Christmas  and  New 
Sincere  Wishes      Year  advertising  it  seems  to  be 

the  custom  adopted  by  many  mer- 
chants to  supplement  their  good  wishes  with  "store 
talk."  If  these  same  merchants  were  to  meet  their 
customers  and  friends  on  the  street  they  would  hardly 
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follow  this  procedure  of  wishing  the  compliments  of 
the  season  with  the  added  hope  that  the  customer 
would  continue  to  patronize  him  during  the  coming 
year  because  he  would  still  have  the  same  lines  of 
shoes  to  sell,  and  so  on.  A  message  expressed  through 
the  medium  of  the  daily  press,  if  intended  in  the  light 
of  a  personal  meeting,  should  be  merely  a  handshake 
and  an  expression  of  genuine  good-will.  Talk  of 
appreciating  past  favors  and  soliciting  continuance 
tacked  on  to  the  holiday  message  is  hardly  in  sympathy 
with  the  intent  of  the  advertisement.  Typical  of  the 
right  sort  of  message,  as  we  see  it,  is  that  of  Mr. 
George  Yeo,  proprietor  of  the  Classic  Shoe  Store,  Tees- 
water,  Ont.    Mr.  Yeo  says  in  his  advertisement: 

"We  extend  to  our  friends  and  fellow-citi- 
zens the  compliments  of  the  season. 

"We  also  express  our  sincere  wish  that  the 
year  1917  will  bring  to  all  our  hearts  the  joy  of 
a  national  peace." 

That's  all.  Mr.  Yeo  has  the  right  idea,  and  the 
reader  cannot  but  feel  that  his  wishes  are  trul\-  im- 
affected  and  earnest. 

*      *  * 

In  our  editorial  in  the  last  issue, 
Six  Cents  Damages  ,      ^,      ,  ,. 

for  Libel  under  the  headuig  iNewspapers 

and  Misleading  Advertising,"  we 
drew  attention  to  the  activity  of  the  New  York  Tri- 
bune in  the  matter  uf  refusing  and  exposing  fraudulent 
adA'ertising.  Not  unnaturall}'  this  paper  has  had  its 
quota  of  libel  suits,  but,  so  far  as  we  are  aware,  they 
have  always  proved  the  justihcation  of  their  procedure 
to  the  satisfaction  of  the  authorities.  In  a  recent  issue 
of  the  "Tribune"  they  cunmient  editorialh-  on  their 
latest  victory  as  follows: 

'"A  jury  in  the  Supreme  Court  has  given  a  verdict 
in  the  first  libel  suit  to  come  to  trial  as  the  result  of 
Samuel  Hopkins  Adams'  articles  in  the  Tribune. 
Where  this  verdict  leaves  the  plaintiff  is  manifest.  He 
claimed  that  he  was  libelled  when  it  was  written  of 
him  that  he  dealt  in  'fakes,  frauds,  and  .s,windles  in  a 
large  and  commodious  pitfall  on  Fifth  Avenue.'  But 
his  plea  for  $50,000  damages  w^as  cut  by  a  jury  of  busi- 
ness men  to  the  contemptuous  sum  of  six  cents. 

"Other  publishers  may  well  take  courage  from  this 
vindication  of  a  newspaper's  right  to  expose  deceptive 
and  other  vicious  methods  in  business.  No  one  has 
seriously  questioned  the  value  of  the  public  service  ren- 
dered by  the  Tribune's  work  of  giving  pitiless  publicity 
to  little  concerns  and  big  which  abuse  public  confi- 
dence. Many  men  have  shaken  their  heads  over  fhe 
risks  that  have  been  run  ;  Init  this  jury  decision  must 
put  courage  into  the  hearts  of  even  the  most  tiniorons. 
A  ncwspa])er  need  fear  no  coin-l  hindrance  if  it  Imn 
estly  and  truthfully  exposes  bad  trade  practices. 

"'I'lirouglnnit  the  coimtry  the  Associated  .Adveriis 
ing  Clubs  are  eliminating  the  knavish  and  unprinciiilrd 
dealer.    Better  business  bureaus  and  vigilance  <  iminiil 
tecs  are  doing  a  work      which  New  Yorkers  knuw  all 


too  little.  The  Tribune  is  proud  of  its  latest  contribu- 
tion to  the  cause  with  which  these  and  other  business 
men  of  the  finest  and  cleanest  type  are  increasingly- 
])ecoming  associated." 


Retailers  on 
Unsafe  Ground 


"Retailers  are  losing  a  great  op- 
portunity to  make  substantial  pro- 
fits," said  a  large  Montreal  manu- 
facturer recenll}'.  "Many  of  them  are  selling  their 
stocks,  bought  at  normal  prices,  for  the  ordinary  per- 
centage of  mark-up,  when  they  could  easily  be  secur- 
ing a  mark-up  based  on  present-day  cost.  The}'  fail  to 
see  that  the  public  have  become  accustomed  to  ad- 
\  ances  and  will  pay  the  higher  figure  without  <iuestion. 
A  retailer  can  as  readily  obtain  $6  as  he  can  $5.  As  an 
example  of  the  low  prices  being  charged  by  many  re- 
tailers I  may  mention  the  case  of  a  customer  of  mine 
w^ho  wished  to  size  up  on  a  line  already  stocked.  I  told 
him  the  price  would  be  $6  and  he  was  very  much 
astonished.  'Why,'  he  said,  'I  am  selling  that  shoe  for 
$6.'  He  had  bought  at  the  old  figure  and  had  not  taken 
advantage  of  the  rise  to  secure  an  additional  profit. 
Now,  if  he  wants  any  more  similar  goods  he  wi-11  ha\-e 
to  pay  the  higher  price  and  charge  his  customers 
accordingly.  My  point  is  that  he  cuuld  have  done  this 
before  and  secured  the  larger  margin.  What  will  hap- 
pen to  the  retailer  if  when  he  finally  gets  stocked  up 
with  high-priced  goods  world  conditions  should  cause 
a  sudden  slump  in  retail  prices?  The  safest  business 
phu\  seems  to  be  to  fix  to-day's  selling  price  on  to-day's 
cost  price." 


A  Fair  Share  of  the 
Christmas  Trade 


Last  month  we  watched  our  new.s- 
l)aper  exchanges  carefully  to  note 
the  Christmas  shoe  advertise- 
ments, so  that  we  might  form  some  opinion  as  to  how 
the  shoemen  were  getting  after  the  gift  trade.  The 
result  was  a  veritable  deluge  of  attractive,  suggestive, 
and  productive  advertising  which  surely  must  have 
y  ielded  many  retailers  suljstantial  business.  This  is 
gratifying.  It  indicates  an  increasing  appreciation  of 
the  opportunities  offered  by  the  Yuletide  season  to 
every  shoeman  who  feels  inclined  to  take  advantage  of 
them.  We  trust  it  will  be  still  more  evident  next  year, 
for  we  hear  nothing  Init  favorable  coi:unent  on  the 
result's  attending  this  vear's  efforts. 


Hides  to  Be  Exported  Only  By  Permit 

With  reference  to  the  petition  extensively  signed 
by  ])rovince  of  Quebec  shoe  manufacturers  and  tan- 
ners asking  the  l^>deral  Government  to  place  an  em- 
bargo (Ml  the  ex])(>rt  of  hides,  it  is  understood  that  the 
(i(i\eriunenl  lia\e  decided  that  no  hides  shall  be  ex- 
purled  miless  muler  a  permit.  This  does  not  fully 
nicel  the  re(|uest  of  shoe  manufactm-ers  and  tanners, 
hut  it  is  a  ste])  in  the  right  direction.  It  is  felt  that 
unless  we  can  keej)  hides  within  this  country  we  shall 
ointinue  to  be  dependent  to  a  very  large  extent  upon 
Ihiiled  Slates  i )ri idmiions. 
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A  System  to  Avoid  Doubling  on  Styles 


It  is  not  easy  to  recall,  in  these  days 
from  former  travellers— Here  is 


of  legion  designs,  just  what  you  bought 
a  "kink"  to  help  your  memory 

By  Joseph  E.  Hogan*   ~ — 


FOR  a  number  of  years,  or  since  the  beginning 
of  the  era  in  which  style  has  had  more  to  do 
with  the  buying  of  shoes  than  the  quality  of 
the  material,  many  merchants  have  been  troubled 
more  with  duplicating  styles  than  with  any  other 
single  item  connected  with  their  buying.  They  have 
always  had  size  sheets  which  would  enable  them,  had 
they  filed  the  sheets,  to  tell  just  what  sizes  they  had 
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Fig.  1— New  style  of  size  sheet. 

bought  of  a  certain  style,  and  how  many  on  each  size, 
but  with  the  exception  of  a  few  special  cases,  they 
have  had  no  record  of  the  style  of  shoes  purchased. 

Of  course,  the  travelling  salesman  left  a  duplicate 
of  the  order  with  a  full  description  of  the  shoe  pur- 
chased, but  how  many  dealers  have  been  able  to  read 
the  description  after  the  shoe  had  been  forgotten  ?  By 
this,  I  do  not  mean  that  the  salesman's  penmanship 
was  so  poor  it  could  not  be  read,  but  rather  that  the 
merchant  could  not  remember  just  the  style  of  the 
tip,  heel,  perforation,  and  other  little  vital  details. 

The  Traveller's  Description 

For  example,  John  Brown,  a  shoe  merchant,  pur- 
chases from  James  Smith,  a  manufacturer  of  women's 
fine  turn  shoes,  116  pairs  of  vici  kid  lace  boots  with 
full  Louis  and  covered  heels,  perforated  vamp  line  and 
lace  stay.  The  salesman's  duplicate  reads,  "Vici  kid 
lace  boot,  three-quarter  fox,  No.  2  perforation,  16/<S 
L.  X.  V.  heel,  7  Sq.  edge,  Blk.  Finish."  He  hands  it 
to  Mr.  Brown,  who  reads  it  over,  who  understands  at 
the  time  that  No.  2  perforation  means  the  vamp  line 
and  the  lace  stay.  In  three  weeks  along  comes  a  sales- 
man representing  William  Jones,  who  also  carries 
women's  fine  turned  shoes,  and  he  also  has  a  mighty 
pretty  vici  kid  lace  boot  with  perforations  around  the 
vamp  line  and  up  the  lace  .stay.  It  is  a  $3.35  shoe,  and 
looks  like  $6.00  to  Mr.  Brown.  He  knows  he  has 
bought  from  Mr.  Smith  a  shoe  something  like  that 
so  he  pulls  out  his  duplicate,  reads  it  over,  but  does 
not  recall  what  the  No.  2  perforation  means.  He  can- 
not for  the  life  of  him  tell  whether  it  means  an  imita- 
tion tip,  or  just  the  foxing  perforation,  or  the  whole 
shooting  match.  This  being  the  case  and  knowing  he 
,  has  customers  who  will  be  glad  to  buy  such  a  shoe  as 

*In  Shoe  Retailer. 


Mr.  Jones  is  showing  him,  he  buys  116  pairs  from  AA 
to  D. 

Finds  He  Has  Duplicated 

From  three  to  six  months  later  John  Brown  re- 
ceives from  James  Smith  three  cases  of  shoes.  They 
are  dandies  and  he  places  them  on  his  shelves  at  once 
marking  them  $6.00  per  pair.  In  a  week  or  so  comes  a 
shipment  from  William  Jones,  and  upon  opening  them 
up  he  finds  almost  the  same  identical  shoe.  Now  that 
gives  him  232  pairs  to  dispose  of  at  the  same  price  if 
he  wishes  to  make  the  profit  he  has  figured  on  for  the 
coming  season. 

Perhaps  232  pairs  of  shoes  is  too  many  for  Mr. 
Brown,  and  as  he  was  led  astray  by  the  fact  that  he 
had  no  clear  record  of  the  description  of  the  shoes  he 
bought  from  Mr.  Smith  he  decides,  for  his  own  pro- 
tection, to  return  one  lot,  claiming  that  the  perforation 
was  not  what  he  ordered,  or  that  something  else  was 
wrong  with  the  shoes.  This  is  not  an  uncommon  thing, 
and  while  it  is  the  first  law  to  protect  oneself,  it  is 
something  that  should  be  eliminated  from  the  shoe 
business. 

Advantage  of  the  Record 

Had  Mr.  Brown  possessed  a  block  of  size  sheets 
on  which  he  could  draw  a  simple  picture  of  the  shoe 
which  he  had  purchased  from  James  Smith,  he  would 
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Fig.  2— Size  sheet  containing  necessary  information. 

not  have  purchased  a  similar  shoe  from  William  Jones. 
With  this  new  style  size  sheet  all  the  difficulty,  and 
in  many  cases  the  hard  feelings,  would  have  been 
eliminated. 

Now  let  us  look  at  Fig.  1.  It  illustrates  the  new 
style  of  size  sheet.  It  is  the  saine  size  the  majority  of 
salesmen  use  when  taking  ofl:'  sizes,  and  costs,  ex- 
clusive of  the  outline  cut,  about  $2.75  per  thousand. 
The  outline  of  a  shoe  is  represented,  and  it  requires  no 
skill  with  the  pen  or  pencil  of  any  dealer  to  fill  in  the 
necessary  lines  which  make  a  complete  drawing  of  the 
shoe  he  has  purchased.  Or,  a  blank  sheet  may  be  pro- 
vided on  which  he  could  draw  a  simple  picture  of  the 
shoe,  which,  with  the  size  sheets,  may  be  filed  away 
in  a  loose-leaf  device.  This  may  be  done  either  in 
order  of  the  numbers  of  the  shoes,  or  under  the  name- 
of  the  manufacturer.  Fither  way  is  good,  although  the 
former  is  the  better  because  in  stores  where  the  stock 
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luinibcr  systeiii  is  used  it  is  hard  to  remember,  from 
season  to  season,  the  exact  style  of  a  certain  number, 
and  this  can  easily  be  ascertained  by  looking  back  at 
the  size  sheets. 

For  outlining  low  effects  the  same  size  sheet  may 
be  used,  by  simply  crossing  off  the  top  at  the  vamp 
line. 


Doing  His  "Bit" 


Leather  Helps  Lick  the  Huns 

Kicking  the  Germans  back  across  their  own  bor- 
der is  requiring  an  enormous  amount  of  shoe  leather. 
A  recent  despatch  from  London  states  that  "as  Eng- 
land is  supplying  the  greater  portion  of  all  the  bools 
worn  by  the  allied  soldiers,  the  shoe  factories  through- 
out England  are  well  equipped  with  work.  For  the 
winter  the  British  Government  will  require  9,000,000 
feet  of  upper  leather  for  Cossack  boots  and  7,000,000 
feet  of  leather  for  the  British  soldiers'  footwear.  These 
shipments  must  be  completed  almost  immediately  so 
as  to  be  in  time  for  the  cold  weather,  and  the  govern- 
ment has  been  forced  to  take  up  every  available  piece 
of  leather  on  the  market." 


ease  Lacly,  havej'oag'ot  a  pair  of  rubbers 
or  oversboes  about:  you  anywKere?  I  want  to  save 
these  boots  and  do  my  bit  to  hel^  win  The  war." 


-St.  Thoma?  "Times' 


To-Day,  The  Shoe  Repairer's  Opportunity 

With  the  Increased  Cost  of  Footwear  Comes  a  Demand  for  "Re-built" 
Shoes-  PubJic  No  Longer  Scorn  the  "  Mended "  Boot 


TriERl'^  is  no  d(iul)t  that  the  temper  of  the  gen- 
eral i)ublic  at  the  present  moment  is  to  en- 
deavor to  offset  the  increased  price  of  new 
shoes  by  extending  the  life  of  their  old  ones. 
This  means  good  business  for  the  repair  man,  for  the 
type  of  man  who  is  looking  for  repair  service  to-day  is 
the  one  who  in  the  past  has  been  fastidious  about  his 
footwear,  and  will  continue  in  the  same  way,  though 
he  is  trying  to  gain  the  same  result  by  different  means. 
That  is,  the  demand  of  to-day  is  for  repaired  shoes  that 
will  compare  favorably  in  appearance  with  new  ones 
and  give  com])arable  satisfaction.  For  example,  the 
demand  is  rajjidly  increasing  for  the  full  sole,  whereas 
live  years  ago  this  was  almost  considered  a  fad. 

It  follows  as  a  natural  oonsec|ucnce,  therefore,  that 
the  better  the  work  our  rei)air  men  are  able  to  turn 
out  the  more  rapidly  will  this  arm  of  the  footwear 
business  develo)).  In  days  gone  by  many  a  man  hesi- 
tated about  publishing  the  fact  that  he  was  wearing  a 
])air  of  "mended"  shoes.  To-day  he  is  beginning  to 
]>oint  to  his  rehabilitated  footwear  with  .satisfactit)n 
and  to  display  them  beside  the  newer  shoes  of  his 
friends  so  as  to  demonstrate  lliat  ihey  arc  just  as  com- 
fortable and  practically  as  good-ai^pearing  as  ever. 
'J"he  smaller  repair  jobs  will,  of  course,  be  in  evidence, 
too,  more  than  ever,  but  it  is  the  "making  over"  of 
slioes  rather  than  the  nure  palching  and  rei)airing  that 
the  up-to-date  repair  man  will  keep  his  eyes  on  and 
make  the  biggest  j)rolils  from. 


A  business  man  without  a  trade  journal, 
through  which  to  view  the  happenings  in  his  trade, 
is  something  akin  to  a  submarine  wkhout  a  peri- 
scope. 


.Some  interesting  sentiments  along  somewhat  these 
same  lines  were  recently  expressed  by  Mr.  E.  C.  Wag- 
ner, president  of  the  Wagner  Leather  Company,  before 
the  Shoe  Repairers'  Association  of  California.  He 
says  that  shoe  repairing  is  going  to  i^ourish  as  never 
before. 

"I^eather,  as  you  know,  is  a  very  important  muni- 
tion of  war.  Not  only  is  it  needed  for  boots  b}^  the 
army,  but  knapsacks,  coats,  cartridge  belts,  harness, 
saddles,  and  other  lines  of  equipment. 

"Supply  and  demand  govern  prices  to  a  great  ex- 
tent. Naturally  when  there  are  large  stocks  of  leather 
on  hand  the  buyer  works  the  asking  prices  down.  To- 
day, with  the  scarcity  of  leather,  the  big  buyers-  of 
leather  are  settling  the  prices  to  these  high  levels.  In 
fact,  prices  to-day  are  a  secondary  consideration,  the 
])rincipal  desire  being  to  be  assured  of  regular  shij)- 
ments  at  ruling  j^riccs.  • 

"Many  tanners  notox  er  six  weeks  ago  realized  that 
a  leather  famine  was  at  hand,  with  the  result  that  some 
of  them  booked  business  at  ])rices  which  thev  now 
regret. 

"The  hide  men,  who  ha\e  occupied  a  must  inde- 
pendent position  for  a  number  of  years,  soon  saw  what 
was  in  store  for  them,  and  when  thev  saw  a  good  pro- 
lit  they  began  to  sell  their  hides;  ])nt  even  thev  were 
not  smart  enough,  as  the  tanners  bought  all  their  hides, 
and  to-day  are  buying  hides  at  higher  prices,  willing  to 
bnv  them  several  months  in'advance  from  cattle  which 
li;i\c  not  yet  been  e\en  bovight  to  be  slaughtered. 

"When  oiu'  considers  tli.il  it  lakes  fonr  and  lixe 
months  to  tan  sole  leathei-  \()n  can  see  that  there  is  no 
cheai)  leather  in  sight  for  some  time  to  come. 

More  Expensive  Than  Roast  Beef. 

"Remember,  gentlemen,  we  are  i)aying  to-<la\'  more 
money  for  hides  than  is  paid  for  the  best  roa.'-^t  beef.- 
With  present  cftnditions  of  the  le.illui-  market,  with 
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no  stocks  on  liaiul,  and  leather  sold  in  advance,  it  is 
now  a  question  with  many  of  our  shoe  manufacturers 
whether  they  will  be  able  to  get  leather  enough  for 
s'.ioes  for  our  own  consumption.  This  means  higher 
prices  for  shoes,  and  if  the  prices  which  are  predicted 
for  shoes — $15  to  $20  a  pair — come  true,  you  can  de- 
pend on  it  that  the  strictest  economy  among-  our  own 
l)eople  will  take  place. 

'"This  means  that  shoe  repairing  is  going  to  flour- 
ish as  never  before.  This  time,  in  my  opinion,  is  much 
closer  than  any  of  you  gentlemen  realize  at  the  present 
time.  The  shoe  dealer  who  has  been  advertising"  a  $.3 
shoe  for  years  finds  now  that  this  is  a  thing  of  the  past, 
and  is  obliged  to  advance  his  prices  in  keeping  with 
jjrcsent  conditions. 


"Idide  and  leather  prices  are  shaking  the  very  foun- 
dation of  leather  goods,  and  unless  you  are  awake  and 
advance  your  prices  of  shoe  repairing  in  keeping  with 
the  advance  in  leather  you  will  not  have  money  enougii 
to  live  with  the  living.  It  is  only  a  cash  customer  wlio 
can  get  leather.  Slow  accounts  are  told  that  there  is 
none. 

"It  is  predicted  by  many  leather  men  that  sole 
leather  will  sell  in  the  side  at  $1  per  pound.  This,  how- 
ever, remains  to  be  seen. 

"There  has  been  considerable  talk  as  to  what  the 
ct)nditions  would  be  after  the  war,  and  many  predict, 
with  leather  stocks  stripped  to  the  bare  floor  practi- 
cally all  over  the  world,  that  it  will  take  years  to  re- 
plenish leather  merchandise  for  the  civilians." 


A  Shoemaker  Criticizes  Canadian  Manufacturers 

Some  Caustic  Comments  Expressed  re  Factory  Conditions  in  Canada  Com- 
pared with  Those  in  the  U.  S.— Lack  of  Snap  and  Efficiency 


THE  following  letter  is  taken  from  a  current  is- 
sue of  "Shoe  Topics"  (Boston),  and  is  repro- 
duced as  an  indication  of  one  man's  opinion, 
who  claims  to  have  had  two  years'  experience  in 
Canadian  manufacturing.  We  print  it  for  what  it  is 
worth : 

"As  Canada  is  only  across  the  border  from  the 
United  States,  and  many  of  her  customs  are  along 
similar  lines  with  our  own,  and  she  follows  a  close 
second  in  some  lines  of  industry,  it  would  be  natural 
to  suppose  that  the  shoemaking  line  would  be  one  of 
them,  and  almost  on  a  par  with  our  own.  The  writer, 
who  has  been  in  Canada  for  the  past  two  years,  en- 
gaged in  this  line  of  work  (shoemaking)  has  been  dis- 
appointed to  find  that,  in  his  own  experience  at  least, 
this  was  far  from  being  the  case. 

"Associated  here  with  me  is  one  of  the  largest 
and  supposedly  most  progressive  firms  in  Canada  with 
no  lack  of  capital,  and  almost  every  facility  known 
here  to  carry  on  a  shoe  manufacturing  business ;  still, 
w^e  miss  the  snap  and  efficiency  that  goes  with  pro- 
gressive shoe  firms  of  the  same  size  in  the  United 
States.  It  Avould  almost  make  me  think  of  a  small 
"buckeye"  shop  in  Lynn  or  Haverhill,  trying  to  turn 
out  500  per  cent,  more  goods  daily,  using  their  same 
slipshod  methods  ,of  efficiency  now  in  vogue,  and 


naturally  the  same  chaotic  results  would  follow  here 
as  would  there.  A  little  over  a  year  ago  things  hap- 
pened to  turn  to  the  good  here  for  a  short  while,  and 
two  of  our  factories,  engaged  on  the  better  line  of 
work,  were  turning  out  about  7,000  pair  daily;  today 
they  are  not  averaging  over  2,500  pairs  and  the  causes 
can  be  readily  seen. 

"Just  previous  to  the  war  there  was  a  great  hue 
and  cry  from  New  England  manufacturers  that  if  the 
tarift'  was  removed  from  boots  and  shoes  that  the 
country  would  be  flooded  with  goods  of  foreign  make, 
that  they  could  never  hope  to  compete  with  in  price. 
While  a  country  like  Germany  may  have  been  able  to 
produce  such  goods  at  that  time,  the  shoe  manufac- 
turers there  may  rest  assured  that  it  will  be  years  be- 
fore they  will  have  any  cause  to  fear  Canada  in  this 
respect. 

Good  Demand  for  United  States  Shoes 

"While  a  few  United  States  shoe  manufacturers 
have  opened  factories  of  their  own  in  Canadian  terri- 
tory, to  escape  the  heavy  duty  imposed  on  shoes  of 
American  make,  still,  you  will  see  many  American 
shoes  in  the  shoe  stores  here  and  for  which  there  is 
a  good  demand,  especially  on  women's  lines  and  wdiich 
can,  even  with  the  heavy  excise  duty,  compare  favor- 
ably in  price  with  a  Canadian  article  of  like  merit, 
and  I  doubt  if  any  American  firm  has  ])rofited  to  any 
great  extent  by  crossing  the  line. 

"There  are  three  main  reasons  that  I  will  give 
for  the  deductions  I  have  drawn  :  the  first,  that  we  will 
state  is  'stock,'  which  is  the  first  thing  that  must  be 
reckoned  with  in  making  a  shoe,  and  most  of  our  stock 
here,  both  sole  and  upper  leather,  has  to  be  purchased 
in  the  United  States,  and  with  the  heavy  duty  imposed 
by  the  customs,  and  combined  with  the  war  tax,  the 
cost  of  stock  ariiounts  to  almost  a  prohibitive  ligm-e. 
Findings,  which"  must  be  reckoned  in  the  same  cla.ss, 
also  largely  come  from  across  the  line,  at  relatively 
high  figures,  and  while  at  home  we  have  had  more 
delay  than  formerly  for  the  last  two  years  on  all  articles 
of  this  nature,  here  it  is  at  least  two  weeks  before 
we  ever  hear  from  our  orders  placed  there  and  even 
after  reaching  the  customs  here  they  are  generally  held 
up  for  some  two  or  three  weeks  for  examination.  I 
have  known  work  on  button  shoes  held  up  for  over 
three  weeks  in  the  stitching  room,  waiting  for  buttons 
to  come  out  of  'customs.' " 
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English  Board  of  Trade  Endorses  the  High  Top 

Leather  Not  Necessary  for  High  Boots— Situation  Could  be  Relieved  by  the  use 
of  Fabric— Vain  Protest  by  British  Member  of  Parliament 


THE  inconsistency  of  the  high-topped  shoe  amidst 
our  present  leather  shortage  has  been  the  cause 
of  much  discussion  in  shoe  circles,  but  regard- 
'  less  of  what  the  manufacturer  or  the  retailer 
may  say,  do  or  think,  Milady  must  have  her  high  boots. 
It  has  been  suggested  that  government  control  be  ex- 
ercised to  prevent  manufacturers  from  putting  more 
than  a  specified  amount  of  leather  into  any  pair  of 
shoes,  in  addition  to  passing  legislation  prohibiting 
the  undue  slaughter  of  cattle.  While  nothing  of  such 
drastic  import  has  yet  taken  place,  it  is  interesting 
to  note  that  a  British  M.P.  became  sufficiently  inter- 
ested in  the  question  to  put  the  matter  before  the 
Board  of  Trade.  Referring  to  this  action  the  Shoe 
and  Leather  Record  (Eng.)  says: 

"Leather  of  every  description  is  a  commodity  whicli 
should  be  put  to  the  best  possible  use  under  existing  circum- 
stances. It  is  scarce  and  costly,  and  any  attempt  to  prevent 
its  being  wasted  is  deserving  of  support.  On  the  other  hand, 
fashion,  and  especially  any  fashion  which  appeals  to  woman- 
kind, is  a  delicate  and  difficult  thing  to  control.  Still,  the 
proposal  that  the  Government  should  impose  some  limit  to 
the  height  of  the  legs  of  the  boots  now  so  popular  is  one 
which  will  commend  itself  to  sensible  people.  The  stylish 
hessian  laced  or  buttoned  boot  is  a  luxury  which  is  indulged 
in  by  many  wearers  who  do  not  realize  that  it  is  an  ex- 
travagance which  has  a  bearing  on  the  prices  of  boots  of  a 
more  modest  character.  The  material  required  for  the  legs 
of  a  pair  of  boots  twelve  inches  high  is  sufficient  for  the 
uppers  of  two  pairs  of  shoes.  And  the  extreme  prices  which 
are  quoted  to-day  for  glace  kids  might  be  modified  to  some 
extent  if  that  material  were  not  so  extravagantly  used  in 
luxury  footwear." 


The  Board  of  Trade,  however,  were 'inclined  to  view 
the  matter  in  a  somewhat  different  light  and  a  later 
issue  of  the  Record  states: 

"As  might  have  been  expected,  there  is  no  disposition 
on  the  part  of  the  Board  of  Trade  to  prohibit  the  wearing  of 
high-legged  boots  by  ladies.  Their  view  is  that  no  action 
need  be  taken  by  that  department,  seeing  that  "substances 
other  than  leather"  are  largely  used  in  the  legs  of  ladies' 
boots,  and  consequently  the  action  suggested  would  not  effect 
any  saving  in  leather.  It  is,  of  course,  common  knowledge 
that  a  goodly  proportion  of  the  legs  of  the  hessian  ])oots 
now  so  popular  are  cut  from  fabrics,  chiefly  woollen  cloth. 
But  many  wearers  insist  on  glace  or  patent  legs,  and  the 
material  thus  used  would  be  much  better  employed  if  utilized 
for  the  vamps  and  quarters  of  Oxford  or  Gibson  shoes,  which 
afiford  all  the  protection  w-earers  need  when  supplemented  by 
gaiters.  A  Leicester  manufacturer  points  out  that  in  many 
of  the  hessian  boots  the  quantity  of  leather  used  is  not  large, 
as  only  the  vamp  or  golosh  is  cut  from  glace  or  patent,  and 
he  considers  the  hessian  with  cloth  legs  more  serviceable 
than  a  shoe  plus  a  cloth  gaiter.  At  the  same  time,  he  admits 
that  the  abolition  of  the  popular  type  of  high-legged  boots 
would  effect  a  saving  of  100  per  cent,  of  upper  leather.  What 
he  seems  to  advocate  is  that  if  hessians  must  be  produced, 
the  legs  should  be  cut  from  some  fabric  rather  than  from 
leather.  This  view  may  be  commended  to  boot  retailers  as 
sound,  and  if  retail  salesmen  would  use  their  influence  in  or- 
der to  dissuade  wearers  from  purchasing  hessians  with  leather 
legs,  some  easement  of  the  scarcity  of  upper  material  would 
result.  As  a  rule,  however,  salesmen  follow  the  line  of  least 
resistance,  and  offer  just  the  kind  of  article  their  customers 
demand.  If  our  correspondent  "Manufacturer,"  and  his  fel- 
lows refused  to  supply  the  type  of  boots  now  so  fashionable, 
except  with  cloth  legs,  the  economy  which  is  admittedly  so 
desirable  would  be  effected." 


Are  Tanners  Taking  an  Undue  Advantage? 

One  Manufacturer  Believes  Present  Prices  Unwarranted— Predicts  Collapse  in  Market 
When  Peace  is  Declared—  Some  Stocks  Sufficient  for  Many  Months 


IT  was  on  a  train  that  I  fell  into  conversation  with 
him,  says  a  writer  in  American  Shoemaking.  He 
sat  in  the  seat  directly  in  front  of  me,  and  got  as 
tired  of  riding  in  silence  as  did  I.  •  It  turned  out 
tliat  he  was  a  successful  manufacturer,  and  our  con- 
versation just  naturally  drifted  to  the  shortage  in 
leather  and  the  prevailing  high  prices.  He  was  very 
positive  in  his  opinions,  and  seemed  to  have  sor.nd, 
logical  reasons  for  them,  so  I  am  giving  them  to  the 
reader  for  what  they  arc  worth. 

He  believed  that,  while  there  was  a  genuine  scar 
city  of  leather,  it  was  not  scarce  cnougli  to  warrant 
Ijrevailing  |)rices— especially  of  sole  leather. 

Said  he:  "While  no  one  has  much  of  a  stock  of 
leather  on  hand,  every  one  has  a  liftle — enough  for 
present  needs,  and  if  every  dealer  were  to  release  all 
the  leather  he  has  on  hand  there  would  l)e  no  immedi- 
ate shortage  noticeable.  But  the  dealer  who  has  a 
small  stock  will  sell  but  sparingly  for  two  reasons- 
first,  because  when  he  has  sold  out  he  might  find  it 
difficult  to  renew  his  stock,  since  the  tanner  also  is 
iKjlding  back;  and,  second,  because  he  can  make  more 
money  by  hf>lding  his  leather  on  the  present  market 
than  Ijv  selling  and  restocking. 


"Behind  his  conduct  lie  the  principles  which  gov- 
ern every  panic  and  every  bull  movement.  In  every 
panic  every  one  sells  to  save  himself.  In  every  period 
of  rising  prices  one  buys  and  holds  to  take  to  himself 
the  profits  resulting  from  appreciating  values. 

"Not  only,"  said  he,  "are  leather  dealers  biiving 
wherever  they  can  and  holding  as  long  as  possible,  but 
shoe  manufacturers  are  doing  likewise.  In  fact,  many 
large  concerns  have  stocks  of  ])oth  upper  and  sole 
leather  stored  in  their  i)lants  sufficient  to  carr}'  them 
for  months,  and  most  of  such  have  made  a  good  profit 
by  buying  and  holding  such  stock,  so  long  as  prices 
liold  where  they  are  now. 

"Not  only  is  leather  scarce  and  high,  hut  so  also  is 
wheat.  Nevertheless,  if  peace  were  declared  in 
I''.nroi)e  to-morrow  most  men  would  expect  to  see  the 


A  successful  man  once  remarked  that  he  knew 
of  few  pastimes  as  pleasant  as  that  of  putting 
salt  on  the  tail  of  a  good  idea. 
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price  of  wheat  o;o  down,  and  down  to  no  one  knows 
where. 

"The  Ihietuation  in  wheat  prices  upon  any  s&i-ious 
hint  of  peace  seems  to  prove  this  theory,  and  I  beHeve 
the  immense  profits  fij^ured  b)'  wheat  holders  on  the 
assumption  of  the  continuance  of  present  prices  would 
slump  like  a  house  of  cards  if  peace  were  declared  to- 
morrow. 

"So,  too,  I  hold  that  a  sudden  declaration  of  peace 
would  brin^-  out  plenty  of  tirms  who  really  wanted  to 
sell  leather,  and  at  a  reasonable  price  at  that,  which  is 
neither  here  nor  there,  since  there  are  no  indications 
of  an  immediate  peace,  except  that  the  same  is  proof 
that  the  tightness  of  the  market  is  caused  more  by  a 
desire  to  take  profits  than  b}-  a  tremendous  shortage 
of  stock. 

"Rut  when  the  time  for  actual  peace  draws  near," 
continued  he,  "1  should  not  care  to  have  a  tremendous 
stock  of  leather  stored  in  m}^  factory  lest  what  I  had 
figured  as  a  handsome  profit  might  develop  over  night 
into  a  sagging  loss.  For  whenever  peace  is  declared  1 
expect  to  see  present  values  crumble,  in  spite  of  the 
stories  which  those  with  goods  to  sell  will  tell  of  the 
great  need  which  Europe  will  have  for  our  materials 
after  the  war." 

In  gi\-ing  this  manufacturer's  opinions  I  have  sim- 
ply acted  as  a  medium,  and  have  put  into  this  report 
no  theories  of  mv  own. 


Growing  Demand  for  Cloth  Toppings 

A  large  manufacturer  of  cloth  to]JS  slates  that  shoe 
manufacturers  are  beginning-  to  call  upon  them  freely 
for  samples  of  cloth  for  tops.  He  believes  that  inside 
of  the  next  month  or  so  there  will  be  a  strong  call  for 
cloth  for  shoe  tops  in  both  men's  and  women's. 


Securing  Leather  from  the  Sea 

The  present  scarcity  of  leather  has  led  the  Depart- 
ment of  Commerce  of  the  United  States  to  entertain 
the  feasibility  of  utilizing  shark  skin  as  a  possible  sub- 
stitute. These  skins  have  had  for  some  years  a  limited 
demand  as  coverings  for  articles  of  ornament,  but 
their  use  for  footwear  has  been  limited.  An  accept- 
able leather  has  been  prepared  from  shark  skins  in 
several  foreign  countries,  and  it  is  felt  that  there 
should  be  no  reason  why  a  good,  serviceable  leather 
cannot  be  manufactured  from  the  skins  of  sharks  taken 
on  the  American  coast.  The  skins  are  very  tough  and 
durable,  and  many  show  a  very  beautiful  surface  pat- 
tern after  tanning.  Arrangements  have  been  made  for 
securing-  from  Florida  fishermen  a  supply  of  skins,  on 
which  experiments  w^ill  be  conducted  in  various  meth- 
ods of  tanning. 

Also  Using  Porpoise  Hide. 

A  Boston  manufacturer  is  wearing  a  pair  of  shoes 
made  from  the  skin  of  a  baby  porpoise,  which  is,  as  far 
as  is  known,  one  of  only  three  pairs  ever  made.  To  all 
ai)pearances  the  leather  is  the  same  as  calf,  but  per- 
haps a  little  softer.  It  is  tough,  however,  and  good 
wear  is  anticipated. 

Unlike  the  shark-skin  possibility,  there  are  no  por- 
poise hides  on  the  market  for  shoe  manufacture,  and  it 
is  not  felt  that  there  ever  will  be.  Only  the  skins  of 
baby  porpoises  can  be  used,  because  the  older  fishes 
arc  badly  mutilated  from  excessive  fighting.  The  cost 
of  tanning  also  is  somewhat  higher.  One  unusual  fea- 
ture claimed  for  the  porpoise  skin  is  that  it  may  be- 
come water-soaked  and  dry  out  soft  and  pliable. 

The  utilization  of  shark-skins,  however,  would 
seem  to  allow  of  two  very  considerable  benefits — (1)  a 


means  of  relieving,  no  matter  how  little,  the  present 
acute  leat'.ier  situation,  and  (2j  ridding  the  coasts  of  a 
heretofore  alarming  menace  to  bathers  and  fishermen. 


An  Innovation  in  Upper  Designing 

The  accompanying-  illustration  shows  one  of  the 
])ossibilities  of  shoe  decoration  originated  by  a  firm  in 
the  United  States.  In  describing-  this  process  they 
state:  "It  is  now  possible  to  decorate  uppers  according 
to  your  own  designs,  thus  securing  the  exclusiveness 
and  distinctiveness  so  advantageous  in  selling.  It  has 
already  been  proven  that  the  public  demands  more 


One  of  many  designs  with  which  shoe  tops  can 
be  decorated  by  new  process. 


elaborate  shoes  than  ever  before,  and  the  scarcity  of 
colored  leathers  makes  our  process  all  the  more  appre- 
ciated by  the  user." 

This  firm  is  showing  a  number  of  designs  appro- 
priate for  footwear,  of  leather,  canvas,  satin,  and  other 
fabrics.  The  colors  are  claimed  to  be  beautifully 
blended,  excelling-  anything  so  far  produced  in  the  way 
of  shoe  adornment. 


Selling  Shoes  by  the  Dozen 

The  average  retailer  considers  himself  very  fortu- 
nate to  accomplish  the  sale  of  three,  or  even  two,  pairs 
of  shoes  to  one  customer,  but  here  is  a  retailer  who  is 
telling  his  friends  of  the  sale  of  an  even  dozen  to  one 
man.  "This  customer  came  in  the  store  in  the  morn- 
ing," he  said  to  the  writer,  "and  decided  to  buy  a  pair 
of  tan  shoes.  He  remarked  that  he  always  liked  tans, 
and  was  much  interested  in  the  price,  which  naturally 
was  much  more  than  he  had  ever  paid  before.  He 
talked  about  the  leather  advance  and  discussed  the 
l)robability  of  even  higher  prices.  Later  in  the  day  he 
returned  and  said  he  had  determined  to  take  another 
jiair  just  like  the  first.  When  in  the  middle  of  the  after- 
noon I  saw  him  coming  a  third  time  I  thought  he  had 
changed  his  mind,  but  he  had  not — he  said  he  wanted 
to  buy  ten  pairs  more  like  the  first,  making  an  even 
dozen  pairs.  'These  ought  to  last  me  till  the  war  is 
over  and  prices  take  a  drop,'  he  remarked,  which  de- 
monstrated the  channels  in  which  his  mind  had  been 
working.  Other  people  have  bought  two  or  three  pairs 
of  shoes  to  tide  over  a  season  or  a  year,  but  the  dozen- 
pair  lot  nian  was  the  limit  for  this  store." 
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Why  Smith  Was  a  Failure  and  Jones  Made  Good 

Accurate  Knowledge  of  Correct  Mark-up —Abolition  of  the  "Bargain-Counter" 
Habit  and  the  Use  of  Accurate  Business  Systems 


ONE  of  the  greatest  needs  in  shoe  retailing,  or 
in  any  other  mercantile  line  for  that  matter,  is 
that  more  time  should  be  given  to  forethought 
rather  than  to  afterthought.  It  is  well  to  re- 
view the  results  of  the  past,  but  this  in  itself  serves  no 
useful  purpose  unless  it  is  a  guide  to  a  plan  for  the 
future.  The  following  illustrates  actual  conditions 
which  existed  in  two  shoe  stores  in  the  middle  west — 
one  in  a  city  of  50,000  and  the  other  in  a  city  of  30,000, 
as  related  in  Shoe  Retailer. 

Each  store,  doing-  a  cash  business  of  about  $50,000 
a  year,  was  rated  as  the  leading  shoe  store  in  its  city. 
Jones,  in  the  larger  city,  had  a  lease  which  cost  him 
$5,000  per  year.  Smith,  on  the  contrary,  paid  only 
$700  annually  for  his  store.  It  Avould  be  natural  to 
assume  that  Smith,  with  his  cheaper  rent,  would  have 
a  tremendous  advantage  over  Jones  with  his  unusually 
hig-h  rent. 

Systemi  the  Big  Factor 

As  a  matter  of  fact.  Jones,  in  spite  of  his  big  rent, 
was  making-  a  substantial  amount  of  real  spendable  net 
l)rofit,  and  had  a  thriving  business.  Smith,  on  the  con- 
trary, and  although  he  had  been  in  business  several 
years  longer  than  Jones,  was  practically  on  the  verge 
of  bankruptcy,  so  great  Avas  his  load  of  indebtedness. 
Jones  was  a  merchant,  a  stock  keeper,  and  a  financier, 
while  Smith  was  only  a  store  keeper,  wrecked  by  reck- 
less buying-  and  without  books  and  records  which 
should  have  changed  his  course  upward  instead  of 
downward.  The  two  sets  of  figures  below  explain  why 
Tones  was  a  success  and  Smith  a  failure. 

Jones'  Success 

Sales  $50,000  100% 

Gross  Profit   18,000  36% 

Expense   15,000  30% 

Net  Gain   3,000  6% 

Smith's  Failure 

Sales  $50,000  100% 

Gross  Profit   10,000  20% 

Expense   12,500  25% 

Net  Loss   2,500  5% 

The  first  question  which  naturally  occurs  to  the 
reader  is.  "How  do  you  know  that  Smith  was  only 
getting  20  per  cent,  gross  profit,  and  how  do  you  know 
that  his  expense  was  25  per  cent.?"  The  fact  that  he 
was  losing  money  at  the  rate  of  more  than  $2,000  a 
year  was  the  basis  of  this  proof.  It  was  determined, 
after  a  rather  tedious  overhauling,  that  his  total  an- 
nual expense  account  was  at  least  $12,500,  which  in- 
cluded only  a  moderate  drawing  account  for  himself. 
'I'he  fact  that  his  annual  net  loss  for  the  past  three 
years  had  been  about  $2,500,  or  five  per  cent,  of  his 
sales,  was  the  factor  in  determining  his  gross  profit. 
When  a  business  is  making  money  the  gross  profit  is 
ascertained  by  adding  the  percentage  f)f  expense  and 
the  iK-rccntage  of  gain.  When  a  business  is  losing 
money,  the  percentage  of  gross  profit  is  obtained  by 
deducting  the  percentage  of  loss  from  llic  percentage 
of  exijcnsc. 

Six  Per  Cent.  Net  Profit 

Jones'  gross  itmfit  was  carefully  figured  day  by 
day,  moiilli  by  niontli,  lo  a  definite  ainnial  tolal,  but  his 


inventory  proved  his  figures.  His  ex])ensc  was  de- 
terminable exactly  at  $15,000,  or  30  ])er  cent,  of  his 
sales.  The  difiference  between  his  two  inventories 
showed  a  $3,000  gain  in  net  worth,  amounting  to  6 
per  cent,  of  his  sales.  Hence,  his  gross  profit  was 
proved  by  adding  together  the  expense  per  cent,  and 
the  net  gain  per  cent. 

Smith  had  no  gross  profit  calculation  figures,  but 
the  inventory  results,  and  the  expense  account,  made 
it  possible  to  prove  that  his  gross  profit  must  have 
been  away  below  normal.  His  expense  account  was 
defintely  fixed  at  $12,500,  or  25  per  cent.,  which  is 
about  the  normal  amount  for  such  a  business  as  his. 
The  fact  that  he  has  suffered  a  dro])  of  $2,500  in  net 
worth  during  the  past  year  indicated  that  he  was  los- 
ing money  at  the  rate  of  5  per  cent,  of  his  sales.  There- 
fore, to  bring  about  this  condition  his  gross  profit  was 


A  late  Paris  novelty  is  the  bracelet  shoe.    They  are  made 
in  combination  leathers  in  both  single  and 
double  bracelet  effects. 


logically  5  per  cent,  less  than  liis  percentage  of  ex- 
])ense,  or  20  per  cent. 

But  this  was  not  the  only  way  in  which  the  gross 
profit  was  proved.  The  first  thing  to  meet  a  custo- 
mer's eye  when  he  entered  the  store  was  a  row  of 
bins,  so  near  the  door  that  one  almost  had  to  stumble 
over  them  to  get  by.  These  bins  were  part  of  the 
regular  store  fixtures,  and  had  been  there  for  years. 
They  were  respectively  labelled,— "$2.48,  $1.98  and 
$1.48."  In  these  bins  a  conglomerate  mess  of  odd 
pairs,  old  styles  and  short  lines  were  thrown.  The 
])rices  affixed  by  the  bulletins  were  usually  close  to 
the  cost  price  or  sometimes  less.  If  the  shoes  did  not 
move  in  the  $2.48  bin,  they  were  transferred  to  the 
$1.98  bin.  If  they  did  not  sell  there  they  were  rele- 
gated lo  $1.48  l)in  with  the  ])robability  that  a  strong 
display  of  a  one  dolL-n-  by  a  customer  would  close 
a  sale. 

Now  Smitli  carried  pretty  nearly  the  same  grades 
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o{  merchandise  as  did  Jones,  and  if  he  had  disposed  of 
it  at  a  normal  profit  of  30  per  cent,  he  would  have 
been  making  money.  But  Smith's  three  bins  killed 
good  business.  Naturally  people  rumaged  through  the 
l)argain  boxes  first — they  couldn't  really  help  it,  for 
they  were  invited  to  when  they  first  entered  the  store, 
so  prominent  were  the  three  heaps  of  discards. 

During  the  afternoon  the  writer  was  in  the  store,  it 
Avas  evident  that  fully  50  per  cent,  of  the  sales  were 
made  from  the  bargain  boxes.  Therefore,  if  there 
were  twenty  sales  that  afternoon,  of  which  ten  were 
made  from  goods  at  the  regular  30  per  cent,  profit, 
and  the  other  ten  at  no  gross  profit,  or  worse  than 
that,  the  average  gross  profit  for  the  day  could  not 
have  been  much  over  15  per  cent.,  if  it  was  that.  Hence, 
this  alone  is  sufficient  to  prove  that  the  20  per  cent, 
gross  profit  for  the  year  was  not  far  from  correct. 

The  Advantage  of  Starting  Right 

Jones,  on  the  contrary,  set  his  lines  on  a  profit- 
making  basis  from  the  start.  He  knew  he  was  paying 
a  high  rent,  which  in  itself  was  10  per  cent,  of  his  sales. 
Hut  he  got  started  right  the  very  second  month.  His 
first  month's  business  was  about  $4,000.  He  believed 
he  would  do  about  $45,000  or  $50,000  his  first  year  at 
that  rate.  His  first  month's  gross  profit  was  at  the 
rate  of  30  per  cent.,  so  he  sat  down  and  held  a  little 
town  meeting  with  himself  before  starting  the  sec- 


ond month's  business.  He  talked  to  himself  something 
like  this : 

Jones,  as  near  as  I  can  figure,  it  will  cost  you  about 
$15,000  expense  to  run  this  business  for  a  year.  If 
you  do  $50,000  volume  it  will  make  your  expense 
figure  just  30  per  cent,  of  your  sales.  Consequently, 
if  you  are  to  get  any  return  in  the  way  of  net  profit, 
you  have  got  to  get  a  gross  profit  of  more  than  30 
"per  cent.  Now,  to  take  all  this  risk  and  worry,  you 
are  entitled,  as  a  merchant,  to  at  least  a  margin  of  6 
per  cent,  net  profit  on  your  sales.  Consequently  the 
average  gross  profit  on  your  sales  must  be  36  per 
cent.  You  are  paying  a  rent  that  will  cost  about  10 
per  cent,  of  your  sales,  which  is  about  5  per  cent,  over 
tlie  usual  amount.  Therefore,  to  make  yourself  whole 
you  are  entitled  to  a  gross  profit  tliat  is  5  per  cent, 
higher  than  the  normal." 

After  this  soliloquy  Jones  went  about  his  second 
month's  business  with  36  per  cent,  gross  profit  defi- 
nitely fixed  in  his  mind  when  pricing  his  merchandise. 
He  got  it.  On  some  lines  he  got  more,  on  some  a 
little  less,  but  in  his  average  calculation,  carefully 
iigured  and  totalled  every  day,  and  every  month,  the 
average  gross  profit  was  better  than  35  per  cent.  By 
holding  his  expenses  within  the  30  per  cent,  limit,  he 
made  his  business  show  a  gain  of  6  per  cent.,  while 
.'^mith  was  losing  5  per  cent.  Jones  won  because  he 
had  a  definite  plan  and  stuck  to  it. 


Microscopic  Formation  of  Blisters  and  Corns 

Most  of  Us  Know  What  They  Feel  Like  But  Have  Little  Knowledge  of  How  They  Are 
Formed— An  Explanation  that  Should  Prove  of  Value  to  Every  Shoe  Retailer 


APROPOS  of  all  that  has  been  said  upholding 
the  science  of  shoe  fitting  with  reference  to 
foot  troubles,  and  a  more  intimate  knowledge 
of  remedies  and  appliances  with  which  to  com- 
bat existing  ailments,  it  is  of  considerable  interest  to 
know  exactly  just  what  causes  blisters  and  corns  — 
that  is,  what  change  takes  place  in  the  skin  and  tis- 
sues of  the  foot,  as  a  result  of  ill-fitting  footwear.  The 
theory  is  held  by  many  that  corns  are  preventible  and 
imnecessary,  though  many  chronic  sufiferers  naturally 
ridicule  any  such  idea.  A  comprehensive  explanation 
of  the  entire  subject  is  given  in  a  recent  issue  of  the 
Shoe  Trades  Journal  (Eng.) 

The  skin  consists  of  two  distinct  layers — an  upper 
or  outer  one,  and  an  under  or  inner  one.  The  first 
is  known  as  the  epidermis,  and  the  second  as  the  der- 
mis or  corium.  The  epidermis  is  practically  dead  ma- 
terial, but  has  a  valuable  function  to  fulfil  as  a  pro- 
tective covering  to  the  body.  On  its  outer  surface  it 
is  composed  of  extremely  minute,  somewhat  oval, 
flakes,  which  overlay  one  another  like  the  scales  of  a 
fish.  There  are  constantly  being  worn  off,  or  .shed, 
as  scurf,  and  are  steadily  replaced  by  others  from  be- 
low. Globular  cells  at  the  bottom  of  the  epidermis 
slowly  rise,  and  get  flattened  as  they  do  so,  until 
eventually  they  become  surface,  wafery  ones.  A  re- 
ference to  Figs.  1,  2,  and  3  will  enable  the  reader  to 
understand  their  shapes.  In  the  second  illustration  the 
skin  is  comparatively  thick.  The  corium  is  a  fibrous 
layer,  well  supplied  with  slender  blood-vessels  (i.e., 
capillaries)  and  nerves.  It  is  soft  and  moist,  and  ex- 
udes the  serum  which  fills  a  blister. 

Although  both  skins  are  so  individually  distinct. 


there  is  a  close  intimacy  between  them,  the  upper 
being  derived  fr6m  the  loAver.  They  are  practically 
one,  and  come  away  as  such  during  the  process  of 
flaying.  Its  thickness  varies  according  to  the  por- 
tion of  the  foot — which  is  the  particular  part  now 
being  attended  to — covered  by  it ;  but  it  is,  nominally, 
very  thin. 

People  who  habitually  travel  with  bare  feet  gradu- 
ally obtain  thickened  soles.  Among  races  which 
never  wear  boots,  the  soles  may  become  exceptionally 
tough  and  resistant,  and  yet  retain  an  astonishing 
degree  of  firmness  and  pliability.  These  modifications 
have  been  occasioned  by  the  slow  changes  of  the  tis- 
sues involved.  General,  equalized  stimulus  has  been 
responsible  for  a  systematic  internal  deposition  of 
new  skin,  in  the  formation  of  which  the  serum  has 
taken  a  prominent  share.  If  one  i)articular  spot,  in- 
stead, had  been  repeatedly  rubbed,  while  the  remainder 
was  left  undisturbed,  a  blister  or  corn  would  have  re- 
sulted ;  but,  as  the  whole  of  a  sole  had  been  thus  acti- 
vated, there  was  not  enough  serum  to  get  noticeably 
localized,  and  it  exerted  its  influence  with  imiformity 
of  distribution. 

The  blood  consists  of  a  clear  or  pale  yellowish 
fluid,  the  redness  of  which  is  dtie  to  invisible  pigment 


"Know  this,"  says  a  Montreal  retailer  in  his 
advertisement,  "only  when  your  feet  are  resting  is 
your  body  resting.  Our  'comfy'  slippers  will  give 
you  an  amount  of  comfort  that  is  out  of  all  pro- 
portion to  the  price." 
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granules,  or  corpuscles.  By  itself,  this  fluid  is  trans- 
parent, and  is  called  plasma  while  in  circulation,  and 
serum  when  stationary  or  freed  from  the  body.  Upon 
allowing  some  of  it  to  evaporate  on  glass,  its  consti- 
tuents crystallize  or  assemble  in  the  manner  shown 
on  a  dark  background  in  No.  4. 

A  blister  is  really  a  bladder  or  vesicle  produced  by 
the  separation  and  elevation  of  the  insensitive  outer 
layer  of  skin  known  as  the  epidermis,  by  reason  of  the 
augmentation  of  serous  fluid — i.e.,  serum — above  the 
sensitive  portion.  The  incessant  frictional  action  on 
the  surface  stimulates  the  nerves  below,  and  these 


No. 


No.  2. 


No  3. 


No.  4. 


Xo.  1. — Surface  view  (with  a  persfiiration  jjore  in  the  centre)  of 
liuman  skin,  showing  the  epidermis  scales.  Magnified;  actual  space,  about 
1/30  in. 

No.  2. — Downward  view  of  human  skin,  in  which  the  cells  and  scales 
of  epidermis  are  shown  in  side  view,  with  a  portion  of  a  perspiration  tube 
passing  through  them.  Magnified;  actual  diameter  of  space,  about  1/30  in. 

No.  3. — Greatly-magnified  figures,  explaining  how  globular  cells  dur- 
ing their  rising  from  the  under-skin  flatten  to  form  the  surface  scales.  .On 
the  left:  Top  view.    On  the  right:  Side  view. 

No.  4. — A  film  of  blister  fluid,  or  serum,  crystallized,  after  evapora- 
tion.   Magnified;  actual  diameter  of  space,  about  1/24  in. 

operate  so  strongly  on  the  adjacent  capillaries  that  the 
thinner  substance  of  the  blood  is  induced  to  collect 
in  an  abnormal  quantity,  so  as  to  constitute  a  safe- 
guarding pad  above  the  flesh.  If,  however,  the  irrita- 
tion continues,  the  epidermis  splits,  dirt  enters  the 
wound,  and  actual  disease  is  started,  the  result  being 
an  ulcer,  which  may  lead  to  further  disfigurement. 

The  fluid  that  forms  within  a  blister  may  be  al- 
most white,  pale  amber  tinted,  oi)alescent,  or  tinged 
with  red.  In  the  first  and  second  cases  the  serum  is 
fairly  clear  of  solid  matter ;  in  the  third  it  contains  pus ; 
and  in  the  fourth  blood  is  noticeably  jjresent.  Ordin  - 
arily a  blister  discloses  what  is  termed  "water,"  but 
is  really  the  rich  exudation  already  referred  to. 

We  all  know  that  a  shar])  point,  such  as  that  ui  a 
/leedle,  can  be  made  to  ])ierce  into  a  blister  withoiit 
being  felt.  That  is  jjossible  on  account  of  the  ab- 
sence of  nerves  in  the  elevated  porti(Mi,  the  epidermis, 
which  is  thus  i)crforated.    Yet  the  slightest  touch  with 


the  same  point  upon  intact  skin  will  be  realized.  In 
this  latter  case  the  nerves  and  certain  delicate  special- 
ized protuberances  in  the  vmder  skin  respond  to  the 
impact  through  the  insensitive  part.  In  a  like  way  a 
kid  glove  has  no  life,  but  does  not  completely  impede 
sensation  in  the  hand  covered  by  it  when  anything  is 
brought  against  it,  or  if  it  is  rubbed. 

A  properly  fitted  boot  bends  synchronously  with 
the  foot  shielded  by  it ;  whereas  an  ill-formed  one  acts 
in  an  irregular  manner,  so  that  some  portions  of  the 
skin  are  abraded  by  the  wrinkled-up  sock  which  in- 
tervenes between  flesh  and  leather,  or  is  exposed  to 
the  last-named  if  the  sock  has  a  hole  in  it. 

The  Cause  of  Corns 

Corns  are  caused  similarly  to  blisters.  They  usu- 
ally occur  in  positions  such  as  over  the  joints,  where 
the  blood  supply  is  more  restricted  than  it  is  elsewhere. 
Intermittent  pressure  and  constant  friction  promote 
excess  activity  in  the  sensitive  layer  of  the  skin,  and 
new  deposits  are  formed  beneath  the  epidermis  until 
a  series  are  in  existence,  one  on  top  of  another,  form- 
ing a  cone,  the  apex  of  which  is  directed  inwards  to- 
wards the  tender  flesh.  At  the  same  time,  the  outer 
insensitive  skin,  increased  in  quantity,  rises  as  an 
excrescence.  Consequent  pressure  on  the  surrounding 
nerves,  some  of  which  may  force  their  way  irregularly 
into  various  parts,  gives  rise  to  pain.  Physiologically 
speaking,  increjising  pain  is  intended  by  nature  to  warn 
the  victim  that  something  is  amiss  and  needs  attention. 
If  the  matter  is  neglected,  a  corn  may  develop  adjacent 
inflammation  and  suppuration,  thereby  leading  to  the 
appearance  of  a  very  serious  malady.  .Soft  corns  arise 
in  moist  situations,  hard  ones  in  dry  places. 

A  ver}'  good  method  for  preventing  the  occurrence 
of  blisters  and  corns  is  to  tuck  pieces  of  cotton-wool 
into  or  near  places  which  are  likely  to  become  injured, 
such  as  between  the  toes  and  above  the  heel.  A  little 
of  this  material  lain  for  a  short  distance  just  inside 
the  rim  of  the  boot  and  partly  round  the  sides  of  the 
ankle  will  hold  the  leather  back  and  enable  the  foot 
to  have  free  play  without  undue  friction.  Skin  that  is 
liable  to  trouble  should  be  kept  well  greased,  since 
lubrication  against  friction  is  as  desirable  here  as  in 
machinery. 

If  the  cotton-wool  is  allowed  to  beccjme  tightly 
packed  and  touches  a  sore  spot,  it  will  become  worse 
than  useless ;  but  one's  intelligence  will  be  a  safe  guide 
in  these  matters. 


Leather  Conditions  Beyond  Control 

The  Breithaupl  Leather  Company  of  Kitcliener, 
Ont.,  recently  mailed  the  following  notice  rc  prices  to 
their  customers : 

"As  the  cost  of  hides  and  tanning  materials  have 
advanced  far  l)eyond  levels  anlicip.'itcd,  we  are  com- 
|)elled  to  make  all  prices  subject  to  change  without 
notice.  We  cannot  liold  oi)cn  ;iny  offers  luiiin-  ])reseiu 
conditions. 

"We  are  desirous  of  m.'ikiiig  all  advances  as  light 
as  i)ossiI)le,  and  will  do  our  utmost  to  take  care  oi  our 
customers,  but  we  wish  our  friends  in  the  trade  to  fully 
appreciate  the  seriousness  of  the  situation,  and  would 
suggest  that  they  govern  t'lemsehes  accordingl}'  in 
disposing  of  their  ow  n  product. 

"These  steps  ;n  e  necessary  because  conditit^ns  ha\'e 
reached  a  point  where  tlicy  are  .ibsolutely  lieyond  our 
control." 
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Large  Shoe  Retailer  Offers  Useful  Advice 

Manufacturers  are  responsible  for  many  failures  in  the  shoe  business—  Should  provide  better 
sizing  up  faciHties— Merchants  should  not  be  required  to  order  six  months  ahead. 


IT  is  said  of  O'Connor  and  (ioldbcrg,  shoe  retailers, 
Chicago,  that  the  combined  sales  of  their  six 
stores  are  only  exceeded  by  one  or  two  retail  or- 
ganizations on  the  entire  American  continent. 
Thirteen  years  ago  they  opened  a  small  store  with  a 
working  stock  of  250  pairs  and  five  thousand  dumm\' 
boxes.  Naturally  such  a  stupendous  growth  has  not 
been  easy,  and  it  might  \\  c\\  be  reasoned  that  any  ad- 
vice either  of  these  men  cared  to  ofifer  to  fellow  re- 
tailers would  be  of  considerable  value.  In  a  current 
issue  of  System  is  re])roduced  a  very  interesting  inter- 
view \v\th  Mr.  O'Connor. 

Thinks  Manufacturers  Should  Help  Merchants 

First  of  all,  O'Connor  has  his  opinion  of  the  way 
some  manufacturers  handle  orders  for  goods  supposed- 
ly belonging  to  "in-stock"  lines.  He  is,  of  course, 
watching  closely  that  tendency  in  retailing  which  is 
attempting  to  overcome  increases  in  costs  by  turning 
stocks  faster  and  thereby  piling  up  a  number  of  little 
profits  into  a  margin  larger  than  the  single,  though 
individually  larger,  profit  that  might  come  from  but 
one  turn  during  the  period.  Like  many  other  thought- 
ful retail  merchants,  he  believes  that  this  tendency 
should  be  encouraged,  within  reasonable  limits,  by 
manufacturers,  instead  of  discouraged. 

"Most  manufacturers,"  he  declares,  "start  tighten- 
ing up  the  terms  as  soon  as  the  retailer  begins  to  buy 
so  as  to  make  a  rapid  rate  of  turnover.  They  may  take 
away  all  his  discount  and  increase  the  price.  They 
may  do  this  even  though  the  lines  are  only  supposedly 
in-stock  goods  and  are  not,  as  a  matter  of  fact,  to  any 
important  extent  held  on  the  floor  in  stock  to  accom- 
modate orders  from  retailers  s]:)ecifying  (|uick  de- 
liveries. In  other  words,  these  manufacturers  tax  the 
retailer  heavily  when  he  orders  in  small  lots.  They 
want  him  to  buy  for  six  months  at  a  time  and  mean 
to  try  to  force  him  to  do  so. 

Should  Not  Buy  Six  Months  Ahead 

"There  is  no  doubt  at  all  that  small  and  frequent 
orders  increase  the  manufacturers'  costs,  but  the  in- 
crease must  be  rather  drastic  if  it  comes  to  more  than 
the  discount  plus  an  increase  in  price,  particularly  if 
no  eflfective  in-stock  department  is  really  obtained. 
And  even  if  it  does  cost  the  manufacturers  more,  will 
they  ever  reach  a  sound  solution  by  jamming  down  the 
throats  of  the  retailers  buying  methods  harmful  to 
the  average  dealer's  business? 

"It  is  certainly  harmful  to  a  retail  merchant  to  l)e 
forced  to  buy  for  six  months  at  a  time.  He  soon  falls 
behind  in  his  payments.  He  is  not  in  a  position  to 
meet  rising  costs  nor  increasing  competition  by  turn- 
ing his  stocks  rapidly.  I  believe  buying  in  this  manner 
does  more  than  anything  else  to  break  the  average 
retailer.  Even  if  the  small,  quick  delivery  orders  do 
cost  them  more  to  make,  the  manufacturers  should  not 
forget  that  making  of  stock  enables  them  to  even  up 
their  i)roduction  loads.  In  many  lines  evening-tip  the 
production  loads  has  reduced  costs." 

O'Connor  naturally  has  some  definite  ideas  along 
tins  same  angle  directed  toward  retailers.    "The  plan 


for  the  retailers  to  follow,"  he  says,  "is  to  force  the 
manufacturers  to  care  for  small,  quick  delivery  orders 
as  a  regular  routine  by  working  in  small  lots  about 
si.x  months  in  advance.  This  would  force  the  maiui- 
facturers  to  make  in  small  lots  as  a  regular  practice." 

Retailer  Finding  His  Level 

When  it  comes  to  straight  retailing,  O'Connor  is, 
of  course,  just  popping  over  with  ideas.  "It  is  very  en- 
couraging," he  says,  "to  see  that  retailers  of  shoes  are 


at  last  beginning  to  stand  up  for  the  profit  that  by 
right  belongs  to  them.  There  is  no  line  recjuiring 
more  careful  attention  than  the  shoe  business,  and 
no  line  is  so  burdened  with  complaints.  Now  it  is 
in  addition  a  style  line,  with  all  the  risk  that  goes  with 
style  goods.  And  yet  shoe  merchants  have  been  tak- 
ing thirty  per  cent,  where  the  milHnery  jjeople,  for 
example,  have  been  securing  one  hundred  ])cr  cent. 
Millinery  often  turns  as  fast  as  once  a  month;  shoes 
are  doing  very  well  indeed  if  they  turn  five  times  a 
year  in  the  men's  sections  and  three  times  in  the  wo- 
men's— and  still  the  shoe  men  take  the  narrower  profit. 

"But,  as  I  say,  a  change  for  the  better  is  notice- 
able. Shoe  merchants  are  beginning  to  stand  up  for 
a  profit  that  is  fair  to  their  business. 

Should  Get  Ten  Per  Gent,  on  Selling  Price 

"They  slu)uld  get  at  least  ten  per  cent,  on  their 
selling  prices — then  if  they  turn  their  stocks  Ihree  or 
four  times  a  year  they  will  make  from  thirty  (o  fort\ 
per  cent,  on  their  investments. 

"The  rising  costs  are  not  mythical,  by  ;iny  means, 
and  justify  a  part  of  the  adjustment  in  profits  to  which 
1  am  referring.  The  costs  have  been  rising  for  the 
last  fifteen  years,  but  it  is  only  within  the  last  four 
or  five  years  that  merchants  have  been  paying  much 
attention  to  them.  1  have  noticed  an  increase  of  from 
forty  to  fifty  per  cent,  during  the  thirteen  years  that 
we  have  been  in  business.  Of  course,  the  one  best 
way  to  meet  this  increase  is  to  (urn  the  stocks  faster. 
In  our  line,  buying  novellies  for  a  cpiick  turn  which 


Modern  Commerce 

I COME  no  more  in  gray  disguise, 
With  grasping  hands  and  greedy  eyes, 
Living  on  larceny  and  lies. 

No  longer  do  my  mighty  hosts 
Of  ministers  and  servants  boast 
Of  giving  least  and  getting  most. 

But  now,  with  eyes  greed  cannot  blind, 
With  open  hands  and  willing  mind, 
I  live  in  Service  to  mankind. 

And  hold  him  first  among  the  rest 
Who  bears  this  motto  on  his  breast; 
He  Profits  most  who  Serveth  best! 
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is  the  only  way  they  should  be  bought — will  result 
in  speeding  up  the  combined  rate  of  turnover  for  the 
entire  stock  of  the  store. 

"The  big  items  in  these  increases  in  costs  are  higher 
rents  and  payrolls".  In  addition  to  turning  the  stocks 
more  rapidly,  it  is,  of  course,  possible  to  fight  the  ris- 
ing costs  by  working  out  ways  to  get  more  from  the 
rental  and  the  payroll.  Advertising  is  one  means  for 
making  the  rent  charge  produce  more,  for  if  it  is  suc- 
cessful it  increases  the  use  to  which  the  space  is  put. 
But  you  must,  of  course,  watch  the  advertising  bills 
and  not  let  them  run  away  with  the  proposition. 

Salesmen's  Drawing  Account 

"As  for  the  payroll,  I  think  profit-sharing  is  an 
unsatisfactory  means  for  endeavoring  to  get  more  out 
of  it.  If  you  start  sharing  profits,  you  are  likely  to 
run  into  trouble  because  the  employees  will  not  un- 
derstand the  necessity  of  depreciating  stocks,  fixtures, 
and  so  on,  properly.  They  will  say  :  'Here,  these  stocks, 
and  so  forth,  are  perfectly  all  right — they  are  worth 
one  hundred  cents  on  the  dollar — it  is  not  fair  to  re- 


duce the  profits  by  depreciating  them.'  Still,  you  know 
they  must  be  depreciated. 

"I  think  commission  and  drawing  accounts  give  the 
best  satisfaction.  Of  course,  there  is  a  danger  that 
customers  will  be  unduly  forced  to  buy  or  given  un- 
satisfactory stock.  There  are  ways  to  guard  against 
that  danger,  however. 

"We  give  a  drawing  account  and  a  commission. 
When  we  put  a  man  on  the  payroll  we  ask  him  if  he 
is  single  or  married,  and  how  much  he  thinks  he  can 
live  on.  Then  we  fix  the  drawing  account  to  cover 
what  he  can  properly  get  along  on — sometimes  it  is 
too  low;  in  other  cases  too  high.  Then  we  give  com- 
missions, over  and  above  this  drawing  account,  ac- 
cording to  the  sales. 

"Our  managers  get  a  percentage  of  the  increases 
in  sales  which  they  obtain  over  and  above  the  mini- 
mum agreed  upon.  We  figure  out  what  we  believe 
to  be  the  lowest  volume  each  store  should  get,  and 
then  say  to  the  manager:  'Here  is  the  smallest  sales 
volume  you  should  get.  We  will  give  you  two  per 
cent,  on  anything  over  that.'  We  have  found  that  the 
l)est  plan." 


Tanners  Should  Hesitate  and  Study  the  Situation 

A  prominent  Ontario  tanner  gives  some  interesting  sidehghts  on  the  leather 
situation— Co-operation  and  conservation  necessary. 


IN  his  annual  address  before  the  Tanners'  Section 
of  the  Toronto  Board  of  Trade  on  December  19, 
Mr.  Charles  Robson,  chairman,  strongly  advised 
the  members  that  on  the  threshold  of  the  new 
year  it  would  be  well  to  pause,  analyze  the  conditions 
which  have  brought  about  the  existing  -prosperity, 
take  stock  of  what  has  been  done  and  carefully  con- 
sider what  the  future  has  in  store  for  the  tanning  m- 
dustry  in  Ontario. 

Large  Slaughter— No  Surplus 
Referring  to  the  rapid  increase  in  prices  of  hides 
and  skins  since  the  outbreak  of  the  war,  Mr.  Robson 
.said: "In  spite  of  the  tremendous  slaughter  of  cattle 
in  Canada  and  the  United  States  there  remams  to- 
day hardly  any  stocks  unsold  in  any  of  the  great  hide 
centres.  There  has  never  been  a  time  when  packers 
liad  fewer  hides  to  sell  than  at  the  present.  They 
are  the  masters  of  the  situation,  and  they  know  how 
to  handle  the  situation  to  their  own  best  advantage. 
We  also  know  that  Great  Britain,  to  safeguard  her 
interests,  has  i)rohibited  to  a  more  or  less  degree  the 
imi)ortation  of  hides  and  leather  into  the  neutral  coun- 
tries of  luirope,  thereby  creating  in  those  countries 
an  unprecedented  demand  for  both  hides  and  leather, 
a  demand  which  will  certainly  not  be  satisfied  during 
the  continuance  of  the  war,  and  probably  not  for  a 
long  time  after. 

No  Change  in  Sight 

"France,  the  great  cattle  producing  country,  which 
has  not  permitted  the  exi)ortation  of  hides  for  the  past 
two  years,  is  now  obliged  to  imi)ort  about  150,000 
hides  monthly  to  fill  her  tanneries,  and  is  also  obliged 
to  continue  the  importation  nf  leatlier,  because  the 
French  tanners  cannot  ])roduce  sufficient  to  supply 
the  demand  for  leather. 

"Throughout  ('anada  and  the  United  States,  where 
labor  is  so  well  employed  and  prosi)erity  appears  to 


rule,  the  demand  for  good  shoes  at  good  i)rices  is 
continuing,  and  will  continue  as  long  as  the  present 
prosperous  times  in  both  countries  exist.  And  so  long 
as  the  war  continues  so  long  will  the  military  demand 
for  leather  goods  continue,  and  just  as  long  will  the 
j)urchasing  power  of  labor  be  above  normal.  It  is  diffi- 
cult to  conceive  any  change  in  the  present  situation 
as  long  as  the  abnormal  and  extraordinary  conditions 
continue. 

Government  May  Prohibit  Killing 

"As  a  consequence  of  the  enormous  slaughter  for 
years  back,  and  the  decrease  in  cattle,  the  European 
Governments,  as  well  as  the  Governments  of  Canada 
and  the  United  States,  may  deem  it  advisable  to  pro- 
hibit the  slaughter  of  female  cattle  up  to  three  years 
of  age,  thereby  creating  a  further  scarcity  of  calfskin, 
kips  and  light  hides.  This  experiment  has  already 
been  tried  in  Argentine,  with  very  good  results.  It 
may  also  be  well  to  remember  that  the  Orientals  are 
beginning  to  wear  the  European  styles  of  footwear, 
and  it  is  only  a  matter  of  a  few  years  when  the  hun- 
dreds of  millions  of  people  in  the  Far  East  will  be 
active  competitors  for  all  kinds  of  hides  to  supply  their 
own  domestic  requirements. 

"Only  by  conservative  ojjerations  can  we  in  Canada 
stem  the  tide  of  still  higher  prices  for  raw  material. 
For  us  the  lessons  of  the  situation  are  manifold.  It 


If  you  want  to  sell  good  shoes  at  a  good  profit 
remember  you've  got  to  "look  the  part."  People 
will  not  buy  high-priced  shoes  in  a  dirty,  cheap- 
looking  store.  Aim  to  make  a  good  profit,  but 
don't  be  afraid  to  spend  a  fair  part  of  it  in  store 
and  window  improvements. 
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should  mean  in  the  first  place  closer  and  better  co- 
operation of  our  tanning  fraternity,  to  obtain  if  pos- 
sible statistics  so  necessary  of  the  conditions  bearing 
on  the  hide  and  leather  markets  in  all  parts  of  the 
world,  also  co-operation  with  our  governments  in  or- 
der not  alone  that  we  be  advised  of  the  many  oppor- 
tunities in  which  our  industry  might  be  extended  and 
preferred,  but  also  that  Ave  by  individual  and  com- 
bined efifort,  assist  our  government  in  the  execution 
of  the  many  contracts,  and  in  this  way  do  our  little 
bit  to  help  along  in  the  victory  which  is  sure  1o  be 
ours  for  glorious  and  everlasting  peace." 


A  Manufacturer  Explains  Why 
Shoes  "Burn"  Out 


ORDINARY  perspiration  contains  carbonic  acid, 
acetic  acid,  soda,  lime,  potash  and  iron.  In 
the  making  of  better  grade  shoes  the  leather  is 
carefully  inspected  and  selected.  In  produc- 
ing a  shoe  of  quality  no  manufacturer  can  afford  to 
use  anything  but  the  best  material.  In  spite  of  the 
utmost  care  and  desire  to  give  the  greatest  value  pos- 
sible to  the  consumer,  however,  complaints  are  re- 
ceived that  the  "leather  was  no  good."  In  ninety-nine 
cases  out  of  one  hundred  the  trouble  was  not  due  to 
the  leather,  but  to  excessive  foot  perspiration.  An  in- 
spection of  the  shoes  returned  by  consumers  will 
demonstrate  whether  or  not  the  leather  is  at  fault. 
Mr.  C.  F.  Garniss.  of  M.  A.  Packard  Company,  offers 
the  following  advice  in  Shoe  Retailer : — 

Examine  the  shoes  carefully  when  they  are  re- 
turned. You  can  readily  imagine  the  effect  of  car- 
bonic acid,  acetic  acid,  lime  and  other  chemicals  upon 
leather,  and  you  will  find  in  many  cases  that  the  acid 
has  eaten  entirely  through  the  vamp,  leaving  it  black 
and  charred  as  though  burned  by  fire.  The  lining  is 
also  afifected  in  the  same  way.  Often  the  perspira- 
tion has  penetrated  through  the  shoe  and  formed  a 
noticeable  water  mark  on  the  outside.  When  one 
realizes  that  the  average  person  perspires  to  the  time 
of  1  5/7  pounds  per  day  throughout  the  year,  and 
that  the  perspiration  glands  are  the  most  numerous 
on  the  palms  of  the  hands  and  the  soles  of  the  feet, 
he  will  realize  that  our  contention  is  fully  borne  out 
by  facts. 

This  matter  is  not  mentioned  to  evade  responsi- 
bility, but  simply  to  point  out  the  real  reason  for  a 
trouble  that  is  always  present,  one  that  cannot  be 
avoided,  and  that  is  not  due  to  defective  material. 

In  this  connection  the  writer  advises  caution  in  the 
use  of  so-called  "water-proofing"  compounds,  and  sug- 
gests that  if  such  preparations  are  used  at  all,  they 
should  be  applied  by  an  experienced  shoeman,  and  only 
to  the  bottom  of  the  soles,  not  to  the  sides  or  along 
the  stitching.  Leather  can  be  successfully  "water- 
proofed" only  at  the  tannery. 


It  has  been  found  a  good  idea  in  some  stores  to 
have  a  small  bulletin  on  which  is  posted  the  names  of 
the  salesmen  on  duty.  The  names  are  painted  on  small 
slides,  which  are  removed  when  the  salesman  has  occa- 
sion to  leave  the  store  for  lunch  or  anv  other  reason. 


Mr.  Elmer  Poyer,' manager  Canadian  Arrowsmith 
Manufacturing  Company,  Ltd.,  Niagara  Falls.  Ont.. 
has  returrfed  from  a  business  visit  to  the  head  office  of 
the  Arrowsmith  Manufacturing  Companv.  Morrisiown 
N.J. 


An  Englishman's  Impression  of 
America  in  Wartime 


Mr.  n.  W.  Mobbs,  a  j^rominent  last  manufacturer 
of  Kettering,  England,  who  has  made  many  trips  to 
the  United  States  and  Canada  during  the  last  twenty- 
five  years,  has  recently  completed  another  trip  to  this 
country.  Inasmuch  as  Mr.  Mobbs  was  a  visitor  in  our 
own  city  of  Toronto  and  has  been  relating  some  of  his 
observations  while  in  the  Dominion  to  his  friends  on 
tlie  other  side,  we  are  reproducing  a  short  review  of 
some  of  his  impressions,  as  told  to  the  Shoe  Manufac- 
turers' Monthly : 

The  ships  in  which  Mr.  Mobbs  made  the  outward 
and  return  journeys  had  very  narrow  escapes  from 
German  submarines.  The  first  danger  from  these  in- 
fernal machines  arose  as  soon  as  home  waters  were 
left  behind,  and  the  lookout  reported  that  a  torpedo 
narrowly  missed  the  ship.  Orders  were  then  given  for 
passengers  to  don  cork  jackets  and  stand  by  boats. 
Even  after  danger  was  past  the  wearing  of  cork  jack- 
ets seems  to  have  been  followed,  and  there  could  not 
be  a  much  more  unpleasant  thing  to  lie  down  with.  It 
was  forbidden  all  the  way  across. to  strike  a  match 
when  on  the  upper  deck. 

On  the  American  side  the  ship  received  warning  of 
further  submarine  danger,  and  made  a  wide  sweep  to 
avoid  it — successfully  we  are  delighted  to  add. 

On  a  Dutch  boat  back  home  the  trip  took  eleven 
days,  and  the  ship  passed  close  to  another  which  had 
l)een  torpedoed,  losing  both  propeller  and  rudder.  The 
Dutchman  stood  by  till  other  assistance  came  up  after 
three  hours,  when  the  disabled  boat  got  a  tow,  and  was 
taken  into  a  British  port ;  passengers  reported  all  safe. 
W'e  folk  who  stay  at  home  may  gather  from  what  Mr. 
Mobbs  has  disclosed  that  British  seamen  are  going- 
through  a  trying  time,  an  experience  with  which  our 
own  discomforts  can  only  be  contrasted.  What  a 
trivial  thing  is  the  inconvenience  of  low  lights,  or  none 
at  all,  compared  with  racing  across  the  Atlantic  with- 
out side  lights,  promenade  lights,  any  lights  that 
would  show  a  glimmer  to  the  enemy;  and  all  the  time 
the  fear  of  death,  or  at  least  being  rowed  about  on  the 
vast  Atlantic  in  open  boats !  And  yet  the  pleasure  of 
being  home  again  was  marred  by  the  lack  of  street 
lighting.  This  is  natural,  because  Mr.  Mobbs  had  re- 
turned from  cities  where  artificial  light  floods  the 
streets  after  nightfall.  Nothing  we  have  ever  done  on 
this  side  will  compare  with  electric  lighting  in  Ameri- 
can cities.   Our  AVhite  City  of  a  few  vears  ago  gave  us 


Keep 
In 

Step 
With 
The 
Times 


You  have 
The  feet 

We  have 
The  Shoes 

Lets  Get 
Together 


Don't  Worry 
Let  us  have 

Your  Shoe 
Troubles 


S  All  round  satistaction  when  you  deal- here  j 

i  The  Big  88  Shoe  Store  | 

I  W.  T.  FEGAN  Prop.  ^ 

I       88  Queen  Sl  W.  Phone  Main  88  ^ 

New  blotter  issued  by  Mr.  Warren  T.  Fegan,  Toronto,  who  has 
successfully  used  this  form  of  publicity. 
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some  idea,  but  it  is  easily  eclipsed  by  many  streets  on 
the  American  Continent. 

"My  impressions,"  said  Mr.  Alobbs,  "of  the  United 
States  and  Canada  are :  the  former  extravagance ;  the 
hitter  patriotism.  Toronto  being-  the  headquarters  of 
many  regiments,  and  King  .Street  the  location  of  vari- 
ous units,  the  Union  Jack  voluntary  recruiting  bands, 
advertising,  street  marching  parades  of  recruits,  and 
short,  pithy  syllables  call  upon  all  able  and  youthful 
men  to  'join  now.'  I^oyalty  of  the  passionate  order 
pervades  everything,  everywhere,  and  printed  notices 
appear  on  churches,  jiublic  ])laces,  and  railway  stations, 
in  reminders  forcible  and  curt  that  the  flag  to  live 
under  is  worth  hghting  for. 

"The  regiments  from  remote  camps,  such  as  Bor- 
den, were  coming  into  the  town  for  the  winter,  and 
Toronto  was  full  of  soldiers.  One  entire  regiment  is 
of  American  Indians,  and  their  faces  form  an  impres- 
sion not  easily  forgotten,  all  types  of  Indians  being 
gathered  in  one  regiment. 

"Labor  has  contributed  a  big  share  to  the  ranks  of 
the  army,  so  there  is  a  scarcity  of  men,  and  two  jobs 
for  every  one  that  remains. 

"Prices  have  advanced  in  sympathy  with  the  com- 
mon cause,  so  much  money  is  spent.  Thus  every  trade 
is  booming  with  activity,  and  i)rosperity  aI:)ounds ;  the 
shoe  trade  is  no  e.xception. 

"New  markets  are  availal)le  because  of  the  small 


and  restricted  operations  of  Europe ;  thus  a  double 
opportunity  occurs  to  increase  trading.  In  addition  to 
tiiis,  the  short  skirt  fashions  jM-evailing  in  .\merica  are 
favorable  to  the  display  of  fine  shoes  and  ii<jse.  This 
is  no  passing  incident,  but  one  that  acutely  affects  the 
shoe  trade.  The  trade  in  ladies'  shoes  is  the  one  most 
affected.  Recently  a  growing  desire  prevailed  to  call 
attention  by  those  ladies  who  have  a  neat  and  pretty 
foot,  a  graceful  ankle,  and  also  a  presentable  calf.  A 
winsome  face  is  good  to  see.  ^^'hen  Nature  has  not 
endow^ed  a  member  of  the  fair  sex  with  all  her  charms 
of  countenance,  but  has  been  liberal  to  the  extent  of 
pedal  extremities,  the  latter  are,  of  course,  displayed  to 
the  best  advantage.  Great  care  and  discrimination  is 
devoted  to  show  off  as  much  leg  as  possible,  and  K) ! 
and  behold  !  all  that  can  be  shown  is  in  ex  idence !  This 
means,  of  necessity,  good  cjuality  shoes,  and  the  boom 
in  shoes  is  on.  To  realize  the  full  extent  of  this  culture 
I  use  as  comparison  the  charm  of  a  pretty  face,  plus  a 
pretty  hat.  The  consideration  of  price  is  a  secondary 
one  when  a  hat  is  being  selected,  and  now,  under  re- 
cent American  conditions,  the  consideration  of  price  is 
quite  an  equally  secondar}-  thought  when  purchases  of 
shoes  and  hose  are  made.  Price  is  a  small  matter  to 
the  purchaser,  but  to  the  producer  a  great  advantage. 

"At  the  departmental  stores  $8,  '$10,  and  $12  arc 
common  prices.  If  we  in  England,  under  peace  condi- 
tions, could  get  similar  ideas  going  it  would  mean  a 
similar  boom.    And  wh}-  not?" 


Carelessness  a  Big  Objection  to  Shoe  Repairing 

Lack  of  appreciation  of  the  fine  points  in  repairing  a  common  source  of 
annoyance — Unnecessarily  antagonizing  the  customer. 


A CORRESPONDENT  writes:  "The  other  day 
I  was  shown  by  a  repair  man  in  one  of  the 
leading  repair  shops  in  this  cit}^  a  pair  of 
grey  kid  boots  that  had  just  been  soled  and 
heeled.  So  far  as  the  leather  and  workmanship  were 
concerned  it  was  a  first-class  job,  but  the  feature  that 
T  ventured  to  suggest  would  cause  the  patron  annoy- 
ance and  reflect  considerable  discredit  on  the  repair 
shop  was  that  in  applying  the  edge  stain  the  workman 
carelessly  allowed  it  to  get  on  the  uppers,  and  the 
shoes  were  to  be  handed  out  with  a  black  streak 
entirely  around  both  soles  on  the  grey  kid.  In  addi- 
tion they  were  otherwise  soiled  and  entirely  unfit  for 
wear  without  a  thorough  cleaning. 

"Another  case  that  came  to  my  attention  recently 
was  that  of  a  girl's  white  buckskin  boot,  which  had 
been  left  in  the  repair  shop  for  soleing  and  heeling, 
'["he  up|)ers  were  f)f  verv  fine  material  and  in  almost 
perfect  cfindition,  but  when  they  were  returned  from 
the  repair  shni)  it  was  found  they  were  stained  with  a 
substance  that  it  was  (juite  impossible  to  remove  or 
cover  up.  Nattn-ally  tlic  ciistDuu-r  was  anything  but 
pleased." 

Deplorable  Lack  of  Finesse. 

ft  is  just  sncl)  tilings  as  this  that  witblidld  from  the 
repair  man  much  of  the  trade  lie  would  otherwise 
secure.  Whether  it  is  tlif  fault  of  the  rei)air  men  thcm- 
'-elves  or  their  workmen,  there  seems  to  be  consider- 
able evidence  of  carelessness  and  a  fref|uent  a])scnce 
of  appreciation  of  the  line  |)oiiits.  of  which  there  can 
be  so  many,  in  shoe  icpairiuL;.  It  is  fi-e(|ncntl\'  this 
display  of  methods,  tli;il  one  wuuld  oiil\  look  for  in  a 


blacksmith  shop,  that  turn  the  fastidious  person  away 
from  the  repair  man.  It  is  not  that  they  object  .so 
much  to  wearing  repaired  shoes  as  that  they  are  un- 
willing to  carry  around  with  them  the  evidences  of  the 
repair  man's  carelessness.  It  is  the  complaint  of  almost 
every  person  who  has  a  pair  of  colored  shoes  repaired 
that  they  are  damaged  in  some  way  or  other.  The 
fancy  shoe  cannot  be  handled  like  the  ])lain  black  shoe, 
which  does  not  show  a  mark  or  two  anywa}'.  It  is 
Avork  that  must  be  handled  with  fairly  clean  hands  and 
clean  equipment,  and  with  some  considerable  regard 
for  the  value  of  its  after-appearance. 

Too  much  of  the  work  now  turned  out  has  the  ap- 
pearance of  being  done  by  that  type,  gf  workman 
around  whom  a  little  story  revolves:  He  had  occasion 
to  visit  a  very  fine  house  to  make  some  repairs  and 
upon  being  admonished  by  the  butler  to  be  careful  of 
the  floor,  as  it  had  just  been  waxed,  he  rejilied  that  it 
was  all  right — he  had  spikes  in  his  shoes. 

It  is  surely  not  expecting  too  much  that  all  work  be 
returned  to  the  customer  in  at  least  as  good  condition 
as  it  was  received.  Suitable  cleaners  are  not  expensive, 
and  two  or  three  minutes  will  suffice  to  remove  many 
of  the  spots  that  might  have  appeared  in  spite  of  care- 
ful watching.  Some  of  the  spots  cannot  be  removed, 
however,  and  it  would  seem  to  be  the  proi)er  course  for 
the  rei^air  man  to  avoid  the  making  of  these  spots  in 
the  first  place.  This  is  surely  not  an  imi)ossible  task, 
with  the  exercise  of  a  little  care,  just  now,  wlien  an 
increasing  number  of  people  are  looking  to  tiie  repair 
sho])  for  relief,  is  an  cvcellcnt  time  for  the  repair  man 
lo  establisli  a  r.'i)utation  for  turning  out  not  onlv  a 
good  job,  lint  ,ilso  a  good-looking  job. 
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How  Do  You  Keep  Track  of  Your  Stock? 

Research  Bureau  of  Harvard  University  Prepares  Bulletin  from  Careful  Study  of 
Actual  Conditions— Investigation  Proves  that  Accurate  Knowledge  is 
Essential  to  Successful  Retailing 


This  bulletin  provides  a  system  of  stock-keeping"  for 
shoe  retailers.  Its  object  is  to  enable  shoe  retailers  to 
increase  the  rapidity  of  their  stock-turn  and  to  reduce 
losses  from  depreciation.  This  system  is  based  upon 
the  most  modern  methods  of  stock-keeping-,  and  em- 
bodies the  best  practice  found  by  the  bureau  in  the 
retail  shoe  trade.  Actual  tests  have  shown  that  it  is 
applicable  to  a  shoe  business  of  any  size  or  grade. 

In  the  retail  shoe  business,  as  in  other  retail  ])usi- 
ncsses,  a  high  annual  stock-turn  generally  results  in 
gi)od  profits  and  a  low  stock-turn  frequently  causes 
loss.  In  the  figures  collected  by  the  bureau  from  shoe 
retailers,  which  were  summarized  in  Bulletin  No.  1, 
stock-turn  has  been  found  to  range  from  1.0  to  .3.6 
times  a  year.  The  common  figure  is  1.8,  but  enough 
stores  are  turning  their  stock  2.,S  times  a  year  to  indi- 
cate that  the  latter  figure  is  one  which  can  readil)'  be 
attained  by  all  retailers  using  proper  stock-keeping' 
niclhods.  A  high  stock-turn  is  especially  important  in 
retail  shoe  stores  for  reducing  loss  from  de])rcciation. 

System  Increases  Turnover. 

The  importance  of  a  proper  stock-keeping  system 
aiises  from  a  few  obvious  facts,  so  obvious  sometimes 
that  the  dealer  fails  to  realize  what  bearing  they  have 
on  the  management  and  profits  of  his  business.  The 
demand  upon  a  shoe  retailer's  stock  is  complicated  by 
the  diversity  of  sizes  and  widths  and  of  grades  and 
styles. ,  The  development  of  rights  and  lefts,  difi'erent 
sizes,  and  varying  widths  has  been  due  to  natural 
causes,  fashion  has  caused  still  further  diversifica- 
tion, and  has  led  to  a  demand  for  rapidly  changing 
styles,  especially  in  women's  shoes.  An  unworn,  per- 
fectly fitting  shoe,  for  which  the  style  has  passed,  be- 
comes less  valuable  because  less  fashionable.  'J'hese 
increasing  complications  in- the  shoe  business  make  the 
wants  of  the  consumer  more  individual  and  more 
highly  specialized,  and  require  for  the  satisfaction  of 
the  same  group  of  customers  a  great  x  ariet}-  of  mei-- 
chandise.  For  the  retailer  this  usually  means  an  in- 
creased stock,  with  fewer  stock-tiu^ns,  an  increased  in- 
terest charge,  and  increased  cost  of  depreciation.  Such 
undesirable  developments  may  ])e  to  some  degree 
avoided  by  unusual  vigilance  in  adjusting  the  stock  to 
the  varying  wants  of  tlie  customers.  Not  only  must 
the  dealer  have  what  tlie  customer  wants,  but  because 
of  the  high  average  unit  of  value  '  he  cannot  afford  to 
carry  what  no  customer  demands.  "Left-overs"  and 
"end-sizes"  '  absorb  profits  rapidly  as  an  exain])le  t\  pi- 
cal  of  the  retail  shoe  business  shows: 

(iO  pairs  of  shoes  bought  at  $2.7.-)  a  pair  $!(),> 
sold  at  %\  a  pair  ....  2-10 

'Profit  .  .  :                                                   .157.')  Til  14  p.c. 

Operating  expense    25  p.c. 

Net  profit    6^  p.c. 

'  It  is  estimated  tliat  the  average  unit  of  sale  in  the  retail  drug  hiisi- 
ncss  is  15-20  cents;  in  the  retail  grocery  busijiess  it  is  probably  not  much 
greater;  whereas  in  the  typical  retail  shoe  store  selling  the  ordinary  amount 
of  findings  it  is  probably  not  far  fiom  .fL^.T-^l .HI),  and  if  shoes  alone  were 
handled  would,  of  course,  be  still  higher. 

-  Those  sizes  near  the  ends  of  a  "run  of  sizes"  (a  common  "run"  in 
men's  is  from  sizes  5  to  11)  are  the  "end-sizes."  Of  course,  these  are 
bought  in  much  smaller  cpiantities  than  the  midway  sizes,  7  to  0,  but  even 
then  are  likely  to  be  overbought.  On  the  other  hand,  if  buying  is' too  close, 
there  is  the  risk  of  not  having  a  customer's  size. 


Though  these  figures  arc  seemingly  satisfactory, 
they  accord  with  facts  only  when  all  the  shoes  are  sold 
at  the  original  mark-up.  \\'hat  generally  happens  is 
something  like  the  following  : 


GO  pairs  of  shoes  bought  at  .$2.7.5  a  pair   $1().-) 

4.5  ])airs  of  shoes  sold  at  $4  a  pair  $180 

1.')  pairs  of  shoes  marked  down  to  $:!  ....      4.->  32:-) 

Profit   $60  2(;  2/:i  p.c. 

Oiierating  expense   2.-)  p.c. 

Net  profit    1  2/:!  p.c. 


Three-fourths  of  the  net  profit  have  been  lost  in 
mark-downs  due  to  "left-overs,"  "end-sizes."  and  sl3  le 
change.  Such  lo.sses  can  be  reduced  by  the  use  of  an 
efficient  stock-keeping  .system.  Fortunately  the  high 
average  unit  of  value  permits  an  expense  of  recording 
which  a  smaller  unit  could  not  bear.  ,\.  tmit  of  $3  to 
$5  or  more  warrants  a  stock-keeping  expense  that  one 
of  25  or  50  cents  would  not  permit. 

Explanation  of  the  Harvard  System  of  Stock-Keeping 
for  Shoe  Retailers. 

The  Harvard  system  of  stock-keeping  for  siioe  re- 
tailers records,  in  logical  and  compact  form,  size-ups 
and  orders  by  styles,  sizes,  and  widths,  and  receipts 
and  sales  by  styles,  so  that  the  proprietor  or  manager 
can  tell  at  any  time  the  condition  of  his  stock — what 
portions  are  moving  and  what  are  not  moving.  The 
system  comprises  the  following  forms: 

Sales  summary  sheet  (form  7a)  ;  size-up  sheet  (form 
7b);  consolidation  sheet  (form  7c),  containing  order 
l  ecord,  record  of  receipts,  stock  record. 

Sales  Summary  Sheet. 

On  the  sales  summary  sheet  (form  7a)  bv  means 
of  a  daily  tally,  a  record  by  stock  numbers  is  kept  of 
the  number  of  pairs  of  shoes  sold  and  the  number  of 
pairs  returned.  One  sheet  has  space  for  recording, 
without  reference  to  size  and  width,  the  sales  and  re- 
turns of  each  of  one  hundred  stock  numbers  for  four 
weeks.  This  record  shows  how  rapidh^  each  style  is 
being  sold.  On  the  size-up  sheet  (form  7b)  the  num- 
ber of  pairs  of  each  size  and  width  on  hand  is  entered 
for  each  stock  number — one  sheet  for  each  stock  num- 
ber. Spaces  are  also  provided  on  the  size-up  sheet  for 
number  of  pairs  on  order  and  number  of  pairs  due  for 
each  size  and  width.  The  number  of  pairs  on  hand  is 
determined  by  actual  count;  the  figures  for  the  number 
of  pairs  on  order  and  for  the  number  of  pairs  due  are 
obtained  from  the  order  record.  The  consolidation 
sheet  (form  7c)  consists  of  three  part.s — order  record, 
record  of  receipts,  and  a  summary  stock  rcctird.  One 
sheet  is  used  for  a  single  stock  number.  On  the  order 
record  is  entered  the  number  of  pairs  of  each  size  and 
width  to  be  ordered,  as  determined  for  each  order  by 
leference  to  the  sales  summary  sheet  and  the  size-up 
sheet.  The  record  of  receipts  is  filled  out  from  order 
blanks  and  invoices  of  goods  purchased.  The  stock 
record  on  the  same  sheet  provides  a  monthly  summary 
of  goods  received,  sales,  and  returns. 

The  detailed  explanation  of  this  stock-keeping  sys- 
tem should  begin  with  the  sales  summary  sheet  (form 
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7a),  the  lirst  c)f  the  three  sheets  referred  to  above.  A 
]jortion  of  the  sales  summary  sheet  is  shown  on  the 
c)pi)ositc  ])a!.;e  for  purposes  of  illustration.  Each  sales 
summary  sheet  shows  at  a  J^lance  the  best  selling-  and 
the  poorest  selling"  stock  numbers.  •  On  it  are  recorded 
the  sales  and  returns  of  100  stock  numbers  for  foiu* 
weeks,  with  daily  entries  and  weekly  totals.  On  each' 
side  of  the  lieavy  double  line  in  the  centre  of  the  sheet 
s])aces  are  ])rovided  for  50  stock  numbers,  one  stock 
number  to  a  line.  In  the  column  at  the  extreme  left, 
headed  "Stock  Number,"  the  stock  numbers  are  en- 
tered, one  stock  number  on  each  line.  In  the  weekly 
divisions,  four  in  number,  the  records  of  sales  and  re- 
turns of  these  stock  numbers  are  kept. 

Each  weekly  space,  headed  "Week  Ending  ," 

is  divided  into  four  columns.  The  first  two  of  these 
columns  are  for  ".Sales"''  and  the  last  two  columns  are 
for  "Returns."  In  the  lirst  of  the  "Sales"  columns, 
headed  "Tally,"  sales  of  the  corresponding  stock  num- 
ber are  tallied  daily.  The  usual  tally  is  used,  a  vertical 
mark  drawn  for  each  pair  of  shoes  up  to  four,  and  for 
the  fifth  pair  sold  a  cross  mark  is  drawn  diagonall}^ 
through  the  four  vertical  marks.  This  tally  is  repeated 
for  each  five  i)airs  sold.  At  the  end  of  each  week  the 
tallies  for  the  week  are  counted,  and  the  total  sales  for 


the  sales  sununary  sheet.  Since  the  entries  on  it  are 
daily,  the  broken  weeks  of  the  stock  record  can  be 
i  cadily  supplied  by  counting  the  tallies  up  to  and  in- 
t  hiding  ihe  last  day  of  the  month,  no  matter  when  in 
the  week  that  day  comes.  Under  tliis  melhod  the  stock 
record  by  whole  months  is  su])])lied  and  the  totals  of 
the  sales  summary  sheet  for  whole  weeks  are  not  dis- 
turbed. 

The  slock  nuniljcrs  at  the  left  on  the  sales  summary 
sheet  may  be  entered  in  advance  or  only  as  sold,  de- 
]jending  on  the  nature  of  the  individual  shoe  business. 
If  the  business  carries  a  comparatively  few  (20-30) 
active  stock  numbers,  it  may  be  easier  to  have  them  all 
entered  in  advance  in  the  order  that  has  become  cus- 
tomary. If  the  business  has  many  stock  num!)ers  of 
varying  activity  it  may  be  easier  to  enter  numbers  as 
sold,  letting  the  order  of  their  sale  determine  ihcir 
l)1aces  on  each  sheet.  Each  retailer  can  decide  for  him- 
self which  method  he  prefers.  It  is  advisal)le  to  keep 
sejjarate  the  sales  of  men's,  women's,  and  others, 
whether  in  separate  groups  on  the  same  sheet  or  on 
separate  sheets.  One  sheet  at  a  time  will  be  more  than 
sufticient  for  many  shoe  stores.  Two  sheets  will  be 
ample  for  the  great  majority  of  shoe  stores.  Tests 
have  >ho\vn  lliat  not  more  than  ten  minutes  a  day  on 


SALES  SUMMARY  SHEET  (Form  7a) 

FOR  ONE  HUNDRED  STOCK  NUMBERS) 


Week  Ending  

Week  Ending  

Week  Ending  

Stock 
Number 

Sales 

Returns 

Sales 

Returns 

Sales 

Tally 

Total 

Tally 

Total 

Tally 

Total 

TaUy 

Total 

Tally 

Total 

!! 

i 

On  this  sheet  is  kept  a  record  of  the  pairs  sold  and  pairs  returned. 


that  stock  number  for  that  week  are  entered  in  the  sec- 
ond sales  column,  headed  "Total." 

'fhere  are  two  columns  for  "Returns"  in  each 
weekly  division  of  the  sales  summary  sheet.  "Re- 
turns," as  here  used,  means  unworn  shoes  which  are 
returned  and  which  can  again  be  placed  in  the  slock 
for  .sale.  In  the  first  of  the  "Returns'-  columns,  headed 
"Tally,"  the  number  of  pairs  of  shoes  returned  are  tal- 
lied for  each  stock  number  in  the  same  manner  as  sales. 
In  the  second  "Returns"  column,  headed  "Total.,"  the 
totals  of  the  tallies  of  returns  of  the  respectixe  stock 
numbers  for  the  week  are  entered.  Each  weekly  sec- 
lion  is  used  in  the  same  way.  At  the  end  of  each  week 
the  figure  f(jr  "Total  Sales"  for  the  week  as  recorded 
on  the  sales  summary  sheet  is  entered  also  on  the  stock 
record  of  the  consolidation  sheet  (form  7c)  bearing  the 
same  stock  number.  At  the  end  of  each  moul'.i  the 
total  ntunlK'r  of  ])airs  of  shoes  of  each  stock  number 
retiiriierl  during  tiic  month  is  determined  frmn  the 
rec(;rd  on  the  sales  summary  sheet  and  enlt'red  upun 
the  stock  record  of  the  consolidation  sheet. 

It  may  be  asked  why  the  sales  summary  sheet  was 
not  constructed  for  mtjnths  instead  of  four  four-week 
pcrifuls,  so  that  it  would  com])are  exactly  with  Ibis 
nv)nthly  stock  recorrl.  It  was  purposely  decided  not 
[()  construct  il  so,  foi'  no  bioken  weeks  were  wanl<-d  on 


the  average  should  be  required  to  keep  this  sheet  for 
retail  shoe  stores  with  yearly  sales  not  exceeding 
$50,000.  The  time  required  for  larger  businesses  will 
increase  in  approximafe  poportion. 

The  Size-Up  Sheet. 

The  ne.Nt  form  of  the  Harvard  .system  of  stock- 
kceijing  for  shoe  retailers  is  the  size-up  sheet  (fcn-m 
7b).  From  its  investigations  the  bureau  has  concluded 
that  only  an  extemely  small  fraction  (probably  less 
than  5  ])er  cent.)  of  the  retailers  employing  a  continu- 
ous inventory  depend  wholly  upon  it  for  the  ordering 
of  sizes  and  widths.  I'y  far  the  greater  portion  rely 
instead  t)ii  a  "size-u])" — an  actual  physical  count  of 
sizes  and  widths  on  hand.  In  this  conclusion  the 
bureau  is  siipi)orted-  by  the  observations  of  manufac- 
turers and  wholesalers  who  ha\-e  been  particularly  in- 
terested in  this  matter. 

Theorcticallv  it  should  be 
seem  desirable,  to  have  a  stock- 
tailed  and  so  accurately  ke])t 
terinined  not  only  by  number 

with,  without  the  aid  of  a  size-up.  In  practice,  how- 
ever, it  appears  that,  owing  to  carelessness,  rush  hours, 
and  i)art-time  salespersons,  incorrect  memoranda  cree]) 
into  the  sales  slips  and  affect  the  accuracy  o|  slock  re- 


possible,  and  it  would 
keeping  .system  so  de- 
lal  orders  might  l)e  de- 
but also  by  size  and 


jaiuiaiy,  1017 


FOOTWEAk   IN  CANADA 


37 


cords  niadc  up  from  them.  An  error  or  two  of  this 
kind,  ovvini;-  to  the  high  average  unit  of  vahie  of  shoes, 
will  counterbalance  the  expense  of  taking  a  size-up 
which  shows  exactly  what  is  on  hand.  "J'he  l)ureau 
believes,  however,  that  this  difficulty  can  be  overcome 
to  a  large  extent '  through  a  system  of  bonuses  for 
ei  rorless  days  for  salespersons.  Another  ol)jeclion  to 
a  S3slem  which  records  sales  by  styles  and  widths  is 
weightier;  it  makes  the  system  unwieldy.  The  omis- 
sion of  such  a  record  does  not  impair  the  chief  useful- 


Space  3  can  be  used  to  show  ])airs  due,  or  pairs  trans- 
ferred from  another  stock  number,  or  for  other  data  as 
desired. 

The  size-up  sheet  is  constructed  so  as  to  bring  to- 
gether in  a  useful  place  important  facts  about  a  single 
stock  number.  To  avoid  duj^lication  of  work,  as  soon 
as  the  sizc-up  is  taken  the  size-u])  sheet  should  be 
attached  with  cli])s  to  the  consolidation  sheet  (form  7c) 
having  the  same  stock  number.  'Jliere  it  remains  until 
the  next  size-up  on  that  particular  slock  num])er  is 


Stock  number. 

Date  

Taken  by 


SIZE-UP  SHEET  (Form  7b) 


1.  On  Hand 

2.  On  Order 

3.  Due 


Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

Size 

AA 

1 

i 

1 
1 

1 

1 

A 

B 

1 
1 

1 

1 

C 

! 
1 

1 
1 

! 

1 

D 

1 
1 

E 

1 
1 

i 

1 

EE 

This  form  indicates  stock  on  hand,  on  order,  and  due. 


ness  of  the  system.  The  main  service  of  a  shoe  stock- 
keeping  system  is  to  show  what  numbers  and  styles 
are  moving,  and  especially  to  show  the  tendency  of  the 
movement  to  increase  or  decrease.  A  record  of  styles 
as  sold  in  the  order  of  their  importance  rather  than  of 
sizes  and  widths  sold  is  the  central  idea  of  a  stock- 
keeping  system.  The  size-up,  sure  to  be  taken,  will 
show  sizes  and  widths  on  hand.  A  comparison  of  this 
with  previolis  on  hands  and  recei))ts  furnishes  the  sales 
by  sizes  an*d  widths  with  accuracy.  Accordingly,  the 
i)ureau  soon  reached  the  decision  that  it  would  be  im- 
practicable to  abandon  the  size-up,  and  that  any  stock- 
keeping  system  which  attempted  to  reckon  without  it 
would  be  cumbersome  and  not  materially  improved. 
Consequently,  the  size-up  was  accepted  as  a  fact,  and 
it  has  been  incorporated  as  an  integral  part  of  the  Har- 
vard system  of  stock-keeping  for  shoe  retailers.  The 
second  sheet  (form  7b)  is  the  size-up  sheet. 

The  ordinary  size-up  sheet,  so  well  known  to  the 
shoe  trade,  consists  simply  of  squares,  dashes  usually 
being  employed  lo  represent  the  half  sizes;  for  ex- 
ample, 5,  — ,  6  means  5,  5J/2,  6. 

The  bureau's  size-up  sheet  (form  7b)  does  not  dif- 
fer from  tliis  except  that  each  square  has  three  divi- 
sions. If  only  the  upper  spaces  are  used  this  size-up 
sheet  does  not  differ  from  an  ordinary  size-up  sheet  — 
the  number  of  pairs  of  each  size  and  width  on  hand  as 
determined  by  actual  count  is  entered  in  its  proper 
space.  The  use  of  the  lower  spaces  is  optional.  If 
used,  space  2,  see  key  (form  7b),  can  be  employed  to 
show  the  number  of  pairs  on  order — that  is,  tlie  pairs 
ordered  but  not  yet  received  of  that  particular  size  and 
width.  This  figure,  as  well  as  that  for  pairs  due.  is 
taken  from  the  order  record,  lo  be  described  later. 


taken,  when  it  is  to  be  removed,  destroyed,  or  liled, 
and  the  new  size-up  sheet  substituted  for  it.  The  lat- 
est size-up  sheet  is  thus  always  attached  to  the  con- 
solidation sheet  for  the  corresponding  stock  number, 
so  that  from  it  may  be  seen  at  a  glance  all  the  essential 
facts  in  the  history  of  that  style  up  to  the  time  of  the 
last  size-up.  In  order  to  learn  whether  or  not  slock  is 
accumulating,  the  figures  on  the  last  size-up  sheet 
should  always  be  compared  with  those  on  the  size-up 
sheet  which  is  removed.  These  facts  guide  the  retailer 
in  determining  new  orders  to  be  given. 

(to  be  continued) 


Distributing  Paper-Weight 

The  American  Shoe  Machinery  and  Tool  Company. 
St.  Louis,  Mo.,  are  distributing  a  very  attractive  paper- 
weight to  jobbers  appearing  on  their  mailing  list 
(shipments  of  their  machines  being  made  through  job- 
bers only).  The  company  announce  that  they  will  be 
pleased  to  forward  one  of  these  paper-weights  upon 
receipt  of  request. 


The  Ben  Franklin  Calendar 

The  United  Shoe  Machinery  Conlpanv,  T.oston 
have  issued  a  very  neat  little  calendar  for  1*)17  which 
IS  called  the  "Ben  Franklin  Calendar."  It  is  made 
cither  to  stand  on  the  desk  or  hang  on  the  wall.  Fach 
mouth's  page  bears,  in  addition  to  the  calendar,  .some 
nnportant  happening  in  the  history  of  shoemaking  and 
an  extract  from  the  writings  of  Benjamin  Franklin.  It 
will  be  mailed  on  request. 
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Artistic  Layout  for  Corner  Store  Location 

Nowadays  the  display  window  has  much  to  do  with  sales  volume — It  is  your  card  of 
introduction  to  the  buying  public  and  an  important  assistant  on  the  sales  staff 


r 


I  HE  corner  store  of  to-da}'  is  a  much  dift'erciil 
proposition  from  the  corner  store  of  ten  years 
a!2;o.  Just  as  we  have  undergone  the  transition 
from  plain  "stomach  ache"  to  appendicitis  and 
from  near-sightedness  to  "myopia,"  so  has  the  corner 
store  been  transformed  from  a  nondescrii^t,  tumble- 
down general  goods  emporium  with  a  mushroom  stove 
in  the  most  prominent  position,  around  which  the  gos- 
sipers  could  congregate  at  night,  to  the  smart,  digni- 
fied, and  attractive  front  of  to-da}',  resi)lendent  in  i)late 
gla^s,  artistic  to  the  smallest  detail,  and  l)espeaking  its 
modernity  in  ever}'  possible  way. 

Perhaps  in  the  olden  days  there  was  no  ])ressing 
need  for  attractixc  fronts;  there  was  not  tlie  keen, 
driving  competition  of  to-day  with  which  to  coml)at. 
A  store  front  was  a  means  b)-  which  the  wind,  rain, 
aiul  snow  was  kept  on  the  outside.  So  far  as  attracl- 
ing  trade  was  concerned,  it  would  come  anyway,  so 
why  bother? 

Times  Have  Changed. 

Rut  to-da}'  all  is  different.  You  must  either  kee]> 
ti])  with  the  procession  or  you  become  a  straggler. 
Advantage  must  be  taken  of  every  modern  develop- 
ment for  selling"  goods.  If  your  windows  are  con- 
structed so  as  to  enable  you  to  show  all  your  lines  to 
the  best  advantage  all  the  time;  if  they  of?er  the  maxi- 
mum glass  expanse ;  if  they  are  clear  in  winter  and  not 
dusty  in  summer ;  if  they  always  look  neat  and  clean 
and  attractive;  if  they  are  lighted  so  as  to  bring  out 
the  attractive  features  of  the  display — then  you  have 
in  them  an  invaluable  member  of  your  sales  force. 

You,  yourself,  cannot  spare  time  to  stand  on  the 
outside'  of  vour  store  to  greet  i)asscrsbv  and,  hy  lalk- 


i'ng  to  them,  prove  that  you  are  entitled  to  their  trade. 
This  you  must  leave  to  your  store  front,  your  windows 
and  your  window  displays.  These  constitute  your 
card  of  introduction  and  your  invitation  to  the  public. 
\nd  they  should  be  just  as  up  to  date  as  you  like  to 
consider  yourself  and  your  store  methods. 

Are  You  On  a  Corner? 

For  the  retailer  who  is  fortunate  enough  to  be  situ- 
ated on  a  corner  we  are  reproducing  a  layout  designed 
to  secure  the  utmost  benefit.  Remember  that  a  store 
front  is  a  thing  entirely  apart  from  the  store  itself.  It 
is,  in  fact,  a  part  of  your  sales  staff,  and,  as  such, 
should  be  expected  to  cost  you  some  money  and  yield 
profits  in  proportion.  This  being  the  case,  it  is  obli- 
gatory on  every  retailer  to  consider  the  details  of  his 
store  front  design,  the  cost  of  its  maintenance,  the  in- 
come derived,  directly  or  indirectly,  quite  as  carefuU}' 
as  he  considers  the  expense  and  profits  of  one  of  his 
clerks.  The  merchandising  point  of  view  must  always 
be  kept  in  the  foreground — the  effect  a  window  will 
Iiave  on  the  buying  public.  The  cost  should  be  con- 
sidered as  a  permanent  investment,  justified  by  the 
amount  of  footwear  it  will  sell. 

Windows,  too,  must  be  planned  with  the  type  of 
display  in  mind,  and  it  is  well  to  experiment  with  the 
old  windows  for  some  time  to  determine  just  what  is 
lacking.  Try  to  picture  what  your  location  would  do 
for  you  with  a  front  similar  to  that  illustrated.  Others 
are  reaping  the  advantages  to  be  derived  from  the 
application  of  scientifically-designed  windows.  A 
study  of  your  own  store  front  problems  might  bring 
}  ou  big  returns. 


Why  Not  Banish  the  Bargain  Sale  Now? 


NEVl^R  was  the  time  so  opportune  fcjr  tlie  shoe 
retailer  to  rid  his  merchandising  system  of 
the  evils  of  the  bargain-sale  habit.  Support- 
ing a  firm  stand  in  this  matter,  the  press  have 
for  many  months  been  acquainting  the  buying  public 
with  the  true  situation  in  the  leather  market.  They 
have  at  times  exaggerated  the  facts  with  their  usual 
love  of  the  sensational,  but  this,  if,  possibly,  in  ex- 
treme cases,  reverting  to  the  retailer's  disadvantage, 
has  generally  tended  to  strengthen  his  position  in  the 
maintenance  of  lcgitim;ite  prices. 

To-(Ia\-  the  all-leather  shoe  of  honest  workniansliiii 
is  not  a  thing  to  be  buffeted  from  hand  to  hand  on  t'le 
$3.98  bargain  counter.  The  ])ublic  have  come  in  look 
upon  it  as  an  article  of  intrinsic  and  standard  \alue 
just  as  wc  relatively  figure  the  worth  of  rare  furnitm-e 
— Chippendale,  Sheraton,  Jacf)bean,  and  so  on.  Those 
names  are  suggestive  of  the  best  materials  and  mosi 
artistic  workmanshi])  in  tlie  cabinet  maker's  crafl,  and 
it  would  be  an  oddity  indeed  to  find  it  selling  "at  and 
below  cost''  or  "at  greatly  reduced  i)rices"  in  the  fnnii 
Inre  store. 


The  buyer  who  reads  in  his  daily  paper  a  report  to 
the  effect  that  the  leather  famine  is  causing  shoe  prices 
to  soar,  and  also  in  the  next  column  an  advertisement 
of  a  sensational  bargain  .shoe  sale,  cannot  be  blamed 
for  suspecting  a  "nigger  in  the  woodpile"  somewhere 
as  a  result  of  the  e\'ident  inconsistency.  Almost  every- 
liody  realizes  that  the  increased  cost  of  iiving  includes 
also  their  footwear.  Explanations  have  been  made 
and  accepted.  There  is  no  reason  on  earth  for  the 
shoe  retailer  to  cut  prices  on  all-leatlier  footwear. 
I  'urtherniore,  it  is  not  expected,  and  the  merchant  wlio 
refuses  to  see  in  the  ])resent  condition  of  the  shoe 
market  an  opportunity  to  revise  and  imjjrove  his  sell- 
ing methods,  particularly  in  regard  to  the  bargain-sale 
hai)it,  is,  we  believe,  missing  an  op])()rtunit \-  that  may 
not  occur  again.  Advertising,  esi)ecially,  should  be 
designed  with  a  real  appreciation  of  the  i)resent  value 
of  leather.  It  should  be  written  carefully,  in  much  the 
same  manner  as  a  jeweller  would  handle  the  mechan- 
ism of  a  fine  watch  or  a  rare  diamond.  The  reader 
must  be  made  to  appreciate  the  genuine  worth  of  all- 
leatlicr  shoes.    It  must  be  remembered  that  "bari'-.-iin- 
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:;,ale"  advertising^  goes  into  every  class  of  home.  It  is 
often  not  read  because  among  these  same  home-read- 
ers are  those  who  appreciate  high-grade  merchandise 
at  good  prices — and  this  is  the  kind  of  business  that 
makes  the  successful  merchant. 

Cut  down  your  bargain-sale  habits  now  to  a  mini- 
mum— while  the  "cutting-down"  is  good.  The  shoe 
retail  business  is  flourishing,  and  this  will  give  it  a 
boost  up  to  a  higher  level. 


Durable  Type  of  Show-Card 

The  illustration  herewith  is  a  reproduction  of  a  type 
of  show-card  used  by  a  large  Toronto  retailer,  both  in 
window  dressing  and  for  store  display.  The  outstand- 
ing feature  of  this  card  is  its  durability,  being  con- 
structed of  beaver  board,  which  is  about  a  quarter  of 


Display  Card  of  Beaver  Board— Various  Backgrounds  Secured 
by  Pasting  on  Thin  Paper. 

an  inch  in  thickness.  The  background  design  of  the 
card  is  attained  by  the  use  of  thin  paper  pasted  on  the 
beaver  board.  In  this  way  almost  any  color  or  design 
can  be  secured.  The  card  illustrated  is  on  a  wood-fin- 
ish background,  showing  the  grain  of  the  wood,  with 
white  lettering  and  black  shading. 


Aird  &  Son,  Montreal,  have  issued  to  their  friends 
and  customers  one  of  the  most  artistic  calendars  of  the 
year.  The  illustrated  portion  is  the  reproduction  of  a 
drawing  of  a  very  winsome  young  lady,  the  selection  of 
this  si)ecimcn  of  the  lithographer's  art  showing  excel- 
lent taste  on  the  i)art  of  the  com])any. 


l<ei)orts  from  style  centres  indicate  tiial  color  com- 
binations for  sport  shoes  will  be  very  jjopular  during 
the  coming  season.  The  most  likely  combination  is 
said  to  be  green  and  while.  This  would  ])e  a  i)arlicu- 
larly  happy  choice  since  green  is  Nature's  favorite  col<jr 
and  white  is  so  synononious  w  illi  c  leanliness. 


Chatham  Repairers  Ask  More 

The  shoe  repair  schedule  in  Chatham,  Ont.,  has 

been  increased  to  the  following-  figures: 

Men's  sewed  soles  and  heels   $1.50 

Men's  sewed  soles   1.25 

Men's  sewed  soles,  whole  to  heel  and 

heels   2.00 

Men's  nailed  soles  and  heels   1.25 

Men's  nailed  soles   1.00 

Men's  heels  35 

Ladies'  and  gents'  rubber  heels  50 

Ladies'  sewed  soles  and  heels   1.25 

Ladies'  sewed  soles   1.00 

Ladies'  heels  25 

Ladies'  nailed  soles  and  heels  85 

Ladies'  nailed  soles  60 

Boys'  soles  and  heels,  1-2  75 

Boys'  soles  and  heels,  3-5  90 

Boys'  heels  30 

Girls'  soles  50 

Girls'  heels  25 

Child's  soles   ,40 

Toe  caps  '.  30 

New  heels  .  75 

Patches  15  up 

This  schedule  has  been  developed  by  J.  J.  Side, 

George  W.  Cowan,  H.  Grey  Hodges,  f.  Clements,  A. 

Hall,  C.  W.  Huson,  J.  L.  Campbell,  Charles  Bast,  J. 

Clantler,  A.  Hind,  E.  Deksty.  Charles  Clements,  and  A. 

Sidex. 

Following  the  increase  an  agitation  was  commenced 
to  force  the  repairmen  to  back  down,  and  communica- 
tion was  made  with  the  Department  of  Labor.  LIovv- 
ever,  beyond  forwarding  to  the  repair  men  copies  of  re- 
cent legislation  governing  combines,  etc.,  this  depart- 
ment has  taken  no  action,  and  it  is  not  ex])ected  they 
will  do  so.  It  is  doubtless  evident  to  the  Department 
of  Labor,  even  if  not  to  the  citizens  of  Chatham,  that 
these  increases  are  necessary  and  not  more  than  pro- 
portionate with  the  advances  in  cost  of  material  to 
the  repair  men. 


Breithaupt  Leather  Company  Increasing  Output 

The  Breithaupt  Leather  Company,  Kitchener,  Ont.. 
have  recently  taken  over  the  plant  of  the  Hamilton 
Oak  Tanning  Company,  Woodstock,  Ont.,  and  will 
operate  it  in  conjunction  with  their  three  other  tanner- 
ies at  Penetang-,  Hastings,  and  Kitchener.  The  lines 
now  manufactured  are  Trent  Valley  Oak,  Lion  Oak. 
Royal  Oak,  Kitchener  Union  and  Eagle,  and  Penetang 
hemlock  tannages.  It  is  characteristic  of  this  enter- 
prising concern  that,  in  connection  with  the  taking 
over  of  the  Woodstock  plant,  the}'  say.  "We  are  natur- 
ally very  busy,  but  not  too  busy  to  improve  and  in- 
crease our  outinit  wherever  possible."  The  new  line 
of  leather,  namely,  "Royal  Oak,"  was  formerly  manu- 
factured by  the  Canadian  Oak  Leather  Company  and 
l)y  many  cutters  was  known  as  "Canadian  Oak."  This 
Icalhcr  had  a  very  high  reputation  for  good  cutting 
<|ualities,  light,  even  color,  suitable  working  qualities, 
and  was  also  noted  for  its  wear.  If  it  is  possible  to 
imi)r(ivc  on  this  leather  no  effort  will  be  spared  to  do 
so. 

i^ach  branch  of  the  Breithaupt  organization  is 
under  the  guidance  of  a  specialist,  each  of  whom  gives 
Iiis  entire  attention  to  producing  the  best  possible  re- 
sults ffom  his  individual  <lci)artmcnt.  The  executive 
heads  of  the  firm  arc  Mr.  L.  ].  Breithaupt,  president, 
and  Mr.  |.  C.  l^rcithani)t ,  secrct.ary.  who  has  under  his 
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supervision  the  tanning'  departments,  which  are  equip- 
ped with  up-to-date  laboratories,  in  which  all  the  tan- 
nin<^-  liquors,  materials,  etc.,  are  analyzed,  that  the  best 
possible  results  may  be  secured.  The  chemical  depart- 
ment is  in  the  hands  of  Mr.  J.  E.  Breithaupt,  eldest  son 
of  Mr.  J.  C.  Breithaupt.  The  selling  end  of  the  busi- 
ness is  looked  after  by  Mr.  Louis  'O.  Breithaupt,  who 
buys  all  the  hides  and  has  a  thorough  acquaintance 
with  the  requirements  of  manufacturers  and  jobbers 
throughout  the  Dominion. 

In  connection  with  the  company's  service  depart- 
ment at  Kitchener  there  has  been  inaugurated  a  quality 
department,  through  which  a  careful  study  is  made  of 
the  kinds  of  leather  best  suited  for  each  manufacturer 
and  jobber's  particular  line  of  business,  and  every  effort 
is  made  to  ship  the  most  appropriate  material.  The 
policy  of  the  Breithaupt  Leather  Company  is  to  give 
their  customers  the  very  best  in  quality  and  service, 
believing,  as  they  do,  that  a  satisfied  customer  is  the 
best  advertisement. 


A  Point  to  Remember 

Many  retailers  exert  considerable  time  and  energy 
ill  fixing  up  nice  displays  for  special  seasons,  such  as 
Christmas,  Easter,  Thanksgiving,  and  so  on,  which  is 
as  it  should  be.  However,  little  thought  is  given  in  a 
large  number  of  cases  to  the  effect  of  these  displaj's  on 
the  pabsersby  after  the  date  for  which  they  are  intend- 
ed. For  instance,  at  the  time  of  writing  it  is  almost  a 
week  beyond  Christmas  and  not  a  few,  but  many,  shoe 
retailers,  both  in  the  down-town  section  of  the  city  and 
on  the  outskirts,  have  failed  to  replace  their  Christmas 
displays  with  something  a  little  more  timely.  A  win- 
dow display  that  is  wreathed  with  holly  and  other 
Christmas  decorations,  as  well  as  containing  prominent 
cards  advising  "give  footwear  •  this  Christmas,"  is 
hardly  going  to  bring  many  customers  into  the  store  a 
week  after  Christmas.  And  the  same  idea  applies  to 
other  seasonal  displays  with  equal  force.  Make  a  point 
of  changing  these  special  displays  "the  morning  after" 
if  you  would  care  to  maintain  a  reputation  of  up-to- 
dateness. 


Another  Advance  for  Fall  Shoes 

Montreal  and  Maisonneuve  shoe  manufacturers  are 
still  very  busy,  and  the  large  number  of  orders  on  hand 
indicate  that  business  will  continue  brisk  for  several 
months.  The  demand  for  leather  has  slackened,  as 
most  firms  have  covered  their  requirements  for  spring 
goods,  and  they  will  not  take  further  orders  unless  they 
can  make  arrangements  for  the  necessary  raw  material. 
I'rovided  that  the  war  continues,  there  is  expectation 
among  some  manufacturers  that  wholesale  prices  for 
shoes  for  fall  will  take  another  substantial  advance. 
Goods  ordered  now  cannot,  as  a  rule,  be  obtained  at  the 
values  at  which  spring  orders  were  placed,  as  materials 
ha\-e  advanced  since  then. 


Miner  Rubber  Company 

The  Miner  Rubber  Company,  Limited,  have  pur- 
chased, and  Avill  continue,  the  business  formerly  con- 
ducted by  the  F.  S.  Carr  Rubber  Company  of  Can- 
ada, Limited,  whose  factory  is  located  adjoining  their 
own  in  Granby.  It  is  their  intention  to  continue  the 
manufacture  of  the  various  lines  of  rubber  goods  here- 
tofore supplied  by  the  Carr  Company,  and  their  aim 
will  be  to  make  a  high  standard  quality  and  give 
prompt  service.  They  are  prepared  to  manufacture 
the  following :  automobile  fabrics,  friction  tape,  hos- 


pital supplies,  druggists'  sundries,  rubber  clothing, 
rubber  sheeting,  rubber  heels,  rubber  soles,  and  proof- 
ing, single  and  double  texture. 


Mr.  Alex.  Chisholm  Retiring 

Mr.  Alex.  Chisholm,  the  widely-known  Toronto 
shoe  retailer,  who  conducted  a  store  at  1680  Dundas 
Street,  Toronto,  has  retired  from  business  and  intends 
to  devote  considerable  of  his  time  in  travel.  Mr.  Chis- 
holm was  for  sixteen  years  in  the  retail  shoe  business 
and  established  an  enviable  reputation.  His  brothers, 
Mr.  M.  S.  Chisholm  and  Mr.  John  L.  Chisholm,  who 
for  some  time  was  manager  of  the  Invictus  Boot  Shop, 
Yonge  Street,  Toronto,  have  taken  over  the  business. 


Mr.  A.  Chisholm 

and,  as  both  are  exceptionally  well-trained  shoemen, 
the  undertaking  promises  well.  A  change  of  location 
is  to  be  made  to  the  opposite  side  of  the  street,  in  the 
premises  now  occupied  by  May  Brothers'  hardware 
store,  who  will  in  turn  take  the  present  Chishojm  store. 
Mr.  Alex.  Chisholm  was  a  live  wire  in  the  shoe  trade 
and  a  progressive  citizen,  having  contested,  unfortun- 
ately unsuccessfully,  his  ward  for  the  city  council.  His 
numerous  friends  wish  him  every  happiness  in  his  well- 
deserved  withdrawal  from  active  life. 


White  Stitching  Wax 

C.  L.  Hauthaway  &  Sons,  Inc.,' Boston,  who  are  said 
to  be  the  oldest  manufacturers  of  rubber  cements, 
dressings,  blackings,  waxes,  and  finishing  room  spe- 
cialties in  the  United  States,  have  recently  marketed  a 
new  stitching  wax  called  "Snowhite,"  for  use  on  Good- 
year welt  and  McKay  stitching  machines.  In  many 
factories  where  it  has  been  tried  out  it  has  become  a 
standardized  product,  along  with  the  many  other  pro- 
ducts this  firm  have  been  making  for  years.  The  firm 
of  C.  L.  Hauthaway  &  Sons,  Inc.,  was  established  in 
1854  bv  C.  L.  Hauthaway,  and  since  that  date  have 
been  shipping  their  merchandise  to  all  parts  of  the 
world,  enjoying  especially  an  excellent  clientele  among 
the  Canadian  shoe  factories.  While  several  changes 
and  additions  have  been  made  in  the  personnel  of  the 
officers  of  the  company,  it  has  always  remained  in  the 
Hauthaway  family.  The  present  officers  are  Edwin  D. 
Hauthaway,  president,  and  his  son,  Clarence  L.  Hauth- 
away, treasurer. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


The  sample  room  and  general  offices  of  J.  M.  Stol)o,  Que- 
bec, have  been  recently  enlarged  and  improved. 

Tremblay  &  Gosselin,  shoe  manufacturers,  Quebec,  Que., 
liave  installed  a  new  fitting  room  department.  This  will  add 
to  the  capacity  of  their  plant. 

H.  M.  Garson,  shoe  retailer,  St.  John,  N.B.,  who  has  had 
a  store  on  Main  Street  for  some  time,  is  selling  out  and  open- 
ing up  at  103  Union  Street,  West  St.  John. 

Waterbury  &  Rising,  St.  John,  N.B.,  are  handlin.g  Gutta 
Percha  and  Rubber  Limited's  new  fil)re  rubber  soloing — 
"Tenax." 

John  Dulmage,  of  Almonte,  recently  passed  away.  11c 
was  for  thirty-five  years  on  the  travelling  staff  of  James  Mc- 
Cready  &  Co.,  retiring  some  time  ago  on  account  of  ill- 
health. 

S.  A.  Poirier,  Campbellton,  N.B.,  who  has  conducted  a 
general  store  for  some  time,  has  abandoned  this  idea  t.) 
iiandle  footwear  exclusively.  A  large  and  varied  stock  has 
been  installed. 

Dupont  Freres,  Maisonneuve,  Que.,  have  _added  a  new 
line  of  lasts  for  the  manufacture  of  their  range  in  growing 
girls'  shoes.  An  excellent  reception  has  been  given  these 
styles,  the  firm  state. 

The  Macfarlane  Shoe,  Limited,  Montreal,  has  been  in- 
corporated to  make  and  deal  in  all  kinds  of  shoes,  etc.  The 
capital  stock  is  $400,000,  divided  into  four  thousand  shares  of 
$100  each. 

Women's  spats  are  having  an  exceptionally  good  run  this 
season,  and  it  is  anticipated  the  demand  will  last  riglit 
through  this  season  and  next. 

The  F  and  B  Shoe  Company,  Maisonneuve,  will  shortly 
remove  to  Montreal  East,  where  a  new  factory  is  neanng 
completion.    The  United  Shoe  Machinery  Company  of  Can- 

SHOE  TRAVELLERS  WANTED 

Two  Experienced  Shoe  Travellers  Wanted,  one  residing 
in  Ottawa  just  for  Ottawa  and  Hull  cities;  one  residing  in 
Winnipeg  just  for  Winnipeg  and  St.  Boniface.  Box  491, 
Footwear  in  Canada,  Toronto,  Ont. 


WELLS  ^ 

VISIBLE 

MATE  MARKS 

FOR. 

[shoes  and  carton 


GlIS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 


•V.D.^RM  STRONG 

I!  ENGRAVERofFINE  STEELSTAMPS&DIES 
230,c,A>N"^M0NTREAL.myy^  675 


MY  STAMPS  ARE'UPTO  DATE  IN  DESIGN 
V  t  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES' 
.  \WHICH  WILL  INCREASE  YOUR  SALES 


ada  will  instal  some  additional  machinery.  The  ljuilding,  on 
a  site  45  x  60  ft.,  is  of  three  storeys,  and  of  brick  construction. 

John  Clucas,  shoe  retailer.  Medicine  Hat,  Alta.,  has 
Kiven  up  business. 

Duclos  &  Payan,  tanners,  St.  Hyacinthe,  I'.Q.,  presented 
at  the  new  year  each  of  their  employees  with  a  ham,  a  gift 
whicli,  needless  to  say,  was  much  appreciated. 

The  Agnew  Shoe  Store,  Winnipeg,  Man.,  suffered  fire 
loss  recently. 

Mr.  Fred  R.  Foley,  the  Sunny  Side  shoeman,  P>ownian- 
ville,  Ont.,  got  out  this  year,  as  usual,  a  very  attractive  Christ- 
mas folder,  which  he  mailed  to  his  customers.  That  the  idea 
was  a  good  one  is  evidenced  by  a  recent  letter  to  us.  in  which 
he  says:  "They  seemed  to  bring  results — greatest  C^hristmas 
hade  ever,  and  even  since  we  have  still  been  on  the  keen 
jump."    Mr.  Foley  is  a  live  wire  in  the  shoe  trade. 

An  interesting  presentation  took  place  at  the  Gait  Shoe 
Manufacturing  Company's  plant  recently,  when  Mr.  Edward 
Warring  was  presented  with  a  marl)le  clock  in  honor  of  his 
a]3proaching  marriage. 

Many  of  the  manufacturers  who  have  been  in  the  custom 
of  placing  a  price  stamp  on  their  shoes  have  discarded  the 
practice,  owing  to  the  uncertainty  in  price  of  raw  materials 
and  consequent  price  to  the  retailer. 

D.  A.  Leonard,  representing  the  Am-Bri-Can  Distribut- 
ers, with  head  office  in  Toronto,  has  been  on  a  visit  to  the 
Maritime  Provinces. 

The  output  of  Clark  Brothers'  shoe  factory  at  St. 
Stephen,  N.B.,  for  the  past  eleven  months  is  estimated  at 
$309,000,  the  annual  payroll  being  approximately  $62,000. 

Extensive  additions  are  being  made  to  the  Granby  fac- 
tory of  the  Canadian  Consolidated  Rubber  Company.  The 
])lant  when  completed,  which  will  be  in  a  month  or  so,  will 
liave  a  capacity  of  10,000  pairs  per  day. 


Shoe  Factory  Supplies 

We  are  Canadian  Agents  for 

MARKEM  MACHINE  CO. 

Marking  and  Embossing  Machines,  Marking 
Inks  and  Supplies. 

PURITAN  MFG.  CO. 

High  Speed  Wax  Thread  Machines,  Needles, 
Awls,  and  Parts  in  Stock. 

AMERICAN  STAY  CO. 

Top  Facing,  Welting,  Stay,  Vamp  Stays. 

C.  L.  HAUTHAWAY  &  SONS 

High  Grade  Waxes,  Dressings,  Cements, 
Repairing  Crayons,  etc. 

Excelsior  Needles — Hyde  Knives. 


Two  generations  in  the  Shoe  Trade. 

L.  R.  NewbeginCo. 

11  Si.  Sacrament  St.,  Montreal 
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"REECE  RAPID" 


12,800  Button  Holes  in  One  Day 

This  machine  will  do  more  work  than  any  other  in  existence 
and  do  it  better  and  in  less  time. 

The  only  machine  that  bars  the  button  hole  at  the  end.  This 
is  really  a  very  important  part  of  the  finished  hole  and  without 
it  the  button  hole  will  not  last.  The  Reece  button  hole  has  a 
continuous  solid  bar  and  does  not  sew  m  ends  of  threads 
therefore  not  a  thread  waster. 

Write  us  for  samples  of  work  and  terms. 


Thos.  C.  Doyle  (Regd*) 

71-73  St.  Alexander  St.,  MONTREAL  73-81  Adelaide  St.  W.,  TORONTO 


Sole  Distributor 
for  Canada 
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We  are  making  a  full  and  com- 
plete line  of 

Cleaners 
Fillers  and 
Dressings 

for  all  kinds  of  leather. 

Tell  us  your  requirements.  We 
will  do  the  rest. 


Quality  of  Goods  and  Service 
is  what  we  offer  you 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 


IllllllllllllllllllllllllllllillllUllllllillllllllllllllllllll^ 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  withm  easy  walking  di^ance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 

TILLY  HAYNES,  Proprietor  JAS.  G.  HIGKEY,  Manager 


PARKER'S 
Felt  Box  Toes 

We  can  make  immediate  shipments  of  our  high  grade  Felt  Box  Toes.  This  product  is 
giving  satisfaction  wherever  used — in  fact,  is  proving  better  than  leather  toes  and  the 
cost  is  much  less.    Send  for  samples  and  prices. 

WE  HANDLE 

)^'.tf'' P^th  f'u  '^'^'^y  >  High  Grade  Cements 

for  the  Perth  Felt  Company,  Sj^«^  P^,j^ 

manufacturmg  '^"^^       ^"O^  tinaings.    uur  Blackings 

business   has  grown   to   be  Dressings  and  Box  Gums 

Shoe  Felts  the  largest  in  Canada  pure-  Caibicon^^*'^^'^ '^^^^'^^^'^ 

ly  on  a  satisfaction  or  money  Polishing  Wax 

for  the  best  trade.     This  is     back  basis.    We  will  be  glad  pfg^'au^^'' 

one  of  our  big  selling  lines.     ^o   send    you    samples   and  Dry  Paste 

Write  us  for  complete  details.     prices  of  any  lines  handled.  Rubbe/"cVm^^^^^^  Findings 

PARKER  IRWIN  (Limited) 

Largest  Shoe  Manufacturer*'  Supply  House  in  Canada 

Montreal  -  -  -  Quebec 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 

Manufactured  by 


THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHNR.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW        -        23  Scott  Street,  TORONTO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adams,  J.  A  '  '  .  .  .  47 

Aircl  &  Son   47 

Ames-HoIden-McCready   Ki 

Armstrong,  W.  D   42 


Boston  Blacking  Company    44 

Breithaupt  Leather  Company   13 


Canadian  Arrowsmith  Mfg.  Co   50 

Canadian  Consolidated  Rubber  Co.  3-20 

Champion  Shoe  Machinery  Co   55 

Commercial  

Cote,  J.  A.  &  M   54 


Daoust-Lalondc  &  Company   12 

Doyle,  Thos.  C.  (Regd.)    43 

Duclos  &  Payan   10 

Dufresne  &  Galipcau   17 

Dunlop  Tire  &  Ru1)l)cr  (kjods  Co.  .  . 

Dupont  &  Frere   51 

Fortuna  Machine  Company    5l 


Gitterman  &  Co..  Henry   1 

Gua)',  Eugene   5i 


Hauthaway  &  Sons,  C.  L   48 

Hinde  &  Dauch  Paper  Co   51 

Humberstone  Shoe  Company   48 


Independent  Button  Machine  Co.  . , 
Independent  Rubber  Company  


Panther  Rubber  Company  Cover 

Parker,  Irwin,  Limited    45 

Peerless  Machinery  Company   5-i 

Ralston,  Robt   48 

Regal  Shoe  Company   1 

Rice  &  Hutchins   18 

Robinson,  Jas   4-5 


Gagnon,  Lachapclle  &  Hel)ert 
Gait  Shoe  Mfg.  Company  ...  . 


50 


Kawneer  Mfg.  Company   53 

Kieffer  Bros   57 

Landis  Machine  Company   4C 

McLaren  &  Dallas   11 

McMartin,  E.  W   57 

Midland  Shoe  Company   53 

Miner  Rubber  Company   19 

Muir.  James   58-59 

Narrow  Fabric  Company   48 

Newbegin  Company,  L.  R   42 

New  Castle  Leather  Company   ....  57 

Nugget  Polish  Company  

Oscar  Onken  Co   53 


Sisman  Shoe  Company 
Slater  Shoe  Company  .  . 


47 

8 


Tebbutt  Shoe  &  Leather  Co   9 

Tetrault  Shoe  Company  14-15 

Toledo  Button  Machine  Co   60 

Trudeau  Company,  G.  J   6 

United  Shoe  Machinery  Co.,  Ltd., 

  49-52-56 

United  States  Hotel,  Boston   45 

Valley  City  Seating  Co  

Vermilyea  Mfg.  Company   57 

VVardlaw,  T.  D   45 

Wells,  Gus  V   42 


Landis  Outfits  are  Money-Makers 


Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.  Write  for  com- 
plete catologue  with  prices  and  terms. 


r*^ — 


Landis  No.  12  Shoe  Stitcher.  Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 

Sold  outright— No  royalty  Landis  Model  25  Finisher. 

Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A, 
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Aird  Shoes 
are  Popular 

See  our  new  styles.  Notice  the  workmanship — the  material  and  the 
findings.  Then  ask  our  man  the  price.  If  the  value  isn't  way  up, 
then  we  miss  our  bet.  We  make  McKays  and  Turns  for  men, 
boys,  youths  and  women. 

Aird  shoes  are  popular  today  because  the  buying  public  know 
they  can  get  a  square  deal  and  mighty  good  value  by  buying  our 
styles.    We  can  offer  jobbers  a  good  thing  on  Spring  business. 

Write  or  call  for  samples  and  prices, 

AIRD  &  SON    -  MONTREAL 

SISMAN 

"Everyday" 

Shoes 
for  1917 

"Everyday"  Shoes  for  everyday  wear.  Nothing  more  serviceable,  comfortable  or  reliable. 
Get  in  touch  with  these  splendid  values  for  1917.  Your  business  needs  a  range  of  foot- 
wear adapted  to  all  year  round  sale.  "Everyday"  Shoes  are  that  kind  and  they  give 
satisfaction  in  city  and  country. 

Write  us  immediately  for  the  latest  bulletins  and  prices. 

The  T.  Sisman  Shoe  Co.,  Limited,  Aurora,  Ont. 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request. 

Narrow  Fabric  Company 

Reading  Pa. 


NON  RIP  SANDALS 

Made  in  Canada 

To  insure  special  discount 
on  early  deliveries  you 
should  order  Humbcr^lone 
Sandals  now. 
They  are  built  on  the  latent 
lails  and  are  non-rip. 
JOBBERS -WRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


SUPERIOR 

^^'e  are  making'  large  shipments  of 
these  popular  .shoe  dressings  to  all  parts 
of  Canada  every  day.  Frost  has  no  ill 
etifects  on  any  of  them.  It  is  up  to  3-ou  to 
safeguard  your  customers"  interests.  Sell 
them  Ralston's  and  they  get  the  best. 


DRESSINGS 

Our  slogan,  "A  Dressing'  for  Every 
Shoe"  is  known  and  recog;nized  everj'- 
where  in  Canada.  Ralston's  are  scientifi- 
call}^  correct  to  give  a  lasting  "shine"  and 
keep  shoe  leather  in  first-class  condition. 
Write  us  for  samples. 


Robt.  Ralston  &  Co.,  Hamilton 


We  have  just  produced  a 
New  White  Stitching  Wax 


Don't  forget 
our  regular 
Goodyear 
and  McKay 
WAXES 


SNOWHITE  WAX 

Liberal  samples  sent  on  request 


EsTABLisHED.ie52.  Qonojess  street. 

Boston  Mass. U.S. A. 


EDWIN  D  HAUTHAWAY 
CLARENCE  L  HAUTHAWAY 


The  Whitest  Stitching  Wax 
yet  produced 


The  Best 
Standard 
Goods 
on  the 
Market 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 


122  Adelaide  St.  W. 
Toronto 


179  King  St.  W. 
Kitchener 


492  St.  Valier  St. 
Quebec 
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A  line  of  money  makers  for 

JOBBERS 

You  can  sell  our  Women's  McKay  Sewn  Leather  Shoes  to 
every  dealer  on  your  list.  They  are  without  doubt  the  best 
popular  priced  sellers  on  the  market.  Not  a  shoe  model  in  our 
fall  line  that  will  not  prove  attractive  to  shoe  dealer  and  retail  cus- 
tomer alike.  Women's  solid  leather  shoes,  also  misses',  children's 
and  infants'  footwear  are  our  specialties.  We  would  like  to  place 
our  samples  before  you  so  their  good  points  can  be  appreciated. 

Write  us  today  for  further  details  of  the  new  styles. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street         ...  -  MONTREAL 


MARK  ^.^^•rn^^  .  MARK 


Sell  this  Profitable  Service 

Our  foot  specialties  will  quickly  develop  this  branch  of  your  business 
into  more  than  a  side  line.  It  will  soon  be  a  regular  department. 
You  will  be  the  foot  specialist  of  your  district.  This,  in  itself,  is 
worth  many  dollars  of  direct  profit  and  besides  brings  extra  patronage 
from  people  you  could  reach  in  no  other  way. 

Write  us  for  complete  details  today 

CANADIAN  -  ARROWSMITH 

Manufacturing  Company,  Limited 

J.  W.  Arrowsmith,  Pre*.         NIAGARA  FALLS,  ONTARIO 

Elmer  Poyer,  Manager 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


They  ijrotect  your  sliipnicnt 
against  loss  from  dampness 
and  water. 

Tliey  arc  extremely  light, 
which  means  low  freight 
charfii's. 

-'I'liey  cannot  ho  opened 
witliunt  breaking  the  seal. 


4.  -Tliey  save  time  in  packing. 

5.  — Tliey  save  storage  space. 

(i. — They  liave  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
specilicalion.s. 

S.  -'I'hcir  first  cost  is  lower 
llian  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  c.Kluiisively  by  Maimfactureis  of 

SuoKfs,  Box  Toes,  TKiMMiNiis.  Insoles,  Ankle 

SuiM'f)RTKRK,  WeT.TINU,   ArCH  .SUPPf>RTERS 
Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Good  Shoes  Sell  Quickly 


D  &  F  Footwear  is  creating  an 
unprecedented  demand— buy  early 


Dupont  &  l''rere  footwear  a.-^  a  1)usinc.s.s  projxisition  for 
VJIJ  stands  well  uj)  with  the  leaders,  ^'our  cusidiuer^  will 
thank  >-ou  for  showing"  them  shoes  of  this  recognized  x'alue. 
'The  styles  are  neat  and  in  kee])in^  with  the  exeellent  c|nalit\" 
and  work  i)nt  into  ever)-  shoe.  W  e  are  i)la_\  inL;  nj)  the  \alue 
(jf  this  raiiL^e  of  footwear,  and  want  \ou  to  ask  your  jobber 
as  soon  as  ixjssible  t)r  write  us  direct. 


DUPONT  &  FRERE 

301  Aird  Avenue  MONTREAL 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         179  King  St.  W.,  Kitchener  492  St.  Valier  St.,  Quebec 
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37  Years  Making  Display  Fixtures. 


YOU 

For  This  Catalog 


NO  MATTER  WHAT  BUSINESS 
YOU  ARE  IN 

We  make  a  set  of  Window  Display  Fixtures,  that  has  been  specially 
designed  to  suit  your  line  of  goods,  with  which  you  can  trim  your 
windows  most  beautifully.  We  have  over  50000  of  these  sets  in  daily 
use. 

They  are  certainly  a  big  help  to  the  man  who  has  to  trim  the 
windows,  especially  if  quick  changes  are  desired.  You  can  make 
Hundreds  of  standard  fixtures  without  the  aid  of  a  tool. 

Which 
Catalog 
Do  You 
Want? 

Mere  are  some  of 
the  different  Show 
Window  Sets  w  e 
make. 


Your5howWinoow5 


Pay  Your 
Rent 


Set  for  Shoes   Windows 

Set  for  Clothing  ....Windows 
Set  for  Furnishings  Windows 
Set  for  Dry  Goods  Windows 
Set  for  General  Store  Windows 

Let  us  know  your  business. 
We'll   send   right  catalog. 

Can  order  through  Jobber. 


The  Oscar  Onken  Co.  /ithst.Cincinnati,  O.,  U.S.A. 

Stock  carried  in  Hamilton,  Ont.,  England  and  Australia 


Sure  Sales 


Our  traveller 
will  be  glad  to 
show  you  the  new 
Midland  shoe 
style.s  in  all  the 
best  leathers,  and 
latest  designs. 
You  will  agree 
with  us  that  they 
are  fast  selling 
shoes,  when  you 
have  seen  them. 


"Midland  Maid"  /'Midco" 

and 

for  Women  for  Men 

The  "Midland  Maid."  manufactured  in  Kid.  Velour, 
Gun  Metal,  Patent  Colt,  Havana  Brown,  and  Velour 
H.  C.  Sport  Model.  "Midco,"  for  men,  made  in  a  variety 
of  lasts.  Gun  Metal,  Kidduck  Cushion,  African  Brown, 
with  leather  or  Neolin  soles. 

Write  for  samples  and  particulars  to-day. 

The  Midland  Shoe  Co.,  Kingston,  Ont. 


INVENTORY  is  over  and  now  is  the  time  to 
figure  on  ripping  out  your  old  front  and  install- 
ing a  Kawneer  front  designed  for  your  individual 
needs.    It  is  scientifically  planned  to  bring  more 
people  into  your  store  and  53,000  satisfied  mer-  /' 
chants  are  evidence  that  we  "know  how."  / 
"Boosting  .Business"  will  show  you  how  to  / 
change  your  front  from  an  expense  to  a  y 
source  of  income.   Just  clip  the  coupon  /' 
and  pin  to  your  letterhead.    The  book  /''PI,^ASB 
will  come  free  of  all  charges.  /-SRND 

/"boosting 

Kawneer  Mfg.  Co.,  Ltd.  /'BUSINBSS';:Pi 

GUELPH,  ONTARIO  / 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  rehable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  without  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binford  St.  BOSTON,  Mass. 


Your  Success 

is  Our  Success 


Cote  McKay  Shoes 

The  splendid  success  of  Cote  Mc- 
Kay Shoes  for  men,  youths,  boys 
^  and  little  gents  has  been  devel- 
oped through  our  appreciation  of 
your  requirements.  Our  product 
has  met  with  ready  demand  and 
appreciation  wherever  presented. 
We  will  continue  this  policy  of 
suiting  the  customer  first  because 
we  find  it  pays.  See  your  jobber 
or  write  us. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe       -  Quebec 

Montreal  Sample  Rooms 
Room  14  'La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative. 


Iamuu"\.  l!M 
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Standard  Straight  Needle  and 
Awl  Shoe  Stitcher  • 


The 
Best 
Mechanical 
Principles 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
lierc  arc  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Champion  Repair  Outfit. 


Combination  Harness  and 
Shoe  StHcher. 


Write  us  for  Catalog,  Price  and  Terms 


ideal  Curved  Needle  anil  Awl 
Shoe  Stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Clincher  Fastener  or 
String  Nailer. 


Champion   Shoe   Machinery  Company 


H 
D 
O 

<n 

z 

H 

H 
D 
U 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS.  MO. 

Give  particulars  on  


Name  

Address  

FOOTWEAR  IN  CANADA 


3723-3741  Forest  Park  Boulevard 

St.  Louis       -       -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass.— 65  High  Street 
San  Francisco,  Gal.— 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting^  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing",  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  em  Insole  Machines;  Eyeletting 
Machines  ;  Lyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  We.t,  TORONTO  MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


492  St.  Valier  St.,  QUEBEC. 


J ami;n\-,  J  U I 
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Guay  Counters 


All  r.cnflicr  l'"air  Stitciiinu. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 

We  also  make  Union,  Standard  and  Leather  Board  Counters 


EUGENE  GUAY/ 


"UNION" 
EDGE  SETTING  MACHINE 


For  making  a  hot 
kit  burnished  edg« 
this  machine  is  un- 
excelled. It  makes 
an  edge  equal  to  hand 
work. 

Driving  pulley  5  x 
3.  Should  run  375 
revolutions  to  the 
mmute.  Weight  175 
lbs. 


Kieffer  Bros. 

Rgd. 

Established  1869 
96  Prince  Street 

Montreal    -  Que. 


When  You  Want 
BOOT  and  SHOE  LACES 

McMartin  is  Your  Man 

I  have  a  complete  stock   of   the  lines  you  need, 
whether  for  Factory  use  or  Findings  trade. 

I  have  good  or  cheap  qualities,  both  tubular  and  flat. 

Round  Laces  both  cheap  and  mercerised 
Leather  Laces  in  Round  and  Square  Cut 
Porpoise  Leather  Black  and  Tan 

45  St.  Alexander  St. 
MONTREAL 


E.  W.  McMARTIN, 


For  your  soldier  trade  42"  Tan  Porpoise 
Also  Kliaki  Breeches  Laces 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co, 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


TOE-KOMFQRT 


D?VERMILYEA'S 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA. 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 


231  8th  Ave.  W. 


Calgary,  Alta. 
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This  Trade  Mark 


W 


HOE 


This  Trade  Mark  is  the  distinguishing  sign  of  the 
"Canadian  Gentleman"  shoe,  and  represents  the 
best  in  skill  and  material,  in  the  shoe  making  in- 
dustry. Muir-made  shoes  for  men  and  boys  will 
bring  you  the  cream  of  the  business  in  your  dis- 
trict. 

For  Good  Shoes 


Let  us  show  you  samples  of  some  very  nifty  models 
for  1917  selling.  They  are  full  of  individuality  and 
sales  appeal,  and  they  will  "walk  away"  from  any- 
thing in  their  price  class.    Write  us  to-day. 


THE  JAMES  MUIR  CO. 

J^^r^       Montreal,  Que. 


January.  lOlT 
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The  Open  Door 


THE 


Muir  -  Made 


pATHFINDEfi 


Men's  Shoes 


'SHOE' 

MADE  IN  CANADA 


There  is  a  prevalent  conviction  in  the  minds  of  most  men, 
that  their  shoes  must  be  priced  at  a  certain  figure  or  they 
don't  meet  their  expectations,  no  matter  what  the  style  or 
quality.    Forget  price  for  a  moment. 

To  Profitable  Sales 


The  big  feature  in  Muir-made  shoes  for  men  is  their  ability 
to  please  a  class  of  trade  used  to  paying  much  more  for 
footwear.  It  goes  without  saying  they  lead  the  popular 
priced  lines  by  a  long  way. 

Muir-made  shoes  are  good  "mixers."  They  have  no  trouble 
in  getting  acquainted  with  strangers  and  it  means  a  last- 
ing friendship  for  dealers,  customers  and  Muir-made  shoes 

Muir-made  shoes  are  the  open  door  to  profitable  sales. 
Will  you  come  in? 


THE  JAMES  MUIR  CO. 


Montreal,  Que. 
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TRY  IT  IN  YOUR  GHH  STORE 
THETOLEDO  BUTTON  MACHINE 


WITH  TOLEDO  RUST 
PROOF  WHITE  WIRE 
FOR  12000  OPERATIONS 


I 


PAYMENTS  IF  DESIRED 

FASTENS  ALL  BUTTONS 
SOLD  OUTRIGHT 
FULLY  GUARANTEED 
1 5  DAYS  TRIAL 
ORDER  ONE 


THETOLEDO^millWlil^MACHI  NE  COMPANY 


Vol.  VII.-No.  2 


Toronto,  February,  1917 


A  nnouncement 

^  a  staff  of  merchandising 
experts  has  now  been  retained  to 
give  the  Regal  dealers  in  Canada 
close  co-operation  in  boosting 
sales.  This  is  effective  March  1st, 
1917.  All  materials  for  promo- 
tion of  sales  will  be  produced  in 
Canada. 

This  marks  another  great  for- 
ward step  in  the  development 
of  the  Regal  Shoe  organization 
—always  notable  for  its  Service 
to  Regal  Dealers. 

REGAL  SHOE  COMPANY 

LIMITED 

472-474  Bathurst  Street      -      -  TORONTO 

Executive  Offices— 268  Summer  Street,  Boston,  Mass. 
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Insist 


on 


PANTHER 

Tested  Fibre 


Sol 


es 


and 


Heels 


The  market  for  Panther  "Sure  Step"  Fibre  Soles  and  Heels  is  constantly  widen- 
ing. Each  month  a  greater  number  of  your  customers  are  won  over  to  the  more  ser- 
viceable Fibre  product.  You  are  not  getting  the  most  from  this  profitable  business 
until  you  offer  them  the  "Panther  Tread."  These  stylish  Soles  can  be  worked  in  the 
same  way  as  leather.  They  are  easily  stitched,  and  do  not  crack.  They  are  absolutely 
waterproof,  and  do  not  slip  on  wet  pavements.  In  every  way  they  are  more  comfort- 
able and  healthful.  Specify  Panther  Tested  Fibre  Soles  and  Heels  on  your  new  sea- 
son's shoes. 

Panther  Rubber  Co.^  Ltd. 


SHERBROOKE 


QUEBEC 


I'cliniary,  Hill 
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As  to  Prices 

The  increasing  cost  of  raw  materials  that  enter 
into  the  manufacturing  of  rubber  footwear  and  the 
higher  cost  of  labor,  justify  advances  m  the  prices  of 
rubber  footwear.  But  our  policy  has  been,  and  will 
continue  to  be,  to  mamtam,  as  long  as  possible,  the 
stability  of  prices  to  dealers,  advancing  just  as  little  as 
possible,  considering  the  manufacturing  cost. 

As  to  Quality 

I  n  no  case  will  quality  or  workmanship  of  Domin- 
ion Rubber  System  brands  be  sacrificed  for  the  sake 
of  price.  Our  fixed  policy  is  to  maintain  fully  the 
quality  of  each  and  every  brand  we  manufacture,  re- 
gardless of  cost.  That  ensures  the  same  genuine  sat- 
isfaction that  has  always  made  our  brands  so  popular 
with  the  trade  and  consumer  alike,  throughout 
Canada. 


Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office,  MONTREAL 

28  Service  Branches  throughout  Canada 
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Steady  Profits 

You  will  always  be  sure  of  steady  all 
year  round  sales  at  a  good  profit  when 
you  stock  James  Robinson's  footwear 
lines.  This  established  fact  is  being 
recognized  more  and  more  as  each 
year  brings  us  an  increasing  number 
of  satisfied  dealers.  We  can  offer 
you  an  attractive  proposition  at  the 
present  time.    Write  today. 


JAMES  ROBINSON 

Montreal 


February,  19lt 
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James  Robinson 
pioneer  jobber 


Footwear 

Bostonian  shoes  hold  a  particularly 
high  place  in  the  Canadian  footwear 
field.  They  have  assuredly  "arrived" 
with  both  feet.  We  recommend  them 
for  every  locality.  Our  stock  of 
winter  rubber  footwear  is  ready  for 
your  sorting  orders.  Rubbers  are 
ready  to  do  their  bit  and  save  the 
leather  for  the  army. 

Wire  or  phone  us. 

JAMES  ROBINSON 

Montreal 
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Our  own  factories  are  now  manu- 
facturing the  following  articles: 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 

We  also  handle  other  shoe  supplies 
which  we  can  deliver  very  promptly. 

Prices  quoted  on  demand 

O.  J.  Trudbau  (§  Ltd 

365-36T-37I,  Oiitario^t>.  Montreal, Oue. 


February,  1917 
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Announcing  the  MOGLE  RAPID  REPAIR  JACK 


With  Set  of  53  Lasts 


/ 


This  cut  shows  nailing 
position. 
Dotted    lines  show 
trimming  and  sewing 
position. 


In  Ijrin^int^-  out  our  new  set  of  53  Lasts  \vc 
claim  lo  have  the  HEAVIEST  and  IJMST  set  of 
Lasts  on  the  market.  The  set  consists  of  50 
Rii^ht  and  Left  Lasts,  Wood  Last  Attachment, 
Patching-  Block,  and  Turn  Last — 53  in  all — i^iv- 
ii1_g'  you  a  Last  for  every  requirement.  I'Lvery 
Last  .guaranteed  to  fit  perfectly. 

The  "Mogle"  Jack  is  conceded  by  all  first- 
class  Shoe  Repairers  to  be  in  a  class  by  itself. 
With  the  new  set  of  Lasts  ^ve  now  ha\-e  a  com- 
bination that  is  c.implv  in\'incible. 

The  "Mogle"  Jack  can  be  turned  in  any  pos- 
sible i)ositi(jn  without  adjustinti;",  to  sew,  nail, 
trim  or  finish  an  ed.^e,  heel  or  bottom,  without 
rcniox  iii^'  tlie  shoe  from  the  Jack. 

.\11  bearings  and  joints  are  made  with  a  clam]) 
and  hand  set  screw,  renderint;'  loose  joints  or 
bearin,^'s  impossible.  Moreover,  it  can  instantly 
be  adjusted  to  suit  a  tall  or  short  man  by  putting- 
in  or  taking-  out  as  many  collars  as  is  necessary. 

It  is  cc| nipped  with  a  stra])  which  works  with 
a  lever,  this  being'  instantly  put  on  a  shoe  or 
released,  and  always  holds  the  shoe 
solid  on  the  last. 


This  Jack  can  be  used  by 
rii'lit  or  left-handed  man. 


eithe 


-U-  a 


Height  of  Jack,  without  any  collars, 
is  41  inches.  It  can  be  adjusted  to  46 
inches  hijjh.  ' 


We  Guarantee  this  Jack 


Price  of  Mogle  Jack  and  set  of 
53  Lasts  $25.00. 

F.O.B.  Cars  Plymouth,  Ohio. 


Order  from  your  jobber— if  he 
will  not  supply  you  we  will. 


i;g  11*  fijfi; 

The  ROOT-HEATH  MFG.  CO.,  Exclusive  Mfrs ,  PLYMOUTH,  Ohio,  U.S.A. 
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On  the  one  hand 

There  are  numberless  shoes  that  leave  no  impression  on  the  prospective 
customer  other  than  having  seen  "a  pair  of  shoes."  You  may  prefer  that 
class  of  product,  but  have  you  ever  noticed  that  the  successful  shoe  mer- 
chant today  handles  well  known  trade  marked  shoes. 

SLATER  SHOES  FOR  MEN 


Then  on  the  other  hand 

Slater  Shoes  have  been  before  your  public  for  upwards  of  fifty  years.  In 
all  this  time  they  have  always  been  noted  for  their  value  and  good  looks. 
The  1917  styles  are  selling  quickly.  They  have  the  dash  and  style  so  ap- 
pealing to  men,  and  will  bring  a  winning  smile  to  any  customer  when  you 
mention  the  reasonable  prices. 


Write  for  catalogue  and  full  details. 


Slater  Shoe  Company,  Limited 

MONTREAL 


February,  1917 
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The  particular  fitness 


of  the  All  America  Shoe  to  the  present 
conditions  makes  it  a  most  desirable 
line  for  the  shoe  retailer. 

In  addition  to  style,  material  and 
workmanship  All  America  Shoes  are 
a  stock  proposition. 

Retailers  can  get  All  Americas  as  they 
want  them  in  the  quantities  they  need. 

The  Rice  &  Hutehins  Chicago  Co. 

231  West  Monroe  St. 
CHICAGO        -      -  ILL. 

Rice  &  Hutehins,  Inc. 

24  High  Street,    :  :    Boston,  Mass. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiu^ 
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Fall  1917 
Hockey  and 
Skating 
Boots 

Where  our  women's 
misses',  and  children's 
Welts,  McKays  are  made. 

Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

Twenty  representatives  now  on  the  road  with  the  most 
complete  range  of  Felt  Footwear,  Hockey  and  Skat- 
ing Boots. 

Our  large  *'in  stock"  department  of  fine  medium  and 
staple  footwear  is  m  full  swing,  immediate  shipment 
given  all  rush  orders. 

White  Canvas  Shoes — If  not  fully  covered  for  spring 
do  not  forget  we  have  the  largest  and  best  range  of  white 
footwear  in  Canada.  This  spring  will  see  the  greatest 
demand  for  these  goods  that  we  have  ever  had.  Buy 
early  and  heavily  and  thus  be  assured  of  proper  delivery. 

The  Large  "In  Stock"  Shoe  House 

The  Miner  Shoe  Co.,  Limited 

Selling  Agents  for  Miner  Rubbers 
MONTREAL  QUEBEC  OTTAWA  TORONTO 


The  Miner  Shoe  Co., 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 

Fall  1917 

Felt 
Footwear 

Where  our  men's,  boys', 
and  youths' welts,  McKays 
and  Standard  Screw 
Shoes  are  made. 


formerly 

Jackson  &  Savage 


February,  1917 
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The  Greatest 

Possibilities 


Tebbutt  Shoes  offer  you  the  greatest  possibilities 
for  profit  and  increased  business.  Their  conserv- 
ative styles  appeal  strongly  to  all  admirers  of  up- 
to-date  sensible  shoes.  They  have  an  all-year 
popular  demand  that  does  not  depend  on  any  par- 
ticular season.  Many  of  our  prominent  dealers 
call  our  shoes  the  backbone  of  their  business. 
They  can  always  count  on  making  good  with 
Tebbutt  Shoes.  We  incorporate  several  sensible 
antiseptic  ideas  that  place  Tebbutt  Shoes  on  a 
pedestal  far  above  other  makes  of  footwear. 

Write  and  we  will  give  you  all  the  details. 
Stocked  by  good  jobbers. 


Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers,  Quebec 
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A  Tannery  that  Produces 


CHROMOIL" 


for  The  Palmer-McLellan  Shoepack  Co.,  Limited 

FREDERICTON,  N.  B. 
**Canada^s  Best  Shoepack  Makers*' 

Our  leather  specialists  have  discovered  the  new  and  wonderful  process 
for  oil  tanning-  and  producing-  "Chronioil."  Shoepacks  made  of  "Chromoil"  by 
Palmer,  McLellan  Shoepack  Company,  Ltd.,  are  capable  of  giving  the  wearer 
a  hundred  ])er  cent,  more  wear  under  all  conditions.  They  are  the  finest 
achie\-cment  in  winter-proof  and  weather-proof  footwear. 

'"Chromoil"  is  leather  tanned  through  and  through,  utilizing  the  natural 
oil  of  the  leather.  'I'his  is  a  great  impro\'ement  over  the  ordinary  surface  tan- 
nage used  hcretoforQ, 

Our  tanneries  are  u\>  to  llic  niirnitc  with  all  new  processes  for  regular  foot- 
wear lines — gun  metal  sides,  dull  kips,  mahogany  sides,  all  good  imitations  of 
calf — and  will  wear  equall\-  as  well. 


DAOUST,  LALONDE  &  CO.,  LTD. 

Montreal 


Samples  of  our  leather  supplied  by  our  selling  agent 
John  McEntyre  Ltd.,  St.  Alexander  St.  MONTREAL 


February,  I'.il? 
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AMES 
HOLDEN 
McCREADY 

 LIMITED  
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The  Shoes  of  Excellence 

D  &  G  Men's  Shoes  carry  with  them  a 
distinction  brought  about  by  a  knowledge 
of  what  IS  correct  in  orentlemen's  foot- 
wear  styles.  This  is  a  matter  of  infinite 
care  in  the  little  essentials  of  finish  and 
cut,  without  which,  a  shoe  is  immediately 
recognized  as  "ordinary"  by  those  who 
know. 

MEN'S  D  &  G  SHOES 

You  will  find  that  D  &  G  Shoes  satisfy 
your  most  critical  customers.  They  al- 
ways have  the  good  qualities  of  wear  and 
comfort  besides  being  the  elite  in  style. 
And  it  is  by  the  style  that  high  grade 
footwear  is  sold  nowadays.  Write  us 
immediately.  It  will  prove  good  busi- 
ness for  you. 

Dufresne  &  Galipeau 

LIMITEE 

MONTREAL 


February,  IDi: 


FOOTWEAR    IN  CANADA 


15 


The  Master  Line 

"Live  Rubber" — an  expression  now  widely  used  by  other 
makers  of -rubber  heels — originated  with  "Dunlop. " 

And  that's  not  the  only  thing  which  "Dunlop"  originated 
and  other  manufacturers  have  copied. 

But  it  is  one  thing  to  appropriate  a  manufacturer's  slogan 
and  quite  a  different  thing  to  have  what  that  slogan  stands  for. 

Dunlop  Rubber  Heels  have  a  superiority  all  their  own — 
a  wear-longer,  walk-easier  quality  that  twenty-two  years'  know- 
ledge of  rubber-made  goods  has  made  possible  to  impart  to 
products  branded  "  Dunlop. " 

Topmost  merit  in  the  heel  itself,  one-and-one-half  cent 
rebate  on  each  empty  heel  box,  continuous  and  far-reaching 
advertising,  make  Dunlop  "Peerless"  Heels  conspicuous  as 
representing  an  extraordinary  selling  opportunity  to  dealers. 

Three  colors — Grey,  Black,  Tan — and  all  sizes. 

Dunlop  Soles  Sell  Readily 

Know  more  about  Dunlop  Rubber  Soles  and  the 
sales  of  same  you  are  missing  if  the  Dunlop  Line  is  not 
now  represented  in  your  store. 

Any  jobber  will  give  you  all  the  details ;  show  you 
why  Dunlop  Rubber  Soles  have  the  necessary  resiliency, 
and  why  they  are  famous  for  good,  long  wear  without  the 
semblance  of  a  crack. 

We  back  you  up  with  ample  selling  assistance  and 
offer  first-hand  inducements  to  enable  you  to  do  a  good, 
profitable  trade  in  Dunlop  Soles. 

All  sizes  and  colors  Grey,  Black,  White  and  Tan. 

A  full  line  of  Cements  for  all  purposes. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 


F.  5 


H.  79 
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Dr. 


Foot-Eazer 


Eases  the  Feet 

More  of  Dr.  Scholl's  Foot-Eazers  are  sold  daily 
than  are  sold  of  all  other  foot  comfort  appliances 
combined. 

Price  $2.50 

There's  no  success  without  a  reason.  The  reason  for  the  success  of  Dr.  Scholl's 
Foot-Easer  is  that  it  enables  the  progressive  shoe  dealer  to  make  a  success  of 
giving 

Real  Foot  Comfort 

to  his  patrons.  This  gives  him  prestige  and  reputation  and  thus  causes 
him  to 

To  Sell  More  Shoes 

besides  making  lOO  per  cent,  profit  on  each  appliance  sold. 

THE  SCHOLL  MFG.  CO.,  LIMITED 

Largest  manufacturers  of  Foot  Comfort  Specialties  in  the  world 

214  King  Street  East  TORONTO,  Canada 

Also — Chicago,  New  York  and  London 


t'\  lu-nar>',    I  ',i  I  ; 
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The  Wiley  -  Bickford  «  Sweet  Co. 


Factories  at 


Worcester,  Mass. 


Hartford,  Conn. 


Manufacturers  of 

"Siesta"  Footwear,  Felt, 
Cretonne,  Kid  and  Ooze, 
Crochet  and  Knit  Slippers, 
"Coast  Line"  Bathing  Shoes 


Line  No.  36 


Also 
"Capitol" 
Lamb's  Wool 

and 
Satin  Soles 


Line  No.  75 


Also 
Overgaiters, 
Spats, 
Puttees, 
Leggings,  - 
Wool  Bals 

and  Wanagans 


Send  for  Samples  and  Prices — or  Catalogue  F  W 
Our  Salesman  Mr.  E.  M.  LOVEJOY  is  to  Call  on  the  Canadian  Trade 


For  that  Dry,  Porous  Sole  Leather  we  recommend 

Hercules  Channel  Cement 

and 

XXXX  Para  Channel  Cement 

The  sole  leather  as  tanned  to-day  is  bad  enough  to  start  with,  and  the  longer  it  remains  in  the 
steam-heated  factory  the  drier  and  more  porous  it  becomes. 

A  light  weight  cement  sinks  in  out  of  sight — and  is  not  effective  even  if  a  lot  is  used. 

Try  either  of  these  cements,  and  forget  your  channel  troubles. 
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Rubber  Season 

Opening  March  1st 

We  are  ready  for  the  opening  of  the  rubber  season,  March  first, 
with  a  complete  ranofe  of  rubbers,  overshoes,  rubber  boots, 
tennis  and  sporting  shoes. 


The  "Big  Four"  famous  brands 

Kant  Krack 

Royal  and 

are  better  than  ever  this  season. 


Dainty  Mode 
Bull  Dog 


Leather  is  scarce  and  the  price  is  rapidly  soaring,  so  stock 
up  well  with  rubbers — your  customers  will  be  wearing  them 
rain  or  shine. 

Any  of  our  distributors  can  supply  you. 

The  Independent  Rubber  Co.,  Limited 

MERRITTON,  ONTARIO 


The  Amherst  Boot  &  Shoe  Co., 
The  Amherst  Central  Shoe  Co., 
A.  W.  Ault  Co.,  Limited  - 
White  Shoe  Co.,  Ltd.  - 
Kilgour,  Rimer  Co.,  Limited 
The  J.  Leckie  Co.,  Limited 
The  London  Shoe  Co.,  Limited 
McLaren   &   Dallas      -      -  . 
James    Kobinson  .      .  . 

Brown,   Rochette,  Limited 
McKarland   Shoe   Co.  - 
T.    Lonp,   &    Brother  - 


LimitedAmherst,  N.S, 
Limited  Regina,  Sask. 

Ottawa,  Ont. 

Toronto,  Ont. 

Winnipeg,  Man. 

Vancouver,  B.C. 

London,  Ont. 

Toronto,  Ont. 

Montreal,  Que. 

Quebec,  Que. 

Calgary,  Alta. 

CollinRwood.  Onl. 


February,  1917 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ricft,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 

TILLY  HAYNES,  Proprietor  JAS.  G.  HIGKEY,  Manager 


Cyclone  Bleach 

Manufactured  by 

BOSTON  LEATHER  STAIN  CO.,  Kitchener,  Ontario 

READY  FOR  DELIVERY  ABOUT  FEBRUARY  15th 

Cyclone  Bleach  is  the  only  Bleach  that  will  remove  glucose  spots 
and  make  a  clean  liniform  light  color  finish  on  any  kind  of  sole  leather. 

POOLE  PROCESS  Goodyear  Innersole 

We  are  SOLE  CANADIAN  AGENT  for 
Puritan  Manufacturing  Co.,  Makers  of  Machine  Duck  and  Welt,  and 
J.  Spaulding  &  Sons  Co.,  Oak  Tan  Fibre  Innersoling 

International  Supply  Co. 

SHOE  MACHINERY  and  SHOE  FACTORY  SUPPLIES 

37  Foundry  St.  S.,  Kitchener,  Ont.  Montreal 

Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paite  or  Crystals  I 

Manufactured  by 


THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW        -         23  Scott  Street,  TORONTO 
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Dominion  Rubber  System 
Rubber  Footwear 


The  high  standard  of  quality  in  these 
brands  will  satisfy  your  trade  more 
than  ever  during  Nineteen-Seventeen. 


February,  1917 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the   Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL  -  Telephone  Main  2299  -  119  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  302  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Winch  Building 
NEW  YORK  -  Tel.  3108  Beekman  -  1123  Tribune  Building 
CHICAGO  -  Tel.  Harrison  5351  -  1413  Gt.  Northern  Bldg. 
LONDON,  ENG.    -------    16  Regent  Street  S.W. 
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lUiffalo,  N.  Y., 
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Foreign,  $-1.50. 

Single  copies  15  cents 

Vol.  7 
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No.  2 

More  Backbone 
Needed 


■'(ii\e  the  people  halt  a  chance 
and  they  will  tread  on  your  corns 
every  opportunity  they  get,"  re- 
marked a  -shoeman  the  other  day.  We  were  talking;- 
about  the  refund  evil.  "I.ife  is  too  short,"  he  said,  "to 
waste  time  on  people  who  are  continually  hedging  and 
taking  up  our  time,  to  the  neglect  of  other  good  cus- 
tomers. When  a  person  asks  me  if  I  will  exchange 
shoes,  I  tell  them  yes,  but  if  they  want  to  know  if  T 
refund  the  money,  I  tell  them  emphatically  that  T 
won't.  I  do  not  wish  them  to  take  the  shoes  out  of 
the  store  if  they  are  not  perfectly  satisfied,  and  if  the\' 
show  any  signs  of  hesitation  I  tell  them  to  go  out  and 
look  around  the  other  stores  if  they  feel  like  it,  be- 
cause I  don't  want  them  coming  back  to  me  the  ne.xt 
day  for  their  money.  On  my  cash  register  checks, 
which  are  given  to  customers,  it  is  plainly  staled  thai 
I  will  not  exchange  goods  after  one  week  from  llu- 
time  of  purchase." 

This  retailer  related  many  c.\pcriences  in  which  he 


has  taken  a  firm  stand,  not  only  in  the  matter  of  re- 
funds, but  other  details,  such  as  delivering  goods  and 
so  on,  and  in  every  case  he  has  come  out  decidedly  on 
lop.  It  should  be  the  aim  of  every  retailer  to  please 
the  customer,  but  in  matters  of  this  kind,  where  the 
customer  seeks  to  "put  it  over"  on  the  dealer,  it  is  only 
right  that  he  stiffen  his  backbone  and  draw  the  line. 


The  Science  of 
Fitting 


■^There  ain't  no  sich  animal"  is 
the  \  erdict  of  a  good  many  retail- 
ers when  it  comes  to  a  question  of 
"science"  in  shoe  fitting.  A  foot  is  a  foot,  a  shoe  is  a 
shoe,  and  one  dollar  is  a  hundred  cefits,  according  to 
their  way  of  reckoning.  All  that  is  very  true,  bnt  so 
are  "spuds"  potatoes,  and  potatoes  have  a  most  per- 
sistent habit  of  appearing  in  various  shapes  and  sizes. 
Feet  are  changing — we  ha\  e  a  shoemaker's  word  for 
it.  \\'hether  it  is  the  fault  of  our  mode  of  living  or  a 
perfectl}'  natural  happening  we  do  not  say,  but,  at  any 
rate,  our  informant  anticipates  that  before  long  it  will 
be  necessary  to  have  some  .system  of  scientific  fitting 
to  gi\e  Ihc  greatest  number  cjf  people  a  comfortable 
shoe.  Suck  an  idea  is  not  new,  of  course.  Periodically 
the  shoe  trade  hears  of  some  scheme  e\en  whereby 
salesmen  would  require  a  license  to  dispense  footwear. 
One  shoeman  who  recently  confided  in  us  his  ideals  in 
this  matter  is  a  specialist  in  fitting  cranky  feet.  His 
procedure  is  to  take  a  pair  of  lasts  and  build  them  up 
to  the  customer's  requirements.  After  the  shoes  are 
made  the  lasts  are  filed  away  in  the  storeroom  until 
another  ])air  is  required.  For  the  first  fitting,  includ- 
ing lasts  and  shoes,  the  charge  is  so  much,  and  for 
subsequent  pairs,  made  to  order,  the  price  is  one-third 
less.  In  addition  to  his  regular  trade,  this  retailer  has 
])uilt  a  comfortable  business  in  these  "made-to-fit" 
shoes,  and  when  once  the  lasts  are  made,  only  minor 
changes  are  required  at  each  fitting.  Of  course,  the 
success  of  this  plan  presupposes  that  the  customer  is 
more  anxious  for  comfort  than  mere  "style,"  but  if  we 
ct)uld  ever  reach  the  ideal  where  all  foot  troubles  have 
been  banished,  how  much  better  on  the  average  the 
carriage  of  every  citizen  would  be  than  it  is  lo-day,  and 
how  much  less  painful  our  locomotion. 


Calgary  Dealer 
in  Wrong  Again 


In  our  November  issue  we  printed 
a  rei)ort  of  the  outcome  of  a  po- 
lice court  action  taken  against 
J.  !:').  Douglas,  who  conducted  a  shoe  store  in  Calgary, 
-\lta.  lie  was  found  guilty  on  the  charge  of  authoriz- 
ing an  adxertisement  to  be  inserted  in  the  Calgary 
Herald,  containing  false  statements  and  representa- 
tions, and  a  fine  of  $50  was  imposed.  One  would  natur- 
ally sup])ose  this  punishment  to  be  sufficiently  severe 
to  indicate  the  frame  of  mind  of  Calgary's  business 
men  and  judicial  authorities  in  dealing  with  cpiestion- 
able  advertisements.     However,  in  a  recent  issue  of 
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"Fairplay,"  an  independent  semi-monthly  paper  pub- 
lished in  that  city,  appears  the  following  item : 

"The  shoe  merchant  in  town  by  the  name  of  "Douglas" 
is  back  again  at  his  same  old  game  of  running  questionable 
advertisements.  A  little  while  back  a  certain  shoe  man 
ran  an  advertisement  in  the  Telegram,  and  a  few  days 
later  Douglas  copied  the  advertisement  in  every  detail— 
i-ven  the  prices.  On  top  of  that  he  had  the  nerve  to  put 
at  the  head  of  the  advertisement,  "Why  pay  the  other  slioe 
merchants  the  big  long  profits  when  you  can  buy  llie  >anir 
goods  from  me  for  a  lot  less  money?"  The  mean  part  about 
k  was  this:  while  the  other  man  put  his  name  in  big  tyi>e 
at  the  foot  of  the  advertisement,  Douglas  put  his  name  in 
small  type  and  the  address  in  big  type— see  the  dodge?  Then 
a  few  days  ago  he  advertised  that  he  was  offering  500  pairs 
of  hockey  boots  for  sale,  regular  $5.00,  special  price  .$1.50. 
It  is  safe  betting  that  there  are  not  500  pairs  of  hockey  boots 
in  this  city.  Another  one:  400  pairs  of  boys'  boots,  regular 
$5.00.  .Saturday  .$a.-t5.  There  are  no  boys'  boots  in  Calgary 
worth  $5.00  a  pair— the  top  price'  for  them  is  under  $4.00. 
it  is  about  time  the  Ad  Club  got  after  him  again.  It  really 
is  astounding  how  the  public  can  be  played  for  suckers  time 
and  time  again.  Still  more  as  ounding  is  it  that  a  paper  can 
be  found  to  carry  questionable  advertising.  That  man  could 
not  advertise  in  this  paper  if  he  offered  $1,000  an  inch,  so 
now  he  knows." 


offers  in  personality.  Reputation,  ])resti;.;e  and  good 
will  lie  within  the  province  of  letter  j^aper,  statement 
forms,  labels,  sales  slips,  and  so  on.  A  dollar  or  two 
saved  in  stationery  may  rc])reseiit  many  d<jllars  lost 
in  business. 


A  Big  Event 
Among  Shoemen 


The  annual  convention  of  the  Na- 
tional Shoe  Retailers'  Association, 
held  in  Cinciiuiati  on  Januar}-  S, 
and  10,  is  one  of  the  big  events  in  shoed<mi.  At  thi> 
great  get-together  meeting  over  two  hundred  of  the 
livest  and  hardest  working  shoe  retailers  on  the  con- 
tinent exchanged  ideas  and  suggestions  on  the  most 
timely  and  vital  ])roblems  just  now  affecting  their 
trade.  These  opinions,  coming  as  they  do  from  men 
of  wide  experience  and  knowledge,  may  naturally  be 
expected  to  prove  of  considerable  value  tu  every  re- 
tailer, and,  in  this  issue,  we  are  reproducing  two 
of  the  most  instructive  talks  that  were  delivered.  Our 
readers  will  d(j-well  to  weigh  carefully  the  impres- 
sions and  experiences  of  these  shoe  men  as  being 
characteristic  of  a  highly  efficient  association  of  wide- 
awake retailers. 


The,  Value  of 
Stationery 


(iood  stationery  is  good  advertis- 
ing. A  letter  or  a  monthly  state- 
ment can  be  no  less  ])ersonal  than 
the  man  who  sends  il.  If  it  is  the  merchant's  habit 
to  sim])ly  (jrder  so  many  thousand  forms,  irrespective 
of  (juality  or  api)earance,  the  ])ublic  cannot  be  blamed 
for  judging  the  man  ;ind  bis  store  by  his  stationery. 
'!"he  average  btisiness  man  has  a  very  high  regard  for 
his  waste  jjajjcr  basket.  It  must  ])e  in,  its  i)roper  i)lace 
before  he  sits  down  to  the  task  of  o])ening  liis  mail. 
Its  vawning,  ca])acio\l^  nionlb  is  a  ])i'r])ctua]  exit  de- 
minder  for  the  man  who  does  not  c.irc  to  litter  his 
desk   with  "flabby"  cori-es|)on(lence. 

If  the  shoe  ri-tailer  send>  otit  a  circnl.ir  it  either 
makes  new  customers  or  il  fails;  it  keejjs  old  ones,  or 
il  fails.    It  succeeds  oi-  fails  large!}-  tlnougli  what  it 


1. 


Think  This  Over  and  Then  Go  Out 
'        and  Kick  Yourself 

my  aim  in  life?    What  do  I  want 


What  is 
to  be? 

What  knowledge  is  most  likely  to  help  me 
reach  my  aims? 

Where  can  I  get  the  knowledge? 
How  long  will  it  take  to  get  it? 

The  success  of  what  we  are  doing  now  depends 
on  five  requisites. 

A  definite  standard  of  accomplishment  with 
every  task. 

A  detailed  plan  for  obtaining  it. 
Health  for  carrying  out  the  plah. 
Intelligence  to  understand  what  one  is  doing. 
Discipline  to  enforce  the  plan. 


Gee  whiz!    I  am  but  a  garden  worm — what  are 
you?  From  "Trumbull  Cheer." 


Spring  and  Summer  Styles 

.\  'J\jronto  shoe  retailer,  who  has  just  returned 
from  the  1-vochester  Style  .Sliow  and  the  Xew  York 
markets,  states  that  the  white  kid  lace  boot  will  be 
the  strong  feature  lor  the  coming  season,  with  silver 
grey  (in  kid  and  cloth)  coming  a  close  second.  Cloth 
tops  are  being  shown  extensivel}^  perfect  matches 
being  secured  in  the  kid  quarters  and  cloth  toi)s.  There 
are  also  combinations,  such  as  brown  quarters  in  kid 
OI'  calf,  with  while  uiJper,  as  well  as  combinations  of 
black  and  white  in  kid,  canvas,  and  1)uck.  .Silver  grey 
is  shown  in  both  kid  and  cloth.  .Several  veiw  attrac- 
tive shades  in  li.ght  brown  cloth  for  uppers  arc  finding- 
great  favor. 

In  ptnnps  the  designs  are  mostly  very  plain,  with 
small  ornaments.  Sports  shoes  arc  taking  a  larger 
share  of  the  trade  than  ever,  the  combinations  being 
mostly  of  w-hite  and  tan.  Some  models  in  w-hite  and 
"i-cen  are  also  attracting  attentiiui. 


Miniature  Shoe  Samples 

.A  firm  of  shoe  matiii laclin-ers  cl.-iini  to  cPlect  a  C(.tn- 
sidera])le  saxing  in  materials  and  transportation 
i-liai-gi's  In  lia\ing  their  samples  made  in  minialnrc. 
l'Acr\-  detail  is  jn.st  the  same  as  il  wotild  api)ear  on 
llu-  larger  shoe,  and  the  i<lea  is  said  to  be  making  quite 
a  "hit."  It  ma\  not  be  long  before  the  shoe  retailer 
ma\-  expect  to  see  the  tr;i\  eller  w  ilh  se\-eral  dozen  s;iin- 
ples  in  a  liand-gri]). 
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How  Much  is  Your  Findings  Department  Worth? 

Variety  of  articles  an  element  of  success— Knowledge  of  their 
use  makes  buying  a  pleasure  for  customers 


ACCESSORIES  are  to  the  retail  boot  shop  as 
.q;asoline  and  oil  are  to  the  garage.  If  we  lived 
in  prehistoric  days,  when  footwear  was  a  thing 
unknown,  we  should  have  little  use  for  polish, 
arch  -supports,  or  corn  cures.  In  the  absence  of  the 
motor  car,  gasoline,  oil,  batteries,  tire-testers,  and  so 
on,  would  have  a  very  limited  field.  However,  we  have 
shoes  and  we  have  motor  cars,  and  just  as  the  garage 
owners  are  raking  in  goodly  profits  in  those  little 
"accessories"  and  necessities  required  for  the  upkeep 
and  presentable  appearance  of  automobiles,  so  the  shoe 
retailer  stands  to  profit  through  the  sale  of  those  ac- 
cessories which  are  necessary  to  keep  our  feet  comfort-  • 
able  and  our  footwear  well-appearing. 

Right  Methods  Necessary.. 

This  is  not,  in  realit}%  a  "side-line"  proposition,  as 
numy  merchants  are  in  a  mood  to  consider,  but  a  per- 
fectly logical  and  necessary  department  in  the  business 
of  shoe  retailing  if  the  retailer  is  living  up  to  the  ideals 
of  modern  merchandising.  Whether  the  retailer  han- 
dles a  stock  of  accessories  simply  because  he  thinks  he 
has  to,  and  not  for  any  profit-yielding  qualities,  or 
whether  it  becomes  a  highlj^-respected  and  money- 
making  branch  of  the  business,  is  largely  a  matter  of 
the  manner  in  which  it  is  handled.  No  doubt  we  shall 
always  have  with  us  the  retailer  who  has  "tried  and 
found  it  no  good,"  since  success  in  a  line  of  this  kind  is 
usually  a  matter  of  right  methods.  Failure  means  there 
is  something  wrong  with  the  stock,  display,  or  selling 
methods.  It  is  a  waste  of  time  and  money  to  stock 
some  article  whiah  is  entirely  outside  of  the  needs  of 
customers  of  the  store.  For  instance,  it  would  be  folly 
to  place  a  case  of  fine  Pullman  slippers  and  expensive 
novelties  in  a  store  patronized  mostly  by  the  laboring- 
classes.  Likewise  a  store  dealing  in  fancy  millinery 
shoes  would  find  small  success  in  selling  cotton  hos- 
iery, but  could  very  well  turn  over  a  large  stock  of  silk 
stockings. 

Variety  Rather  Than  Quantity. 

The  question  of  "what"  and  "how  much"  to  Stock-is 
largely  a  matter  for  the  retailers  own  decision,  having 
in  mind  his  particular  class  of  trade  and  volume  of 
business.  One  merchant  we  knovv^,  who  has  good  re- 
sults in  handling  "findings,"  attributes  his  success  to 
the  variety  of  stock  carried.  "When  I  feature  one  arti- 
cle," (he  says,  "I  have  only  one  chance  to  make  a  sale. 
When  I  feature  twelve  articles  I  have  twelve  chances 
for  sales."  The  two  best  ways  for  a  merchant  to  in- 
crease sales  are  either  to  get  more  customers  or  sell 
the  existing  customers  more  goods.  A  combination  of 
these  two  methods  is,  perhaps,  the  ideal  solution  of  the 
problem.  However,  it  is  readily  apparent  that  the 
more  kinds  of  articles  that  can  be  stocked  on  the  in- 
vestment the  more  chances  there  will  be  for  increasing 
turnover. 

Selling  Methods. 

Having  stocked  a  good  representative  line  to  the 
best  of  his  ability,  it  is  necessary  that  the  retailer  give 
considerable  time  and  thought  to  ways  and  means  of 
turning  it  to  the  greatest  number  of  times  per  annum. 
Not  so  many  years  ago  shoe  dealers  who  were  per- 
suaded to  stock  a  few  corn  plasters  or  foot  remedies 


were  ashamed  to  show  them,  on  the  ground  that  it  was 
a  reflection  on  their  shoes.  To-day  this  attitude  is 
changed,  both  on  the  part  of  the  customer  and  the  re- 
tailer. Many  dealers  have  their  head  clerks  or  their 
entire  sales  force  study  books  on  the  human  foot  and 
how  to  treat  and  relieve  the  ^■arious  weaknesses  that 
exist.  Some  set  aside  an  evening — say,  once  each  week 
— to  question  and  train  their  clerks  on  scientific  meth- 
ods of  shoe-fitting  and  appliances  for  the  relief  of  foot 
troubles.  For  a  salesman  to  know  something  about 
the  anatomy  of  the  foot  is  a  new  and  interesting  fea- 
ture from  the  customer's  standpoint,  and  the  shoeman 
who  is  able  to  recognize  abnormal  conditions,  such  as 
bunions,  callouses,  corns,  contracted  toes,  weak  or 
fallen  arches,  metatarsalgia,  etc.,  and  point  them  out  lo 
Uie  customer  has  at  once  made  a  very  good  and  lasting 
impression. 

Service  Appreciated. 

A  fund  of  knowledge  of  this  kind  makes  shoe  buy- 
ing more  pleasant  for  the  customer.  It  means  a  whole 
lot,  for  example,  when  the  customer  complains  of  shoes 
losing  their  shape,  such  as  spreading  of  the  uppers, 
spreading  over  the  edges  of  the  soles,  or  the  shanks 
giving  way,  to  be  able  to  inform  him  that  it  is  due  to  a 


The  Feather  Pump  -a  new  idea,  and  pretty  as  a  peacock's  tail.  This 
pump  is  made  in  twelve  colors,  the  ornamentation  being  made 
to  match  each  shade  of  leather.   Natural  feathers  are 
used  and  the  line  Is  made  to  retail  for  from 
$8  to  $12  a  pair. 

weakened  condition  of  the  longitudinal  or  transverse 
arch,  and  that  the  trouble  can  be  remedied  by  a  cor- 
rectly-fitting foot-easer  or  an  anterior  metatarsal  arch 
support.  Suppose  the  customer  complains  of  the  vamps 
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ci  iickiiii^  ur  the  liniiit;'  rutting'  out,  the  (:a])able  .shuciiiaii 
bhould  he  able  to  tell  him  that  it  is  due  to  an  abnormal 
condition  of  the  feet,  such  as  excessive  perspiration, 
and  recominend  a  corrective  remedy  that  will  relieve 
the  condition  and  overcome  similar  complaints. 

Such  knowledge  creates  a  feeling-  of  confidence  and 
makes  the  sale  of  remedies  and  appliances  a  compara- 
tively easy  matter.  This  good  impression  d(jes  not  end 
with  the  particular  customer,  either,  for  if  a  case  of 
foot  trouble  is  relieved  you  may  be  stux  the  news  will 
spread,  because  if  there  is  one  thing  people  like  better 
than  another  it  is  to  talk  of  their  ailments  and  the  cures 
the}'  have  effected. 

The  Best  Kind  of  Advertising. 

The  store  that  features  this  kind  (jf  service  has  an 
advantage  over  the  neighbor  who  is  not  so  aggressive. 
.It  gives  a  new  advertising  imi)etus  to  his  business.  It 
creates  mouth  to  mouth  advertising,  and  yet,  while  it 
is  doing  all  of  these  things  in  a  trade-building  way,  it 
is  still  making  big  profits  for  the  dealer  instead  of  pil- 
ing up  an  advertising  expense. 

It  has  been  estimated  that  90  per  cent,  of  the  adult 
population  have  some  foot  disorder  or  other,  and  the 
shoe  store  is  the  logical  place  for  these  people  to  go  to 
secure  relief.  One  store  known  to  the  writer,  located 
in  a  town  of  eight  hundred  people,  has  built  up  a  trade 
so  that  customers  drive  in  for  many  miles  round  to  this 
store  to  obtain  foot  comfort.  Invariably  the  proprietor 
sells  them  more  than  they  came  for. 

Another  instance  is  a  merchant  in  a  town  of  three 
thousand  who  fitted  out  a  lady  who  had  metatarsalgia, 
and  had  suffered  with  callouses  and  cramped  toes  for 
years.  A  small  sign  in  the  dealer's  window  attracted 
this  woman,  and  a  $3  sale  resulted.  In  less  than  a 
week's  time  five  friends  of  this  same  customer,  all 
patrons  of  the  opposition  store,  had  been  brought  in  to 
have  their  feet  fitted. 

Some  Appliances  and  Their  Uses, 

One  of  the  most  useful  items  in'any  retailer's  stock 
of  findings  is  an  adjustable  arch  prop  made  of  nickel- 
silver,  somewhat  smaller  than  the  plantar  surface  pos- 
terior to  the  ball  of  the  foot.  It  follows  the  lines  of  the 
foot  except  on  the  inner  side,  where  it  is  extended  and 
slit  into  digitations,  or  fingers.  The  whole  plate  is 
hammered  into  approximately  correct  anatomical 
sl>a])e.  The  bridging  piece  is  narrower  and  consider- 
ably shorter  than  tlie  ])late,  which  it  serves  to  strength- 
en. The  leather  to]),  which  is  the  best  grade  of  oak- 
tanned  strap  leaf.Kr,  has  the  sha])e  of  an  abbreviated 
insole.  This  ai)])liance  is  excellent  for  heavy  persi^ns 
and  for  all  who  have  pes  i)lanis,  or  fallen  arch,  in  its 
advanced  stages. 

'I'he  anterior-metatarsal  arch  i)rop  is  strictly  a  scien- 
tific sup])ort,  which,  on  accoimt  of  its  adjustability  to 
the  tarsus  of  the  foot,  is  in  a  class  by  itself.  This  is 
somewhat  longer  than  the  ordinary  arch  su])i)ort,  and 
is  furnished  with  two  detached  leather  pads,  which  can 
be  inserted  between  the  leather  co\er  and  metal  i)latc, 
to  give  the  desired  elevation  In  the  individual  metatar- 
sal bone  affected.  This  support  is  s])ecially  recom- 
mended for  Morton's  toe,  a  more  or  less  connnon  coui 
plaint,  affecting  the  fourth  nicl;i1arsal  ])onc  and  tlic 
friurth  toe. 

A  medium-priced  supp(jrl  is  on  the  market  which  is 
recommended  for  fallen  arch  in  its  incii)ient  or  eaily 
stages  and  for  all  persons  who  do  much  standing  or 
walking. 

r)ther  si)ecialties  in  Hie  foot  relief  line  are  ol)tain- 
able  for  bunions,  enlarged  toe  joints,  tender  licels, 
crooked  toes,  sweaty  feet,  callouses,  and  so  on. 


Polishes  and  Cleaners. 

iMan>  ol  the  shoes  now  sold  are  s(j  delicate  in  color 
and  material  that  they  very  soon  become  too  stained  or 
marred  for  a  well-dressed  person  to  appear  in.  The 
result  is  often  dissatisfaction  with  the  dealer  who  sold 
them,  many  customers  changing  to  other  stores,  and 
a  good  many  shoes  returned,  a  total  loss.  The  shoe 
dealer  has  got  to  realize  that,  according  to  to-day's  idea 
of  ser\  ice,  goods  really  are  not  completely  sold  until 
they  are  consumed;  that  his  work  is  not  completed 
when  the  sale  is  made,  but  only  when  he  has  provided 
insurance  that  the  shoes  will  give  service  throughout 
their  natural  life  to  the  entire  satisfaction  of  the  cu,s- 
tomer. 

To-day  the  question  is  on  every  customer's  lips: 
"Mow  can  I  clean  these  shoes?"  "How  can  I  keep  them 
looking  well?"  The  retailer  cannot  very  well  dodge 
the  responsibility  of  recommending  one  polish  or 
another.  Should  he  recommend  one  which  stains  the 
shoe  or  does  not  keep  it  lo(jking  as  well  as  the  polish 
recommended  by  some  other  dealer  will  do,  he  will 
commence  to  lo^^e  the  profit  that  has  come  from  giving 
satisfaction  to  his  trade.  He  will  lose  customers  and 
money.  Therefore,  in  selling  the  present-day  shoe 
creations  it  is  not  sufficient  that  the  dealer  have  a 
knowdedge  only  of  the  shoes;  he  must  also  know 
liolishes.  He  must  know  what  cleaner  and  dressing  is 
best  suited  to  the  shoe  he  is  selling— otherwise  he  is 
admitting  his  incompetence  as  a  shoe  retailer. 

The  time  has  gone  when  the  dealer  should  keep  and 
sell  polishes  simply  as  an  accommodation.  Also,  he 
should  aim  to  keep  the  best,  no  matter  what  the  make 
or  the  price.  In  selecting  a  line  of  dressings  and  clean- 
ers the  retailer  will  do  well  to  give  the  matter  careful 
thought  and  be  able  to  sell  the  customer  what  he  feels 
is  absolutely  the  best  and  most  satisfactor}^  article  for 
the  purpose. 

Hosiery. 

Colored  footwear  opens  an  excellent  opportunity 
with  each  sale  to  also  make  a  hosiery  sale,  and  in  con- 
neotion  with  this  it  must  be  seen  to  by  the  retailer  that 
lie  has  the  proper  kind  of  hosiery  for  his  trade.  Try  to 
secure  colors  that  match  the  shoes  and  also  colors  that 
are  popular,  irrespective  of  the  shade  of  footwear. 

In  summing  up,  we  might  mention  the  opinion  of 
one  enterprising  retailer,  who  stated :  "It  is  at  the  end 
of  the  year  that  the  sale  of  findings  is  appreciated.  The 
individual  sale  may  seem  trivial  to  many  retailers,  but 
by  suggesting  to  every  purchaser  of  shoes  that  he  also 
needs  a  little  polish,  a  brush,  or  something  else  in  that 
line,  the  profit  side  of  the  account  shows  up  much  more 
l)rominentlv  and  pleasantly." 


Many  More  Sales  in  Findings 

 By  Mr.  Lester  Levy  

I T  is  interesting  to  know  that  mail}'  shoe  retailers 
t(j-day  are  al)le  to  pay  their  expenses,  such  as  light- 
ing, messenger  boy,  and  incidentals,  out  of  the 
IM'ofits  of  the  findings  department.  Naturally  such 
a  department  cannot  be  expected  to  run  itself,  but  will 
recpiire  a  little  thought  and  encouragement.  To  get 
good  results  I  would  suggest  giving  the  salesmen  a 
j)ercentage  of  from,  say,  2^  to  10  per  cent.,  which  will 
lea\  e  a  good  margin  of  profit  for  the  retailer,  since  the 
average  profit  should  run  from  40  to  .50  per  cent. 

Another  method  is  to  offer  a  prize  of  $5  to  the  sales- 
man selling  the  most  dressings  and  accessories  of  all 
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(k'scriptiuns  fur  unc  month,  and  a  prize  of  $3  to  the 
second  salesman.  I 'articnlarh-  where  there  are  tlirce  or 
more  salesmen  this  plan  is  a  decided  success. 

Care  must  be  taken  lo  locate  the  lindin<>s  depart- 
ment in  a  prominent  and  conspicuous  position.  It 
should  be  within  easy  reach  (jf  both  salesmen  and  cus- 
tomers. A  neat  si.Lin  can  be  utilized  to  good  advantage 
to  attract  attention. 

Advertising. 

There  are  several  methods  of  advertising-  that  can 
be  worked  profitabh'.  Some  shdd  merchants  advertise 
accessories  on  small  circulars,  which  are  enclosed  in 
each  parcel.  Newspaper  displays  given  over  entirely 
to  findings  have  proved  quite  successful  to  many  deal- 
ers. Advertising  such  articles  in  the  store  itself  should 
not  be  merelv  a  matter  of  quantity.  A  conglomeration 
usually  has  very  little  drawing  power.  It  should  be 
seen  that  every  article  in  the  display  case  stands  out  by 
itself.  Buckles  should  be  displayed  on  black  velvet, 
particularly  those  containing  brilliants.  White  satin 
is  preferable  to  show  up  rosettes  in  colors  and  laces.  It 
is  a  good  plan  to  handle  a  small  assortment  of  reliable 
dressings,  but  it  should  not  be  forgotten  that  the  cus- 


tomer does  not  know  what  is  the  best  kind  of  dressing 
for  each  particular  leather.  There  are  not  many  real 
good  dressings  manufactured  at  the  present  time,  and 
judgment  should  be  used  in  selecting  a  good  line.  Re- 
liable manufacturers  guarantee  that  if  the  polish  is 
used  according  to  directions  and  does  not  gi\  e  lirst- 
class  results  it  will  be  replaced  free  of  charge. 

I  believe  it  is  well  to  secure  an  exclusive  line  that 
the  grocer  or  the  drug^gist  does  not  stock;  there  are 
makers  who  do  not  sell  to  other  than  shoe  retailers,  and 
this  tends  to  a  more  exclusive  and  finer  trade. 

The  retailer  must  remember  that  every  leather,  sucii 
as  tan  calf,  brown  kid,  black  vici,  colored  kid,  box  calf, 
or  cloth  materials,  requires  a  separate  dressing  to  give 
the  proper  results.  Each  must  contain  a  cleaner,  a 
food,  and  protection  from  dirt  and  water.  It  should  be 
impressed  upon  the  customer  that  the  retailer  not  only 
sells  the  shoes,  but  also  the  proper  article  to  preserve 
them  and  to  keep  them  dainty,  clean,  and  new  in  ap- 
pearance. To  substantiate  such  a  claim  it  is  necessary 
to  handle  only  the  best  grades  of  polishes.  It  nia}-  be 
more  exi)ensi\-c,  ])tit  in  the  end  it  is  a  trade-getter  and 
money-maker. 


Sorry  to  Keep  You  Waiting— My  Shoe  Lace  Broke 


SELLING  v$25  worth  of  laces  in  one  day  may  seem 
like  a  difficult  task  to  the  average  store,  yet  not 
so  long  ago  we  mentioned  in  Footwear  the  case 
of  an  English  retailer  who  reached  this  figure  by 
an  attractive  window  display.  For  the  sake  of  variety 
and  to  draw  an  extra  number  of  people  into  the  store 
who  might  not  come  otherwise  it  is  not  a  bad  pl;in  to 
feature  little  things  in  the  findings  line  from  time  to 
time,  to  the  entire  exclusion  of  footwear.  Naturally,  if 
a  few  laces  are  scattered  around  among  other  articles 
on  display  the  attention  of  the  passerby  is  not  drawn 
])articularly  to  them. 

An  English  firm  of  shoe  lace  manufacturers  in  their 
advertising  ofl:'er  some  very  good  suggestions  which 
could  be  well  adapted  to  the  requirements  of  a  window 
display  by  any  retailer.   They  say : 

"Money  has  to  bu}'  so  much  nowadays  that  every 
article  is  carefullv  scrutinized,  for  all  now  realize  that 
its  the  "little  things"  that  count — those  trifles  which 
Napoleon  valued  so  highly,  on  which- the  destinies  of 
nations  often  hang,  ancl  which  can  turn  the  fortunes  of 
commercial  undertakings." 

Several  little  sketches  are  presented  illustrating  sit- 
uations in  which  a  great  many  people  often  find  them- 
selves embarrassed  by  a  broken  lace.  Under  these 
drawings  are  little  reading  notices,  which  can  be  used 
in  the  form  of  cards.    Some  of  them  are : 

*  *  * 

With  a  long,  trailing  bootlace,  the  luckless  pas- 
senger on  the  wharf  sees  his  boat  disappearing 
and  his  holiday  delayed. 

*  *  * 

Dainty  Lady,  in  a  hurry. 
Never  needs  to  fume  or  worry; 
She  can  order  time  and  places 
If  she  buys  our  laces. 

■   *    *  * 

Sorry  to  keep  you  waiting,  but  my  lace  broke. 
I  must  really  make  it  a  point  to  get  laces. 


Little  Lady  Matinee, 
Car  just  going,  laces  fray; 
Seats  all  taken,  broken  laces — 
Next  time  she'll  get  laces. 

*    *  * 

I  must  apologize  for  being  late — both  my  shoe 
laces  broke,  and  not  another  in  the  house!  Host- 
ess: Why  don't  you  buy  laces? 

Jt:       ^  * 

You  may  think  that  a  broken  bootlace  is  a 
small  matter — but  is  it?.    Many  a  train  has  been 

lost  through  a  broken  lace.    Wear    laces 

and  avoid  risk. 

These  ideas  could  be  changed  around  to  suit  indi- 
vidual requirements.  In  the  blank  spaces  should  be 
inserted  the  name  of  some  reliable  brand  you  are  carr)^- 
ing.  In  many  lines  it  is  the  custom  of  manufacturers 
to  supply  dummy  boxes  for  window  displays.  If  this 
could  be  arranged  to  fix  up  a  shoe  lace  display,  so  much 
the  better. 


Make  Them  Different 

in  dressing  windows  more  attention  is  attracted  by 
contrasts  from  week  to  week.  For  instance,  one  week 
a  display  may  be  used  in  which  a  profusion  of  st3des  are 
displayed.  Next  week  display  only  a  few  articles, 
using  particular  color  schemes  and  arrangements  to 
focus  the  entire  attention  on  one  of  two  things.  B}' 
alternating  the  two  difi^erent  styles  of  displa}'  arrange- 
ment the  windows  never  become  monotonous  and  you 
avoid  that  sameness  of  appearance  which  often  leads 
the  passerby , to  continue  "passing  by"  instead  of  stop- 
ping to  see  what  you  have  to  ofifer. 


There  are  about  25  various  kinds  (^f  libre-rubber 
soles  on  the  market  to-day. 
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The  "Uppers''  in  Toronto  Shoe  Retailers'  Association 

Executive  Committee  for  1917  Composed  of  Live-Wire  Merchants — Plans 
for  Annual  Dinner — Rubber  Advertising  Discussed 


At  the  annual  meeting  of  the  Toronto  Shoe  Re- 
tailers' Association,  held  on  January  18,  election  of 
officers  took  place  for  the  current  year.  The 
committee  is  now  as  follows:  Messrs.  H.  C.  Blach- 
ford,  president;  A.  Levy,  vice-president;  J.  C.  Budreo, 
treasurer;  Ed.  Cook,  secretary,  and  Messrs.  H.  W. 
Russell,  Walter  Burnill,  R.  S.  Ritchie,  G.  W.  Warriner 
and  W.  Parvin,  executive,  with  Mr.  Napoleon  Roy, 
sergeant-at-arms. 

On  March  8,  the  Association  will  hold  their  annual 
banquet  and  get-together  meeting.  It  is  the  intention 
to  limit  this  banquet  to  members  of  the  retail  shoe 
trade  only.  It  is  not  certain,  at  the  time  of  writing, 
where  the  dinner  will  be  held,  but  it  is  anticipated 
the  Board  of  Trade  facilities  may  be  utilized  for  that 
purpose,  and  tickets  will  be  $1.00. 

They  Discussed  Rubbers 

At  the  last  meeting  the  main  topic  for  conversation 
was  the  question  of  rubber  prices,  and  the  recent  news- 


Mr.  H.  C.  Blachford,  President. 


paper  publicity  by  rubber  interests.  Mr.  Warren  T. 
Fegan,  of  the  Big  88  Shoe  Store,  in  a  letter  to  the 
Association,  stated: 

"The  rubber  manufacturers  do  not  give  a  tinker's 
hoot  for  us,  apparently,  and  they  have  a  good  reason 
for  it  if  we  allow  them  to  insert  one-quarter  and  one- 
half  page  advertisements  in  all  the  daily  papers  giving 
the  public  the  impression  that  rubber  footwear  is 
cheaper,  when  as  a  matter  of  fact,  it  is  dearer,  and 
they  know  it.  The  public  will  discredit  us  as  wanting 
to  take  advantage  of  it  by  asking  a  higher  price  than 
the  preceding  year  and  yet  we  allow  these  advertise- 
ments to  go  without  so  much  as  a  protest — as  an  as- 
sociation— against  it.   We  do  not  know  what  next  the 


rubber  manufacturers  will  put  over  us  unless  we  get 
busy  and  ginger  up  and  make  them  feel  that  we  are  not 
in  a  trance."  * 

It  was  pointed  out  by  Mr.  Cook  that  this  matter 
had  been  taken  up  with  the  Vigilance  Committee  of 
the  Ad  Club  and  the  campaign  had  ceased. 

A  communication  from  the  Kaufman  Rubber  Com- 
pany, Kitchener,  Ont.,  relative  to  the  advance  in  price 
of  rubber  footwear  was  read.    This  is  as  follows : 

"We  feel  that  a  word  of  explanation  is  in  order. 
We  regret  that  we  are  forced  to  make  this  advance 
but  we  in  turn  must  pay  an  increase  of  an  average  of 
seventy-five  per  cent,  over  a  year  ago  on  all  raw  ma- 
terials, including  cottons,  cashmerette,  jersey,  linings, 
compounds,  colors,  all  kinds  of  shoe  findings,  and  also 
leather  top  lines.  The  only  exception  to  the  above  is 
crude  rubber,  which  has  advanced  only  slightly  dur- 
ing the  last  year,  and  it  is  fortunately  due  to  this  fact 
that  we  are  able  to  keep  present  prices  down  to  those 
shown  in  our  recent  price  list.  The  higher  cost  and 
shortage  of  labor  has  not  only  assisted  in  forcing  an 
advance  in  rubbers,  but  has  also  made  it  very  difficult 
for  us  to  fill  our  orders.  We  trust  that  the  present 
war  conditions  may  soon  be  ended  and  the  prices  of 
commodities  again  assume  their  normal  values." 

Protest  Against  Recent  Publicity 

Correspondence  between  the  Executive  Committee 
and  the  Canadian  Consolidated  Rubber  Company  was 
also  considered.  It  was  felt  by  the  Association  that 
something  should  be  done  by  the  rubber  companies 
to  undo  the  wrong  perpetrated  upon  the  retailers  and 
public  in  general  b}^  the  first  advertising.  The  fol- 
lowing is  the  reply  of  the  Toronto  division  of  the 
above  compan}' : 

"Replying  to  your  letter  of  the  11th  inst.  regarding 
rubber  advertising,  I  cannot  agree  with  you  that  any 
wrong  was  perpetrated  on  the  Toronto  retailers. 

"Most  of  the  trouble  that  they  have  experienced 
was  caused  by  the  fact  that  while  other  towns  have 
been  ^getting  a  fair  profit  on  rubbers,  Toronto  dealers 
have  been  selling  them  altogether  too  cheaply,  and,  of 
course,  this  year  they  made  a  decided  advance  in  price, 
altogether  out  of  proportion  to  the  small  increase  in 
cost.  The  very  moment  we  found  that  the}^  were  in 
this  position,  we  spent  a  lot  of  money  in  the  Toronto 
papers  setting  them  right,  and  I  believe,  generally 
speaking,  succeeded  in  doing  so.  At  the  present  time 
I  believe  a  list  has  been  adopted,  which,  among  other 
things,  calls  for  $1.25  for  women's  rubbers  that  whole- 
sale at  66  cents. 

"Without  any  desire  on  iny  part  to  even  suggest 
what  price  the  retailer  Avill  sell  his  goods  at,  it  is  my 
opinion  that  it  would  need  some  pretty  strong  adver- 
tising to  justify  a  price  of  this  kind,  showing  as  it  does 
a  90  per  cent,  profit  on  the  cost  of  the  staple  article. 

"In  further  reference  to  the  advertising  campaign 
which  was  carried  on,  I  do  not  think  the  shoe  dealers 
are  alive  to  the  fact  that  this  advertising  did  them  an 
immense  amount  of  good. 

"In  the  first  place  it  created  an  enormous  demand 
for  rubber  footwear,  turning  hundreds  of  sales  that 
would  otherwise  never  have  been  made ;  and  secondly, 
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Mr.  W.  B.  Parvin. 


Mr.  Walter  Burnill. 


Mr.  K.  S.  Ritchie. 
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aiul  most  important,  possibly,  from  the  shoe  dealer's 
standpoint,  is  the  fact  that  it  justified  the  extremely 
high  prices  which  were  being  demanded  for  leather 
footwear,  and  thereby  pre])ared  the  mind  of  the  ])ublic 
and  made  selling  easy. 

"It  is  not  within  my  jurisdiction  to  make  a  final 
decision  regarding  this  matter,  and  I  am  sending  it  for- 
ward to  the  proper  authorities  and  if  it  is  their  inten- 
tion to  do  further  advertising,  no  doubt  your  claim 
will  receive  full  consideration,  as  we  fully  recognize 
the  fact  that  you  are  our  friends  and  we  must  support 
you  in  every  way  possible." 

This  matter  is  to  be  further  considered  at  a  later 
date. 

Owing  to  the  prominent  ])art  taken  by  this  Toronto 
association  in  the  solution  of  retailers'  problems,  our 
readers,  everywhere,  will  doubtless  be  interested  in  a 
few  details  about  the  men  who  will  compose  the  execu- 
tive committee  during  the  coming  year.  Very  briefly, 
and  with  due  regard  to  the  modesty  of  these  g'entlemen, 
who  are  unanimousl}^  opposed  to  publicity,  we  offer 
the  following : 

Howard  C.  Blachford 

Mr.  Howard  C.  Blachford,  who,  by  imanimous  re- 
(|uest,  continues  as  president  of  the  Association,  is  a 
member  of  the  well-known  firm  of  H.  &  C.  Blachford, 
286  Yonge  Street,  Toronto;  This  firm  have  been  estab- 
lished 53  years.  Mr.  H.  C.  Blachford  entered  the  busi- 
ness in  October,  1900,  Avhen  the  location  was  at  114 
Yonge  Street.  Five  years  later  he  spent  a  year  in  the 
Canadian  Northwest,  surveying  in  the  Peace  River  dis- 
trict and  the  foothills  of  Ala.ska,  as  well  as  on  Lesser 
Stake  Lake.  He  resumed  the  shoe  business  in  Janu- 
ary, 1906,  and  in  1909  was  appointed  buyer  for  the  wo- 
men's, misses',  chilidren's  and  infant's  departments. 
In  1911  he  introduced  hosiery  into  the  business,  be- 
came buyer,  and  has  gradually  worked  this  line  up 
into  a  larg^e  and  remunerative  department.  In  March, 
1915,  the  company  moved  to  their  splendid  new  loca- 
tion at  286-288  Yonge  Street,  and  became  a  limited 
compan}^  Mr.  H.  C.  Blachford  becoming  treasurer,  as 
well  as  department  buyer.  His  quiet,  frank  and  courte- 
ous manner,  combined  with  a  thorough  knowledge  of 
the  shoe  trade,  and  a  willingness  to  co-operate  with 
his  brother  retailers,  have  made  him  the  right  man, 
in  the  right  place,  in  the  Association. 

Abraham  Levy 

There  are  a  few  men  in  the  shoe  trade  who  have  as- 
sociated their  names  so  closely  with  their  business 
that  merely  to  think  of  one  is  to  think  of  the  other. 
Such  a  man  is  Mr.  Abraham  Levy,  the  new  vice-presi- 
dent of  the  Association.  Mi".  Levy  is  a  shoeman  of 
over  twenty-eight  years'  experience,  having  t^pened  his 
first  store  in  New  York  City  on  Third  Avenue.  Find- 
ing that  expenses  were  becoming  too  high  for  com- 
fort, he  moved  to  Toronto,  fifteen  years  ago,  and  since 
that  time  has  been  in  the  shoe  business  on  Yonge 
.Street.  He  has  occupied  his  ])resent  store,  at  the  cor- 
ner of  'JVinity  Scpuirc  and  Yonge  Street,  for  the  last 
six  years.  That  his  decision  to  come  to  Toronto  was 
opportune  is  quite  evident  by  the  success  he  has 
achieved.  Mr.  Levy  has  accumulated  a  fortune  hy 
selling  moderate  ])riced  shoes,  of  good  value,  to  the 
people  of  Toronto,  (le])ending  upon '  rapidity  of  turn- 
over, rather  than  in  large  iiroHls,  to  compensate  bis 
efforts. 

I  lis  assistance  on  llie  executive  cjf  llic  Association 
will  be  of  inestimable  \ahu',  ];ossessing,  as  he  does,  a 
vast  amount  of  personal  experience  and  a  willingness  to 


help  his  brother  retailers.  Mr.  Levy  is  particularly 
keen  in  association  matters,  as  evidenced  by  his  regu- 
lar attendance  at  many  of  the  large  conventions  in 
the  United  States,  where  he  has  gained  s]ilendid  ideas 
in  co-operative  work. 

J.  C.  Budreo 

Mr.  J.  C.  Budreo,  who  has  been  re-elected  trea- 
surer of  the  Association,  was  born  .in  Alliston,  Ont., 
and  has  been  a  shoeman  for  twenty-four  years.  He 
served  four  years  with  Guinane  Brothers,  and  five  years 
with  the  Clapp  Shoe  Store,  when  those  establishments 
were  on  Yonge  .Street,  Toronto,  many  years  ago,  and 
has  been  in  business  for  himself  for  the  past  fifteen 
}'ears  on  Queen  Street  West.  He  is  a  firm  believer  in 
association  work  as  a  real  help  to  the  shoe  retailer, 
and  is  a  veritable  encyclopedia  of  ideas  and  ex])eriences 
which  he  is  ready  at  all  times  to  pass  along  for  the 
benefit  of  others.  As  a  speaker  he  is  particularly  lucid, 
entertaining  and  instructive.  He  has  "on  tap"  at  the 
present  time  an  idea  for  the  establishment  of  a  system 
of  recording  chronic  "deadbeats"  for  the  use  of  mem- 
bers of  the  Association.  Mr.  Budreo  is  one  of  the  most 
successful  retailers  in  Toronto,  has  one  of  the  hand- 
somest stores  and  is  an  all-round  good  rrtan. 

Ed.  Cook 

AVhen  Mr.  Ed.  Cook  announced  his  intention,  some 
weeks  ago,  of  withdrawing  from  the  office  of  secretary 
of  the  Association,  the  news  was  received  with  con- 
siderable consternation.  However,  we  are  glad  to  re- 
cord his  change  of  decision  and  continuance  as  sec- 
retary for  the  coming  year.  Mr.  Cook  has  been  in 
the  shoe  business  practically  all  his  life,  starting  in 
London,  Ont.,  Avith  the  firm  of  J.  P.  Cook  &  Company. 
In  the  fall  of  1911  he  opened  the  Owl  Shoe  Store  on 
Yonge  Street,  Toronto,  handling  men's  footwear  only. 
He  is  a  firm  believer  in  advertising,  and  has  used  such 
forms  as  billboards,  street-car,  and  so  on,  to  such  an 
extent  that  the  Owl  Shoe  Store  is  now  generally  re- 
cognized as  the  place  "where  wise  men  buy  their 
shoes."  Whether  the  days  are  sunny  or  cloudy,  or 
whether  business  is  good  or  bad,  one  invariably  finds 
Mr.  Cook  radiating  the  same  evenness  of  temper  and 
genuine  friendliness  that  make  him  so  likeable.  It 
is  under  the  guidance  of  such  men  that  associations 
(leveloj)  their  greatest  value. 

Napoleon  A.  Roy 

Mr.  Napoleon  A.  Roy,  1086  Barfiurst  Street,  is  a 
shoeman  of  twenty-five  years'  experience,  having  fol- 
lowed his  trade  in  various  parts  of  the  United  States, 
as  well  as  in  Montreal,  Sherbrooke  and  Toronto.  Eight 
years  ago  he  opened  his  present  store,  and  conducts 
one  of  the  livest  stores  in  the  vicinify.  Mr.  Roy,  as 
his  name  suggests,  is  a  French  gentleman,  imbued 
with  the  characteristic  courtesy  and  individuality  of  his 
race.  He,  is  the  friend  of  everybody  in  general  and 
children  in  particular,  and  to  his  unfailing  desire  to 
please  the  customer  he  attributes  much  of  the  success 
of  his  business.  As  sergeant-at-arms  of  the  Associa- 
tion it  is  reasonable  to  exi)ect  that  the  force  of  his  per- 
sonality will  be  more  effective  in  (juelling  disturbances, 
should  they  arise,  than  any  display  of  armament  or 
physical  persuasion. 

Walter  Burnill 

Mv.  Walter  Burnill,  75  Queen  'Street  East,  is  one 
of  the  best  known  figures  in  Toronto  shoe  circles.  He 
was  born  in  England  and.  learned  the  shoe  trade  there, 
but  has  been  in  business  in  Toronto  since  1899-.  In 
addition  to  handling  an  e.\clusi\'e  men's  retail  trade, 
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he  conducts  one  of  the  most  enterprising  and  best- 
known  repair  stores  in  the  city,  and  is  particularly 
noted  for  the  high  quality  of  his  work.  He  was  a  mem- 
ber of  the  executive  of  the  Association  last  year  and 
the  retailers  of  Toronto  found  him  to  be  a  man  of  ex- 
ceptionally high  ideals  as  well  as  an  eloquent  and  force- 
ful speaker,  with  the  interests  of  his  fellow  retailers 
constantly  at  heart.  At  the  present  time  Mr.  Burnill 
is  taking  a  richly  deserved  vacation  in  the  South,  for 
he  has  always  been  a  hard  and  energetic  worker.  His 
numerous  friends  and  customers  and  the  Association 
in  particular  Avill  look  fdrward  to  his  return  com- 
])letely  recuperated  and  ready  to  continue  the  good 
work. 

~   ,  Geo.  W.  Warriner 

Mr.  Geo.  W.  Warriner,  shoe  retailer,  1243  Bloor 
Street  West,  was  born  in  Whitby,  Out.,  but  has  lived 
in  Toronto  most  of  his  life.  He  acquired  his  knowledge 
of  the  shoe  business  as  a  shoemaker  with  Walker- 
Parker  &  Company,  Limited,  and  the  King  Shoe  Com- 
pany, Limited,  Toronto.  Seven  years  ago  Mr.  War- 
riner opened  a  shoe  repair  shop  at  his  present  address 
and  the  business  grew  to  such  proportions  that  he  had 
at  one  time  six  men  under  him.  Four  years  ago  he  com- 
menced handling  shoes  in  a  retail  way  and  discon- 
tinued the  repair  business  entirely.  Mr.  Warriner's 
particular  "hobby"  is  to  work  always  with  a  clean 
stock,  clearing"  out  the  left-overs  regularly  twice  a 
year.  His  engaging  manner  has  won  for  him  a  host 
of  friends  in  shoe  circles  and  his  progressive  ideas  will 
l)e  of  value  to  the  executive  of  the  association. 

W.  B.  Parvin 

There  is  an  old  saying  that  "Blood  will  tell,"  which 
surely  is  exemplified  in  Mr.  W.  B.  Parvin,  managing 
partner  of  the  Fit  U  Shoe  Company,  1219  Bloor  Street 
W^est,  for  his  father  was  a  shoemaker,  as  were  also  his 
grandfathers  on  both  sides.  Previous  to  coming  to 
Canada,  five  years  ago,  Mr.  Parvin  had  24  years'  ex- 
perience in  the  shoe  business  in  England,  the  first  three 
of  which  were  pvit  in  "on  the  Ijench,"  where  he  acquired 
a  thorough  knowledge  of  shoe  repairing.  Four  years 
■  ago  Mr.  Parvin,  as  managing  partner,  opened  the  Fit 
U  Shoe  Store  on  Bloor  Street,  and  has  developed  a 
very  successful  business.  To  passersby  Mr.  Parvin's 
store  is  particularly  characterized  by,  very  attractive 
window  displays  and  good  lighting  at  night,  for  he 
is  a  staunch  supporter  of  adequate  illumination.  Mr. 
Parvin  is  energetic,  progressive  and  forceful.  He 
brings  to  the  association  a  fund  of  useful  experience 


and  an  earnest  desire  to  further  the  interests  of  the 
entire  trade. 

Robert  S.  Ritchie 

Mr.  R.  S.  Ritchie,  357  Roncesvalles  Avenue,  has 
conducted  a  retail  shoe  business  at  that  address  for 
the  last  six  years.  Altogether  he  has  been  in  the  shoe 
business  for  twelve  years,  his  first  stand  being  on 
Vonge  Street  near  Bloor  Street.  .  Finding  that  rents 
in  that  district  were  becoming  prohibitive,  he  gathered 
uj)  his  belongings  and  located  in  a  district  which  was, 
at  that  time,  in  the  infancy  of  development.  His  busi- 
ness has,  one  might  say,  grown  with  the  surroundings. 
Mr.  Ritchie  is  a  firm  believer  in  keeping  track  of  thf 
stock  as  a  necessary  element  in  shoe  retailing.  The 
])lan  he  follows  is  to  make  frequent  tallies  with  the 
stock  and  cash  register  record.  By  this  means  he  is 
able  to  tell  on  short  notice  the  exact  amount  of  profit 
])eing'  made  and  the  amount  of  stock  on  hand.  He  is  a 
gentleman  of  kindly  disposition  and,  possessing,  as  he 
does,  a  host  of  ideas  that  have  proved  their  worth  in 
In's  business,  the  Association  is  fortunate  in  having  him 
on  their  executive. 

H.  W.  Russell 

Mr.  H.  W^  Russell,  one  of  the  best-known  retailers 
in  the  city  of  Toronto,  who  takes  a  place  on  the  execu- 
tive of  the  Association  this  year,  is  a  shoeman  from  the 
ground  up.  As  modesty  almost  invariably  accom- 
]janies  genius,  it  is  naturally  not  an  easy  matter  to  in- 
duce this  gentleman  to  talk  about  himself.  According 
to  the  best  circumstantial  evidence  available  Mr.  Rus- 
sell l)elieves  that  his  initial  experience  with  shoes  began 
when  he  was  aljout  six  months  old,  when  he  developed 
the  quite  natural  habit  of  wearing  them  out.  He  has 
been  in  lousiness  for  himself  over  twenty  years,  15 
of  which  have  been  in  his  present  store  at  292  Yonge 
Street.  He  is  one  of  the  few  shoemen  who  can  per- 
form e\  ery  operation  from  cutting  the  rough  leather  to 
finishing  and  selling  the  completed  article  in  his  store. 
He  is,  in  addition,  an  orthopedic  specialist  and  believes 
in  fitting  feet  carefully  and  properly,  and  keeps  at  all 
times  an  up-to-date  stock.  A  large  portion  of  Mr. 
Russell's  trade  consists  in  the  manufacture  of  special 
shoes  for  the  relief  of  foot  ailments.  Next  to  the  task 
of  scientifically  fitting  and  making  footwear  for  diffi- 
cut  feet,  Mr.  Russell  likes  store  system,  and  was  one 
of  the  first  retailers  in  Toronto  to  adopt  a  definite  sys- 
tem of  stock  numbering.  He  is  an  energetic  business 
man,  and  a  conscientious  worker,  whose  wide  experi- 
ence and  mature  judgment  will  be  of  the  greatest  as- 
sistance to  his  colleagues  on  the  Executive  Committee. 


Two  popular  lines  manufactured  by  Wiley.  Bickford  &  Sweet,  of  Worcester,  Mass.   Mr.  E.  M.  l.oveioy  renresentinfl  thk 

company,  is  now  callinff  on  the  Canadian  trade.  c  c  i  us  mii 


iiiiiiiiiiiiiiiiiiiiip^^   I  iiiiiiiiiiiiiiii  iiiiiii  Ill  iiiiii  iiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiii  I  II  Ill  iiiiiiiiiiiiiiiii  I  ill  II  liiiiiiiiiii  II  11  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  ,111111,1  ,1  |„||,|,„  „„|||„|||||,  |,|,|||„||,  ml 


30 


FOOTWEAR    IN  CANADA 


February,  1917 


The  Leather  Situation  and  Women's  Shoes 

 By  H.  B.  Scates'  


IT  is  my  belief  that  it  is  futile  for  nie,  or  for  any  of 
lis,  to  j^o  far  in  prophesying^-  with  any  certainty  as 
to  what  Avill  happen  in  the  remote  future.  But  I 
believe  we  can  safely  apply  to  our  problems' all  the 
common  sense  we  are  possessed ,  of,  weigh  the  facts 
without  prejudice,  be  as  generous  as  we  may  with  those 
who  in  their  self-interests  hold  different  beliefs,  and  be 
a  little  selfish  in  our  own  interests. 

The  Real  Situation  in  Leather. 

Here  are  the  facts  as  I  see  them.  Leather  is  scarce 
in  the  sense  that  everyone  can't  get  what  they  want 
when  they,  want  it.  But  is  leather,  in  a  general  sense, 
scarcer  when  we  know  of  hundreds  of  instances  where 
manufacturers  have  enough  leather  bought  and  stored, 
or  on  order,  to  last  them  for  months? 

Leather  is  high.  But  it  is  my  belief  that  leather  is 
higher  than  it  should  be  because  of  a  stampede  in  buy- 
ing because  it  was  a  sellers  market,  and  the  freer  the 
buying  the  higher  it  went.  And  such  unprecedented 
buying  of  leather  here  in  America,  and  by  foreign  buy-  - 
ers,  temporarily  caused  a  real  shortage  of  supply. 

Value  of  Hides  and  Skins. 

As  to  how  far  this  real  shortage  of  skins  and  hides 
exists  I  dont  know,  and,  try  as  I  can,  I  can't  find  out. 
But  it  is  my  belief  that  supply  and  demand  have  always 
and  will  always  finally  determine  the  price  of  an}'  com- 
modity. Therefore,  the  question  of  the  true  value  of 
hides  and  leather  I  believe  we  can  safely  leave  for  fu- 
ture events  to  determine,  with  the  consolidation  that 
we  are  all  in  the  same  boat. 

Shoe  Stocks  in  United  States. 

We  sell  in  America,  roughly,  $1,200,000,000  in  shoes 
at  retail  in  a  year.  AV e  know  that  we  do  not,  on  the 
whole,  turn  our  stocks  quite  three  times.  Therefore, 
there  are  always  $400,000,000  in  shoes  on  retail  shelves, 
and  there  are  always  $300,000,000  more  shoes  in  job- 
bing houses,  factory  in-stock  department,  and  in  pro- 
cess of  making.  That  is,  a  total  of  $700,000,000  always 
nearly  ready  for  the  consumer.  And  we  have  been  sell- 
ing this  $700,000,000  for  the  last  six  or  eight  months, 
and  replenishing  stocks  at  slight  advances,  and,  as  time 
went  on,  more  advance  in  price. 

How  Much  Will  the  Public  Pay? 

Now,  then,  it  is  a  fact  that  consumers  have  hardly 
yet  paid  any  appreciable  advance  in  the  cost  of  their 
shoes,  compared  to  what  they  must  pay  for  the  same 
shoes  if  made  up  of  leather  bought  subsequent  to  De- 
cember 1st.  Please  l)ear  in  mind  tliat  I  am  now  speak- 
ing of  the  kind  of  shoes  that  really  form  the  backbone 
of  our  business,  everyday  sort  of  shoes  for  men, 
u'omen,  misses,  children,  boys,  and  youths. 

It  is  true  that  an  immense  amount  in  the  aggregate 
have  been  sold  in  women's  shoes  at  $8,  $9,  $10,  $12,  and 
a  few  even  higher,  but,  compared  to  oiu"  total  sales,  this 
is  a  smallci-  amount  llian  we  imagine. 

Some  Dealers  Blind  to  Facts. 

I  grcal]\'  fear  liiat  llic  vogue  in  women's  novelty 
boots,  and  ihc  case  with  which  we  1ia\e  sf)l(l  tiiem  at 
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high  ]jriccs,  has  blinded  some  of  us  to  true  facts,  and 
that  we  have  underestimated  the  great  general  public's 
ability  and  willingness  to  pay  50  per  cent,  to  100  per 
cent,  more  for  their  shoes. 

it  would  pro]>ably  be  very  interesting  if  we  could 
take  a  pOll  of  all  the  retailers  who  have  increased  their 
business  in  dollars  and  cents  and  find  out  exactly  their 
total  of  pairs  sold  each  month  compared  to  past  years. 
I  hold  that  any  retailers  who  liave  sold  less  pairs  per 
month  are  going  behind  and  losing  customers.  I  don't 
believe  we  can  figure  it  any  other  way.  Therefore,  1 
hold  that  our  selfish  interests,  as  retailers,  must  force 
us  to  work  determinedl\-  to  accomplish  two  results. 

Maintain  Quality  and  Boost  Substitutes. 

We  must  not  be  stampeded  into  buying  shoes  so 
low  in  price  as  to  bring-  quality  to  such  a  low  point 
that  it  is  business  suicide  to  sell  them.  A\^e  must  more 
than  ever  look  to  the  qualit\-  of  our  merchandise.  And 
we  must  -w'ork  verv  hard  to  get  our  customers  to  pay 
us  enough  to  insure  quality,  in  their  own  interests  as 
well  as  our  own.  That,  I  think,  should  be  the  watch- 
word of  retailers:  "We  will  not  sell  shoes  of  a  quality 
that  will  not  hold  our  customers  and  build  our  busi- 
ness." 

And  our  next  job  is  the  intelligent  consideration  and 
use  of  materials  as  substitutes  for  leather  that  will  help 
hold  down  the  price  of  shoes  by  decreasing  the  use  ot 
more  expensive  leathers. 

I  have  no  quarrel  with  an}-  tanner  or  leather  man. 
but  if  leather  is  as  scarce  as  the}'  claim,  surely  they  can 
have  no  objection  to  our  honest  endeavor  to  relieve 
the  consumption  of  leather,  and  work  at  the  same  time 
for  the  true  interests  of  the  people,  from  whom  we  get 
our  living,  our  automobiles  and  j  achts — the  consurriers 
of  footwear. 

I  Avill  cheerfully  buy  all  the  colored  kid  boots  I 
think  I  can  sell  at  $10  and  $12,  and  no  more.  If  I  have 
customers  who  want  them,  I  owe  it  to  them  to  supply 
their  wants.  But  if  any  maker  of  colored  kid' goes  too 
far  in  full-page  advertisements  trying  to  prevent  me 
from  selling  my  mass  of  customers  cloth-top  boots  at 
$4,  $5,  $6,  and  $8,  I  may  decide  to  tell  my  customers 
that  I  think  that  the}'  are  foolish  to  pay  $10  and  $12 
for  colored  kid  boots.  And  I  know  that  most  of  you 
are  with  me. 

Excessive  Prices  Will  Limit  Sales. 

All  that  I  have  said  means  that  I  do  not  believe  that 
the  country  will  absorb  $1,200,000,000  worth  of  shoes 
at  the  top  prices  of  the  market. 

When  the  time  comes  that  we  reach  the  point  where 
all  we  have  to  offer  are  shoes  made  of  leather  at  present 
priced,  I  expect  fully  to  see  the  buying  of  shoes  drop  25 
pes  cent.,  30  per  cent.,  40  per  cent. — I  don't  know  where 
it  would  stop. 

I  know  that  already  my  own  repair  shop  is  doubling 
its  sales  on  jobs  that  come  to  us  without  any  solicita- 
tion, and  that  this  is  generally  true.  I  believe  that 
closets  would  be  ransacked  for  old  shoes  to  fix  up.  that 
people  would  get  the  last  day's  wear  out  of  their  shoes, 
and  all  this  would  count  heavilv  in  our  net' sales. 

In  the  nature  of  things,  the  dropping  of  prices, 
based  on  lack  of  demand,  must  start  at  the  source. 
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In  a  recent  competition  by  the  Saskatchewan  Retail  Merchants'  Association,  this  window,  by  the  Royal  Shoe  Store,  received  honorable  mention.  Ijj 


.shoes  down  and  the  quahty  up.  Advocate  fearlessly 
cloth-top  shoes,  canvas  shoes,  and  fibre  soles  in  place  of 
leather. 

Ridicules  Talk  of  "Breaking  the  Market." 

Much  has  been  said  about  "stopping-  our  buying 
altogether  and  breaking-  the  market."  Nothing  could 
be  more  senseless  than  that.  We  might  break  the  mar- 
ket, but  we  would  break  too  many  manufacturers  and 
break  the  hearts  of  our  shoem^ikers  and  their  families. 
And  surely  our  community  of  interest  is  great  enough 
so  that  it  is  far  more  sensible  to  exercise  caution  and 
effect  a  gradual  resumption  back  to  normal  than  to  at- 
tempt a  violent  readjustment.  And  I  believe  firmly 
that  a  gradual  reduction  of  stock  and  a  weekly  buying 
plan  will  eventually  result  in  a  steadier  business  for 
every  branch  of  our  trade. 

Suggestions  for  Children's  Goods. 

Practically  all  that  I  have  said  applies  to  children's 
shoes,  of  which  I  was  asked  to  speak  of  particularly.  I 
am  advising  my  customers  to  buy  children's  black 
shoes  because  they  will  look  better  longer  and  proba- 
bly, therefore,  can  be  worn  longer.  I  am  advising  cus- 
tomers to  buy  so-called  elk  tan  or  veal  uppers  instead 
of  tan  calf  for  school  wear.  In  fact.  I  am  lu-ging  them 
to  buy  so-called  play  shoos  rather  than  those  of  fine 
finish.  I  am  buying  fil>re  sole  shoes  for  children,  and  I 
tell  mothers  thev  will  wear  longer,  arc  wet-proof,  do 
not  scar  furnitiu"c  and  llfKirs  like  leather  soles,  are 


When  the  public  begin  to  slacken  in  their  buying,  we, 
in  turn,  will  slacken  our  buying.  Slack  factories  mean 
less  buying  of  leather,  in  turn,  meaning  less  tanning  of 
leather  and  lessening  demand  for  hides  and  skins.  And, 
thus,  it  is  plainly  conceivable  that  it  is  possible  for  us, 
.  as  retailers,  to  own,  or  be  liable  for  $400,000,000  to 
$700,000,000  worth  of  shoes  at  higher  prices  than  we 
can  buy  them  for  on  a  falling  market.  And  it  doesn't 
need  much  imagination  to  see  what  would  happen  to  us 
when  that  condition  arises.  If  the  past  can  be  used  as 
a  guide,  you  can  safely  assume  that  the  leather  man, 
the  manufacturer  of  shoes,  the  last  maker,  the  pattern 
worker,  altogether  are  going  to  do  their  best  to  get  out 
something  so  radically  new  as  to  force  us  to  keep  on 
I>uying — something  new. 

Caution  Necessary  in  Buying. 

So,  in  summing  up  the  general  situation,  my  con- 
clusion is  that  it  was  a  perfectly  safe  gamble  to  buy 
shoes  freely  up  to  the  first  of  December.  I  believe  the 
market  reached  its  speculative  danger  point  at  that 
time,  and  that  shoes  are  a  very  dangerous  commodity 
to  gamble  in  heavily.  My  best  advice  to  brother  retail- 
ers is  from  now  on  to  keep  your  ear  to  the  ground, 
watch  your  stocks  carefully,  and  keep  them  within  safe 
bounds,  and  buy  very,  very  carefully  from  week  to 
week,  and  gradually  reduce  your  stocks.  Bring  pres- 
sure to  bear  on  your  sales  force  to  clean  up  ends  of 
lines  and  sell  what  you  have.  In  buying,  pay  a  lot  of 
attention  to  details  that  will  keep  the  price  of  your 
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noiseless  in  school  and  home,  and  I  expect  in  a  few 
seasons  to  see  fibre  soles  universally  used  on  all  juven- 
ile shoes.  I  am  pushing-  canvas  instead  of  buck,  with' 
intelli<ient  sellinjj-  talk  back  of  it,  and  I  am  buyinj>-  chil- 
dren's novelty  shoes  with  cloth  tops  instead  of  leather. 
1  am  instructing'  my  sales  force  to  frankly  admit  that 
childrens  shoes  are  high,  that  they  will  be  much  hig'her, 
and  it  is  our  real  desire  to  advise  them  how  to  get  the 
most  for  their  money  through  intelligent  buying,  and 
they  are  responding  well  to  our  sympathy  with  them 
in  their  high  cost  of  living  troubles. 


A  Time  to  Be  Courageous. 

This  is  the  time  when  we  need  to  be  courageous,  to 
be  keenly  sensitive  of  our  obligations  to  our  patrons,  to 
l)e  fully  aware  of  the  dangers  we  face  in  the  future,  and 
to  prepare  ourselves  for  anything  that  may  happen. 

To  that  end  1  urge  all  retailers  to  court  the  good- 
will of  both  their  manufacturers  and  customers,  and 
avoid  that  senseless  greed  for  gouging  that  is  so,  evi- 
dent in  some  quarters  of  our  industry,  and  remember 
iliat  he  who  serves  best  will  last  longesi. 


Conditions  in  the  Men's  Trade  Reviewed  by  Mr.  John 
O'Connor,  at  the  Cincinnati  Convention 


Y()L'  know  that  1  believt;  that  the  retailers  and 
manufacturers  are  a  great  deal  tu  blame  for  a 
great  many  of  the  increases  in  the  cost  of 
shoes,  especialh'  men's.  As  far  back  as  a  year 
ago  or  two,  the  moment  there  wa.s  a  talk  al)out  high 
prices,  the  manufacturers  borrowed  all  the  money  they 
])Ossibly  could  and  purchased  all  the  leather  they  could 
find  on  the  advance  market,  thereby  forcing  the  mar- 
ket up.  They  then  went  out  to  the  retailers  and  stam- 
l)eded  them,  and  there  was  a  scramble  to  get  in  as  early 
as  ])ossible  with  as  large  orders  as  they  could — in  fact, 
they  followed  the  manufacturers'  example,  and  specu- 
lated, instead  of  using  their  own  good  judgment.  It 
was  different  with  the  ladies'  departments  on  account 
of  the  styles  and  colors.  They  ])urchased  from  hand 
to  mouth,  and  the  result  wa:s  that  the  ladies'  stocks  in 
all  stores  in  the  United  States  have  been  lower  at  this 
inventory  than  ever  before,  according  to  the  amount  of 
business. 

There  has  been  a  great  deal  of  talk  in'years  gone  by 
at  the  different  conventions  as  to  the  amount  of  times 
you  should  turn  stock,  and  it  has  been  agreed  that  the 
proper  turn  was  three  times  for  ladies  and  five  times 
for  men,  but  on  account  of  the  buying  this  season,  the 
ladies'  stock  in  the  majority  of  stores  has  been  turned 
from  seven  to  as  high  as  tweh  e  times,  while  the  men's 
has  not  on  an  average  turned  three  times,  thus  showing 
that  careful  buying  is  most  profitable  in  the  end. 
Buying  Should  Be  Cautious. 

p'or  the  coming  season  we  should  not  buy  over 


lluec  months'  supply.  You  should  ligurc  on  the  num- 
ber of  pairs  sold  last  year  and  should  bu\-  accordingly, 
expecting  a  decrease  in  the  number  of  pairs  sold  on 
account  of  the  high  prices.  The  advantages  of  this  will 
be  the  fact  that  the  manufacturers  whose  output  is 
based  on  the  number  of  pairs  of  shoes  sold  will  not  buy 
as  heavily  as  they  have  in  the  past,  for  it  is  a  well- 
known  fact  that  there  is  to-day  more  leather  in  the 
country  than  any  time  in  the  past  twenty-five  years, 
bnl  instead  of  it  being  in  thchands  of  the  tanners,  it  is 
in  the  storerooms  of  the  different  manufacturers 
throughout  the  country,  and  their  inventory,  taken  at 
this  season  of  the  year,  would  be  increased  three  to 
four  hundred  per  cent,  over  past  years. 

Believes  Prices  Have  Reached  Their  Highest  Level. 

There  are  right  now  a  great  many  manufacturers 
who  have  stopped  buying,  and  don't  intend  to  do  so  for 
llie  next  ninety  days,  thereby  hoping  to  cause  a  break 
in  the  market;  and  retailers  can  help  them  out  by  plac- 
ing their  orders  for  sixtjr  or  seventy  days'  supply  in- 
stead of  six  months,  and  later  on  take  advantage  of  any 
break  that  may  come.  In  the  meantime,  we  have  noth- 
ing to  lose  and  everything  to  gain,  because  1  believe 
that  the  prices  have  reached  the  top.  Take, 'for  in- 
stance, last  fall  there  were  manufacturers  who  sent 
their  men  out  in  September  with  prices  that  were  50 
cents  a  pair  higher  than  what  they  were  in  November. 

While  I  think  the  volume  will  be  greater,  I  am  posi- 
ti\  e  that  the  pairs  will  be  less  at  the  higher  prices,  and 


How  One  Merchant  Advertises 

A  retailer  who  has  an  annual  turnover  of  $150,000  attributes  much  of  bis  success  to  ad- 
vertising. He  likes  to  use  short,  to-the-point  copy,  and  into  most  of  it  injects  his  own  vigor- 
ous person  ality.  His  advertisements  are  worth  studying  because  they  reflect  the  mdividual- 
itv  back  of  a  business  success — and  also  because  they  sold  the  goods. 


Honesty — it's  the  short  cut  and  the  safe  road 
to  business — that's  why  I  took  it. 

There's  more  in  business  than  dollars  and  pro- 
fits— I  would  rather  make  a  friend  than  two  sales. 

The  bigger  my  business,  the  smaller  my  prices 
— I  wish  it  would  grow  so  big  I  could  give  things 
away — then  we'd  all  be  happy. 


There's  only  one  way  to  drive  a  nail — hit  it  on 
the  head.    I've  put  an  awful  dent  in  high  prices. 

A  square  deal  and  "then  some" — it's  the  "then 
some"  that  makes  new  customers  for  me. 

Some  retailers  say  I  can't  sell  at  my  prices  and 
live  I'll  let  you  know  when  to  send  the  flowers. 
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anyone  buyino^  and  sellinj^  the  same  number  of  pairs 
as  last  season  at  the  higher  prices  is  going  to  find  his 
inventory  a  great  deal  larger  at  the  end  of  six  months. 

Substitutes  for  Leather. 

Several  years  agi)  Western  manufacturers  started 
an  agitation  in  Illinois  for  a  "pure  shoe"  bill.  In  this 
bill  they  proposed  to  tag  every  part  of  the  shoe  that 
was  not  leather,  and  by  doing  this  they  would  show 
the  public  how  thev  had  been  fooled  for  years  by  the 


Don't  bring  out  an  arch  support  and  hand  it  to 
your  customer  to  look  at,  but  fit  a  pair  in  his  old 
shoes  (not  the  new  ones),  and  let  him  try  them 
on,  walking  up  and  down  the  store. 


manufacturers  and  retailers,  thereby'  enablnig  theni  lo 
sell  more  shoes  in  Illinois  than  they  had  before.  The 
local  association  in  Chicago  got  together  and  killed  the 
I.>ill  in  the  committee  before  it  got  to  the  House. 

I  sometimes  think  that  it  would  possibly-  have  been 
u  good  thing  if  the  bill  had  been  passed,  as  to-day  the 
substitutes  being  used  instead  of  leather  would  make 
the  shoes  Iool<;  like  the  tail  of  a  kite.  It  would  have  so 
many  tags  hanging  on  to  them.  Every  retailer  and 
manufacturer  to-day  is  looking  to  see  if  he  cannot 
make  a  shoe  without  leather,  and  to  make  the  price  of 
shoes  anywhere  near  reasonable  this  will  have  to  be 
done.  They  are  turning  out  to-day  between  three  and 
four  hundred  thousand  fibre  sules,  and  llien  it  is  im- 
])ossible  to  supph'  the  demand. 

Fibre  Soles  Are  Cheap. 

Every  manufacturer  of  fibre  soles  is  anxious  to  in- 
crease the  output  for  the  simple  reason  that  their  pro- 
lit  is  four  or  five  times  greater  than  in  making  tires  or 
other  rubber  goods.  The  way  sole  leather  has  been 
increasing  has  caused  the  price  of  fibre  soles  to  go  up, 
and  there  is  nothino-  to  cause  this  exceptinp-  the  fact 
that  the  manufacturers  of  them  have  seen  a  chance  to 
make  an  extra  profit.  We  are  at  present  betwixt  the 
devil  and  the  deep  blue  sea  as  far  as  prices  are  con- 
cerned, but  by  using  fibre  soles  and  heels  in  our  repair 
shops  we  can  force  the  price  of  sole  leather  down, 
thereby  reducing  the  cost  of  the  fibre  soles.  There  is 
no  question  ^bout  the  profit  there  is  in  manufacturing 
these  soles,  and,  from  what  I  can  learn,  there  is  not  a 
ndjber  plant  in  the  country  who  would  not  like  to 
make  them. 

How  Fibre  Soles  Are  Made. 

These -soles  are  made  of  about  10  per  cent,  rubber, 
new  and  old  reclaimed  ;  about  20  per  cent,  of  ground 
rags,  leather  buckings,  and  the  balance  consists  of  zinc- 
litharge,  hj'dro  carljon,  sulphur,  and  minerals,  making 
the  cost  of  making  these  very  low,  but  the  ])rice  has 
been  regulated  according  to  leather. 

There  is  to  my  knowledge  a  large  muntion  factory 
experimenting  on  a  fibre  sole.  Jhey  intend  to  manu- 
facture these  in  large  quantities  just  as  soon  as  the  war 
orders  cease.  Thus  they  will  be  enabled  to  turn  out 
anywhere  from  three  to  five  hundred  thousand  soles  a 
day,  which,  thrown  on  the  market,  will  cause  a  big  re- 
duction and  force  down  these  soles  where  the}'  could 
be  sold  at  a  legitimate  profit. 

Educate  the  Public  on  Substitutes  for  Leather. 

The  trouble  with  fibre  soles  and  cloth  shoes  made 
in  the  last  few  years  is  that  they  have  ni>t  had  a  fair 


showing  with  the  public,  for  the  very  reason  that  in 
I)lace  of  testing  them  put  and  putting  them  on  shoes  to 
retail  from  $5  up,  they  have  been  tried  out  mostly  on 
shoes  from  $3  down,  so  that  the  public  now  looks  upon 
them  as  a  very  cheap  substitute  for  leather.  This  can 
easily  be  overcome  by  instructing  the  sales  force  as 
to  the  wearing  qualities  of  the  soles  and  heels,  also 
cloth  tops,  so  that  they  can  talk  intelligently  to  the 
public  when  they  meet  them  and  not  shake  their  heads 
and  say  they  don't  know. 

By  going  carefully  into  the  matter  and  using  substi- 
tutes wherever  possible  you  will  find  that  you  will  be 
enabled  to  save  at  least  from  50  cents  to  $1.25  a  pair. 

Substitutes  Inside  the  Shoe. 

The  above  does  not  take  in  all  the  substitute  leath- 
ers. We  still  have  the  fibre  innersoles,  counters,  and 
felt  boxes,  and  wish  to  say  on  the  fibre  insoles  that  we 
have  used  quite  a  few  thousand  pairs  of  these  in  the 
last  couple  of  3'ear5,  and  they  are  better  than  leather 
and  the  boxes.  We  never  have  any  trouble  with  them, 
so  in  buying  shoes  for  fall,  instead  of  saying  "all  leath- 
er," let  the  slogan  be  "all  substitutes"  and  no  leather, 
and  we  will  then  be  able  to  produce  a  shoe  at  the  price. 


Two  Entirely  Opposite  Opinions 
on  "Refund"  Question 

IT  is  the  opinion  of  a  well-known  retailer,  situated 
on  the  fringe  of  Toronto's  business  section,  that 
the  refund  j^roposition  is  one  of  the  greatest  evils 
Avith  which  he  has  to  contend,  partly  because  it  is 
catered  to  by  other  dealers  who  believe  that  the 
"money  refunded  cheerfully  without  cpiestion"  policy 
is  necessary  to  the  conduct  of  a  successful  business. 
"There  are  exceptions  to  every  rule,  of  course,"  he  re 


Gun  Metal  Button,  Grey  Cloth  Top,  Gun  Metal  Wave  Collar,  18  8  Hee 
with  Aluminum  Lift  — Indicating  the  possibilities  of  cloth  topping. 

marked,  "for  instance,  in  the  case  of  that  soldier  I  was 
waiting  on  when  you  called.  Flis  wife  bought  the 
boots  last  week  as  a  present  for  him  and  when  he  was 
not  in  the  citv  himself.  She  wanted  a  size  8'/.,  but  T 
told  her  1  thought  the  8  would  be  all  right  in  that  style, 
as  T  didn't  have  a  pair  of  size  8K>-  Tlie  soldier  came  in 
to  see  if  I  thought  they  fitted  him  all  right,  and  1  found 


I 
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tlicy  (lid,  althou.^li  if  he  had  insisted  I  would  have  re- 
funded the  mone}',  because  I  did  not  have  the  size  orig- 
inally asked  for.  On  the  other  hand,  where  a  young 
woman  conies  in  and  selects  a  pair  of  l)ools,  is  appar- 
ently satisfied  with  ihem,  [Jays  fur  tlicni,  and  carries 
tlieni  home,  only  to  come  ])ack  the  next  day  for  her 
money,  I  think  it  is  time  to  draw  the  line.  Quite  likely 
her  brothers  got  to  chaffing-  her  about  them,  saying 
they  thought  she  had  been  'slung';  ])Ossibly  the  par- 
ents also  found  some  objeclif)u  to  them.  1  d(j  not  be- 
lieve anv  retailer  is  justified  in  giving  back  the  money 
in  such  a  case.  T  ask  them  if  ihev  think  it  is  a  fair 
proposition  to  me  to  take  up  my  time,  during-  which  I 
have  perhajjs  neglected  other  g-ood  customers,  and 
then  come  back  for  their  money.  T  do  not  think  such 
a  policy  does  an}-  harm  to  my  business.  These  people, 
on  thinking  the  matter  over,  gcneralh-  see  that  my 
position  is  right,  and  come  back  to  me  just  the  same. 
Of  course,  I  will  change  the  shoes  for  anvthing  else  in 
the  store  or  I  am  even  willing  to  sacrifice  the  entire 
Ijrofit  of  the  sale  in  trying-  to  secure  a  pair  to  suit  the 
customer,  but  refund  the -money  I  will  not.  A  retailer 
who  makes  a  practice  of  this  sort  of  thiiig  soon  gets 
the  name  of  l)eing  an  easy  niark.  and  is  imposed  on  at 
ever}'  opi)ortunit}-.  The  business  world  has  no  room 
for  weak-kneed  retailers  who  allow  the  public  to  twist 
them  round  their  fingers,  and  the  sooner  this  is  real-, 
ized  the  better  it  will  be  for  all  cf)ncerned." 

The  Opposite  Side  of  It. 

Quite  to  the  contrary  is  the  opinion  of  another  shoe 
retailer  not  far  located  from  the  dealer  in  question. 
He  believes  that  to  satisfy  the  customer,  no  matter  at 
what  cost  or  by  what  means,  is  the  only  way  to  con- 
duct a  business.  'T  get  the  name  of  being  a  square 
nian  to  do  business  with,"  he  said.  "People  can  send 
their  daughters  or  their  sons  to  me  and  tell  them  to 
l)ick  out  a  pair  of  shoes  and  bring  them  home ;  if  they 
don't  like  them.  I  give  them  back  their  money  without 
question.  Customers  tell  their  friends  to  come  to  me; 
I  will  be  sure  to  use  them  right,  and  they  will  have  no 
trouble.  Tt  is  good  advertising-  for  me.  T  look  at  it 
this  way:  If  the  customer  had  never  entered  my  store 
in  the  first  place  I  would  not  have  made  the  sale  at  all ; 
then  is  it  not  much  better,  if  the  goods  are  not  satisfac- 
tory, to  lake  them  back  and  refund  the  money,  con- 
sidering the  sale  as  never  made,  than  to  have  a  dis- 
gruntled customer  who  will  knock  you  on  every  occa- 
sion? If  vou  refund  the  money  the  customer  will  come 
back  to  you  again,  knowing-  that  if  everything-  is  not 
all  right  it  will  be  made  g-ood. 

"Here  is  a  pair  of  skating-  boots  I  .sold  to  a  boy  not 
long  ago.  Look  at  that  rip  in  the  side !  The  boy  does 
not  know  how  it  occurred,  but  the  father  can  see.  and 
so  can  I,  that  the  boot  is  at  fault  and  should  not  have 
torn  so  easilv.  If  he  does  not  want  another  pair  of 
skating  boots  he  can  have  any  other  pair  of  boots  in 
the  store  of  equal  value,  or.  if  they  insi.st,  I  will  cheer- 
fully refund  the  money,  whether  or  not  the  manufac- 
turer makes  it  good  to  me.  If  a  customer  does  not  like 
a  style  of  .shoe  after  getting  it  home,  all  they  have  to 
do  is  to  bring  it  back  and  I  will  give  them  anything 
else  they  want  or  refund  the  money.  It  is  a  paying 
policy." 


Well-shined  shoes  are  coolci'  in  snninuT  than  dusty 
one.s.  since  they  reflect  the  heat  instead  of  ab.sorbing 
it.  They  are  also  warmer  in  winter,  l)ecause  a  shiny 
surface  radiates  less  heat  than  ;i  mall  or  dull  surface. 
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The  Sample  Shoe  Case 

One  of  the  disadvantages  with  which  the  retail 
dealer  has  to  contend  is  the  fact  that  he  may  have  a 
large  stock  of  a  certain  style  of  shoe  and  yet  be  out  of 
the  one  size  necessary  to  complete  a  sale.  And  he  may 
have  twenty  difTerent  styles  which  fit  the  customer's 
foot  but  do  not  suit  in  some  other  detail. 

A  retailer,  in  an  effort  to  get  around  this  difificulty., 
lias  the  fir.s't  section  of  his  shelving — that  nearest  the 
door — arranged  ;is  a  sam])le  case,  very  similar  to  those 
used  by  manufacturers  and  jobbers  selling  shoes  from 
samples.  In  this  case  the  retailer  places  one  sample 
of  every  shoe  which  he  carries  in  stock.  Inside  of  the 
shoe  is  placed  a  card,  telling  the  number  of  pairs  in 
stock  by  sizes. 

Now,  when  a  customer  comes  in  the  salesman  does 
not  have  to  take  down  a  dozen  or  twenty  different 
boxes ;  he  simply  takes  the  customer  to  the  sample  case 
to  pick  out  the  style  desired.  A  glance  at  the  card 
shows  whether  or  not  the  desired  size  is  in  stock.  If  it 
is  in  stock,  the  shoe  is  quickly  found  and  the  sale  com- 
pleted. , 

If  the  assortment  is  badl}',  broken,  the  sample  shoe 
is  taken  out  of  the  case  and  customers  prevented  from 
choosing-  a  style  in  which  they  cannot  be  fitted.  This 
is  an  advantage  in  one  way  and  a  disadvantage  in 
another,  for  it  would  seem  to  favor  the  breaking  up  of 
regular  sizes  and  the  accumulation  of  odds  and  ends. 
To  avoid  this,  all  the  broken  lines  are  placed  in  the 
section  next  to  the  sample  case  and  there  is  a  pm. 
placed  on  every  pair  in  that  section,  ranging  from  10 
to  25  cents  a  pair. 

The  two. plans,  worked  together,  enable  this  dealer 
to  keep  his  stocks  very  clean  and  sell  nearly  50  per 
cent,  more  goods  per  hour  in  busy  times  than  he  could 
with  the  same  force  and  his  old  methods. 


Mr.  E.  M.  Lovejoy  Now  in  Canada 

One  of  the  most  recent  arrivals  on  Canadian  soil 
from  among  the  United  States  shoe  salesmen  is  Mr.  E. 
M.  Lovejoy,  who  is  covering  the  Eastern  Dominion  in 
the  interests  of  Wiley,  Bickford  &  Sweet,  of  Worces- 
ter, Mass.  This  firm  and  their  predecessors,  have  been 
successfull}'  selling  the  large  retail  and  department 
store  trade  for  a  number  of  years,  and  recent  business 
consummated  in  this  country  has  warranted  their  mak- 
ing a  special  campaign  at  this  particular  time.  Mr. 
Lovejoy  is  displaying-  a  very  large  and  varied  assort- 
ment of  attractive  patterns  in  overgaiters,  leggings, 
Ijoudoir  slippers,  woolskin  bals,  lambswool  soles,  cro- 
chetted  slippers,  bedroom  socks,  moccasins,  and  other 
articles  in  the  warm  goods  line. 

Mr.  Lovejoy  spent  the  week  ending  Eebruary  3  in 
Montreal  and  then  moved  westward  to  Toronto,  Ham- 
ilton, and  other  cities  in  Ontario.  The  week  of  Eebru- 
ary 4-10  he  was  at  the  King  Edward  Hotel,  Toronto. 
Other  salesmen,  representing  Canada  for  this  company, 
are  Messrs.  J.  M.  P.  Kingman,  in  the  Maritime  Pro- 
vinces, and  M.  Champlin,  from  Winnipeg  west  to  Brit- 
ish Columbia.  Mr.  Chami)lin  has  headquarters  at  St. 
Louis,  Mo. 


"Does  Not  Reduce  Prices 

One  retailer  we  knew,  instead  of  reducing  the  price 
(;n  styles  that  are  to  In-  ])nshe(l,  raises  them  from  25 
cents  to  $1  a  ])air  and  gives  the  clerks  10  per  cent,  pre- 
mium to  push  them.    His  stock  is  kept  clean  and  the 

liirnover  great  1\-  inrreased. 


FOOTWEAR    IN  CANADA, 
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Newspaper  Scareheads  Now  Generally  Condemned 


IiV  tlie  December  issue  of  Footwear  in  Canada,  un- 
der Ih'e  heading:  "Is  the  Pubhc  Being  'Scared' 
Away  from  Shoe  Stores?"  we  printed  the  result  of 
a  very  thorough  investigation  "among  shoe  retail- 
ers into  the  et¥ect  on  the  public  of  sensational  news- 
paper articles  intimating  that  in  the  not  very  distant 
future  shoe  prices  would  be  aroiuid  the  $30  mark.  Sev- 
eral merchants  detected  a  noticeable  falling  off  of 
trade  after  every  such  rumor — people  evidently  being 
afraid  to  approach  a  shoe  store  at  all.  It  is  very  grati- 
fying to  note  that,  following  our  condemnation  of 
these  more  or  less  hysterical  forecasts,  other  maga- 
zines have  expressed  themselves  almost  equally  defin- 
itely on  this  question.  The  following  is  taken  from  a 
recent  issue  of  the  Shoe  Retailer : 

"The  daily  newspapers  are  making  a  sensation  out  of  the 
oitical  leather  market.  This  is  to  be  regretted,  because  mat- 
ters are  serious  enough  without  adding  fuel  to  the  flames. 
Tlie  general  public,  always  badly  informed  about  the  tech- 
nical details  of  manufacturing,  is  easily  led  to  believe  that 
prices  of  commodities  are  being  advanced  without  legitimate 
cause.  The  situation  is  intensified  by  the  construction  put 
upon  oral  and  printed  statements  of  leading  shoe  manufac- 
turers. One  of  these  instances  was  where  a  manufacturer 
declared  in  a  public  address  that  shoes  were  likely  to  advance 
to  $20  or  $30  a  pair.  More  recently  one  of  the  largest  mak- 
ers of  shoes  for  men  was  quoted  in  daily  newspapers  all  over 
the  country  as  asserting  that  his  firm  was  out  to  protect  the 
public  from  combinations  of  tanners  and  shoe  manufacturers 
who  arc  forcing  prices  up  for  the  purpose  of  exacting  inor- 
dinate profits. 

"Shoes  are  now  selling  to-day  at  from  $20  to  $:iO  a  pair, 
but  they  are  not  the  sort  worn  by  people  of  ordinary  means, 
and  should  not  be  considered  as  a  criterion  of  general  sales. 
Years  ago  shoe  prices,  exclusive  of  special  bench-made  foot- 
gear, ranged  from,  say  $1  to  $9  a  pair.  The  $1  shoe  was  a 
poor  thing.  The  l^ulk  of  the  trade  was  on  shoes  ranging 
from  .$2  up.  But  the  dollar  shoe  has  been  dead  for  several 
years,  and  the  retail  sales  of  shoes  to-day  centre  around  the 
$4,  $.".,  and  $G  lines. 

"No  well-inforced  person  in  the  shoe  industry  would  be 
so  foolish  as  to  claim  that  the  old-time  $3  or  $3.50  shoe  will 
sell  at  $20.  The  manufacturer  who  predicted  $20  and  $30 
shoe's  did  not  mean  to  infer  that  staple  lines  would  advance 
to  those  rates.  It  is  unfortunate  when  manufacturers  of 
medium  grades  issue  statements  to  the  public  conveying  the 
impression  that  other  cheap  shoes  are  going  to  be  forced  up 
while  they,  from  philanthropic  motives,  will  continue  to  sell 
their  goods  at  old  prices.  The  plain  fact  of  the  matter  is 
that,  while  there  has  been  an  advance  on  all  grades,  it  is 
arrant  nonsense  for  anyone  to  assume  that  the  old  $3  shoe 
will  sell  at  $20." 

The  Shoe  and  Leather  Journal,  under  the  heading 
"Mischievous  Chatter  About  Shoe  Prices"  also  bears 
out  our  contention  that  newspaper  paragraphers  are 
needlessly  exciting  and  misleading  the  public.   It  says  : 

"Shoe  values  have  gone  up  steadily  for  nearly  a  year. 
This  advance  in  price  has  not  been  peculiar  to  the  shoe  trade, 
nor  has  the  extent  of  the  advance  been  more  marked  than  in 
many  other  lines.  In  fact,  the  upward  trend  in  shoe  values 
does  not  begin  to  compare  with  that  evidenced  by  some  other 
lines  in  which  there  would  seem  to  be  less  ground  for  excite- 
ment. 

"The  war  has  eliminated  many  sources  of  supply  of  raw 
skins,  and  has  naturally  created  such  an  unprecedented  de- 
mand for  leather  that  stocks  have  been  rapidly  and  steadily 


dcplctfd.  I'lic  result  has  been  that  some  lines  of  leather 
have  almost  disappeared  from  the  market,  while  others  have 
become  so  scarce  that  prices  have  gone  up  from  50  to  iiOO 
per  cent. 

"This  state  of  affairs  has  naturally  created  considerable 
unrest,  and  promoted  much  speculation  as  to  what  the  future 
may  develop  in  shoes.  This,  unfortunately,  has  encouraged  a 
mischievous  spirit  among  newspaper  paragraphers  in  search 
of  exciting  material  for  a  sensation-loving  i)ublic.  These 
stories  about  twenty  and  thirty-dollar  shoes  are,  to  a  large 
extent,  mere  talk.  In  an  isse  of  nearly  twenty  years  ago, 
when  hides  were  on  a  basis  of  five  cents,  and  when  fancy 
leather  was  being  sold  at  twenty-five  cents  a  foot,  we  illus- 
trated a  pair  of  women's  high  shoes  that  sold  for  over  twenty 
dollars.  One  could  then,  as  now,  squander  fifty  dollars  for  a 
pair  of  shoes  if  money  were  no  object.  It  is  true  that  shoe 
values  are  materially  higher  than  a  year  ago,  and  that  they 
are  likely  to  be  higher  still  in  the  immediate  future,  but  a 
glance  at  any  of  the  advertisements  in  the  local  papers  will 
satisfy  anj'one  that  he  can  still  procure  satisfactory  footwear 
;it  figures  that  will*  not  prove  a  strain  on  his  financial  re- 
sources." 

Manufacturers  Sick  of  Exaggerated  Reports. 

Following  closely  along"  the  same  lines  is  a  short 
article  in  American  Shoemaking,  as  follows : 

"In  conversation  with  a  large  tanner  of  glazed  kid  re- 
cently we 'were  not  surprised  to  hear  him  say  that  he  was 
sick  of  the  exaggerated  reports  circulated  in  the  daily  papers 
and  in  some  trade  papers  that  shoes  were  selling  around  $15 
and  $20  a  pair,  the  result  of  this  agitation  having  a  tendency 
to  influence  the  wearer  of  shoes  into  believing  that  he  could 


An  advertisement  that  sold  160  pairs  the  first  morning  and  a  total 
of  38.S  pairs  in  two  days.  Original  size  9x11  ins. 


Colossal  Sale,  Giving 

Burt  &  Packard  Shoes 


You 


TTitv  boots  cost  at  the  factory  in  Btockt-in, 
Mass..  to-day.  S6.3s — plus  duty  into  Canada — ■ 
making  S8.78  (v/holesale).  Because  we  have 
not  allstyles  in  jU  sizes,  we  arc  selling  them 
.i-  hlJe  they  last  at  SS.OO. 

See  Yonge  St,  Window 
Display 

N.B. — TliU  •pring  Burl 
BooU  wiU  be  retailed  alt 
at  $12 


4)on't 
Fail  to  Read 
This  News  Item 


There  .tro  tans,  patent  Burrojap  leathers, 
hiack  calfskiti,  ni.ihosany,  tan,  and  vici 
kid  leathers.  The  Burt  anil  Packard  is 
.icknowledsod  lo  be  nne  ot  the  highest 
iir.ides  in  America.  Tl^  maker's  name 
stamped  on  every  pair,  li  your  size  Is  here  yoti 
\^-ilI  get  the  shoe  bargain  of  your  life. 


With  the  OjhI  of  boots  where  they  arc  to-day 
with  a  positive  advance  for  spring,  this  4ale  Is 
the  most  extraordinary  nficr  of  the  se.oson. 


Men's  Shoes  You  Can  Never  tuxpect 
to  Match  or  Duplicate  at  Anything 
Like  This  Sensational  Figure 


A.LEVY 

260  Yonge 


fCor.  Trinity  Sflu«r«  ) 
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iiiit  altord  tu  buy  shucs  made  of  leather,  and  in  litis  way  iiiak- 
in,!4  him  more  liable  to  accept  substitutes. 

"  To  back  up  his  statement  that  there  was  plenty  of  f^lazed 
kid  at  a  reasonable  price,  he  stated  tliat  in  November  over  a 
million  dollars'  worth  of  glazed  kid  at  an  average  price  of  :!] 
cents  was  sent  abroad  from  New  York,  that  large  amcnints 
were  exported  from  I'hiladclphia,  averaging  29-54  cents,  and 
that  nearly  half  a  million  went  from  Boston  averaging  this 
latter  price.  In  all  over  two  million  dollars'  worth  of  glazed 
kid  at  around  :!()  cents  per  foot. 

"Now,  this  would  indicate  that  there  was  plenty  of  good 
glazed  kid  at  a  reasonable  price,  and  it  is  not  necessary  for 
anyone  to  go  without  glazed  kid  shoes,  nor  for  the  manufac- 
turer of  shoes  to  claim  that  he  could  not  get  the  leather.  At 


I  he  jnisent  time  there  seems  to  be  plenty  of  export  trade 
wailing  to  tal<e  the  output  of  tlie  glazed  kid  factories  if  tlie 
domestic  trade  does  not  purchase  it. 

'■'J  he  Iciidi'ncy  in  all  newsjjaper  reports  is  to  feature  the 
exceptions,  but  lliis  method  results  in  giving  the  general  im- 
pression that  the  exceptions  are  the  rule.  A  man  reading 
that  glazeil  kid  sells  for  .$J.25  a  foot  gets  the  general  impres- 
sion that  all  glazed  kid  is  worth  this  price. 

"Too  much  has  been  said  about  shoes  at  $15  and  t20  per 
pair.  Such  prices  have  been  obtained,  and  in  most  instances 
the  price  was  justified  by  the  cost  of  material  and  manufac- 
ture plus  the  expense  of  retailing.  Purchasers  at  such  jirices, 
however,  are  indulging  in  luxuries.  There  is  no  necessity  for 
such  an  investment  in  a  single  pair  of  shoes." 


How  Do  You  Keep  Track  of  Your  Stock? 

System  Prepared  from  Careful  Study  of  Actual  Conditions  by  Harvard 

University  Research  Bureau 

  Continued  from  last  month   ^  


The  consolidation  sheet  (  ['"orni  7c),  as  its  name  in- 
dicates, consolidates  three  records — orders,  receipt.s, 
and  .stock.  Like  the  size,-ii|)  sheet,  tlie  consolidation 
sheet  relates  to  one  stock  ntimber  only,  as  indicated  in 
the  upper  right-hand  corner.  At  the  top  is  also  gixcn 
a  full  description  of  the  shoe  corresponding-  to  the 
stock  number,  together  with  its  make,  selling'  price, 
billed  cost,  profit,  and  discount.  The  order  record, 
which  is  the  first  part  of  the  consolidation  sheet  to  be 
used,  provides  spaces  for  recording-  b}'  pairs  as  many 
as  sixteen  separate  orders  for  each  stA-le  and  widtli  as 
determined  from  the  size-up  sheet  and  sales  summary 
sheet.  A  section  of  the  order  record  is  shown.  The 
orders  are  recorded  in  the  squares  as  indicated  in  the 
key,  the  spaces  corresponding  to  the  first,  second, 
third,  fourth  orders  respectively,  and  so  on  for  the 
whole  sixteen,  if  used. 

This  order  record  is  the  basis  from  which  order 


Idanks  are  filled  and  given  tcj  the  manufacturer  or 
w  holesaler.  The  entries  on  the  order  record  are  deter- 
mined from  a  study  of  the  size-  up  sheet,  the  sales  sum- 
nuiry  sheet,  and  the  stock  record.  These  entries  arc 
made  to  guide  the  retailer  in  giving  his  orders.  Conse- 
(|uently,  the  order  record  is  not  to  be  filled  from  order 
blanks,  but  orders  blanks  are  to  be  filled  from  it.  As 
an  order  blank  is  filled  from  the  order  record,  it  willt)e 
well  to  avoid  future  confusion  by  putting  a  circle  or 
parenthesis  around  each  entry  as  soon  as  the  order  has 
l^een  sent  in  and  to  cross  the  spaces  not  used. 

The  spaces  in  the  lowest  row  in  each  section  fin^- 
nish  important  summary  figures  for  each  .size  and 
width  of  that  particular  stock  number.  The  first  space, 
I,  is  for  the  nurnber  of  pairs  on  hand  at  the  beginning 
of  the  fiscal  year  at  inventory.  It  ma}-  be  well  to  enter 
this  in  red.  If  the  system  is  installed  between  inven- 
tories the  number  entered  here  will  be  the  first  size-up. 


SIZE 

SIZE 

SIZE 

SIZE 

SIZE 

AA 

> 

A 

KEY 

l-i6  =  Orders 

I  =  On  hand  at  beginnin 
II  =  Total  bought 

III  =  On  hand  at  end 

IV  =  Sales 

I 

2 

3 

4 

5 

6 

7 

8 

B 

9 

10 

II 

12 

13 

14 

15 

i6 

I 

II 

III 

IV 

Section  of  consolidation  sheet  (form  7c)— The  order  record. 
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and  al  llic  next  inventory  a  new  sheet  can  he  started, 
since  it  is  decidedly  convenient  to  Iia\  e  the  consohda- 
tion  slieets  coincide  with  the  in\  ent.ir)-  i^eriods.  With 
the  commendable  srowino-  practice  in  the  retail  shoe 
trade  of  taking-  an  inventory  every  six  months,  each 
consolidation  sheet,  constrncted  for  one  year,  wonlcl 
cover  two  fiscal  periods.  At  the  middle  inventory — 
that  is,  at  the  end  of  the  first  six-month  period — as  a 
memorandum,  a  figure  may  be  entered  in  red  in  a  cor- 
ner of  space  I,  if  desired.  The  next  space,  II,  is  for  the 
sum  of  all  the  figures  in  the  spaces  1-16,  representing 
the  total  pairs  bouoht  of  that  size  and  width  during-  the 


Order  Wo. 

Date  of 
Order 

No. 
Pairs 

Delivery 
Date 

RECEIPTS 

Date 

Prs.  Rec'd 

Prs.  Due 

Date 

Prs.  Rec'd 

Prs.  Due 

Date 

J>rs.  Rec'd 

Prs.  Due 

Date 

Section  of  consolidation  slieet  (form  7c)—  Record  of  receipts. 


year.  The  space  III  is  for  the  number  of  pairs  of  shoes 
on  hand  at  the  end  of  the  year,  as  shown  by  the  last 
size-up  sheet.  The  last  space,  gives  the  sales  for 
that  size  and  width  for  the  year.  This  figure  is  ob- 
tained by  deducting-  the  figure  in  the  third  space,  HI, 
Irom  the  sum  of  the  figures  in  the  first  two  spaces, 
I  +  II.  If  any  shoes  have  been  entered  as  ordered  but 
not  received,  the  number  of  pairs  not  received  should, 
of  course,  also  be  deducted. 

This  summary  is  especially  important  for  determin- 
ing which  sizes  and  widths  were  purchased  in  too  great 
(|uantity  during  the  year.  Reference  to  the  record  of 
the  individual  orders  will  show  which  order  was  too 
large.  These  facts  furnish  a  guide  for  purchases  in 
future  seasons.  Whenever  it  is  desired  during  the  year 
to  compare  sales,  orders,  and  stock  by  sizes  and  widths 
the  figures  can  be  obtained  from  this  order  record  and 
the  size-up  sheet.  The  sales  are  determined  by  sub- 
tracting from  the  sum  of  the  number  of  pairs  on  hand 
at  beginning-  and  the  number  of  pairs  ordered,  the  sum 
of  the  number  of  pairs  on  order  and  the  number  of  pairs 
on  hand  at  the  last  size-up.  The  bureau  recommends 
frequent  comparisons  of  this  sort,  in  order  that  the  re- 
tailer may  learn  promptly  whether  or  not  all  of  his 
stock  is  moving  with  sufficient  rapidity. 

Record  of  Receipts. 

The  record  of  receipts  is  a  concise  record  of  the 
necessary  facts  about  the  receipts  of  goods  ordered. 
When  was  each  order  on  the  order  record  given  ? 
What  deliver}^  date  was  pi-omised?  W  hen  did  receipts 
begin?  How  many  separate  receipts  were  there  before 
the  order  was  completely  filled,  and  how  many  pairs,  if 
any,  were  yet  to  come  after  each  receipt?  These  are 
questions  answered  by  the  record  of  receipts.  Provi- 
sion is  made  on  the  record  of  receipts  for  sixteen  or- 
ders, to  correspond  to  the  si.xteen  spaces  above  in  the 
order  record.  There  are  no  entries  for  sizes  and  widths. 
The  total  number  of  pairs  of  the  first  order  should  i)e 
the  sum  of  the  "1"  spaces  for  all  sizes  and  widths  in  the 
order  record  above.  The  second  and  third  orders 
should  be  the  sum  of  the  "2"  and  "3"  spaces  respec- 


li\  cl\  in  that  record,  and  so  on  with  the  remaining  thir- 
teen, if  that  number  of  orders  is  required. 

The  record  for  each  order  is  as  follows:  Ai  the  left 
<.)f  the  record  of  receipts  sheet  the  number  of  the  order, 
as  shown  by  the  order  blank,  is  entered.  In  the  second 
column  is  entered  the  date  when  the  order  was  given. 
In  the  third  column  is  entered  the  total  number  of 
pairs  on  the  order;  as  just  explained,  this  is  the  sum  of 
the  entries  in  the  spaces  in  the  order  record  above  cor- 
responding to  this  order.  Under  "Delivery  Date"  is 
entered  the  date  of  delivery  specified  or  promised  by 
the  wholesaler  or  manufacturer.  These  facts  are  all 
determined  from  the  order  record  or  from  the  order 
blank. 

Under  "Receipts"  four  columns  are  provided  for  re- 
cording as  many  as  four  receipts  upon  a  single  order. 
On  the  top  line  of  the  first  "Receipts"  column  the  dale 
is  entered  on  which  the  first  shipment  on  the  order  is 
received.  On  the  second  line  in  the  same  column  the 
number  of  pairs  received  in  the  first  shipment  is  en- 
tered. This  number  is  subtracted  from  the  total  num- 
ber of  pairs  ordered,  as  previously  entered,  to  show  the 
number  of  pairs  due.  This  figure  for  "Pairs  Due"  is 
entered  on  the  third  line.  The  second  "Receipts"  col- 
umn is  used  similarly  for  a  record  of  the  second  shi])- 
ment  received  on  the  order;  in  the  third  and  fourth 
columns  the  third  and  fourth  shijMnents  are  likewise 
recorded.    If  the  entire  order  is  filled  in  one  shipment. 


Honih 

Uenth 

Month 

Month 

Month 

Month 

Moi 

1            ON  HAND 

WEEKLY  RECEIPTS 

(Pairs) 

Total  Receipts  —  Month 

Returns  (Pairs) 

Total  On  Hand,  Receipts, 
and  Returns 

WEEKLY  SALES 

(Pairs) 

Total  Sales  —  Month 

Total  Salej  to  Date 

Section  of  consolidatipn  slieet  (form  7c)— Stock  record. 


of  course  only  the  first  "Receipts"  column  is  used  for 
that  order.  The  receipts  on  each  of  the  sixteen  orders 
are  recorded  in  the  same  manner. 

Note  carefully  that  just  as  the  order  blanks  are  to 
be  filled" from  the  order  record,  so  the  first  four  columns 
on  the  record  of  receipts  are  to  be  filled  from  the  order 
blanks,  original  or  carbons,  and  ne\  er  from  the  order 
record  directly.  The  r.ecord  of  receipts  is  to  be  filled 
after  the  order  form  is  filled  and  not  before. 

Not  only  is  it  much  easier  to  enter  from  the  filled 
out  order  than  to  skip  spaces  and  add  figures  in  the 
order  record,  but  if  the  "Receipts"  section  is  to  be  of 
service  it  is  also  ab.solutely  necessary  for  the  record  ot 
receipts  to  correspond  exactly  in  pairs  ordered  with 
the  actual  order  given  to  the  manufacturer  or  whole- 
saler. The  percentage  of  error  is  bound  to  be  less  if 
the  record  af  receipts  is  filled  "directly  from  the  order 
placed  rather  than  from  the  order  rccoi-d,  even  though 
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Advance  styles  for  Kali  and  Winter  — The  model 
on  the  right  is  a  new  pattern  carrying  an  extreme 
English  toe,  made  ol  russet  calf,  square  punchings 
at  all  edges  and  novelty  foxing.  On  the  left,  a 
whole  quarter  blucher  effect  of  unique  pattern. 
Made  of  heavy  dark  brown  calf,  alligator  grain, 
with  pinked  and  perforated  edges,  new  Customs 
recede  toe. 
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tlie  order  was  itself  originally  determined  from  the 
order  record. 

Last  is  the  stock  record,  which,  without  regard  to 
sizes  and  widths,  shows  by  months  and  weeks  for  a 
year  the  receij^ts,  sales,  and  returns  of  the  stock  num- 
ber under  consideration.  A  copy  of  the  stock  record  is 
shown.  This  record  furnishes  the  all-important  infor- 
mation of  the  tendency  of  sales  and  stock  of  this  style 
to  increase  or  decrease.  By  assembling  the  facts  for 
convenient  periods  so  that  they  can  be  easily  com- 
pared, the  stock  record  gives  a  valuable  guide  for  buy- 
ing. For  example,  at  any  sizeup  a  shoe  retailer  might 
hnd  his  stock  on  a  common  size  and  width  to  be  the 
same  as  the  original  "On  Hand" — no  greater  and  no 
less.  Whether  he  should  reduce  or  increase  his  stock 
in  this  size  and  width  of  this  stock  number  would  pro- 
bably depend  on  what  the  stock  record  showed  him 
about  the  sales  of  that  stock  number  in  all  sizes  and 
widths.  It  would  depend  upon  whether  total  sizes  for 
the  last  few  months  were  declining  or  increasing",  and 
also  upon  the  time  to  elapse  before  the  end  of  the  sea- 
son. If  the  height  of  the  season  has  passed,  the  retailer 
should  be  extremely  cautious  in  giving  new  orders  f9r 
seasonal  goods. 

The  operation  of  the  stock  record  is  apparent;  one 
column  is  provided  for  each  of  the  twelve  months.  The 
first  item,  "On  Hand,"  in  each  column  is  the  quantity 
on  hand  at  the  first  of  each  month.  For  the  first  month, 
and  usually  for  the  seventh  month,  it  would  be  the  in- 
ventory, in  number  of  pairs,  at  the  beginning  of  the 
year  or  period.  It  should,  of  course,  in  theory  equal 
the  sum  of  the  "On  Hands"  in  the  order  record  for  the 
corresponding  date,  but  in  practice  there  may  be  dis- 
crepancies. The  next  five  spaces  in  the  column  are  for 
the  "Weekly  Receipts"  of  shoes  by  pairs.  Five  spaces 
allow  for  complete  weeks  and  the  part  or  parts  of 
weeks  completing  the  month.  The  receipts  spaces  can 
I)e  readily  filled  from  the  record  of  receipts  at  the  left 
of  the  consolidation  sheet.  The  total  of  receipts  on 
dates  falling  in  the  given  week  will  be  the  receipts 
entry  for  that  week  in  the  .stock  record.  TIk-  next  itcin 
is  the  total  receipts  for  the  montli,  the  sum  of  the  five 
weekly  entries  above. 

In  the  space  next,  below — "Returns"- -the  total 
number  of  pairs  of  this  stock  number  returned  during 
the  month  is  entered.   This  figure  is  brought  from  the 


.sales  summary  sheet,  as  already  explained.  Since  the 
returns  of  eacli  stock  number  will  ordinarily  be  small, 
space  is  provided  on  the  stock  record  only  for  the 
monthly  total  of  returns. 

For  this  stock  number  the  total  number  of  pairs  of 
shoes  available  for  sale  during  the  month  is  the  sum  of 
the  number  of  pairs  on  hand  at  the  beginning  of  the 
month,  the  total- receipts,  and  the  total  returns.  This 
sum  is  entered  in  the  space  designated  on  the  stock 
record. 

For  "VV'eekl}'  Sales"  five  spaces  are  provided,  as  for 
weekly  receipts — one  space  for  each  weekl}-  total  of 
sales  as  recorded  on  the  sales  summary  sheet.  As  pre- 
viously explained,  the  figure  for  the  incomplete  week 
which  makes  up  the  total  for  the  month,  in  addition  to 
the  four  full  weeks,  is  obtained  b}^  counting  the  tallies 
of  the  sales  for  the  days  in  the  part  of  the  week  at  the 
beginning  or  ending  of  the  month.  The  ^um  of  the 
weekly  totals  for  sales  is  entered  in  the  space  desig- 
nated "Total  Sales — Month." 

"Total  Sales  to  Date,"  the  last  space  on  -the  stock 
record,  is  for  the  sum  of  the  monthly  totals.  At  the 
end  of  the  second  month,  for  example,  the  total  sales 
for  that  month  are  added  to  the  total  sales  for  the  first 
month  and  the  sum  entered  as  "Total  Sales  to  Date." 
Thus  this  cumulative  total  always  gives  the  "Total 
Sales  to  Date,"  including  the  sales  for  all  the  months  in 
the  year  to  date.  Each  monthly  column  in  the  stock 
record  is  used  in  the  same  manner. 

The  on  hand  at  the  beginning  of  the  second  month 
is  found  by  subtracting  "Total  Sales — Month"  of  first 
month  from  "Total  On  Hand,  Receipts,  and  Returns" 
of  first  month.  If  at  any  time  net  sales  of  shoes  arc 
wanted,  "Returns"  should  be  deducted  from  "Total 
Sales— Month." 

(To  be  concluded.) 


A  New  Cloth  Top  Cleaner 

The  Griffin  Manufacturing  Company,  New  York, 
liavc  placed  on  the  market  a  new  cloth-top  cleaner 
called  "Quick  Cleaner."  This  is  for  cleaning  suede, 
kid,  satin,  and  all  materials  of  cloth.  Canadian  agents 
are  the  Canadian  vShoe  Findings  and  Novelty  Com- 
pany, who  also  report  a  new  heel  edge  finish  for  colored 
shoes  which  matches  the  shoe  perfectly. 
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Goes  With  Hamilton-Brown  Company 

Mr.  J.  A.  V'allary.  84  College  Street,  Toronto,  has 
I)een  appointed  agent  in  Ontario  and  the  West  for  the 
Mamilton-Brown  Shoe  Company,  of  St.  Louis,  Mo. 
Mr.  \^allary  is  a  roadman  of  wide  experience,  having 
covered  this  territory  for  ox  er  sixteen  years.  During 
that  time  he  has  represented  several  prominent  Cana- 
dian manufacturers,  including  llartt  &  Co.,  Frederic- 


Mr.  J.  A.  Vallary. 


ton,  and  Williams  Shoe,  Ltd.,  J]ram])ton,  Out!,  estal;- 
lishing  a  strong  connection  throughout  the  \A^est.  The 
i lamilton-Brown  Shoe  Company  have  eigl.,  factories 
and  about  135  representatives  on  the  road.  Mr.  Val- 
lary has  the  best  wishes  of  his  many  friends  in  the 
trade,  who  will  be  glad  to  see  him  on  his  arrival  with 
his  new  samples. 


World's  Largest  Sheepslcin  Tanners 

Winslow  Brothers  &  Smith  Company,  of  Norwood, 
Mass.,  claim  to  be  the  largest  tanners  of  sheepskins 
and  cabrettas  in  existence.  A  large  export  business 
is  enjoyed  by  this  firm  in  all  parts  of  the  world.  For 
years  they  have  been  selling  the  Canadian  shoe  manu- 
facturers, with  increasing  satisfaction  both  to  their 
customers  and  themselves.  Very  nearly  150  years  old 
— established  back  in  1776 — there  is  little  fear  that 
anyone  will  dispute  that  they  are  the  oldest  established 
tanners  in  the  world,  as  well  as  the  largest  tanners  of 
sheepskins.  Another  specialty  handled  by  this  house 
is  woolskins  in  both  the  bark  and  alum  tannages. 


New  Westcott-Whitmore  Catalogue 

The  Westcott-Whitmore  Compan}',  Syracuse,  N.Y., 
maker's  of  smart  shoes,  evening  slippers,  and  novelties, 
have  just  issued  their  February  catalogue  of  styles  for 
spring  and  summer,  1917.  This  booklet  shows  the  last 
word  in  style  at  the  time  of  going  to  press,  being  very 
completely  illustrated.  This  company  issue  a  regular 
monthly  bulletin  of  st3'les,  which  will  be  niaiU'd  to 
any  retailer  on  request. 


The  Firestone  Tire  and  Rubber  Company,  of  Akron, 
Ohio,  are  announcing  to  the  trade  their  completed 
facilities  for  the  nianufacturc  (if  rnblxT  footwear  and 
fibre  rubber  soles. 


International  Supply  Company 

-V  striking  success  in  the  shoe  trade  has  been 
achieved  by  the  International  Supply  Company,  Kitch- 
ener, Out.  This  firm  commenced,  in  a  small  way,  in 
1915,  when  Messrs.  H.  O.  McDowell  and  H.  N.  Lin- 
coln decided  to  utilize  their  many  3'ears'  experience  in 
shoe  machinery  and  shoe  findings  by  establishing  a 
permanent  lousiness  in  Ontario's  shoe  manufacturing 
centre.  Agencies  were  secured  for  many  of  the  best- 
known  manufacturers  of  machinerv  and  supplies,  and 
the  compan\^  ado]>ted  as  their  slogan  "Serves  You 
Right."  That  they  ha\  e  lix  ed  u])  to  their  guiding  prin- 
ciple is  ami)l\  evidenced  by  their  rapid  growth,  as  an 
example  of  which  we  may  mention  that  a  year  ago 
machines  were  installed  for  the  manufacture  of  ])ump 
l)o\vs,  and  the  daih'  output  for  the  last  five  months 
lias  l)een  ax'craging  2,500  pairs. 

AJanv  exclusive  a,gencies  ha\  c  ])een  secured  by  this 
-compau}-,  and  as  a  considerable  portion  of  their  busi- 
ness comes  from  the  Fastern  provinces,  a  branch  is 
l)eing  oi)ened  in  Mtsntreal,  at  401-2  (\iristine  Building, 


New  Premises  of  International  Supply  Co. 

which  is  in  the  heart  of  the  shoe  and  leather  district. 
Mr.  George  A.  Butler,  a  practical  shoe  man,  who  has 
re])resented  the  Puritan  Manufacturing  Company  for 
the  past  fi\-e  years,  is  manager  of  this  l)ranch.  The 
company  are  exclusive  agents  for  the  I'oolc  Process 
(joodyear  innersole,  which  eliminates  channeling  and 
gemming.  This  process,  used  in  connection  with 
Spaulding's  oak  tan  innersoUng,  is  claimed  to  give 
great  satisfaction. 

Ilax'ing  l)ecn  compelled  to  seek  larger  quarters 
ihr&e  times  in  less  than  two  years,  provision  is  now 
being  made  to  ade(|uately  care  for  future  expansion  b} 
the  purchase  of  a  large  two-storey  mill  construction 
building  at  37  I'oundry  Street.  Kitchener,  surrounding 
which  is  snfficii'iil  land  lo  i)ro\-ide  for  further  exten- 
sions when  desired.  .Mr.  .Mcl)(w\c'll.  who  has  iiad 
many  years'  e\[)erience,  handles  the  office  and  execii- 
ii\e  end  of  the  business,  while  Messrs.  Lincoln  and 
lUuier,  both  having  held  responsilile  positions  in  me- 
chanical cai)acities,  are  "at  the  service"  of  the  shoe 
lr;ule  in  sohing  ]M-o])lems  or  adjusting  machine  diffi- 
culties. 
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An  Assortment  of  Ideas 

A  plan  u.sed'  by  one  nicrchaul  l(j  collect  ancient 
accounts  was,  if  the  debt  was  $20,  to  send  a  bill  for 
$200.  "Naturall_v,"  he  said,  "the  debtor  pulls  the  rage- 
ful,  indignant  stuff,  and  generally  comes  across  with 
the  $20.    1  tell  them  it  is  simply  a  clerical  error." 

A  successful  business  man  ad\  ises  e\  ery  merchant 
to  have  a  drawn  design  of  liis  firm  name.  It  presents 
an  ordinary,  commonplace  appearance  when  set  in 
type,  but  a  hand-drawn  design  C(jnstitutes  a  trade- 
mark, whether  in  the  newspaper,  on  fences,  letterhead, 
or  wrapping  paper. 

For  the  store  doing  a  family  trade  one  nu-rchanl 
sends  out  at  stated  intervals  a  number  oi  letters  to  his 
customers,  asking-  them  to  suggest  what  articles  they 
would  like  to  see  featured  in  his  ne.xt  special  sale.  lie 
sends  a  list  of  suitable  items  and  asks  the  customers 
to  pick  out  their  choice. 

An  accommodation  to  the  public  wliicli  ;)ossesscs 
advertising  value  f(jr  many  merchants  is  a  |)ermanent 
cigar-lighter  outside  the  store.  Alcohol,  gas,  or  elec- 
tric may  be  used  in  a  box  lined  with  asbestos  and  tin. 
A  sign  reads,  "Light  Your  Cigars  On  Us,"  and  above 
the  lighter  is  a  daily  bulletin  of  store  news. 

A  handy  and  inexpensive  advertising  novelty  for 
distribution  to  house  trade  is  a  booklet  containing 
from  five  to  ten  double  sheets  of  brown  pa])er  fastened 
with  a  looped  string"  at  the  top.  1  lousewives  use  these 
sheets  to  prevent  burning  of  cakes,  bread,  etc. 

Allowing  a  certain  sum  for  old  articles  seems  to  be 
an  idea  that  is  in  advance  of  the  s])ecial  sale  habit.  In- 
stead of  reducing  prices  the  customer  is  allowed  50 
cents,  or  some  amount  decided  on  by  the  merchant,  on 
condition  that  he  leaves  his  old  shoes  and  wears  the 
new  ones. 


"Business  Nights" 

Merchants  in  a  northwestern  town  find  it  is  a  good 
plan  for  them  to  co-operate  in  making  one  ex  ening  of 
the  week  "business  night."  The)'  share  the  expenses 
and  the  benefits.  Thursday  is  the  da}^  they  have 
chosen. 

Each  Thursday  the}^  charter  one  of  the  local  motion 
picture  theatres  and  invite  the  farmers,  all  their  regu- 
lar customers,  and  other  visitors  to  the  town  to  view 
the  exhibitions  free  of  charge.  In  addition  they  have 
an  outdoor  band  concert  and  sing-ing  by  a  quartet. 

Almost  always  a  large  crowd  comes  to  the  town  on 
these  "business  nights."  The  merchants  are,  of  course, 
more  than  repaid  for  their  share  in  the  expenses  by  the 
added  business  they  secure. — System. 


Diplomacy  in  Handling  Sales  to  Women 

In  the  shop  where  we  buy  our  shoes,  remarked  a 
feminine  writer  in  "Saturday  Night,"  the  proprietor  is 
an  enthusiast  in  his  own  line.  He  never  talks  to  you 
about  the  weather  while  nonchalantly  harpooning  a 
portion  of  the  skin  covering  your  instep  into  the  but- 
tonhole, as  it  is  the  custom  with  many  of  the  bored 
young  men  who  make  a  shoe  clerk's  living;  neither 
does  he  gaze  around  the  store  abstractedly  or  interest- 
edly out  into  the  street,  while  you  arc  gauging  the  fit 
of  the  most  highly-])riced  shoes  in  his  shop,  which  he 
has  assured  you  with  authority  is  the  only  style  and 
last  suitable  to  the  ])cculiarities  of  your  feet.  And 
another  thing  he  never  does — and  that  is  loudly  an- 
nounce for  tile  benefit  of  all  the  other  clerks  and  any 
customers  who  may  be  ])rcsent  the  humiliating  result 
fjf  his  measurement  of  your  pedal  cxtrcinil\' — a  most 


irritating-  custom,  especially  if  3  our  size  calls  for  any- 
fhiiii;-  more  unflattering  than  a  4A.  .Shoe  clerks  should 
be  drilled  in  the  vital  imi)ortance  of  the  secrecy  of  their 
work,  an  abs(jlute  essential  if  they  are  to  make  a  suc- 
cess in  that  de]jartment  devoted  tcj  "ladies'  footwear." 
lUit  our  sh(jen-ian  is  an  artist;  he  does  none  of  these 
tilings,  and  merely  takes  an  absorl)ing-  interest  in  your 
indixidual  case,  and  his  remarks,  a  stead}'  stream  of 
them,  bear  altogether  with  the  business  in  hand— or  in 
loot,  as  the  case  is. 


Why  Shoes  Cost  More 

i  he  following  taljle  is  a  compilation  ui  inaiiufac- 
turer's  figures  showing-  the  cost  of  a  pair  of  shoes  to 
retail  at  $3. .50  in  1905  and  the  cost  of  a  shoe  of  the  .same 
(jiiality  in  1*^12,  March,  1916,  and  December,  1916,  with 
the  percentages  of  increases  between  these  dates; 


March. 

Dec, 

1905. 

1912. 

1916. 

1916. 

Upper  stock 

$0.60 

$0,735 

$0.92 

$1.21 

Sole  leather 

.2<S 

.295 

.374 

.593 

Iiinersole 

.12 

.11 

.14 

.185 

Heel  

.09 

.1075 

.123 

.162 

Top  lift 

.04 

.0425 

.(J6 

.08 

Welt  

.1)6 

.06 

.07 

.082 

.05 

.05 

.05 

.05 

C  ounter  .... 

.057 

.0625 

.075 

.087 

Lining  

.0-14 

.0529 

.0() 

.079 

Trimming- 

.062 

.077 

.09 

.102 

Labor  . .  .... 

.602 

.6144 

.65 

.71 

bindings  .  .  . . 

.173 

.215K 

.26 

.30 

Manufacturin 

g  cxp 

.201 

.2226 

.232 

.27 

$2,379 

$2.6452 

$3,104 

S3.91 

Increase  over 

1905, 

percentag 

e  11 

30 

64 

1  iicrease  over 

1912,  p.c  

17 

32 

1 ncrease  over 

March,  '16,  p.c. 

26 

Advantages  of  the  Innersole 

iiinersoles,  as  a  general  rule,  are  not  worn  by  the 
majority,  but  it  is  believed  by  the  writer  that  they 
should  be  more  generally  worn.  Ilorsehair  innersoles, 
as  well  as  other  kinds  of  flexible  innersoles.  should  be 
worn,  for  they  are  sanitary,  and  with  the  feet  perspir- 
ing- and  the  constant  wear  of  the  same  shoes  day  after 
day  these  soles  are  a  comfort,  and  may  be  di.scarded 
and  another  pair  obtained  often,  as  they  are  xery  cheap. 
The  majority  would  feel  better  for  it  if  they  would 
wear  innersoles.  and  should  give  them  a  trial. — .Shoe 
Topics. 


A  Different  Circular 

"Too  much  of  the  ach  crtising  commonly  distributed 
from  house  to  house  is  not  accorded  even  a  casual  in- 
spection," remarked  a  prominent  retailer.  "It  is  obvi- 
ously an  advertisement,  and  the  recipient  ruthlessly  de- 
stroys it  without  a  thought  that  it  might  feature  some- 
Ihiiig  in  which  he  is  particularly  interested.  To  over- 
come this  wc  at  one  time  issued  a  rather  large  circular, 
using  fair  (piality  of  paper  stock,  rolled  it  up  nicely  and 
tied  a  small  ribbon  around  it  so  that  it  resembled  some- 
what a  dii^loma  or  other  important  document.  The 
individual  receiving  this,  curious  to  know  w  hat  it  was, 
invariablv  opened  it  and  gave  the  text  a  more  or  less 
thorough  perusal.  From  the  manner  in  which  trade 
on  the  adxerlised  lines  increased.  T  judge  this  method 
of  distribution  was  effective." 
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Mr.  Geo.  E.  Joyner,  who  has  been  appointed  travel- 
ling representative  for  the  Midland  Shoe  Co., 
Kingston,  Ont.    Mr.  Joyner  has  been  with 
this  company  for  some  time. 


Miner  Shoe  Company,  Limited 

Ovvint^-  to  the  close  relations  existiiit^  between  Jack- 
son &  .Savage,  Limited,  shoe  manufacturers  and  job- 
bers, Montreal,  and  the  Miner  Rubber  Company  it  has 
l)een  decided  to  chan.ge  the  name  of  the  former  corn- 
pan}'  to  that  of  the  Miner  Shoe  Company,  Limited. 
Mr.  VV.  H.  Miner  will  continue  to  be  president,  Mr.  A. 
i£.  Jackson  vice-president  and  general  manager,  and 
Mr.  H.  V.  Shaw  secretary-treasurer.  There  will  be  no 
alteration  either  in  the  jjersonnel  or  methods  of  the 
company ;  it  is  merely  a  change  in  name.  Mr.  R.  L. 
Savage  now  represents  Clark  Brothers,  Limited,  of  St. 
Stephen,  N.B. 


Daoust,  Lalonde  Convention 

Daoust,  Lalonde  &  Co.,  Ltd.,  Montreal,  recently 
held  a  two  days'  convention  of  their  travellers  and 
staff,  at  which  questions  concerning  sales,  etc.,  were 
full}-  discussed.  The  trav^ellers  looked  over  the  factory 
and  also  the  extensive  tannery  and  afterwards  dined 
together,  at  the  invitation  of  Mr.  J.  Daoust,  the  presi- 
dent. Mr.  M.  C.  Mullarky,  late  of  the  W.  A.  Marsh 
Company,  has  been  appointed  assistant  superintendent 
of  the  shoe  factor3^  and  has  charge  of  the  fine  lines  of 
the  compan}-.  Mr.  Louis  Daoust  is  in  charge  of  the 
factory. 


A  New  and  Better  Shoe  Pack 

The  Palmer-M  cLellan  Shoepack  Compau} ,  Ltd., 
i'^edericton,  N.B.,  after  exhaustive  tests,  have  decided 
to  use  exclusivelv  "Chromoil,'  'a  new  leather  for  which 
many  advantages  are  claimed — a  better,  stronger, 
tougher,  and  through  and  through  oil-tanned  leather, 
resulting  in  more  perfect  waterproofness  and  wearing 
c|ualities.  This  leather  is  tanned  for  the  compan)^  by 
Daoust,  Lalonde  &  Co.,  Ltd.,  Montreal.  The  shoepacks 
will  be  known  as  "Chromoil." 


.\  retailer  remarked  the  ntlier  da\-  that  the  outlook 
for  summer  was  gl(uimy.  in  that  low  sh(.ies  would  be 
terribly  high. 


1917  Shoemaking  Directory 

The  1917  American  Shoemaking  Directory  is  now 
ready  for  distribution,  and  contains  a  list  of  all  the  fac- 
tories, with  the  kinds  of  shoes  made,  capacities,  names 
of  superintendents,  and  other  valuable  information. 
This  book  is  extremely  useful  to  those  selling  anything 
to  shoe  factories  as  well  as  to  the  buyer  of  shoes  who 
wants  a  list  of  manufacturers.  Many  books  have  been 
gotten  out  in  the  past  which  contained  jobbers,  cob- 
blers, and  names  which  are  not  actual  manufacturers 
of  shoes,  so  that  this  new,  accurate  directory  is  of  con- 
siderable value.  The  price  is  $2,  the  same  as  in  the 
past,  and  the  book  is  published  by  American  Shoemak- 
ing Lublishing  Company,  of  Boston. 


A  MilUon  Buttons  a  Day 

Among  the  many  business  activities  of  Mr.  G.  J. 
Trudeau,  of  Montreal,  he  is  managing  director  of 
fiedge  Lewis,  Incorporated.  New  Bedford,  Mass..  a 
firm  engaged  in  button  manufacture,  and  now  turning 
out  over  a  million  buttons  per  day.  New  machines  are 
being  built  to  nearly  double  the  present  capacity.  The 
orders  in  hand  are  sufficient  to  keep  the  factory  busy 
for  six  months.  The  firm  export  to  many  European 
countries  and  also  t(j  South  .America.  Mr.  Trudeau 
visits  the  factory  every  month. 


Increase  in  Price  of  Insoles 

On  Jannary  25  a  general  advance  of  10  ])er  cent,  in 
the  price  of  insoles  was  repcM'ted.  This  is  on  accoiuit 
of  the  difficult}'  in  securing  materials. 


Foot  Comfort  Specialties 

The  illustrations  herewith  show  the  "Perfection" 
line  of  air-cell  arch  cushions  and  "Featherweight" 
])neumatic  heel  cushions  manufactured  by  the  Elastic 
Tip  Company,  Boston,  Mass.  The  advantages  claimed 
for  this  type  of  arch  support  are  that  it  is  light  and 
flexible,  conforming  to  the  shape  and  movement  of 


every  bone  and  muscle.  \  eiitilation  is  also  provided 
for  by  means  of  the  air  cells,  which  collapse  and  ex- 
pand with  each  footstep.  The  air  is  drawn  in  when 
the  foot  is  lifted  and  forced  out  at  the  shoe  top  when 
the  foot  is  borne  upon.  The  "Featherweight"  heel 
cushion  is  made  in  all  sizes  for  men  and  women  and  is 
said  to  give  exceptional  C(^)mfort  owing  to  the  fact  that 
it  is  very  light,  soft  and  springy. 
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How  a  Sale  Was  Lost 

"'If  you  went  into  a  shoe  store,"  said  a  man  lo  us 
I  he  other  day,  "to  purchase  a  pair  of  shoes  you  had 
seen  in  the  window  and  found  that  the  only  pair  they 
liad  near  your  size  was,  in  your  opinion,  too  lonj^, 
althouj^h  the  salesman  insisted  they  were  quite  o.k.. 
what  would  you  do?  Would  you  rely  on  your  own 
judj^ment  as  to  what  constituted  the  proper  lent^lh  or 
would  you  take  the  word  of  the  salesman,  who,  by  all 
rights,  should  he  an  expert  in  the  science  of  fittins^?" 

Underl\inf4  any  e.x])ression  of  opinion  in  ,-i  nialtcr 
of  this  kind  is  the  (|uestion  whether  the  customer  is 
really  competent  to  jiid^e  if  a  shoe  fits  his  foot  or  not. 
Certainly  he  knows  whether  it  is  comfortable,  and  if  it 
were  too  short  the  ])ressurc  on  iiis  toes  would  smin 
tell  him.  Jlowever,  a  difference  in  length  is  not  so 
cas)^  to  detect.  In  the  above  instance  we  were  told 
that  the  salesman  could  not  produce  a  shorter  shoe  in 
the  same  style  for  the  satisfaction  of  his  customer,  and 
made  no  effort  to  suggest  any  other  style. 

It  would  appear  that  the  mistake  occurred  in 
neglecting"  the  opportunity  to  switch  the  customer's 
desire  from  the  style  he  wanted  to  something  else 
c(|ually  as  attractive.  The  chances  are  this  particular 
customer  was  not  wedded  to  the  style  he  asked  for,  ]jut 
became  annoyed  at  I  he  salesman's  persistency  in  main- 
taining that  the  fit  was  good  when  he  was  convinced 
it  was  not,  and  conse(|uenth'  left  the  store  without  pur- 
chasing. 

We  have  often  advocated  the  advisal^ilit}'  of  the 
salesman  having  a  close  knowledge  of  the  shoe-fitting 
])roblem,  l)Ut  it  would  appear  that,  at  times,  it  is  un- 
wise to  persist  in  assuring  the  customer  that, the  boot 
suits  his  foot  when  the  customer  is  positive  it  does  not. 
The  remedy  as  instanced  in  the  above  cited  experience 
would  seem  to  have  been  to  show  the  customer  two  or 
three  other  lines  and  endeavor  to  switch  his  desire.  As 
it  was,  the  sale  was  lost. 


Shoes  from  Dog  Skins 

In  our  last  issue  we  printed  an  item  re  the  investi- 
gations being-  conducted  into  the  possibility  of  using 
shark  skin  for  footwear.  Word  comes  now  that  in 
Russia  experiments  are  being  tried  out  with  dog  skin. 
In  this  countr}-  and  in  Turke\'  and  Southern  Europe 
there  arc  numbers  of  stray  dogs,  of  little  use  further 
than  to  assist  the  sanitary  authorities  in  cleaning  up 
refuse.  In  a  few  days  about  800  of  these  homeless 
dogs  were  collected  and  their  skins  tanned.  The  cost 
was  about  50  cents  each,  and  from  one  skin  five  or  six- 
boot  tops  were  cut.  The  leather  is  not  dyed  in  any 
way,  and  is  used  in  its  original  color,  which  is  bright 
yellow. 


A  Hint  for  Repairmen 

Shoe  re])airers  must  remember  that  the  soles  of 
sIkjcs  arc  not  made  with  an  allowance  for  the  re- 
])airer  to  trim  off  when  ])utting-  on  a  tap.  Shoes  are 
not  made  any  wider  than  they  ought  to  be  to  look 
right  when  new ;  therefore,  re])airmen  should  avoid 
Iriniming  ofl"  more  of  the  old  edge  th;m  is  absolutely 
necessary. 

'I'o  trim  off  the  original  edge  too  much  not  only 
Inu-ts  the  a])pearance  of  the  shoes,  but  hurts  the  wear 
of  the  new  sfdes.  This  is  because  when  the  edge, 
es])ecially  the  outside  edge  at  the  ball,  is  trimmed  off 
closer  than  it  was  originally  meant  to  ])e,  it  destroys 
llie  balance  of  the  shoe,  and  gives  the  wearer's  foot  a 
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tendency  t(j  throw  over  toward  the  outside  ball  and 
bring-  more  wear  at  that  ])oint. 

When  the  edge  is  left  full,  as  it  was  meant  to  be,  it 
throws  the  foot  the  f)ther  way  and  tends  to  make  the 
wear  more  even,  so  that  the  sole  will  wear  longer  and 
look  better  and  give  more  satisfaction  to  the  wearer. 

Ti)  remember  and  act  upon  this  suggestion  will 
lielp  to  increase  the  repair  business  as  a  whole,  while 
t(;  slash  off  the  edj^es  without  regard  for  the  original 
shai)c  of  the  edge,  will  not  only  hurt  the  particular 
rejmirer  who  does  this,  but  will  alscj  hurt  the  repair 
business  in  general,  for  who  wants  to  wear  the  re- 
])aired  shoes  when  the  soles  do  not  give  good  wear? 
Many  peo])le  will  prefer  to  throw  away  their  shoes 
when  the  first  soles  wear  out,  rather  than  wear  them 
after  the  repairer  has  spoiled  their  looks,  especially 
if  the  second  soles  do  not  wear. — Shoe  Repairer  and 
Dealer. 


Courtesy  Counts 

"ll  is,  I  know,  an  oft-rei)eated  tale,  ))Ut  1  am  more 
conx  inced  than  ever  that  courtes\-  and  a  ])leasant  man- 
ner are  great  assets  in  trade."  said  a  Montreal  retailer. 
"If  vou  do  not  stock  the  ])articular  shoe  eu'juired  for, 
do  not  brusquely  tell  the  would-l)e  buyer  that  you  are 
out  of  the  goods  he  or  she  may  require  ;  try  to  interest 
the  part)'  in  some  other  line,  and  give  such  courteous 
Ireatment  that  a  good  impression  will  be  made  and  the 
wav  i)repared  for  future  business.  .A  comparative  trifle 
will  sometimes  influence  trade,  and,  although  price 
and  stvle  have  a  lot  to  do  with  the  selling,  yet  they  are 
sometimes  not  the  only  things  which  count.  Person- 
allv,  I  believ  e  that  a  coiu'teous  manner,  without  l)eing 
obse(|uions.  has  a  l)ig  bearing  on  sales.  Above  all 
things,  do  not  talk  too  much;  there  is  such  a  thing  as 
talking  a  ])erson  out  of  buying  instead  of  the  reverse. 
Let  your  customer  do  the  talking." 


Few  Alterations  in  Fall  Styles 

Although  Montreal  and  Maisonneuve  shoe  manu- 
facturers are  busv,  few  new  orders  are  coming  in. 
Prices  are.  of  course,  high,  and,  in  the  condition  of  the 
leather  markets,  are  not  likely  to  recede.  Enquiries 
show  that  there  will  be  few  alterations  in  fall  styles. 
Possiblv  there  may  be  more  cloth  tops  used  in  the 
higher  grades.  George  A.  Slater.  Ltd.,  w'ill  include 
some  lines  of  this  desc*-iption  in  their  fall  samples  for 
women  ;  the  shades  wi'd  include  light  gra\\  fawn,  and 
chamois. 


Sample  Cards  in  the  Shoe  Store 

The  makers  of  the  sample  shoe  card,  designed  prim- 
arilv  for  the  convenience  of  manufacturers  and  travel- 
ers, have  carried  the  idea  little  farther,  and  now  advo- 
cate their  system  for 'selling  shoes  in  the  retail  store. 
P>ooks  are  used  containing-  the  dift'erent  st3des  handled 
by  the  merchant,  and  the  salesnian  simply  turns  over 
l)ag-e  after  page  until  ihe  customer  locates  a  suitable 
style.  Each  container  will  liold  from  ten  to  twenty- 
fix- e  motuils. 


The  output  of  the  largest  shoe  maniifaci uring  fac- 
toi-v  in  llic  World  is  75,000  ])airs  a  da\.  The  total 
amount  of  business  done  bv  this  coinpanx-  in  1916  was 
approximatelv  .$60,000,000,  ;ind  in  1915  about  $50,000,- 
000.  Il  is  stated  that  this  company  ^vill  shortlv  spend 
a  million  dollars  in  further  extending  their  plant. 


Februar.v.  lur; 
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BOS'^'ON 


NEW  YORK 


CHICAGO 


ST.  LOUIS 


WINSLOW  BROS.  &  SMITH  CO, 


ESTABLISHED  IN  1776 

Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins  in  Bark   and   Alum  Tannages 
NORWOOD      -      MASS.      -      U.  S.  A. 


SUPERIOR 

W'e  are  making-  large  shipments  of 
these  popular  shoe  dressings  to  all  parts 
of  Canada  every  day.  Frost  has  no  ill 
efTects  on  any  of  them.  It  is  up  to  you  to 
safeguard  }'our  customers'  interests.  Sell 
them  Ralston's  and  they  get  the  best. 


Soften.  Preserve 

5?-^^        AND        ^-^^        ■  '  ' 


DRESSINGS 


Our  slogan,  "A  Dressing  for  Every 
Shoe"  is  known  and  recognized  every- 
where in  Canada.  Ralston's  are  scientifi- 
cally correct  to  give  a  lasting  "shine"  and 
keep  shoe  leather  in  first-class  condition. 
A\'rite  us  for  samples. 


Robt.  Ralston  &  Co.,  Hamilton 


•V.D.t\R,M  STRONG 

ENGRAVERoF  FINE  STEEL  STAMPS  &DIES 
230  c>-^>NEs^ MONTR EAL.P«0/^^  .675 

CRP'^   ^^i^^^P)   Q  QUE,  t) 


■a. 


MY5TAMPS  ARE  UPTO  DATE  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES<nr> 
>  WHICHWILL  INCREASE  YOUR  SALES 


Store  Management 

An  illustrated  book  of  252 
pages,  by  Frank  Farrington 

Price  50  cents. 

Footwear  in  Canada  "'t*,^;'SSto"  * 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Iveather  Trade 


Geo.  A.  Slater,  Limited,  Maisonneuve,  have  sold  a  con- 
siderable number  of  shoes  to  English  firms.  There  i.s  a 
scarcity  of  footwear  in  England,  owing  to  military  require- 
menl  ?. 

Geo.  G.  Gales  &  Company,  Montreal,  have  closed  their 
east-end  store  at  393  St.  Catherine  Street  East,  and  amalga- 
mated the  business  with  their  principal  store,  481  St.  Cath- 
erine Street  West. 

The  travellers  of  L.  H.  Packard  and  Company,  Limited, 
Montreal,  are  now  on  the  road  with  fall  samples.  The  com- 
pany are  using  a  distinct  wrapping  for  their  shoe  poli.shes; 
the  style  of  wording  will  remain  the  same,  but  the  remainder 
of  the  wrapping  will  consist  of  black  and  white  diagonal 
stripes  with  an  arrov,-  in  the  centre.  The  design  is  copy- 
righted. 

The  factory  of  Sugene  Guay,  manufactuVer  of  shoe- 
counters,  St.  Marguerite  Street,  Montreal,  has  been  damaged 
by  fire.  It  is  expected  that  the  firm  will  be  able  to  take 
care  of  the  trade  without  much  delay. 

The  death  of  Mr.  Brackley  Shaw,  president  of  the  .\nglo- 
Canadian  Leather  Company,  Montreal,  is  announced.  Mr. 
Shaw,  who  was  aged  88,  died  at  his  home  in  Brookline,  Mass. 
Mr.  C.  T.  Shaw,  one  of  his  sons,  is  vice-president  of  the 
company. 

Commencing  on  February  5th  the  branch  managers  of 
Ames-Holden-McCready,  Limited,  held  a  week's  convention 
in  Montreal,  when  questions  of  .policy,  staple  styles  for  the 
spring  of  next  year,  etc.,  were  discussed,  .\inongst  those 
present  were  Messrs.  R.  E.  Dildine,  general  sales  manager, 
Montreal;  W.  M.  Angus,  St.  John,  N.B.;  R.  W.  Clark,  Mont- 
real; H.  W.  Pearson,  Toronto;  F.  M.  Morgan,  Winnipeg;  E. 
P.  Hall,  Edmonton;  and  F.  A.  Richardson,  Vancouver.  The 
company  report  that  last  year's  business  shows  an  appreci- 
able increase  over  1915. 

Messrs.  George  Poliquin,  president  and  general  manager 
of  La  Parisienne  Shoe  Company,  Limited,  Maisonneuve;  J. 
.'\.  Lavoie,  sales  manager,  and  M.  Gauthier.  Montreal  sales- 
man, have  been  on  visits  to  New  York,  Boston  and  Phila- 
delphia, for  the  purpose  of  inspecting  styles  and  purchasing 
material. 

The  F.  and  B.  Shoe  Company  have  removed  from  Mais- 
sonneuve  to  a  new  factory  at  Montreal  East.  The  United 
Shoe  Machinery  Company  of  Canada  have  supplied  addi- 
tional machinery. 

Geo.  A.  Slater,  president  of  Geo.  A.  ""Slater,  Limited, 
Maisonneuve,  was  a  recent  visitor  to  Toronto. 

C.  H.  Weary,  of  the  United  Shoe  Machinery  Company 
of  Canada,  has  been  on  a  visit  to  Bermuda. 

Lieut.  C.  P.  Slater,  son  of  Mr.  Geo.  A.  Slater,  Maison- 
neuve, is  now  at  ShornclifTe,  England,  in  the  Army  Service 
Corps. 

We  are  informed  that  the  Canadian  Consolidated  Rub- 
ber Company  will  remove  their  executive  offices  and  a  part 
of  their  manufacturing  plant  to  the  offices  and  No.  1  factory 
of  Ames-Holden-McCready,  Limited,  Inspector  Street,  Mont- 
real. The  latter  firm  have  another  Montreal  factory  on 
Mount  Royal  Avenue  East.  The  Canadian  Consolidated  Rub- 
ber Company  will  remove  some  time  in  March,  and  will  ob- 
tain possession  of  more  extensive  accommodation  in  a  central 
location. 

L.  R.  Newbegin,  of  the  L.  R.  Newbegin  Company,  Mont- 
real, was  on  a  recent  visit  to  Boston.  Owing  to  the  great 
demand,  there  has  hitherto  be'en  a  difficulty  in  securing  early 
delivery  of  certain  lines  for  Canadian  customers,  but  Mr. 
Newbegin  slates  that  he  has  now  made  arrangements  for  the 
prompt  filling  of  orders  given  to  the  company. 

Charles  Albee,  the  leather  buyer  for  Ames-Holden-Mc- 
Cready, Limited,  Montreal,  was  recently  in  Boston. 

Mr.  Geo.  Joyner,  formerly  on  the  warehouse  staff  of 
the  Midland  Shoe  C^ompany,  Kingston,  Ont.,  is  succeeding 
Mr.  A.  E.  Elmer  on  the  travelling  staff  of  that  company. 
Mr.  Elmer  is  now  with  Geo.  A.  Slater,  Ltd.,  Montreal. 

Mr.  Alfred  Lambert,  of  Alfred  Lambert,  Inc.,  boot  and 
shoe  manufacturers,  Montreal,  was  a  member  of  the  Moiil- 


1  c.il  deinitation  which  visited  'J'orcjnto,  Hamilton  and  Niagara, 
in  furtherance  of  the  "Bonne  Entente"  movement. 

Mr.  W^.  H.  Miner,  vice-president  of  the  Miner  Rubber 
(Company,  has  been  elected  by  acclamation  a  member  of  the 
Council  of  the  c\ty  of  Granby,  P.Q.  , 

The  Ajax  Rubber  C'ompany  of  Canada,  Limited,  have 
obtained  a  charter.    Head  office,  Toronto. 

Major  John  Harris,  manager  of  the  Nugget  Polish  Com- 
pany, Toronto,  is  leaving  for  overseas,  being  second  in  com- 
mand in  the  350th  Construction  Battalion.  Mr.  L.  R.  Howard, 
Toronto,  will  look  after  liie  business  during  his  absence  and 
will  be  assisted  by  Mr.  H.  VV.  Parsons.  Mr.  Hf)ward  has 
been  with  the  Nugget  Company  for  many  years  and  the 
firm's  interests  will  be  well  looked  after. 

Mr.  N.  R.  Feltes,  vice-president  and  general  manager  of 
.\mes-Holden-McCready.  Limited,  Montreal,  is  in  the  South 
for  ;i  few  weeks. 

The  Regal  Shoe  Company,  Limited,  Toronto,  will  open 
a  new  In-Stock  Department  on  March  1,  in  which  will  be 
carried  fifteen  styles  f)f  the  leading  Regal  lines. 

K.  B.  Chalue,  of  Toronto,  representing  eastern  manu- 
facturers, is  now  in  the  west  with  a  complete  range  of  samples. 

D.  D.  Hawthorne,  wholesale  shoe  dealer,  Toronto,  is 
confined  to  his  home,  seriously  ill. 

G.  J.  Scott,  western  Canada  depresentative  for  P.  Jacobi, 
jobber,  Toronto,  has  left  for  the  coast. 

The  shoe  retailers  in  the  eastern  section  of  Toronto  will 
close  every  Wednesday  afternoon  to  enjoy  a  half  holiday. 

Mr.  Walter  Burnill,  75  Queen  Street  East,  Toronto,  is 
spending  a  few  months  in  Florida.  Many  friends  will  be 
glad  of  his  return  fully  recuperated. 

James  Robinson,  the  well-known  Montreal  jobber,  rs  en- 
joying a  vacation  in  the  south,  as  is  also  Mr.  James  Young, 
of  Toronto. 
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[shoes  and  CAR.TON 

QVS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 


"CHEVROLET" 
CAR 

For  Sale 

Cash  Price     -  $450.00 

As  good  as  new,  in 
use  only  four  months. 
Owner  is  overseas. 
Information  from 

M  C  O  Box  509 
Footwear  in  Canada 

Toronto,  Ont. 
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PEERLESS 
MACHINES 


Universal  Skiver 

Acknowledged  by  the  shoe  manufacturers  every- 
where as  the  most  reliable  Skiver  made.  Gives 
greater  production  at  minimum  cost. 


Peerless  Folder 

No  matter  what  the  shape  of  the  upper  this  machine 
will  fold  the  edge  over  perfectly.  Turns  over  seams 
and  back  stays.  For  rapid  clean  work  this  machine 
is  witfiout  a  rival. 


Automatic  Perforator 

Spaces  evenly  on  any  curve  without  the  use  of  knee 
or  any  other  attachment.  30  to  50  per  cent,  more 
output  at  a  minimum  cost. 

The  Peerless  Machinery  Co. 

44  Binfora  St.  BOSTON,  Mass. 


IN    CANADA  « 

Your  Success 

is  Our  Success 


Cote  McKay  Shoes 

The  splendid  success  of  Cote  Mc- 
Kay Shoes  for  men,  youths,  boys 
and  little  gents  has  been  devel- 
oped through  our  appreciation  of 
your  requirements.  Our  product 
has  met  with  ready  demand  and 
appreciation  wherever  presented. 
We  will  continue  this  policy  of 
suiting  the  customer  first  because 
we  find  it  pays.  See  your  jobber 
or  write  us. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe       -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adams,  J.  A  

Aird  &  Son   47 

Ames-HoIden-McCicad)'  

Armstrong;-,  \V.  D   4:i 


Boston  Blacking  Company  ...    ....  .")4 

Breithaiipt  Leather  Company   40 

Canadian  Arrowsmith  Mfg.  Co   50 

Canadian  Consolidated  Rubber  Co.  3-20 

Champion  Shoe  Macliinery  Co   55 

Commercial   48 

Cote,  J.  A.  &  M   45 

Daoust-Lalonde  &  Company   12 

Doyle,  Thos.  C.  (Regd.)    51 

Duclos  &  Payan   48 

Dufresne  &  Galipeau   14 

Dunlop  Tire  &  Rubber  Goods  Co.  ..  15 

Dupont  8i  Frcre  

Fortuna  Machine  Company    49 

Gagnon,  Lachapelle  &  Hebert   ....  50 

Guay,  Eugene    57 


Hauthaway  &  Sons,  C.  L   17 

Hinde  &  Dauch  Paper  Co   49 

Humberstone  Shoe  Company   48 

Independent  Button  Machine  Co.  .. 

Independent  Rubber  Company   18 

International   Supply  Co   19-47 

Kawneer  Mfg.  Company   53 

Kieffer  Bros"   57 

Landis  Machine  Company   49 

McLaren  &  Dallas   11 

McMartin,  E.  W   57 

Midland  Shoe  Company  

Miner  Shoe  Company   10 

Muir,  James   59 

Narrow  Fabric  Company   48 

Newbegin  Company,  L.  R  

New  Castle  Leather  Company  ....  57 

Nugget  Polish  Company  

Oscar  Onken  Co   53 

Panther  Rubber  Company  Cover 


I'arker,    Irwin,  Limited   

Peerless  Machinery   (Company    .    .  .  45 

Ralston,  Robt   4:5 

Regal  Shoe  Company   l 

Rice  &  Hutchins   9 

Robinson,  J  as   4-5 

Root-Heath  Mfg.  Company   7 

Scholl  Mfg.  Company   10 

Sisman  Shoe  Company   

Slater  Shoe  Company   8 

Tebbutt  Shoe  &  Leather  Co   1 1 

Tetrault  Shoe  Company  

Toledo  Button  Machine  Co   00 

Trudeau  Company,  G.  J  ■..  0 

United  Siine   Machinery  Co.,  Ltd. 

  52-56-58 

United  States  Hotel,  Boston   19 

Valley  City  Seating  Co   53 

Vermilyea  Mfg.  Company   57 

Wardlaw,  T.  D   19 

Wells,  Gus  V   44 

Wiley,  Bickford  &  Sweet   17 

Winslow  Bros.  &  Smith   43 


SOLE  LEATHER 


Bearing  These  Trade  Marks 
Cuts  and  Wears  Well 


FOUNDED  1857 


'TRADf-  MARK 
KITCHENER,  ONT. 

KITCHENER 
UNION 


Our  sixty  years'  experience 
makes  it  possible  for  us  to 
supply  each  and  every  user 
of  sole  leather  with  stock  best 
suited  for  his  special  require- 
ments. 

The  Breithaupt  Leather 

Company,  Limited 

AGENCIES : 
John  McEntyre,  Ltd.,  Montreal 
R.  M.  Eraser,  Montreal 
A.  L.  Wilcocks,  Toronto     Lucien  Borne,  Quebec,  P.Q. 
TANNERIES: 
Kitchener,  Penetang,  Hastings,  Woodstock,  Ont. 

Head  Office:  KITCHENER,  ONT. 


OAK 


ROYAL 
OAK 


February,  1917 
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Aird  Shoes 
are  Popular 

See  our  new  styles.  Notice  the  workmanship — the  material  and  the 
findings.  Then  ask  our  man  the  price.  If  the  value  isn't  way  up, 
then  we  miss  our  bet.  We  make  McKays  and  Turns  for  men, 
boys,  youths  and  women. 

Aird  shoes  are  popular  today  because  the  buying  public  know 
they  can  get  a  square  deal  and  mighty  good  value,  by  buying  our 
styles.    We  can  offer  jobbers  a  good  thing  on  Spring  business. 


Write  or  call  for  samples  and  prices. 


AIRD  &  SON    -  MONTREAL 


Before  February  First 

we  will  be  in  our  own  building  at  37  Foundry  Street  South, 

KITCHENER,  ONT. 


and 


our  Eastern  Branch  at  401  Coristine  BIdg.,  Montreal 

Will  Be  Ready  for  Business 

If  you  haven't  been  doing  business  with  us  give  us  a  trial.  We  will  prove  to  you  why  we 
have  built  up  the  largest  supply  house  in  Canada. 

THE  LINES  WE  HANDLE  ARE  THE  BEST  IN  THE  WORLD. 

We  "Serve  You  RighV—Give  us  a  chance  to  prove  it. 


ARMOUR  SAND  PAPER  WORKS.  Chi- 
cago, Crystolon  Paper  and  Cloth. 

BOSTON  LEATHER  STAIN  CO.,  Inks, 
Dressing.  Stains,  Wax,  and  Polishes. 
Cyclone  Bleach. 

THE  CEROXYLON  CO..  Ceroxylon  the 
Perfect  Liquid  Wax. 

H.  E.  LOCKE  &  CO..  Cotton  Threads. 


Exclusive  Representatives  for 

THE  LOUIS  G.  FREEMAN  CO  .  Shoe 
Machinery. 

M.  H.  MERRIAM  &  CO.,  Binding  and 
Staying. 

PURITAN  MFG.  CO..  Wax  Thread  Sew- 
ing Machines,  Poole  Process  Goodyear 
Innersole. 


J.  SPAULDING  &  SONS  CO..  Fibre 
Counters  and  Insoling. 

UNITED  STAY  CO..  Leather  and  Imita- 
tion Leather,  Top  Facing,  Welting,  etc. 
ALSO  REPRESENTING 

MARKEM  MACHINE  CO..  Marking  and 
Embossing  Machines,  Inks,  Compounds 
and  Parts. 


MANUFACTURING    HIGH-GRADE  PUMP    BOWS    AND    CUT  TRIMMINGS. 

INTERNATIONAL  SUPPLY  COMPANY 


Factory  and  Main  Office 
37  Foundry  St.,  So.,  KITCHENER,  Ont. 


Branch 

401  Coristine  BIdg.,  MONTREAL 
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To  help  along 
your  sales 

of  Nufashond  No.  10  Shoe 
Laces,  we  have  a  set  of  four 
lantern  slides  which  we  will 
gladly  send  upon  request. 


•ZlP.'There^Uieordinao' 

shoe  lace  _aiKl  ytnirr  in  a  hurr>^loo 

AVOID  Shoe  liceHbtryji 
ShocLa-ce.s«^B| 


Dealer!  Name  Here 


3p: 


Shoe  Laces 

for  every  requirement.  Finished 
'  with  Nufashond  Fabric  Tips. 

Samples  and  prices  gladly  furnished. 
Narrow  Fabric  Co.  Reading,  Pa. 


NON  RIP  SANDALS 


Made  in  Canada 

To  insure  special  discount 
on  early  deliveries  you 
should  order  HumberSlone 
Sandals  now. 
They  are  built  on  the  latent 
la^ls  and  are  non-rip. 


JOBBERS-WRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Merchants  are  Departmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
—  there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Meicliant  is  not  an  exclusive  shoe  dealer. 


Over         years   in  iis  field 

' '  CA  N ADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Ts  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COxMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Canadian  Fibre  Counters 


Ours  are  the  only  counters  made  purely  from 
Canadian  Fibre.  The  high  quality  of  this  fibre 
enables  us  to  produce  a  brand  of  shoe  counters 
second  to  none.  They  will  positively  outlast  the 
shoes  they  are  in.  We  give  you  an  iron  clad 
guarantee  with  every  shipment  of  our  counters. 

Deliveries  always  on  the  date  specified. 


Write  us  immediately  for  samples  and  prices.    Also  enquire  about  our 
upper  leather  and  sole  leathers. 

DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE,  P.Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto, 
Ontario  Selling  Agent 


Sales  Offices  and  Warehouses : 
224  Lemoine  St.,  MONTREAL 

Richard  Freres,  Quebec, 

Selling  Agent  for  (Quebec  City 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 

— 'I'liey  save  time  in  packing. 
— Tliey  save  storage  space. 
— Tliey     Iiave     strong  adver- 
tising value. 
—Tliey  can  be  made  to  your 

specifications. 
—Their    first    cost    is  lower 
than  wood. 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

— They     cannot     be  opened 
w'ithout  breaking  the  seal. 


Our  booklet  "How  to  Pack 
It"    explains   all — write  for 

it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTb  ONTARIO 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

■    U.sed  extensively  by  Manufacturer.s  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machineiy  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright  — No  royalty. 


Landis  No.  12-25  Outfit.     Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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A  line  of  money  makers  for 

JOBBERS 

You  can  sell  our  Women's  McKay  Sewn  Leather  Shoes  to 
every  dealer  on  your  list.  They  are  without  doubt  the  best 
popular  priced  sellers  on  the  market.  Not  a  shoe  model  in  our 
fall  line  that  will  not  prove  attractive  to  shoe  dealer  and  retail  cus- 
tomer alike.  Women's  solid  leather  shoes,  also  misses',  children's 
and  infants'  footwear  are  our  specialties.  We  would  like  to  place 
our  samples  before  you  so  their  good  points  can  be  appreciated. 

Write  us  today  for  further  details  of  the  new  styles. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street         -         -  -  -  MONTREAL 


The  Correction  of  Foot  Ailments 

The  shoeman's  business  makes  it  imperative  that  he  make  a  close  study  of 
the  human  foot,  its  peculiarities  and  ailments.  Observation  has  taught  him 
that  there  are  no  two  feet  exactly  alike,  and  he  must  therefore  carry  a  stock  of 
shoes  and  findings  in  which  is  exemplified  INDIVIDUALITY  as  regards  fit, 
comfort  and  appearance.    There  is  INDIVIDUALITY  in 

Arrowsmith  ^Tirst  Aid'^  Foot  Specialties 

There  is  individuality  in  the  service  which  gfuarantees  satisfaction  with  every 
order  placed  with  us.  There  is  individuality  in  the  policy  which  protects  the 
shoe  dealer  from  price-cutting  Drug  Stores,  Shoe  Shine  Parlors,  etc.  In- 
vestigate our  line  of  foot  relief  products  and  our  foot  relief  service. 

We  Sell  to  Shoe  Dealers  Only 

CANADIAN  -  ARROWSMITH 

Manufacturing  Company,  Limited 

J.  W.  Arrow.mith,  President         NIAGARA    FALLS,    ONTARIO  Elmer  Poyer,  Manager 
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"REECE  RAPID" 

Button  Hole  Machine 


This  new  Reece 
Rapid  is  positively  the 
foremost  Button  Hole 
Machine  made  to-day. 
For  speed,  for  quahty 
of  work,  and  for  all 
round  economy  it  leads 
the  world. 

The  result  of  over 
thirty  years'  experience 
manufacturing  button 
hole  machinery,  we 
have  brought  the  new 
Reece  Rapid  to  a  per- 
fected state.  It  will 
effect  a  saving  that  has  never  been  equalled,  and  at  the  same 
time  turn  out  button  holes  at  a  greater  speed  than  ever  before 
possible  with  any  machine.  Eliminates  a  separate  barring  oper- 
ation, making  a  perfected  barred  button  hole  in  one  operation. 
Eliminates  all  thread  wasting.  Runs  equally  well  with  silk,  cotton 
or  mercerized  thread.     Requires  no  special  thread. 

Write  us  for  samples  of  work  and  terms. 


Thos.  C.  Doyle  (Regd,) 


Sole  Distributor 
for  Canada 


71-73  St.  Alexander  St.,  MONTREAL 


73-81  Adelaide  St.  W.,  TORONTO 


62 


FOOTWEAR    IN  CANADA 


February,  1017 


IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 


February,  1917 
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37  Years  Making  Display  Fixtures. 


YOU  i?sr 

ForThis  Catalog 


NO  MATTER  WHAT  BUSINESS 
YOU  ARE  IN 

We  make  a  set  of  Window  Display  Fixtures,  that  has  been  specially 
designed  to  suit  your  line  of  goods,  with  which  you  can  trim  your 
windows  most  beautifully.  We  have  over  50J00  of  these  sets  in  daily 
use. 

They  are  certainly  a  big  help  to  the  man  who  has  to  trim  the 
windows,  especially  if  quick  changes  are  desired.  You  can  make 
Hundreds  of  standard  fixtures  without  the  aid  of  a  tool. 

Which 
Catalog 
Do  You 
Want? 

Here  are  some  of 
the  different  Show 
Window  Sets  w  e 
make. 


kYourShowWindows 


Pay  Your 
Rent 


Set  for  Shoes   Windows 

Set  for  Clothing  ....Windows 
Set  for  Furnishings  Windows 
Set  for  Dry  Goods  Windows 
Set  for  General  Store  Windows 

Let  us  know  your  business. 
We'll   send   right  catalog. 

Can  order  through  Jobber. 


The  Oscar  Onken  Co.  4thst.  Cincinnati,  O.,  U.S.A 

Slock  carried  in  Hamilton,  Ont.,  England  and  Australia 


Shoe  Store  Settee 


This  attractive  hexagonal  settee  is  one  of 
our  best  selling  pieces  of  shoe  store  furniture. 

It  allows  of  many  original  effects  in  a  store 
and  is  a  most  useful  furnishing. 

Have  you  our  catalogue  ? 


Valley  City  Seating  Co., 

Limited 

Dundas,  Ont. 


THIS  IS  TUB  BOIHL 


The  meat  of  your 
store  front  problem 
is  contained  in  this 
little  booklet. 

Q  \A/e  have  proven  to 
others  what  a  real,  up' 
to-date  Kawneer  Store 
Front  would  do  for 
them — we  are  willing  to 
show  you  what  we  can 
do  for  you. 

Write  for  our 
"Boosting  Business" 
It  is  free. 

Kawneer  Mfg.  Co.,  Ltd. 

Guelph,  Ontario 


 j^awoeep 


PLEASE 
PI  N  TO 

youR 

LETTER, 
HEAD 


PIrBASE  «»]&Bi[D  MB 

(  WITHOUT      OBLIGATIOM  ) 
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We  can  furnish  you  witfi  any  kind 

of 

FINISH 


known  for  finishing  the  bottoms.  It 
makes  no  difference  what  the  leather 
is. 

//  you  have  any  problems 
in  this  direction  take  them 
up  with  us. 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 
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standard  Straight  Needle  and 
Awl  Shoe  Stitcher  ' 


The 

Best 
Mechanical 
Principles 


CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use.  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


\0m  SHOE 


9 


Ideal 


Curved 
5  h(  E 


Needle  and"Awl 


Working 

Efficiency 

Ease  of 

Operating 


Champion  Repair  Outfit. 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Combination  Harness  and 
Shoe  Stitcher. 


Clincher  Fastener  or 
string  Nailer. 


Write  us  for  Catalog,  Price  and  Terms 

Champion   Shoe   Machinery  Company 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS,  MO. 

Give  particular.s  on  


Name  

Address  

FOOTWEAR  IN  CANATIA 


3723-3741  Forest  Park  Boulevard 

St.  Louis       -       -  Missouri 

BRANCH  OFFICES: 

Boston,  Mas8.~65  High  Street 
San  Francisco,  Cal.  -65  McAllister  Street 
New  York,  N.  Y.-^209  Centre  Street 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  e  m  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

179  King  St,  W.,  KITCHENER 


28  Demer*  St.,  QUEBEC. 
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Guay  Counters 


All  Leather  Fair  Stitching. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY, 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

1     Size  of 
pulley 
5  inches 


This  machine 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 


96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinety 


When  You  Want 
BOOT  and  SHOE  LACES 
McMartin  is  Your  Man 

I  have  a  complete  stock   of   the  lines  you  need, 
whether  for  Factory  use  or  Findings  trade. 

I  have  good  or  cheap  qualities,  both  tubular  and  flat. 

Round  Laces  both  cheap  and  mercerised 
Leather  Laces  in  Round  and  Square  Cut 
Porpoise  Leather  Black  and  Tan 

45  St.  Alexander  St. 
MONTREAL 


E.  W.  McMARTIN, 


For  your  soldier  trade  42"  Tan  Porpoise 
Also  Khaki  Breeches  Laces 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


TQE-KOMFQRT 


d;vermilyeas 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA. 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 


231  8th  Ave.  W. 


Calgary,  Alta. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything  I 
you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 

122  Adelaide  St.  W.  179  King  St.  W.  28  Demers  Street 

Toronto  Kitchener  Quebec 


February.  1917 
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"Muir  Made"  Shoes  look  mighty 
good  and  they  feel  just  as  good  as 
they  look.  We  try  our  best  to 
make  all  our  styles  have  a  strong 
appeal  to  your  customers.  That 
we  succeed,  is  well  brought  out  in 
the  great  increase  in  sales  every- 
where in  Canada. 


"MUIR  MADE"  SHOES 

There  is  a  big  demand  almost  at 
your  door  for  shoes  like  ours.  The 
Canadian  man  knows  immediately 
when  he  sees  "his"  shoes.  Our 
styles  are  fashioned  after  the  very 
best  mannish  ideas  and  have  taking 
ways  when  it  comes  to  pleasing 
your  customers. 


THE 


Have  you  seen  our  new  models  ? 
Our  "boys  '  have  not  yet  covered 
all  the  ground  and  if  they  missed 
you,  write  us  about  it.  It  will 
pay  you  to  go  over  our  191  7  styles 
carefully. 


THE 


'SHOE' 

MADE  IN  CANADA 


The  James  Muir  Company 

MONTREAL 


TRiriTINYOUROWN  STORE 
7?^T0LED0  BUTTON  HACHINE 

WITH  TOLEDO 
RUST  PROOF  .^VJl 

WHITE  wiR£-  mms 

FOR  12,000  • 
OPERATIONS 


FASTENS 
ALL 

BUTTONS 

SOLD 

OUTRIGHT 

FULLY 

GUARANTEED 

15  DAYS 
TRIAL 

ORDER 
ONE 


THE  TOLEDO  BUTT 
■■mg  SUMMIT 


■QSMiaargtH  1  n  e  com  p/s 
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Vol.  VII.    No.  3 


Toronto,  March,  1917 


THERE  is  a  lot  said  "in  general" 
about  manufacturers  cooperating 
with  the  dealer  in  selling  a  trade-name 
shoe. 

But  you  will  find  every  point  of  Regal 
Shoe  Co.  cooperation  with  Regal 
Dealers  is  a  specific  selling  help — we 
offer  nothing  *'in  general." 

Get  in  touch  with  the  Regal  pro- 
position— it  stands  for  your  greater 
volume  on  better  class  shoes. 

REGAL  SHOE  CO..  LIMITED 

472-4  Bathurst  Street,  TORONTO 

Executive  Offices— 268  Summer  Street,  Boston,  Mass. 
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The  Superior  Soling 

PANTHER 


"Sure  Step'^  Tread 
Tested  Fibre 
Soles  and  Heels 


This  great  product  of  the  Panther  Laboratories 
has  been  scientifically  and  practically  tested. 
The  final  summing  up  has  added  many  trib- 
utes to  its  already  world-wide  fame.  Panther 
Tested  Fibre  makes  the  ideal  soling  material 
for  all  footwear  under  every  outdoor  and 
most  indoor  conditions.  It  is  easy  to  work 
in  all  styles.  It  is  lighter  in  weight  than 
leather,  yet  it  wears  much  longer.  It  is  ab- 
solutely waterproof  and  will  not  slip  on  wet 
pavements.  Made  in  all  colors  and  looks 
like  leather.  Write  us  for  further  informa- 
tion on  1917  business. 


Panther  Rubber  Co.,  Ltd. 


SHERBROOKE 


PANTHER 
"Sure  Step" 


QUEBEC 


PANTHER 
"Sure  Step" 
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RINEX  SOLES 


The  Best  Alternative  for 
Leather  Soles 

The  good  qualities  of  leather  and  rubber  are  com- 
bined in  "RINEX"  Soles.  Shoe  and  leather  ex- 
perts claim  that  the  "RINEX"  Sole  is  the  one  sole 
that  best  meets  the  needs  of  Canadian  conditions. 
Our  own  experts  say  that  "RINEX"  is  the  best 
composition  sole  on  the  market  today. 

"RINEX"  is  a  composition  fibre  sole 
that  wears  better  than  leather  and 
costs  less.  It  is  superior  to  leather 
because  it  is  uniform  in  quality,  weight 
and  thickness  and  it  is  absolutely- 
waterproof.  / 

"RINEX"  Soles  will  stand  up  under  the  severest 
test.  That  is  why  we  want  every  shoe  manufacturer 
and  every  shoe-dealer  to  put  them  to  the  test. 

Wrife  for  sample,  and  judge  for  yourself  what 
"R/ZVEX"  means  to  the  trade  of  Canada. 


The  Walpole  Rubber  Co.  of  Canada,  Limited 

14  Papineau  Ave.  -:-  MONTREAL 
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shoe  of  Canada 

STANDARD— 

— a  criterion  established  by 
custom,  public  opinion  or 
general  consent  —  a  model. 

Century  Dictionary. 

Ask  ten  men  the  name  of  the  best  known  shoe  in 
Canada — nine  will  answer  Slater  Shoe. 

For  this  reason,  and  because  of  the  quality,  the  Slater 
Shoe  leads  all  others  in  sales  to  Canadian  shoe 
retailers.     This  is  convincmg,  surely  ! 

.  Shoe  Sense — the  sense  to  know  the  easiest  shoe  to 
sell  and  give  satisfaction — says  Slater  Shoes. 

Buy  some  for  this  Fall.  Our  salesmen  will  be  leaving 
shortly  for  their  respective  territories. 

In  the  meantime  send  for  the  Slater  19  17  *'In  Stock" 
Catalogue  of  forty  lines,  just  off  the  press. 

Slater  Shoe  the  Standard  in  Canada 

Slater  Shoe  Company,  Limited 

Montreal,  Quebec 
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I  The  Greatest  Asset  | 

I  in  the  men's  end  of  the  retail  shoe   business  today  is  the  | 

I  staple  shoe.  | 

I  With  such  a  shoe  the  retailer  can   accomplish'  two  results  | 

I  with  one  effort.  | 

I  He  can  reduce  the  amount  of  merchandise  on  hand  and  in-  .  | 

I  crease  his  sales.  | 

I  Men  like  to  stick  to  a  shoe  they  find  by  experience  has  wear,  | 

I  comfort  and  style  combined  with  good  shoe  making.  | 

I  The  All  America  is  just  the  shoe  to  bring  about  both  of  | 

I  these  conditions.    "  | 

I  All  Americas  are  in  stock  in  each  of  our  nine  wholesale  Rice  | 

I  &  Hutchins  houses.  I 


I  The  Rice  &  Hutchins  Chicago  Go.  | 

j  231-233  West  Monroe  St.  | 

I  CHICAGO        -      -       ILL.  I 

I  Rice  &  Hutchins,  lac*  | 

I  24  High  Street,     :  :    Boston,  Mass.  | 
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Bostonian  Shoes 

This  well-known  make  of  popular  shoes  has  been  the  means  of  building 
up  our  business  to  one  of  the  foremost  shoe  houses  in  this  country.  Also 
Bostonian  shoes  have  been  very  profitable  to  scores  of  the  best  shoe  retail- 
ers in  all  parts  of  the  country. 

The  business  has  been  profitable  all  round.  That  is  the  big  reason  why 
we  urge  you  to  look  into  the  merits  of  the  Bostonian.  It  will  prove  profit- 
able for  you.    Write  us  to-day. 


James  Robinson 

MONTREAL 
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Independent  Rubbers 

A  mention  of  the  name  of  any  brand  of  these  high-grade  rubber  foot- 
wear lines,  immediately  brings  to  mind  all  that  is  satisfactory  in  wear  and 
style.  Kant  Krack,  Dainty  Made,  Royal,  Bull  Dog,  Speed  King,  each  has 
the  field  to  itself  in  that  particular  line.  Rubbers  of  all  kinds  are  being 
worn  more  and  more  each  season.  We  suggest  that  you  secure  a  little  larger 
than  your  regular  stock  of  these  lines,  and  take  advantage  of  the  great  demand 
developing  at  present. 


James  Robinson 

MONTREAL 
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Miner  Rubbers 


Preparedness 

Down  in  Granby  where  Miner  Rubbers  are  manufactured  you 
{  will   find   the    Miner   factory    in    full    preparation    for  1917. 

Prepared  for  the  biggest  year  in  our  history.  Our  experience 
has  been  more  customers  and  larger  sales  each  year  for 
Miner  Rubbers.  In  1917  we  are  prepared  to  handle  your 
rubber  orders  absolutely  on  time  and  give  you  service  dur- 
ing the  year  from  our  distribution  depots  throughout  Canada. 

Miner  means  merit,  and  also  means  Service  ;  the  quickly  fill- 
ing our  customers  sorting  orders. 

Be  prepared  yourselves  and  get  your  orders  in  early. 
Miner  salesmen  will  see  you  soon. 

MINER   RUBBER    COMPANY,  LIMITED 

Granby,  Quebec 


March,  1917 


FOOTWEAR    IN  CANADA 


9 


Buy  Your  Rubbers  Now 

Take  advantage  of  the  opportunity  to  place  your  orders  first  thing  this  season  for 
Independent  Rubbers.  You  not  only  get  the  benefit  of  the  early  placing  prices,  but  are 
assured  of  the  best  styles  and  of  the  best  quality  goods  that  can  be  made  in  this  Quality 
First  factory. 


No.  2358 

Men's  Laceit,  Three-eye,  White  Sole 
and  Foxing 


No.  6148 


Women's  Foothold 


No.  6137 
Women's  Elite  Light  Croquet 


Let  us  impress 
o  u,   that  in 


No.  3124 

Men's  Romeo  Jersey  Storm  Over 


this  upon 
m  a  k  i  n  g 
ndependent  rubbers  the 
idea  is  not  "how  cheap" 
but  ' '  how  good. " 

Our  salesmen  are  now  out 
with  a  complete  range  of 
these  samples.  The  time 
spent  in  looking  them 
over  and  placing  your 
order  will  be  very  much 
worth  your  while. 


No.  3651 


Men's  Plain  Over 


McLaren  &  Dallas 

30  Front  St.  West,  TORONTO 
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Shoes  of  Sound  Sense 

Our  main  object  in  manufacturing  "Doctor's"  and  "Professor"  shoes,  was  to 
embody  proper  antiseptic  healthful  ideas  in  modern  footwear  styles.  We  are  the 
only  makers  supplying  this  advanced  class  of  product.  Your  customers  will  be 
interested  in  these  special  antiseptic  features.  Why  not  put  in  a  stock  this  sea- 
son and  get  your  profits  from  this  waiting  demand? 

Carried  by  most  good  jobbers 

Tebbutt  Shoe  &  Leather  Company,  Limited 

Three  Rivers,  Quebec 


^^a^oll.  miT 
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Sales  are  Plentiful 

And  the  Profits  are  High 


"Paris"  Brand 

Men's  Welts  Women's  McKays 

"Patricia"  Brand 

Women's  High  Grade  Welts  and  Turns 

"Metropolitan"  Brand 

Men's  Welts  Women's  McKays 

Our  footwear  styles  all  have  the  immediate  comfort  that  pleases 
everyone  of  your  customers  and  they  have  the  lasting  styles  to 
keep  your  customers  satisfied.  It  is  no  "happenstance"  that 
produces  shoes  of  this  dependable  good  quality  ;  it  is  the  result 
of  our  years  of  experience  and  also  of  our  unexcelled  facilities  for 
procuring  the  best  of  leathers  from  our  own  tanneries.  Try 
them  for  yourself. 


Daoust^  Lalonde  &  Co.,  Limited 

Montreal 


Branch — The  Metropolitan  Shoe  Co.,  91  St.  Paul  St.  East,  Montreal 
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Our  own  factories  are  now  manu- . 
facturing  the  following  articles: 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 

We  also  handle  other  shoe  supplies 
which  we  can  deliver  very  promptly. 

Prices  quoted  on  demand 

O.  J.  IRUDBAU  (§  Ltd 

Bes-SGT-Bri,  Onlario^t),  Montreal, One. 


m 
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A  Very 
Profitable  Specialty 


A£BO?P£BS'^ 


Patents  Pending 


"AERO-PEDS" 


Sell  Aero-Peds!  Get  your  share  of  the  profits.  It  is  just  a  few  months  past  since  this  little  foot  specialty  sen- 
sation first  made  its  bow  to  the  Canadian  public.  Now  they  are  being  purchased  by  the  hundreds  all  over  the  coun- 
try— and  no  wonder — there  has  been  nothing  like  them  ever  before  produced.    Their  success  was  instantaneous. 


Notice  that  cross  sectional  illustration— it  tells  the 
story.  With  every  step  you  take  "Aero-Peds"  ventilate 
your  feet,  circulating  over  two  cubic  inches  of  pure, 
fresh  air  all  through  your  shoe.  Like  all  really  great 
inventions,  "Aero-Peds"  are'  very  simple  in  construc- 
tion, and  they  last  indefinitely.  They  are  much  superior 
to  outside  rubber  heels.  They  have  no  equal  as  an 
antiseptic,  healthful  addition  to  ordinary  walking  com- 
fort.   Air  circulation  keeps  your  feet  dry  and  warm, 


and  they  will  be  wonderfully  beneficial  in  cases  of  irri- 
tation and  burning.  Our  dealer  arrangements  are  spe- 
cially; attractive.  All  the  Jobbers  can  supply  you,  or  we 
will  be  glad  to  give  you  complete  information  direct. 

Have  your  Jobber's  representative  demonstrate  this 
to  you. 

Made  in  three  sizes  for  men  ancL  three  sizes  for 
women.  $3.50  ner  dozen  pairs.  Retail  at  50  cents  per 
pair. 


Aero  -  Peds  Manufacturing  Company 

30  Adelaide  St.  East  -  -  TORONTO 
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We  Garry  in  Stock 

Ready  for  Immediate  Shipment 

A  Complete  Line 

of 

FELTS 

for 

Every  Shoe  Factory 
Purpose 

Send  for  Samples  and  Prices 

Commonwealth  Felt  Co. 

76-78  Summer  St. 

Boston,  Mass.,  U.S.A. 
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Signs  of  the  Times 


Include  a  generous  range  of  our  footwear  styles  in  your 
plans  for  bigger  business.  They  will  bring  to  your  store 
an  additional  attractiveness  and  appeal  that  will  pay  you 
handsomely  in  dollars,  business  and  prestige.  Wouldn't 
it  be  a  splendid  boost  for  you  to  be  first  to  show  your 
customers  all  the  new  styles?  Wouldn't  it  be  worth  while 
to  be  certain  you  were  up-to-date  in  your  footwear  stock 
all  the  time?  Then  stock  up  with  our  shoes  as  soon  as 
you  can.     It  will  pay  you  in  many  ways. 


DUFRESNE  &  GALIPEAU,  LIMITED 

MONTREAL 


March,  1917 
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The  Breithaupt  Leather  Co.,  Ltd. 

Tanners  of  a  Complete  Line  of 

SOLE  LEATHER 

Study  the  Requirements  of  Each  Shoe  Manufacturer 

and  through  their  Quality  Department  supply  him  with  the  tannage,  selection 
and  weight  of  bottom  stock  best  suited  for  his  special  work,  thus  producing  soles 
of  the  highest  possible  quality  at  the  lowest  possible  cost. 

They  suggest  the  use  of  either  of  the  following  tannages 
in  the  different  lines  of  shoes 


Turns  TRENT  VALLEY  |  q^K 
  ROYAL  ' 


TRENT  VALLEY  ^ 
Fine  Welts   ROYAL  [oAK 
LION  I 


Medium  Priced  Welts— KITCHENER  UNION 
OAK 


OAK 


TRENT  VALLEY^ 


Fine  McKays  ROYAL 
LION 


OAK 


Med.  Priced  fKITCHENER  UNION  OAK 


TRADE.  MARK 
KITCHENER,  ONT. 


KITCHENER 
UNION 


McKays    ^EAGLE  HEMLOCK 


TRENT  VALLEY  ^ 
Stitchdowns   ROYAL,  LION  OAK 
KITCHENER  UNION  J 


'  Standard  Screw    E^^^fl^^^^j  HEMLOCK 
EAGLE  ' 


TRADER  d   ^  %^MARK 


"There  is  Nothing  Like  Leather'* 

THE  BREITHAUPT  LEATHER  CO.,  LIMITED 

Tanneries  at  Kitchener,  Penetang,  Hastings,  Woodstock,  Ontario 

Head  Office         -         -         -         KITCHENER,  CANADA 
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A  very  pleasing  mode 

Quality  always  secures  recognition.    That  has  been 
our  experience  with  these  style  creations. 

D.  and  F.  Footwear  for  men  and  women  has  that  happy 
faculty  of  being  just  right.  See  our  McKay  No.  49 
made  in  Mahogany  bals,  Nubuck  tops  in  Sand  Color 
— 8  inches  high.  This  combination  is  the  most 
popular  for  the  ladies'  shoes,  in  the  New  York  market. 
Our  No.  38  is  our  latest  creation  for  men's  wear. 
Pointed  toes;  Nubuck  tops  in  Sand  Color;  Welts 
These  styles  are  fashioned  on  the  latest  idea  of  New 
York  authorities.  We  advise  an  immediate  order  for 
Easter  and  Summer  business. 


DUPONT    &  FRERE 

301  Aird  Avenne 

MONTREAL 


iiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiyiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiip^ 


March,  l'J17 


FOOTWEAR    IN  CANADA 


21 


Life-Buoy  Footwear 


Life-Buoy  Footwear 


"UFE-BUOY" 

Superior  Quality  Rubbers 

piiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^^ 

I  "Life-Buoy"  Repre-  | 

I  sentatives  will  call  | 

I  on  you  during  March  | 

I  with  a  complete  new  | 

I  range  of  samples,  | 

I  soliciting  your  orders  | 

I  for  this  well-known  | 

I  brand  of  Rubbers  | 

I  for  Fall  delivery.  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

The  Kaufman  Rubber  Co.,  Limited 

Kitchener  -  Ontario 

Branch  Warehouses: 

Vancouver  Edmonton  Saskatoon  Regina  Winnipeg  London  Toronto 

Ottawa         Montreal         Quebec         St.  John         Truro  Charlottetown 
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Steel  Buckles 

Tlie  •■Ultra-Fashionable"  trade  demand  cut  steel 
buckles.  We  have  tlieni  in  stock  from  75c  to  SlO.llO 
per  pair.  The  three  styles  illustrated  are  87^c  per 
pair.     Orders  promptly  filled. 

Laces 

Style  dictates  at  present  high  boots  through  the  Sum- 
mer months,  white  iiredominating.  We  have  a  com- 
plete line  of '"The  Proper  Laces"  for  this  season's 
demand,  in  all  lengths  and  colors.  Cut  illustrated  is 
our  pattern  540,  Fairy  Tip  tubular  lace.  Also  try 
our  patfern  'M,  Fairy  Ti|)  round  lace  These  are  two 
of  our  many  popular  sellers.  Colors— White,  Wine, 
Champagne,  Tan,  Mahogany,  Cordovan  lirown,  Light 
and  Dark  (irey,  Ficldmouse  Crey,  and  Colonial  liulT. 

C.  A.  Browning  Co. 

30  Franklin  St. 

Boston,  Mass.,  U.S.A. 

I'lcasc  mention  this  pa|icr  when  writing. 


Your  Success 

is  Our  Success 


Cote  McKay  Shoes 

The  splendid  success  of  Cote  Mc- 
Kay Shoes  for  men,  youths,  boys 
and  little  gents  has  been  devel- 
oped through  our  appreciation  of 
your  requirements.  Our  product 
has  met  with  ready  demand  and 
appreciation  wherever  presented. 
We  will  continue  this  policy  of 
suiting  the  customer  first  because 
we  find  it  pays.  See  your  jobber 
or  write  us. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe       -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative. 
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H57— All  White  Kid  S'A  inch  Lace 
Boot,  Goodyear  Welt,  M  foxed  pat- 
tern. White  Kid  covered  wood  heel, 
White  Welting,  Extreme  New 
York  City  Last.  AA  to  D.  Price 
$6.00. 

1186— All  White  Sea  Island  (as 
above)  Lace  Boot.  Goodyear  Welt, 
full  foxed  pattern,  covered  wood 
Louis  heel,  plain  toe,  White  Welt- 
ing,. White  Finished  Sole.  AA  to  D. 
Price  $3.86. 

1 

1153— Same  as  IISS.  with  White 
Enamel  Leather  Heel.  AA  to  D. 
Price  $3.60. 


Styles 


Big  Favorites       Priced  Right 

READY  TO  SHIP 

NEVER  have  we  given  our  customers  such  splen- 
did evidence  of  our  buying  power  and  style 
foresight. 

Here  are  the  shoes  that  v^^ill  go  big  in  the  big  cities 
this  Spring  and  Summer — priced  so  reasonably,  (as 
prices  go  nowadays)  that  we  know  they're  going  to 
appeal  to  you. 

If  we  were  not  giving  unbeatable  values  and  service 
we  could  never  have  recorded  such  a  marked  increase 
in  our  busmess  as  came  to  us  last  year. 
Our  trade  find  our  merchandise  what  we  promise  it 
— and  so  will  you,  if  you've  not  yet  experienced 
GINZBERG-GORDON  values. 


1146  —  Genuine  Srhmidt's  Russia 
Calf  S'A  inch  Lace  Boot,  stunning 
English  last,  Goodyear  welt,  l'/2 
inch  college  heel.  AA  to  D  Price 
$4.85. 


803 — Same  style  as  above,  with 
genuine  calf  vamp,  dull  kid  top, 
Goodyear  welt.  AA  to  D.  Price 
$3.50. 


900 — Same  style  as  above,  in  All 
White  Nubuck,  with  white  heel  and 
bottom.     B  to  D.    Price  $4.00. 


3011— Genuine  Jllack  Kid  Turn 
Lace  Boot,  full  foxed  pattern,  '■) 
inches  high,  covered  wood  heel, 
steel  plate.    AA  to  D.    Price  $4.00. 

3010 — Exactly  same  as  above,  with 
leatlier  Louis  heel.  AA  to  D. 
Price  $3.60. 


730 — -Ml  Patent  Kid  Seamless  Op- 
era Pump,  full  breasted.  Louis  cel- 
luloid heel.  French  Louis  XV.  steel 
plate.    .\.\  to  1).    Price  $3.25. 

731  —  Same  as  above,  in   Dull  Kid. 
.\.\  lo  1).    Price  $3.25. 

Received  too  late  for  illustration. 

Stock  No.  100— White  Chronic  Kid  inch  Turn  Lace 
Boot,  17/8  full  Louis  covered  heel,  aluminum  jilate,  whole 
quarter  pattern  plain  toe.    AA  to  D.    Price  $5.50. 


608--llavana  Brown  Kid  Boot,  turn- 
ed sole,  leather  8-inch  Louis  heel. 
.\  to  11.   Price  $3.85. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

TIMS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  d  irectly  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment: — 


3  Split  Bottom  Buffing  Rolls 

3  Flat  X-Ray  Heel  Scouring  Wheels 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work: — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Coi>ugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


3  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  op.erated  independently  by  a  friction  drive  pulley,  so  that  it  is  neces- 
sary to  use  only  those  machines  which  the  operator  may  require.  This  feature  means  a  saving  of 
power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 


Full  information  furnislied  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  179  King  St.  W.,  KITCHENER  28  Demers  Street.  QUEBEC 
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Shoe  men  should 

know  all  about  feet 

Do  YOU? 


That  doesn't  mean  that  you  must  have  a  deep,  technic- 
al knowledge  of  foot  anatomy,  (although  that  would  help)  but 
you  SHOULD  know  foot  construction  in  a  general  way,  and 
understand  how  to  fit  Dr.  Scholl's  Appliances  so  as  to 

Give  Foot  Comfort 

to  your  patrons.  This  is  easily  learned  from  the  booklet — 
"How" — which  we  send  you  free.  The  reputation  for  giving 
Foot  Comfort,  which  spreads  rapidly,  will  enable  you  to 

Sell  More  Shoes 

besides  making  ioo%  profit  on  the  Dr.  Scholl's  Appliances 
you  supply.  This  Service  gives  you  prestige,  and  a  big  lead 
over  your  less  progressive  competitors.    Take  steps  today  to 


tie  up  to 


D^ScholVs 

FootComforf 
Service 

^sJ^'-Men^^Women 


Our  tremendous  advertising  campaign,  which  is  now  in 
progress  in  leading  magazines,  eclipses  anything  in  the 
history  of  shoe  findings  or  of  foot  appliances.  Get  the 
benefit  of  it. 


Write  today  for  booklet  and  complete  information 


THE  SCHOLL  MFG.  COMPANY,  LIMITED 

214  King  St.  East  TORONTO 
Also  at:  CHICAGO  NEW  YORK  LONDON 
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When  the  Dominion  Rubber  System 
salesman  comes  your  way  on  the  Plac- 
ing Order  trip,  you  can  afford  to  anti- 
cipate your  next  season's  Rubber 
Footwear  needs  by  buying  early  and 
liberally. 

Even  the  shrewdest  cannot  foretell 
what  the  market  conditions  may  be 
during  the  coming  months.  That  is 
why  the  '*wide-a-wake"  shoe  dealer 
will  not  hesitate  to  take  advantage  of 
the  present  situation.  Those  who  do 
are  likely  to  fare  better  than  those 
who  wait. 

Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office:         -         -  MONTREAL 

Service  Branches  at  Halifax,  St.  John,  Moncton,  Que- 
bec, Ottawa,  Toronto,  Hamilton,  Brantford,  London, 
Kitchener,  North  Bay,  Fort  William,  Winnipeg,  Bran- 
don, Regina,  Saskatoon,  Calgary,  Edmonton,  Van- 
couver, Victoria. 
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Need  for  Technical 
Training 


It's  human  nature  to  get  .sort  of 
peeved  when  a  person  keeps  harp- 
ing on  one  subject  for  very  long. 
So  it  is  when  we  come  to  talk  in  terms  of  "system," 
"efficiency,"  and  "scientific  fitting/'  We  know  thai 
Bill  Jones  says  there  is  considerable  "fish"  in  "efficien- 
cy," and  that  his  "system"  is  all  wrong,  and  so  on,  but 
he  can't  very  well  juggle  with  that  "scientific  fitting" 
business  and  have  it  come  out  with  any  other  meaning 
than  just  what  it  is.  Of  course,  if  you  haven't  any 
weak  spots  coming  under  the  definition  of  these  terms 
that  are  likely  to  be  irritated,  a  few  salty  remarks  from 
time  to  time  won't  do  you  any  harm,  which  is  just 
another  way  of  saying  "If  the  shoe  don't  fit,  don't  wear 
it." 

However,  getting  down  to  brass  tacks  and  iron 
nails,  the  cause  of  this  present  little  preachment  is  a 
conversation  we  recently  had  witli  a  shoe  man  of 
many  years'  experience.  Tie  is  a  thorough  shoe  man, 
a  technical  college  graduate,  with  a  knowledge  of  feet 
and  footwear  to  the  smallest  detail ;  he  is  a  slioemakcr. 


also,  as  well-  as  a  retailer.  Therefore,  it  is  reasonable 
to  place  on  his  remarks  a  little  higher  than  average 
value. 

The  particular  subject  in  which  he  is  vitally  inter- 
ested is  "scientific  fitting,"  and  he  gave  it  to  us  as  his 
profound  belief  that  thousands  of  dollars  are  lost 
annually  to  stores  and  by  customers  because  salesmen 
do  not  know,  and  will  not  learn,  how  to  fit  feet  pro- 
perly. He  sees  in  the  footwear  business  a  profession 
just  as  honorable  and  important  as  that  of  the  medical 
doctor,  the  optician,  or  dentist,  and  vastly  more  so  than 
any  other  line  of  wearing  apparel.  Buying  footwear 
is,  he  believes,  not  merely  a  matter  of  price,  but  of  the 
people  securing  what  they  want,  when  they  want  it, 
and  to  fit  them  properly.  There  would  be  plenty  of 
room  for  salesmen  with  technical  skill  and'  knowledge 
of  shoe  fitting.  The  trouble  with  the  average  salesman 
is  that  he  thinks  he  knows  it  all  after  a  few  months  on 
the  floor. 

Another  side  of  the  question,  also,  this  retailer  be- 
lieved, was  the  damage  done  to  shoes  because  clerks 
did  not  know  how  to  handle  them.  They  would  take 
a  high-priced  shoe  and  bend  the  sole  double,  to  show 
the  customer  how  "nicely  flexible"  it  was.  They  would 
so  carelessly  use  the  button-hook  that  buttons  would 
be  ripped  ofif  and  the  holes  damaged.  He  had  seen 
several  clerks  deliberately  place  these  damaged  shoes 
back  in  stock,  in  the  hope  that  they  would  not  be  dis- 
covered. Also  many  thousands  of  dollars  were  lost 
because  customers  were  sold  shoes  that  did  not  fit 
them,  and  consequently  got  poor  service  out  of  them. 
The  merchant,  in  turn,  lost  the  patronage  of  these  cus- 
tomers through  ibad  salesmanship. 

The  proper  remedy  for  these  difficulties,  he  thought, 
would  be  to  have  a  special  training  course  for  sales- 
men, who  would  then  be  graduates  in  their  profession 
of  shoe  fitting,  commanding  better  salaries,  taking  jus- 
tifiable pride  in  their  work  and  contributing  to  the 
greater  comfort  of  their  fellow-beings. 


Unthinlcing  Sales 
People 


We  were  recently  treated  to  a 
laughable  travesty  on  the  art  of 
salesmanship,  as  seen  by  the  aver- 
age shoe  salesman.  The  retailer  who  put  on  this  little 
performance  for  our  benefit  might  not  like  his  name 
mentioned,  so  we  will  keep  it  quiet.  First  of  all,  we 
were  shown  the  imaginary  customer  entering  the  store 
and  being  met  by  a  bowing  and  smirking  clerk,  who 
escorted  her  to  a  seat  with  a  flourish  that  would  have 
put  a  knight  of  the  olden  days  to  shame.  Theji  he 
enquired  if  "it  was  something  in  shoes  she  wished?" 
(Perhaps  it  had  occurred  to  him  that  the  lady  imagined 
herself  in  a  fruit  store  and  wanted  a  dozen  lemons.) 
However,  as  the  thoroughly-awed  customer  could  only 
murmur  "yes,"  this  type  of  clerk  would  proceed  to  the 
shelves  and  \)kk  out  his  favorite  style  for  presentation, 
"'i'his  is  our  very  latest."  he  would  say.  holding  the 
shoe  up  in  much  the  same  manner  as  a  newlvrengaged 
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Are  We  Downhearted  ? 

Canada's  trade  for  the  month  of  January,  ac- 
cording to  a  return  issued  recently,  increased  by 
$38,000,000  over  January  last  year.  Total  trade 
for  the  month  was  $177,946,907.  Total  trade  for 
the  ten  months  of  the  fiscal  year  amounted  to 
$1,878,284,697,  an  upshoot  of  approximately  $718,- 
000,000  over  the  corresponding  period  of  1915-16. 

January  imports  totalled  $72,323,074;  increase, 
$22,000,000.  Ten  months'  imports,  $674,964,548; 
increase,  $280,000,000. 

January  exports,  $99,106,259;  increase,  $16,000,- 
000.  Ten  months'  exports,  $1,203,320,149;  in- 
crease, over  $437,000,000. 


girl  will  hold  her  diamond  ring  to  the  sunlight  to  see  il 
sparkle,  and  brushing  off  imaginary  specks  of  dust. 
"The  latest  color,  newest  last,  reversible  button-holes, 
three-speed  soles,  etc.,  etc. — absolutely  the  last  word. 
This  is  the  style  that  is  making  the  tremendous  hit 
with  society  women  and  factory  girls." 

Finally,  said  the  retailer,  this  type  of  salesman 
might  ease  up  sufficiently  to  allow  the  woman  to  tell 
him  that  it  is  a  nice,  sensible,  low-heeled  walking  boot 
that  she  wishes,  and  is  not  the  slightest  bit  interested 
in  the  "millinery"  he  is  showing  her. 

Now,  he  went  on  to  say,  the  way  I  approach  a  cus- 
tomer is  to  say  to  her  quietly :  "What  kind  of  a  shoe  do 
you  wish?  Something  fancy  or  just  a  nice,  comfort- 
able shoe?  Do  you  like  a  high  heel  or  low,  or  any  par- 
ticular leather  you  like?"  Nine  times  out  of  ten,  he 
remarked,  I  can  suit  a  woman  with  the  first  one  or  two 
pairs  shown.  A  woman  entered  his  store  not  so  long- 
ago  and  purchased  the  first  pair  she  tried  on.  "Why  is 
it,"  she  asked  him,  "that  I  can  come  in  to  you  and  pur- 
chase a  pair  of  shoes  so  easily,  when  I  have  almost 
worn  out  my  stockings  in  other  stores  without  finding 
a  pair  to  suit  me?"  It  developed  that  the  clerks  would 
not  take  the  time  or  pains  to  find  out  what  the  womai! 
wanted,  'but  tried  to  force  on  her  something  they 
thought  she  ought  to  have,  which  is  a  common  mistake 
made  by  salesmen  in  almost  every  line.  If  the  confi- 
dence of  the  prospective  purchaser  is  gained  by  quietly 
finding  out  just  what  is  wanted,  and  the  retailer,  or 
clerk,  has  an  accurate  knowledge  of  his  stock  and 
knows  the  proper  size  to  fit  the  case  in  hand,  the  diffi- 
culties of  salesmanship  are  .reduced  to  a  minimum. 
Salesmen  of  the  lyi)e  described  by  this  retailer  have 
cost  their  firms  a  good  many  sales  and  lost  customers. 
*       *  * 

W  e  have  never,  and  never  will  be, 
These  Little  Things    .^,,]^.      ^^.^  ourselves  as  others  sec 
TrAvel 

us,  ,'111(1  i)erha|)s  it  is  just  as  well, 
for  many  of  us  would  suH'er  (lisap])ointment  and  live 
the  rest  of  their  days  in  the  linn  belief  t-hat  somebody 
made  a  mistake.    Ilowever,  whenever  we  hear  of  a  re- 


tailer who  treats  a  customer  in  a  manner  that  he  him- 
self would  not  like  to  be  treated,  we  think  it  is  a  good 
plan  to  set  the  mistake  down  in  black  and  white,  so 
that,  if  it  ever  reaches  his  eye,  he  can  avoid  a  repeti- 
tion. ^  Here's  the  case  in  question,  as  related  to  us  a 
few  days  ago:  A  lady  entered  a. shoe  store  for  a  j^air  of 
"cosy"  slippers  and  specified  they  were  to  be  "old  rtxse" 
color.  Tihe  retailer  produced  a  pair  of  purple  and  a 
l)air  of  red  ccjlors.  The  customer  pointed  out  to  the 
retailer  that  "red"  was  not  "old  rose,"  whereujjon  he 
shrugged  his  shoulders  indifferently  and  told  her,  "Just 
as  you  like,"  commencing  to  put  the  sli])pers  back  in 
stock  and  leaving  the  customer  to  walk  out. 

Now,  that  retailer  may  not  think  that  he  lost  very 
much  in  the  sale  of  one  pair  of  slijipers,  but  the  woman 
ha])pens  to  be  a  resident  in  his  particular  district,  and 
is  telling  all  of  her  friends  of  the  discourteous  treat- 
ment she  received.  Now,  if  those  particular  slippers 
are  not  made  in  "old  rose"  color  he  could  have  ex- 
])lained  it  to  the  customer  in  a  nice  way  and  possibly 
sold  her  a  pair  of  slippers  of  some  kind  ;  but,  instead, 
he  ]jractically  insulted  the  woman,  who  will  never  re- 
turn to  him,  and  will  tell  her  friends  on  every  occasion 
of  the  treatment  accorded  her. 


Advertising  can  only  be  as  honest  as  the  man 
who  signs  his  name  to  it,  and  a  store  can  be  no 
more  honest  than  its  advertising. 


Interior  of  the  store  of  Mr.  Joscpfi  Patterson,  St.  Marys,  Ont.  — Well 
lighted,  orderly  and  comfortable. 
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A  Look  Ahead 

to  Easter  Week 

Time  to  start  planning  the  Easter  Cam- 
paign—Be prepared  for  this  great  selling 
event — Easter  Sunday  comes  on  April  8th. 


Now,  the  next  bi^'  thing  is  the  Easter  campaign. 
Let  us  sit  down  and  talk  it  over  for  a  few  min- 
utes.   Let  us  formulate  our  ideas  so  that  we 
may  reap  our  just  shore  of  the  Easter  dollars. 
New  shoes  for  Easter?   Absolutely,  yes  ! 
Once  and  for  all  let  us  realize  how  greatly  times 
have  changed.   A  few  years  ago  a  woman  thought  first 
of  her  hat  and  next  of  her  dress.    She  forgot  about  her 
shoes  chiefly  because  they  didn't  show,  anyway.  The 
young  man  thought  of  his  waistcoat  and  his  ties.  But 
to-day  it  is  all  different,  and  because  the  change  has 
come  so  rapidly  many  of  us  fail  to  recognize  its  sig- 
nificance.   IMetaphorically  and  in  actual  fact  we  have 
gone  to  the  other  extreme,  so  that  to-day  our  footwear 
is  receiving  more  atten- 
tion than  our  headgear.   

And,  mind  you,  this 
does  not  mean  that  we  are 
all  giving  our  footwear 
more  attention.  Our  shoes, 
in  general,  have  better 
style  and  are  kept  in  bet- 
ter repair.  Therefore, 
since  Easter  is  the  time  of 
the  year  when  our  spring- 
fancies  lightly  turn  to 
thoughts  of  "re-decora- 
tion," and  since  we,  as 
shoe  retailers,  have  at  our 
disposal  at  the  present  day 
io  much  that  is  decorative, 
at  the  same  time  that  it  is 
utilitarian,  would  it  not  be 
un-wisdom  on  our  part  to 
fail  to  take  advantage  of 
the  opportunities  that  of- 
fer? We  believe  shoe  men 
have  a  splendid  chance 
this  Easter  to  raise  the 
standard  of  our  l:)usiness 

another  step,  by  impressing  upon  the  pul^lic,  through 
publicity  of  one  kind  or  another,  the  prominence  that 
now  attaches  to  foot  clothing  in  general  and  the  high 
degree  of  preparedness  that  has  been  reached  ])y  our 
manufacturers  to  meet  the  changed  conditions. 

Some  of  you  may  say  that  you  are  out  of  the  beaten 
path  for  Easter  footwear,  but  bear  in  mind  that  there 
are  just  as  many  possibilities  for  Easter  selling"  in 
plain,  staple  styles  as  there  are  in  the  no\elty  styles. 
The  point  is  that  footwear  is  now,  with  everybody,  a 
prominent  article  of  dress.  There  are  many  ])eople,  of 
course,  wiho  must  purchase  their  footwear  from  the 


Easter  Morning 


said 


standpoint  of  durability  as  well  as  aj^pearance,  but 
that  does  not  deter  them  from  having  new  footwear 
for  Easter  any  more  than  it  does  the  person  who  de- 
sires something  fancy.  Every  retailer,  whether  he  is 
in  the  busy  down-town  section  or  on  the  outskirts,  has 
an  equal  chance  for  Easter  business,  if  he  will  only  get 
after  it. 

To  sell  Easter  shoes  successfully  you've  got  to  act 
the  art  and  look  the  part.  Demonstrate  to  the  public 
by  the  appearance  of  your  store,  your  windows,  your 
stock,  and  the  attitude  of  your  salespeople,  that  your 
store  is  alive  and  that  you  are  making  a  strong  bid  for 
their  Easter  footwear  business. 

Some  merchants  are  content  to  have  their  stores 

look  just  the  same  at 
Easter  time  as  they  have 
all  winter  long.  Then  they 
complain  that  Easter  busi- 
ness is  dull.  Usually  it  is 
the  store  and  the  policy  of 
management  that  is  dull^ 
not  l)usiness.  Let  us  not 
forget  that  with  the  in- 
creased price  of  shoes  cus- 
tomers feel  more  indepen- 
dent. A  ten-dollar  pur- 
chaser, now  common 
enough,  was  a  three  or 
four-dollar  customer  five 
years  ago.  The  change, 
however,  also  means  that 
this  customer  now  feels 
she  is  worth  catering  to. 
If  you  want  her  trade  you 
must  show  her  so. 

Tihere  are  several  differ- 
ent ways  in  which  the  re- 

  tailer  can  act  to  increase 

his  Easter  l)usiness.  The 
two  most  important  are 
window  displays  and  newspaper  advertising.  Some- 
thing different,  unusual,  and  original  in  the  window 
decoration  should  be  aimed  at.  Startle  the  public. 
Give  them  Easter  trims  that  will  be  the  talk  of  the 
~  town.  Use  nifty,  up-to-date  cards  with  catchy  sayings. 
Attractive  designs  can  be  arranged  picturing  eggs 
with  styles  breaking  through  and  some  such  -wording 
as  "Newly  Hatched  Styles."  "Just  Out."  and  so  on. 
Eggs,  rabbits  and  lilies  are  all  appropriate  for  Easter 
decorating — play  them  up  as  strong  as  you  can. 

In  newspaper  advertising  empliasize  the  fact  that 
"It's  Easter,"  and  that  this  year  more  than  ever,  good 


(With  apologries  to  Kipling) 

'What  are  the  church  bells  ringing  for?" 

Styles-on-Parade. 
'To  turn  you  out,  to  turn  you  out!"  the  Shoe  Re- 
tailer said. 

'What  makes  me  look  so  white,  so  white?"  said 

Styles-on-Parade. 
'You're  new,  you're  chic,  you're  what  they  want," 
the  Shoe  Retailer  said. 

"For  they're  wearing  many  colors,  you  can 

see  them  all  to-day; 
There's  some  in  brown,  and  some  in  black, 

blue,  green  and  ivory-grey. 
They've  got  their  Easter  outfits,  an'  Spring 

is  here  to  stay, 
An',  say,  there's  classy  footwear  here  this 
mornin'." 
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Fij?.  1— Suggestion  for  Window  Card. 


shoes  must  be  worn.  Some  such  headin,t(  could  be 
used  as:  "In  This  Year's  Easter  Parade  Footwear  Will 
Be  Conspicuous."  A  little  reading-  matter  could  be 
used  stating;  more  fully  the  reasons  why  footwear  will 
occupy  such  a  prominent  position  in  the  Easter  attire. 
Surely  everybody  knows  the  reason,  but,  as  mentioned 
before,  don't  be  over-confident  and  imagine  that  the 
people  are  going  to  buy  their  .'vhoes  without  a  little  per- 
sonal persuasion.    Cuts  of  good  styles  can  be  used  in 


be  satisfied  in  every  way  if  you  buy  your  Easter  foot- 
wear early."  Don't  be  afraid  to  talk  this  "early  buy- 
ing" point  too  strongly.  Many  merchants  cannot  find 
enough  salespeople  to  take  care  of  ,their  trade  during 
the  last  two  or  three  days,  so  try  and' educate  the  late 
])uyers  to  "shop  early." 

Good  advertising-  can  be  had  by  using  neat  little 


Fig.  2 -Window  Card. 

this  advertising,  and  a  cut  of  a  lily,  a  bunny,  or  eggs — 
something  that  lends  force  to  the  Easter  idea. 

It  is  wise  to  suggest  early  buying  just  as  strongly 
as  at  Christmas  time.  The  arguments  in  favor  are 
"Bigger  Selection,"  "Better  Service,"  and  "More  Satis- 
faction." A  little  reading  matter  could  be  used,  such 
as  the  following:  "Our  stocks  of  spring  footwear  for 
Easter  arc  now  complete.    There  is  nothing  to  be 


Fig.  3— Window  Card. 

gained  by  delaying.  In  fact,  it  will  be  to  your  advan- 
tage to  l)uy  now.  Our  stocks  are  fresh  and  clean; 
newly  arrived.  Our  salesmen  are  not  as  busy  now  as 
they  will  be  later  (lu  ;  therefore,  they  can  gjve  you  more 
attention  in  fitting  our  wide  range  of  styles.    You  will 


•^ig.  4  -Could  be  used  on  circulars  or  for  show  card. 

booklets,  printed  on  good  pajier,  and  containing  illus- 
trations of  a  few  good  styles,  with  some  snappy  read- 
ing matter.  'J'his,  accompanied  by  a  personal  letter  to 
a  selected  mailing  list,  often  is  very  fruitful. 

Circulars  could  also  be  utilized,  distributed  from 


CJOTWEAR  FOR  EASTER 


Select  your 
Shoe 

Requirements 
Early 


THIS  year  offers  a  style  promin- 
ence in  Footwear  never  before 
equalled.  We  are  ready  with  a  com- 
plete range  of  Spring  shoes  in  all 
styles — you'll  like  them. 


(Store  name  here) 


llllllllllllllllllllllllllllllllllllllllllllllllllll 
Fig.  ."i—An  Advertising  Suggestion. 
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house  to  liouse  in  the  vicinity  of  the  store  ;  but,  ai)ove 
all,  pay  particular  attention  to  the  window  displays  and 
newspaper  advertising. 

Easter  preparations  cannot  be  carried  out  in  a  rush. 
Get  busy  now.  Compile  your  mailing  lists  if  you're 
going  to  send  circulars ;  decide  on  the  size  and  wording 
for  your  newspaper  advertisements  and  make  rough 
layouts  for  them.    Plan  your  windows  and  get  your 


show-cards  under  way.  Arrange  for  your  printed  cir- 
culars or  foldei's  so  that  they  can  be  sent  out  in  plenty 
of  time.  Watch  your  advertising  yourself,  so  that 
errors  do  not  creep  in. 

Start  now  to  prepare  for  Easter  business  ;  give  it  the 
time  and  thought  to  which  it  is  entitled,  and  you  will 
reap  the  harvest  of  increased  trade  and  freedom  from 
worry  in  the  last  days  befojx  Easter  Sunday. 


The  Problem  of  Merchandising  Children's  Shoes 

Sales  Force  Must  Use  Intelligence— Strengthen  Stocks  with  Certain  Types  of 

Shoes— Fibre  Sole  Recommended 


By  H.  B.  Scales* 


A 


S  every  shoe  buyer  knows,  the 
advance  in  price  on  children's 
shoes  is  and  will  be  much 
higher  in  percentage  than  on 
men's  and  women's  shoes.  This  fact 
adds  to  the  general  problem  of  high 
prices  of  our  stock,  because  children 
wear  out  shoes  so  c|uickly  and  out- 
grow them  so  quickly,  the  fact  that 
children's  shoes  are  -high  priced  will 
be  constantly  brought  before  the  con- 
sumers and  will  undoubtedly  be  a  source  of  irrita- 
tion to  them. 

It  is  my  belief  that  we  should  recognize  these  facts 
fully,  and  do  all  in  our  power  to  make  the  burden  of 
father  and  mother  as  easy  as  possible  on  the  buying 
of  children's  shoes. 

By  that  I  mean  that  we  should  take  two  important 
steps  at  the  present  time : 

1.  To  strengthen  our  stocks  with  certain  types  of 
shoes,  perhaps  not  as  well  finished  as  those  we  sell 
in  higher  grades,  and  possibly  a  little  more  crude  in 
style,  but  which  will  give  good  wear  and  fit  well. 

2.  We  should  begin  at  once  to  train  our  sales  force 
to  sell  children's  shoes  intelligently  and  with  a  sell- 
ing talk  which  will  tend  to  convince  customers  that 
we  are  working  in  their  interests. 

I,  personally,  am  continuing  to  carry  all  of  my 
staple  lines  with  the  same  degree  of  ciuality  that  we 
have  always  sold,  and  we  are  asking  a  fair  price  for 
them,  that  is  a  price  that  will  give  us  a  fair  profit. 
However,  in  this  connection  I  hold  to  the  further 
belief  that  shoe  dealers  can  afford  to  make  an  invest- 
ment of  selling  certain  types  of  children's  shoes  at  a 
closer  margin  of  profit  than  usual. 

Let  Us  Maintain  Quality 

In  visiting  around  the  country  I  have  become  very 
much  impressed  in  the  last  two  months  with  the  fact 
that  the  public  are  going  to  be  offered  and  will  buy 
thousands  of  pairs  of  very  inferior  shoes.  This  will 
inevitably  have  the  result  that  trade  will  shift  from 
one  store  to  another,  and  it  is  my  belief  that  the  re- 
tailers who  guard  most  carefully  the  question  of  qual- 
ity and  who  sell  their  best  grades  at  a  fair  price,  who 
are  willing  and  far-seeing  enough  to  sell  some  shoes 
at  a  low  profit,  and  who  are  wise  enough  to  give  in- 
telligent thought  to  the  construction  of  certa'in  types 
of  shoes  to  be  marketed  at  low  prices,  but  which  will 
first  of  all  fit  well  and  finally  Avear  well — those  mer- 
chants who  will  follow  this  line  will  come  out  of  this 
scrape  much  stronger  with  their  trade  than  will  those 


merchants  who  attempt  to  market  shoes  of  inferior 
c|uality  in  order  to  hold  retail  prices  down. 

To  define,  in  our  business  we  are  developing  a 
great  number  of  lines  of  shoes  made  out  of  tan  and 
black  side  leather  of  a  plump  weight,  which  we  know 
will  wear  well,  and  are  having  them  made  up  in  both 
welts  and  stitchdowns  Vv'ith  a  fibre  sole,  felt  boxes, 
and  are  selling  these  shoes  at  what  used  to  be  our 
regular  prices  for  our  best  shoes. 

Consider  the  Consumer 

It  is  necessary  to  educate  your  sales  force  for  the 
reason  that  we  first  have  to  sell  our  shoes  to  our  sales 
force  before  we  sell  them  to  the  consumer,  and  the 
man  who  is  wise  enough  to  realize  this  fact  and  who 
will  sacrifice  the  time  necessary  for  this  educational 


We 

SHOES    for  Children.. 
J.  M.  Patterson  &  Co. 


'  At  Convention  of  Pennsylvania  Shoe  Retailers. 
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work,  will  be  repaid  well  for  the  investment  in  time. 

I  believe  further  that  the  time  is  here  when  think- 
ing retailers  must  stoj)  and  consider  the  high  cost  of 
living  as  affecting -the  consumers'  total  budget,  rather 
than  to  accept  the  attitude  that  merely  because  times 
are  good — "Let's  get  all  we  can  out  of  the  public." 
It  is  with  this  thought  in  mind  that  I  have  sent  to 
your  secretary  a  few  folders  which  we  are  putting 
out  with  every  pair  of  shoes  we  sell  and  with  every 
bundle  that  leaves  our  store,  and  which  we  intend 
to  do,  but  modified  from  time  to  time  as  it  becomes 
necessary.  Our  second  edition  is  already  on  the  way 
with  modifications  made  necessary  by  the  first  few 
weeks  of  trial.  We  advise  customers  what  to  buy  to 
save  money.    I  know  that  there  can  be  a  division  of 


Window  Card  or  Newspaper  Adv.  Suggestion  in  Children's  Shoes. 

opinion  among  you  gentlemen  as  to  the  wisdom  of 
this  course.  Some  may  argue  that  a  campaign  of  this 
kind  would  tend  to  decrease  the  sale  of  novelties  and 
of  higli  priced  shoes.  My  answer  is  that  I  believe 
legitimate  and  recognized  dealers,  through  the  policy 
of  Golden  Rule  selling,  can  entrench  themselves  dur- 
ing this  ])eriod  of  high  prices,  which  will  reflect  in 
their  business  in  the  year*  to  come,  by  securing  a 
loyalty  in  their  customers  that  will  make  for  solid 
growth  in  their  business. 

Personal  Contact  With  Customer 

My  further  answer  is  that  any  witfeawake  mer- 
chant, if  he  is  on  the  job,  must  be  aware  through  per- 


sonal contact  with  customers  that  they  are  fully  awake 
to  the  high  prices  of  shoes,  and  that  there  is  a  large 
percentage  of  people  who  have  left  their  regular  trad- 
ing place  because  they  believed  that  their  particular 
dealer  was  laying  it  on  too  thick.  1  see  evidences  of 
it  daily  in  my  own  business  and  among  my  own  circle 
of  acquaintances,  and  as  a  concrete  illustration  I  be- 
lieve it  is  much  better  to  advise  a  woman,  who  wants 
a  white  shoe  for  a  child,  of  the  sterling  qualities  of  a 
white  canvas  boot,  at  the  same  time  showing  her  a 
buckskin  and  letting  her  choose  between  them,  with 
the  big  difference  in  price.  I  believe  it  is  better  busi- 
ness to  force  the  sale  on  canvas  shoes  and  have  satis- 
fied customers,  than  have  a  small  or  large  percentage 
buying  buckskin  shoes,  and  possibly  by  the  tinle  they 
need  their  next  pair  decide  to  go  to  a  store  where 
they  sell  shoes  cheaper. 

Fibre  Soles  for  Children 

1  believe  that  the  time  has  come  when  we  should 
make  fibre  soles  a  feature  on  our  children's  shoes. 
1  believe  that  we  should  advocate  the  use  of  play 
shoes  made  from  side  leather  with  fibre  soles  and 
advocate  the  wear  of  such  shoes  for  play  or  school 
wear  and  at  the  same  time  urge  customers  to  buy 
lighter  shoes  for. dress  wear  only. 

Summing  up  all  I  have  said  in  the  foregoing  means 
one  thing.  Every  retailer  should  strive  to  sell  chil- 
dren's shoes  more  intelligently  than  ever  to  impress 
upon  his  customers  that  he  is  working  in  their  inter- 
ests. That  he  make  intelligent  effort  to  conserve  the 
quality  of  his  footwear  both  at  high  and  low  prices, 
and  point  out  frankly  and  squarely  the  difference  be- 
tween high  and  low  priced  shoes,  and  bend  every 
energy  that  you  possess  to  sell  as  many  or  more  shoes 
this  year  than  you  ever  did  before,  and  think  of  the 
years  to  come  no  less  than  the  present  year  or  season. 


Number  the  Styles  in  the  Window 

It  often  happens  that  customers  will  ask  to  see  a 
certain  shoe  in  the  window  and,  knowing  very  little 
of  the  trade  term  or  style,  Avill  have  to  accompany 
the  clerk  to  the  front  and  point  it  out.  The  idea  used 
by  some  retailers,  while  not  altogether  new,  is  to 
number  each  shoe  in  the  window  and  have  prominent 
cards  stating,  "Ask  for  this  shoe  by  No.  619,"  or  what- 
ever the  number  may  be.  Besides  wasting  time  going 
to  and  from  the  middle  or  rear  of  the  store  out  to 
the  front,  it  looks  bad  to  see  clerks  and  customers  go- 
ing out  on  the  sidewalk  to  select  something  from  the 
window  display;  neither  does  the  customer  like  it. 


Canadian  women  now  show  by  purchase 
and  compliment  a  real  appreciation  of  style 
in  footwear.  They  are  ready  and  eager  to 
buy  perfectly  fitted,  good  wearing,  stylish 
shoes,  and  will  pay  a  fair  price.  Easter 
Sunday,  April  8,  should  prove  to  be  the 
greatest  Footwear  Day  in  the  history  of 
the  trade.  Are  you  prepared  to  serve  and 
profit? 


Our  Children's  Shoes 

are  unequalled 

Blucher's  Shoe  Store 
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Splendid  Example  of  Modern  Store  Front 


The  reproduction  herewith  is  of  the  Owens-Ehnes 
store,  Toronto,  which  was  described  recently  by  a  New 
York  wholesale  shoe  man  as  "prettier  than  anything  on 
Fifth  Avenue,  New  York  Cit}'."'  It  is,  without  doubt, 
one  of  the  best  and  most  effective  shoe  store  windows 
on  Yonge  Street,  Toronto.  The  width  is  approximately 
22  feet,  and  the  space  has  been  made  use  of  so  that  the 
ultimate  advantage  is  obtained  from  the  point  of  view 


Handsome  front  of  Owens  Elmes,  Ltd  ,  Toronto. 

of  display.  Statuary  bronze  .copper  has  been  used 
throughout  for  the  outside  covering  of  the  bulkheads ; 
sash  for  glass  and  all  mouldings.  It  will  be  seen  that 
all  vertical  and  horizontal  lines  have  been  reduced  to  a 
minimum,  and  there  is  as  little  as  possible  of  the  win- 
dow itself  left  to  o'btrude  on  the  public  eye  or  in  any 
way  detract  from  the  value  of  the  show  window,  the 
purpose  of  which  is,  first,  last,  and  all  the  time,  to  sell 
goods  for  the  owner  of  the  store. 

Owens-Elmes,  Limited,  state  they  are  more  than 
satisfied  with  the  window  and  what  is  has  done  for 
them.  They  have  not  been  troubled  all  winter  with 
windows  frosting  in  any  way,  and,  in  addition,  the 
window  is  also  dust-'proof.  Inside  the  window  the 
color  scheme  is  in  harmony  with  the  goods  to  be  dis- 
played. The  floor  of  the  window  is  quarter-cut  oak, 
with  a  mahogany  strip  defining  the  outline,  and  the 
backing  is  quarter-cut  oak,  finished  in  a  PTench  grey 
shade.  Everything  is  designed  to  show  the  goods  in 
the  most  attractive  way. 

While  many  people  consider  this  location  the  wrong 
side  of  Yonge  Street,  the  company  are  not  in  the  least 
dissatisfied  in  this  respect.  The  public,  as  a  result  of 
their  effective  window  display,  get  inside  the  store,  as 
is  evidenced  any  hour  of  the  day  by  anyone  visiting  the 
store.   When  this  happens  a  window  is  doing  the  work 


for  which  it  was  intended,  and  more  than  justifying"  its 
cost.  A  storekeeper  depends  on  his  window  display 
quite  for  75  per  cent,  of  his  sales.  It  is,  as  a  matter  of 
fact,  a  form  of  advertising-  which  gives  large  returns. 
One  cannot  expect  to  make  sales  from  a  window  where 
one's  goods  are  not  shown  to  their  best  advantage.  The 
window  was  installed  by  the  Kawneer  Manufacturing 
Company,  who  have  installed  somewhere  between  fifty 
and  sixty  thousand  during  the  last  seven  or  eight  years. 
All  the  jjenefit  of  this  ex])erience  is  at  the  disposal  of 
anyone  buying  a  front,  and  they  calculate  that  if,  with 
all  of  this  back  of  them,  they  cannot  show  a  storekeeper 
how  he  can  increase  his  sales  with  on'e  of  their  modern 
fronts  they  should  go  out  of  business. 

Kawneer  construction  is  not  unknown  to  our  read- 
ers, but  for  the  benefit  of  those  who  do  not  know  it,  we 
may  describe  it  briefly  as  follows :  All  members  are 
made  from  solid  cold  drawn  copper.  This  ensures  ab- 
solutely true  and  stright  lines,  with  good,  sharp,  well- 
defined  edges.  The  plate  glass  in  the  show  window  is 
carried  in  sash,  with  a  patent  ventilating  slide  all 
around  the  glass,  so  that  in  winter  weather  a  cold 
stream  of  air  is  constantly  moving  over  the  inside  face 
of  the  glass.  This  in  a  large  measure  prevents  frost- 
ing, so  that  a  Kawneer  store  front  owner  has  his  win- 
dow workin^g  for  him  all  of  the  time.  The  upkeep  is 
nil.  It  requires  no  painting  or  fixing  to  keep  it  looking 
fresh,  and  while  the  initial  cost  may  be  greater  than 
the  cost  of  a  wooden  front,  in  the  end  money  is  saved, 
fhe  point  to  remember,  however,  is  not  the  saving, 
but  the  extra  sales  one  is  able  to  make.  A  good  front 
is  a  money-maker  and  a  sound  investment. 


New  lonft  vamp  recede  last  with  12  8  heel,  designed  by 
Ames-Holden-McCready  to  meet  demand  for  a  smart 
women's  street  boot  with  medium  low  heel. 
Made  in  Gun  Metal  and  tan  leathers  and  in 
various  combinations  of  leather  vamp 
and  cloth  tops. 
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The  truth  is  that  in  all  these  things  individual 
greed  and  selfishness  obscure  the  issue.  'War 
brings  with  it  the  peculiar  phenomenon  of  w.ar 
prosperity.  This,  economically,  is  one  of  the 
most  distressing  things  conceivable.  Here  is  the 
interpretation  of  it:  It  is  as  if  an  industrious  farm- 
er and  his  family  had  worked  hard  for  a  genera- 
tion and  amassed  flocks  and  herds,  barns  and 
buildings,  and  good  stores  of  provisions  and 
grain;  then,  in  a  moment  of  insanity,  had  set  to 
work  to  burn  the  buildings,  a"nd  in  the  warm  light 
of  the  flames,  kill  and  devour  the  animals,  and 
g'orge  themselves  with  the  grain  and  fodder, 
throwing  the  rest  away.  In  this  mad  orgy  one 
son  of  the  family,  more  idiotic  even  than  the  rest, 
rubs  his  silly  hands  before  the  burning  home,  and 
leers:  "Father,  it  is  warmer  here  and  nicer,  and 
there  is  more  to  eat  than  in  the  old  days,  when 
we  worked  hard  and  had  but  little  food.  Father, 
we  are  prosperous.  We  have  done  a  good  thing." 
Then  presently  the  fire  burns  down  into  ashes  and 
the  night  comes  and  the  dark.  And  where  the 
grain  once  stood  and  the  meadows  smiled  in  the 
sun  the  wolves  shall  howl  again  in  the  gloom  of 
the  forest.  And  where  the  homestead  was  there 
will  be  graves.    Such  is  the  interpretation  of  war. 

The  farmer  and  the  family  are  the  nation,  and 
the  idiotic  son  laughing  beside  the  fire  is  the  war 
theorist  talking  of  the  boom  of  trade. 

Patriotic  Hypocrisy 

But  people  either  do  not,  or  will  not,  know 
this.  They  still  want  their  industry  and  its  in- 
flated gains,  and  was  prosperity  with  the  flush  on 
its  hectic  face,  and  war  pleasure  with  its  strident 
laugh,  dancing  away  the  midnight  hours.  In  and 
through  it  all  moves  smug  hypocrisy,  suggesting 
the  little  words  and  phrases  that  are  to  salve  the 
soul;  teaching  the  manufacturer  to  call  himself  a 
patriot  as  he  pockets  his  private  gains,  and  to 
shout  for  trade,  more  trade,  that  he  may  cram  his 
pockets  the  fuller;  teaching  the  farmer  that  his 
own  fat,  easy  industry  is  war  itself,  and  that  he 
may  count  his  fatted  cattle  in  the  light  of  his 
stable  lantern  and  go  to  bed  a  patriot;  teaching 
all  the  drones  and  parasites,  the  lawyers,  the  pro- 
fessors, the  chefs  and  the  piano  players,  the  ac- 
tors and  the  buffoons,  that  in  going  on  with  their 
business  they  are  aiding  in  the  conduct  of  the  war. 

"Business  as  usual!"  shouted  some  especial 
idiot  at  the  outset  of  the  war. 

The  cry  was  like  to  ruin  us. 

What,  then,  are  we  to  do  By  what  means 
can  we  change  from  an  economy  of  peace  and 

'Extracts  from  pamphlet  distributed  by  the  National  Service 
Board  of  Canada. 


industrial  sellishness  to  an  economy  of  effort  and 
national  sacrifice? 

There  are  two  ways  in  whicli  this  can  be 
done;  one  tliat  is  heroic  and  impossible,  another 
that  lies  easy  to  our  hand. 

The  first  is  the  method  that  nations  adopt  only 
in  their  despair,  only  in  the  last  agonies  of  for- 
eign conquest,  as  when  Richmond  fell,  or  when 
the  Boers  fought  on  in  grim  desperation  across 
the  naked  veldt.  Here  national  production  ends, 
save  only  for  necessary  food  and  war  supplies. 
Private  industry  is  gone.  Luxury  is  dead.  All 
of  the  nations  men  are  gathered  into  a  single 
band.  They  do  as  they  are  told.  They  fight,  they 
work,  they  die.  Its  women  are  in  the  fields,  or 
they  are  making  bandages;  they  tend  the- sick; 
they  pray  beside  the  dying. 

Thus  can  a  nation  stand,  grim  and  terrible,  its 
back  against  the  wall,  till  it  goes  down,  all  in  one 
heap,  glorious.  In  the  wild  onslaughts  of  the 
great  conquests  of  the  past,  nations  have  died 
like  this. 

But  for  us,  here  and  now,  and  in  the  short 
time  that  we  have,  this  is  not  possible.  Outside 
invasion  could  force  us  to  it,  in  a  jumbled  wreck, 
with  no  choice  of  our  own.  But  to  accomplish 
this  at  a  word  of  command  inside  our  present 
complex  industrial  system  is  not  possible.  It  is 
too  intricate,  too  complicated,  to  be  done  by 
command  from  above.  To  enlist  every  man  and 
woman  in  an  industrial  army,'  to  direct  their 
work  and  assign  their  rations — in  other  words,  to 
create  an  ideal  national  war  machine — is  a  task 
beyond  the  power  of  a  government.  Years  of 
preparation  would  be  needed. 

National,  Organization 

What  we  do  must  be  done  from  below,  using, 
as  best  we  can,  the  only  driving  force  that  we 
know — the  will  of  the  individual.  We  must  find 
a  means  that  will  begin  to  twist  and  distort  our 
national  industry  out  of  its  present  shape  till  it 
begins  to  take  on  the  form  of  national  organiza- 
tion for  war. 

To  do  this  we  must  exchange  war  prosperity 
for  war  adversity,  self-imposed  and  in  deadly 
earnest. 

The  key  to  the  situation,  as  far  as  we  can  un- 
lock it.  lies  in  individual  thrift  and  individual 
sacrifice.  Let  there  he  no  more  luxuries,  no 
wasted  work,  no  drones  to  keep,  out  of  the  na- 
tional production. 

Every  man  to-day  who  consumes  any  article 
or  employs  any  service  not  absolutely  necessary 
aims  a  blow  at  his  country. 

Save  every  cent.  Live  plainly.  Do  without 
everything.    Rise  early,  work  hard,  and  content 
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yourself  with  a  bare  living'.  The  man  who  does 
this — if  he  uses  the  saved  money  properly — is 
doing  war  work  for  his  country.  He  may  wrap 
his  last  year's  coat  about  him  and  eat  his  bread 
and  cheese,  and  feel  that  he,  too,  is  doing  some- 
thing to  show  the  world  the  kind  of  stuff  that  is 
yet  left  in  it. 

But  he  must  use  his  savings  properly.  That 
is  the  whole  essence  of  the  matter. 

Limit  Buying  to  Necessities 

Let  us  see  what  this  implies.  If  the  idea  of 
national  thrift  were  really  to  spread  among  us, 
there  would  be  no  more  purchases  of  mere  lux- 
uries or  things  that  could  be  done  without — no 
more  motors,  no  theatres  (save  where  the  work 
is  voluntary  and  the  money  for  the  war),  no  new 
clothes  (they  would  become  a  badge  of  shame), 
no  books,  no  pictures,  no  new  furniture,  no  new 
carpets,  no  victrolas,  and  for  our  children  no  new 
toys  save  such  as  can  be  made  by  the  affection- 
ate industrj'  of  a  father  working  overtime  with 
bits  of  stick  and  cardboard. 

Such  a  programme  would  threaten  to  wipe  out 
manufacturers  and  knock  down  dividends  like 
ninepins.  At  first  sight,  a  manufacturer,  reading 
such  an  article  as  this,  turns  pale  with  indigna- 
tion and  contempt.  Let  him  wait.  Let  us  fol- 
low the  money  that  is  saved  a  little  further  and 
see  what  happens  to  it. 

Every  cent  of  the  money  that  can  be  gathered 
up  by  national  thrift  should  be  absorbed  by  na- 
tional taxes  and  national  loans.  Our  present 
taxes  are,  for  war  time,  ridiculously  low  as  far  as 
all  people  of  comfortable,  or  even  of  decent, 
means  are  concerned.  And  they  are  made  with 
one  eye  on  the  supposed  benefit  to  industry.  We 
need  a  blast  of  taxation — real  taxation,  income 
tax  and  all — that  should  strike  us  like  a  wave  of 
German  gas.  As  things  are,  we  should  go  down 
before  it.  Armed  with  the  new  gas  helmet  of 
natonal  thrift,  we  could  breathe  it  easily  enough 
and  laugh  behind  our  goggles. 

Government  Bonds 

Over  above  the  taxes  we  need  a  succession  of 
government  patriotic  loans,  not  money-lenders' 
loans  at  market  and  super-market  rates,  but  pa- 
triotic loans  in  the  real  sense,  at  a  low  rate  of 
interest,  let  us  say,  4'  per  cent.,  and  issued  in 
bonds  of  $35,  with  a  dollar  a  year  as  interest. 

The  people,  one  says,  will  not  subscribe.  Then, 
if  not,  let  us  perish;  we  do  not  deserve  to  win 
the  war. 

But  they  will  subscribe. 

If,  under  the  auspices  of  our  government,  a 
national  campaign  for  thrift  and  investment  is  set 
on  foot;  if  we  give  to  the  Ideas  all  the  publicity 
that  our  business  brains  can  devise;  if  we  adver- 
tise it  as  commerce  advertises  its  healing  oils  and 
fit-right  boots  and  its  Aphrodite  corsets,  then 


people  will  subscribe,  tumultuously,  roaringly, 
overwhelmingly. 

If  not — if  that  is  the  kind  of  nation  that  we 
are — let  us  call  our  soldiers  home  from  the  west- 
ern front.  They  are  fighting  under  a  misunder- 
standing. The  homes  that  -they  are  saving  are 
not  worth  the  sacrifice. 

But  first  let  the  government — of  the  domin- 
ions, the  provinces,  the  cities,  and  the  towns — 
itself  begin  the  campaign  of  thrift.  At  present 
vast  sums  of  money  are  being  wasted  in  so- 
called  public  works — railways  in  the  wilderness, 
cement  sidewalks  in  the  streets,  post-ofifices  in  the 
towns— millions  and  millions  that  drain  away  our 
economic  strength.  In  time  of  peace  these  are 
excellent.  For  war,  unless  they  have  a  war  pur- 
pose, the  things  are  worse  than  useless.  The 
work  of  the  men  who  labor  at  them  is  of  no 
value,  and  the  food  and  clothes  that  they  con- 
sume must  be  made  by  other  men. 

Let  us  be  done  with  new  streets  and  new 
sidewalks,  new  town  halls,  and  new  railways  till 
the  war  is  done.  Let  us  walk  in  our  old  boots  on 
the  old  boards,  patriot's  all,  with  dollar  pieces 
jingling  in  our  pockets  adding  up  to  twenty-five 
for  the  latest  patriotic  loan. 

Let  us  do  this,  and  there  will  pour  into  the 
liands  of  the  government  such  a  cascade  of 
money  that  the  sound  of  it  shall  be  heard  all  the 
way  to  Potsdam. 

"What  Can  You  Make? 

And  here  enters  the  last  step  to  be  taken 
under  natoinal  thrift  to  convert  ourselves  into  a 
war  economy.  The  government  goes  with  its 
money  to  the  manufacturers  and  interrogates 
them.  What  can  you  make,  and  you,  and  you? 
You  have  a  plant  that  has  made  bugg'ies  and 
fancy  carriages.  These  our  people  will  not  buy 
because  now  they  walk.  But  what  is  it  that  you 
make?  Can  you  turn  yourself  to  making  trucks, 
wagons?  You,  that  made  boots  and  have  lost 
half  your  trade,  what  about  a  hundred  thousand 
boots  for  the  army?  You,  that  made  clothes, 
what  about  doing  the  whole  thing  over  in  khaki? 

The  needs  of  a  war  government  are  bound- 
less, endless.  The  list  of  its  wants  is  as  wide  as 
the  whole  range  of  our  manufactures.  The  ad- 
justment is  difficult.  Not  a  doubt  of  it.  it  can- 
not be  done  in  a  day.  But  with  each  successive 
month  the  process  would  go  on  and  on  till  we 
would  find  ourselves,  while  working  apparently 
each  for  himself,  altered  into  a  nation  of  war- 
workers,  every  man,  in  his  humljle  sense,  at  the 
front  and  taking  his  part. 

Meantime,  we  at  home  are  doing  nothing,  or 
next  to  it,  for  the  war.  While  we  go  about  our 
business  as  usual,  men  are  breathing  out  their 
lives  for  us,  somewhere  in  France. 

What  shall  we  do? 
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Why  Should  We  Need  To  Have  Leather  in  Shoes? 

Mr.  A.  C.  McGowin  Discusses  the  Matter  at  Pennsylvania  Convention- 
Advises  Avoiding  Leather  for  Fall  Buying 


There  is  no  substitute  fur  leather  fcjr  what  it  is  re- 
quired, hut  why  should  we  have  leather  in  shoes? 
There  is  no  real  reason  except  that  we  have  educated 
the  ]>ublic  to  expect  leather  in  shoes.  There  is  no 
sound  reason  why  they  .should  expect  leather  if  there  is 
a  thin,^-  that  you  can  put  in  the  shoes  that  will  be,  first, 
comfortable,  and  second,  look  well.  The  thou<i^ht  oi 
service  is  the  third  consideration,  for  you  will  find  that 
if  shoes  are  comfortable  and  if  they  look  well,  custom- 
ers are  willing^  to  sacrifice  the  service — but  I  do  not 
believe  it  is  necessary  even  to  sacrifice  the  service. 
Hence  I  say,  not  "substitutes  for  leather,"  but  "thinj^^s 
to  make  shoes  from."  I  am  not  attackino^  the  tanner  or 
seller  of  leather,  but  I  am  trying'  to  put  his  business, 
from  my  viewpoint,  where  it  belons^^s,  so  that  he  cannot 
at  one  time  ask  us  30c  a  foot  for  leather  and  within 
thirteen  months  ask  us  80c  for  it.  It  is  not  reasonable, 
and  why?  Because  we  have  made  it  possible  for  him 
to  ask  that  exorbitant  figure.  We  have  made  it  pos- 
sible for  him  to  forget  decencies  of  trade  and  to  go  into 
the  raw  material  market  and  stand  up  and  shout  from 
the  treetops :  "I  will  outbid  that  fellow."  That  is  what 
they  have  been  doing.  It  is  not  because  we  needed 
leather  to  put  in  shoes!  But  now  let  us  who  are  re- 
sponsible to  the  public  educate  them  to  the  fact  that 
we  are  studying-  their  interests  when  we  are  putting- 
something;  else  than  leather  in  shoes. 

We  have  done  a  great  many  things  to  raise  the 
price  of  leather,  and  now  I  want  to  leave  with  you  this 
thought:  Let  us  conserve  leather  so  that  it  will  again 
be  held  at  a  reasonable  price.  For  example,  why 
should  a  little  house  slipper  be  made  of  leather  at  all 
^\'hy  leather  sock  linings,  even  sheepskin,  which  is 
really  a  waste  of  money,  with  sheep  almost  as  high  as 
kid  used  to  be?  Such  things  make  uses  for  leather 
that  are  not  necessary.  In  these  times  we  should  study 
how  to  keei-)  leather  out  of  shoes. 

All  at  Sea  on  Glazed  Kid  Situation 

Now,  on  the  glazed  kid  situation.  A  big  operator 
said  t(j  me  recentlv  that  he  did  not  know  whether  at 
any  time  a  condition  might  arise  that  might  be  most 
disastrous  for  them  or  for  you.  And  when  you  ask  me 
what  you  ought  to  do  for  fall,  I  cannot  advise  you. 

Reference  has  been  made  to  styles,  and  I  will  ven- 
ture to  say  that  what  sur]:)lus  money  you  have  got  out 
of  the  bank  has  gone  intcj  staples  that  you  cannot  sell. 
Now  you  find  you  cannot  get  your  money  out  of  them 
as  quickly  as  you  think  you  should  ;  you  will  get  it  out 
in  time.  You  cannot  injure  the  fashion  feature  in 
shoes,  and  you  do  not  want  to,  because  it  is  the  first 
time  in  the  history  of  many  merchants  that  they  have 
had  an  opportunity  to  buy  an  extra  ])un  for  some'body's 
lunch.  There  have  been  no  interferences,  as  a  rule, 
becaiusc  to  hold  them  would  be  to  sell  daily  at  a  loss 
g-Qods  that  are  being  sold  every  day  at  good  profit. 
This  is  another  result 'of  the  ad\'ent  of  style  in  foot- 
wear. 

Spring  Fashions  a  Secret 

I  am  bought  up  on  staples  for  fall,  such  as  white, 
black,  and  jjrown  kid,  cordovan  colored  side  leather, 
and  so  on,  but  as  for  the  real  ncjvelties,  we  have  plead-' 
cd  with  the  big  factories  making  women's  fine  shoes 


to  find  what  they  are  getting  up  for  spring,  but  nothing 
doing!  But  they  are  g:etting  ready,  and  we  are  going 
to  buy  eigfht  and  one-half  and  nine-inch  white  lace 
boots  and  a  good  many  fancy  colored  button  boots,  for, 
while  we  have  nothing  against  lace,  there  are  some 
conservative  women  who  do  not  like  lace  and  yet  want 
fancy  shoes.  Beyond  that  we  hardly  know  what  we 
are  going  to  do. 

Any  who  have  not  ordered  their  rubber  overshoes 
as  usual  should  do  so,  and  take  them  in  when  you  can 
get  them,  because  they  are  going  to  be  even  scarcer 
for  fall  and  winter  than  they  have  been  the  last  four 
months,  because  they  cannot  get  the  labor  to  manu- 
facture the  goods,  except  on  the  very  heavy  stuflf. 

Salesmen  as  Partners 

Take  your  sales  people  into  partnership  with  you, 
in  some  commission  fashion,  so  that  not  at  the  end  of 
six  months  or  twelve  months,  but  each  and  every  day, 
they  may  know  what  they  have  earned  over  and  above 
the  salary  you  are  paying  them,  and  if  you  do  that  you 


Shoes  to  match  the  costume— Fashion's  latest  trend— 
The  general  adoption  of  this  idea  would  likely 
increase  the  use  of  fabrics  in  shoemaking 
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will  find  that  you  make  salesmen  of  them.  I  never 
saw  a  salesman  or  saleswoman  with  real  selling  ability 
that  ever  took  advantas^e  of  the  customer  because  they 
were  gettino^  a  little  larger  commision  without  losing' 
that  customer  and  also  without  the  sales  person  going 
out  of  the  business  in  a  very  little  while  because  of 
that  fact. 


I  want  to  ask  you  in  placing  your  orders  for  sum- 
mer and  fall  to  avoid  leather.  Don't  buy  it.  You  don't 
have  to.  That  is  not  to  hurt  the  leather  people,  but  to 
conserve  leather,  and  enable  them  to  make  a  steady 
and  sure  profit,  for  if  they  go  on  as  they  are  now  they 
will  have  a  tumble  that  will  smash  all  the  profits  they 
have  made  this  past  year. 


Advertising  is  the  Speech  of  Business 

Timely  Treatise  on  a  Big  Subject— Quality,  Service  and  Publicity 
Guaranteed  to  Bring  Prosperity 

 ^   By  Charles  A.  Sweetland   


ADVERTISING  is  a  selling  experience  which  is 
just  as  necessary  as  clerk  hire  or  rent.  The 
more  perfect  the  advertising  plan  the  lower 
will  be  the  percentage  of  clerk  hire  and  rent 
to  the  total  business,  as  judicious  advertising  changes 
a  "waiting"  clerk  to  a  busy  one  (the  latter  costing  no 
more  than  the  former),  while  the  rent  remains  the 
same,  even  if  the  business  increases. 

Three  Trade  Classes 

The  first  class  includes  those  merchants  who  be- 
lieve "that  quality,  service,  and  advertising  will  bring 
to  them  trade  and  prosperity. 

The  second  class  are  those  who  depend,  principally, 
upon  "cut  prices"  to  'bring  them  custom. 

The  third  class  are  those  who  believe  that  the  larg- 
est measure  of  success  may  be  attained  by  giving  pre- 
miums to  their  customers. 

If  you  should  make  a  list  of  fifty  of  the  most  pro- 
minent retailers  in  the  country  —  those  who  have 
been  the  most  successful,  in  any  line — you  would  find 
that  the  list  contains  exactly  100  per  cent,  of  those  we 
have  mentioned  as  the  first  class ;  hence  it  is  only  just 
to  claim  that  this  is  the  best  basis  of  trade  and  the  true 
road  to  prosperity. 

Cutting  Prices 

Cutting  prices  will  undoubtedly  attract  to  your 
store  a  large  amount  of  trade,  but  it  is  not  the  best,  or 
most  satisfactory  custom.  The  trade  attracted  in  this 
manner  does  not  stay  with  you  unless  you  continue  to 
cut,  and  not  even  then  if  a  competitor  cuts  below  you. 
"Cut  price"  customers  are  always  on  the  lookout  for 
the  best  bargains. 

Price-cutting  is  always  done  with  a  two-edged 
sword.  It  is  just  as  liable  to  cut  backwards  as  for- 
ward. In  other  words,  whenever  price-cutting  be- 
comes a  ha;bit  you  will  have  a  competitor  who  also 
cuts,  and  to  keep  at  it  until  the  profit  of  doing  business 
is  all  cut  away. 

There  is  no  stability  in  price-cutting.  It  brings  no 
satisfaction  except  increased  trade,  and  frequently  re- 
sults in  loss.  When  you  reduce  a  price  you  take  it 
from  your  gross,  not  from  your  profit,  and  a  cut  of  10 
per  cent,  means  a  profit  reduction  of  from  25  to  50  ])er 
cent.  It  is  the  bane  of  the  retailer's  existence.  The 
result  would  be  greater  prosperity  for  all  if  it  could  be 
done  away  with  entirely. 

Advertise ! 

Advertising  is  the  speech  of  business. 
A  business  that  will  not  advertise  is  both  deaf  and 
dumb.  - 

Advertising  that  is  saturated  with  human  interest 
is  sure  to  be  read,  and  most  widely  read. 


Efficiency  in  advertising  is  impossible  without  hon- 
esty;  but  honesty  is  quite  possible  without  efficiency. 
Waste  in  advertising  is  the  natural  result  of  dishon- 
esty. 

Basic  Amount  to  Spend 

Set  aside  a  stipulated  amount  each  year  for  adver- 
tising and  spend  it  for  advertising.  In  order  to  deter- 
mine this  amount  take  a  percentage  of  your  annual 
amount  spent  for  rent.  It  should  not  be  less  than  20 
per  cent.,  and  in  some  cases  as  much  as  50  per  cent.,  to 
be  used  for  this  purpose.  The  reason  I  base  this  allow- 
ance upon  rent  is  because  it  gives  to  the  small  store  as 
much  advertising  as  to  the  big  one.  The  big  one  can 
afl'ord  to  pay  out  more,  because  it  is  equipped  to  han- 
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A  stylish,  though  sensible,  style  in  glazed  kid. 
seamless  vamp,  8  inch  grey  buck 
top,  lace  welt. 
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A  Few  of  the  Newest  Regal  Styles 


"C"  Ball,  "A"  Instep.  "B"  Waist;  Accentuated  London  Style;  Long  re-  Comfortable,  yet  stylish;  Conservative 

Special  Last  for  typical  Narrow  ceding  Forepart ;  Black  Calf  ;  round  Toe :  Low  broad  Heel ; 

Insteps,  Black  Vici.  Mole-grey  Nubuck  Top.  Black  Calf. 


Sou-* 


Common-sense  Model;  Full  Broad  Toe: 
Half  Double  Sole;  Durable  and 
Comfortable. 


Conservative  English  Model;  With 
Modified  Slope  Toe; 
Black  Calf. 


Cushion  Inner  Sole  of  resilient  Lamb's 
Wool;  Straight  full  Toe; 
Black  Vici. 


die  a  lariL^er  trade.  Ba-sin^-  this  alluvvance  upon  rent  is 
also  fair,  because  j  our  rent  does  not  Huctuate.  If  you 
own  your  store,  base  it  upon  its  rental  value. 

Local  Papers  First  and  Best 

First  in  importance  come  3'our  local  papers.  Never 
forj^et  them.  Your  neij^hborhood  or  town  paper 
reaches  the  ])eople  who  are  most  likely  to  trade  with 
you,  and  your  announcements,  if  well  constructed,  will 
be  read  with  interest  and  brino-  you  business.  It  pays 
to  always  advertise  leaders  (not  necessarily  at  reduced 
prices).  It  calls  more  attention  to  your  advertisement 
than  any  mere  description  or  business  card. 

Watch  the  Big  Ads 

Copy  the  ads  of  the  hi'^  stores,  in  a  small  way. 
These  stores  employ  his4h-paid  advertising-  men,  and 
you  should  benefit  by  their  ability  in  making  up  your 
own  advertisements.  This  gi\es  you  high-class  ser- 
vice at  no  additional  expense. 

Handbills 

-Announcements  of  openings,  special  sales,  or 
changes  may  be  made  by  circular  house  delivery,  but 
the  usual  circular  advertising  is  money  thrown  away. 
'J"he  proper  distribution  of  circular  advertising"  is  more 
imi^ortanl  lhan  the  circulai'. 

Novelties  and  Souvenirs 

If  you  (lesiix-  to  ;.^ive  an  occasional  novelty  to  y(jur 
trade  to  keep  them  reminded  of  you,  always  select  one 
which  will  be  useful,  such  as  a^  match  box,  egg  timer, 


broom  holder,  telei)hone  list,  iron  holder,  lly  swatter, 
or  one  of  a  thousand  others  constantly  appearing.  It 
is  wise  to  give  a  little  present  to  the  children  at  least 
every  three  months,  such  as  a  top,  go-cycle,  pencils, 
balloon,  etc.  The  children  .should  be  ke])t  your  friends 
and  co-workers.   It  pays. 

Every  time  a  dealer  buys  a  dollar's  worth  of  adver- 
tised goods  he  buys  something-  more  than  the  goods 
themselves.  He  buys  a  selling-  force  to  move  those 
goods,  and  the  manufacturers  guarantee  that  the 
goods  themselves  will  give  satisfaction. 

But  to  obtain  the  full  benefit  of  this  "plus"  asset 
he  should  do  something  more  than  simply  buy  the 
goods.  He  should  use  some  form  of  publicity  on  his 
own  account  to  connect  the  mighty  force  behind  na- 
tionally advertised  goods  with  his  store. 

He  don't  need  to  use  big-  newspaper  space  to  do 
this.  Frequently  the  mere  mention  of  the  goods  is 
enough  to  direct  the  trade  which  general  publicity  is 
producing  toward  his  place  of  biisiness,  and  in  this 
vvay  he  obtains  profit  out  of  "the  other  fellow's"  invest- 
ment— a  plus  value  which  is  his  for  the  asking. 
Good  Advice 

There  is  one  thing,  iiowever,  which  1  ask  vou  to 
guard  against.  Do  not  think  because  you  are  distri- 
buting- some  advertising-  matter  with  your  goods  or  by 
special  messenger,  which  has  your  name'  on  it  that 
])ushes  some  specialty  which  you  sell,  that  you  can 
neglect  your  direct  advertising.  Don't  trv  to  throw 
tiic  burden  ui)on  others.  They  are  interested  in  tire 
sale  of  only  their  own  goods,  sometimes  onlv  one 
thing.    You  have  a  store  full  of  goods  to  dispose  of. 
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Take  all  sucii  advertising"  that  you  can  get.  Use  it 
consistently,  and  it  will  benefit  you,  but  do  not  let  it 
make  tlie  slightest  difference  in  your  ad\ertising-  ex- 
penditures. 

Some  Good  Advertising  Stunts 

A  general  store  proprietor  having  a  large  farmers' 
trade  put  on  a  scheme  which  worked  well.  It  was  a 
perfect  success,  and  increased  his  trade  over  50  per 
cent. 

He  put  up  a  bu^gy  and  harness  that  cost  him  $165 
in  his  store.  He  locked  the  wheel  with  a  chain  and 
Yale  lock.  He  then  sealed  the  lock  so  that  it  could 
not  be  examined. 

He  bought  10,000  extra  keys  of  a  similar  i)attern 
and  mixed  the  kev  opening"  the  lock  in  the  lot. 

He  then  advertised  the  scheme,  giving"  away  a  key 
with  every  dollar's  worth  of  goods  purchased.  If  the 
bill  was  $10.75  he  gave  ten  keys.  He  almost  always 
,  had  a  margin  on  the  bills,  and  the  odd  cents  made  uj) 
a  considerable  amount  of  trade. 

As  soon  as  the  10,000  kevs  were  distributed  to  his 
customers  he  announced  a  dav  when  they  could  all 
come  in  and  try  their  ke3^s.  The  one  unlocking"  the 
wheel  took  the  outfit  free. 

And  Another 

A  certain  shoe  firm  has  evolved  an  advertising 
scheme  which  at  once  contains  an  element  of  hum'an 
interest  and  g;ood  business  pulling"  powers.  This  house 
watches  the  local  birth  records  carefully,  and  sends  to 
each  new  mother  the  following  letter : 

Dear  Madam, — We've  heard  the  good  news,  and 
unde'rstand  that  the  stork  left  a  "million-dollar"  pack- 
age at  your  house  recently.  That's  fine!  You  have 
our  congratulations. 

We  sincerely  hope  the  little  stranger  keeps  well, 
grows  strong"  and  healthy,  and  proves  to  be  a  priceless 
addition  to  your  family. 

]\Iay  we  have  the  pleasure  of  presenting  you  with 
its  first  fair  of  shoes? 

Cordially  yours, 

BLANK.  &  CO. 
I*.  S. — Please  bring  this  letter  with  you  and  receive 
the  "baby's  first  shoes,"  with  our  compliments. 


Trade  Enticing  Service 

A  progressive  retailer  has  installed  a  magazine 
rack,  in  which  are  displayed  a  nice  assortment  of  na- 
tionally-known periodicals  of  special  interest  to  wo- 
men. A  six-inch  card  posted  in  the  centre  of  this  rack 
states  that  these  magazines  are  placed  there  for  the 
convenience  and  entertainment  of  customers,  and  cor- 
dially invites  them  to  look  through  the  publications  at 
their  pleasure. 

People  coming"  into  this  store  on  a  lausy  day  find 
the  magazines  very  interesting  while  waiting"  their 
turn,  and  it  is  reasonable  to  suppose  that  the  desire  to 
inspect  the  assortment  of  magazines  brings  some  buy- 
ers to  the  store  who  would  otherwise  go  elsewhere. 
One  advantage  of  the  idea  is  that  it  can  be  gone  into 
on  any  scale  that  the  retailer  sees  fit — whether  it  is 
only  a  small  table  with  two  or  three  magazines  or  a 
large  rack  with  an  assortment  of  fifteen  or  twenty 
periodicals. 


Isn't  there  someone  on  the  sales  stafif  who  likes 
to  swing  a  paint  brush  once  in  a  while?  Some  stores 
we  know  could  stand  a  little  brightening  up. 


Another  Increase  Predicted 

A  large  manufacturer  tt)ld  us  a  lew  days  ago  that 
he  sees  nothii"ig  for  the  future  but  increased  prices. 
Leather  is  still  on  the  rise,  labor  is  still  scarce,  and  the 
unions  are  raising  the  wage  schedule.  Leather  that 
before  the  war  cost  him-40  cents  a  foot  is  now  costing 
72  and  better.  Added  to  this  is  the  difficulty  in  secur- 
ing" findings.  An  order  for  laces  given  in  November 
and  promised  for  January  had  not  been  received  up  to 
the  end  of  February.  Everything  considered,  this 
manufacturer  is  confident  that  all  orders  for  fall  will 
have  to  be  placed  at  higher  prices,  and  that  many  re- 
tailers will  regret  the  fact  that  they  did  not  Iniy  more 
heavily. 


Circulars  a  Paying  Proposition 

A  retailer  on  the  extreme  western  fringe  of  To- 
ronto told  us  the  other  day  that  he  had  excellent  re- 
sults with  circular  letters  which  he  sent  out  fit  per- 
iodic intervals  to  his  mailing  list  of  several  hundred 
customers.  These  circulars,  including  paper,  printing 
and  delivery,  cost  him  about  one  cent  each.  Those  in 
the  immediate  vicinity  are  distributed  by  a  messenger 
boy,  and  the  distant  ones  are  mailed.  "Not  so  long- 
ago,"  he  said,  "I  had  a  customer  come  from  the  other 
end  of  the  city  in  response  to  one  of  my  circulars,  and 
the  profit  I  made  on  this  one  sale  alone  more  than 
paid  for  the  circulars."  The  letters  are  turned  out 
on  a  small  duplicating"  machine  at  very  small  cost  by 
the  retailer  himself. 


Mr.  H.  E.  Wettlaufer  Marries 

"Ed."  Wettlaufer,  sales  manager  for  Charles  A. 
Ahrens,  Kitchener,  Ont.,  has  "gone  and  went  and  done 
it."  He  was  married  recently  to  Miss  E.  M.  Jackson, 
daughter  of  Mr.  (iraiiam  Jackst)n,  of  Kitchener,  and  is 
now  .spending  his  honeymoon  in  the  S(nith.  It  is  un- 
derstood this  will  be  extended.  Mr.  Wettlaufer  is  |)ast 
1)resident  of  the  Ontario  Hockey  Association  and  one 
of  the  best-known  amateur  hockey  men  in  Canada,  as 
well  as  an  ex-official  referee. 


Ames-Holden-McCready 

Recent  visitors  in  Boston  were  a  group  of  execu- 
tives of  Ames,  Holden  &  McCready ;  General  Sales 
Manager  R.  E.  Dildine,  of  Montreal,  accompanied  by 
his  assistant,  A.  C.  Davidson,  and  E.  P.  Plall,  Edmon- 
ton ;  W.  M.  Angus,  St.  John  ;  F.  M.  Morgan,  Winni- 
peg; H.  W.  Pearson,  Toronto;  F.  A.  Richardson,  Van- 
couver; R.  W[  Clark,  of  Montreal,  all  hranch  mana- 
gers, were  in  the  party.  In  reviewing  conditions  it  was 
said  that  Canadian  wholesale  jirices  had  advanced  30 
per  cent,  in  the  last  year,  in  spite  off  which  the  com- 
pany showed  a  gross  gain  of  40  per  cent,  in  sales,  a  net 
increase  of  10  per  cent.  Shipments  of  the  company  for 
the  year  to  end  in  May,  1917,  will  aggregate  six' mil- 
lion dollars,  or  about  three  times  as  great  as  anv  t)ther 
shoe  house  in  Canada.  This  showing  is  rather  re- 
markable in  view  of  Canada's  seven  million  population, 
and  the  largest  shoe  concern  in  the  United  States  is 
estimated  to  ship  only  about  twenty-five  million  dol- 
lars' worth  to  serve  a  population  of  a  hundred  million. 

After  calling  on  representative  manufacturing, 
wholesale,  and  retail  shoe  houses  in  a  study  of  styles 
and  methods,  the  party  went  to  New  York'City  for  a 
similar  purpose,  after  which  each  official  returned 
direct  to  his  territory. 
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Next  to  a  Good  Store  Front  Look  to  Your  Fixtures 

Windows  Displays  Often  as  Valuable  as  Newspaper  Advertising— Quality  Talk 

and  Poor  Windows  are  Contradictory 

  By  Mr.  Oscar  Onken*  


There  is  an  old  saying'  that  "Goods  well  displayed 
are  half  sold."  To  sell  your  Rc'otl^^  y<"-i  must  display 
them,  and  disjjlay  them  attractively.  "S'ou  will  get  a 
better  class  of  trade  and  better  ])rices.  It  costs  but  a 
trifle  more  to  fit  up  your  store  neatly,  and  the  differ- 
ence in  profits  will  warrant  the  extra  expenditure.  It 
is  only  human  nature  to  desire  those  goods  that  lo(jk 
well  in  the  store.  From  the  child  who  sees  the  candy 
to  the  woman  who  buys  all  the  household  g'oods  the 
same  instinct  runs  through  all. 

A  lot  of  g"oods  thrown  into  a  window  in  a  slipshod 
fashion  will  not  attract  the  same  attention  as  would 
the  same  lot  neatly  arranged  on  fixtures.  Take  a  walk 
in  any  city,  town,  or  village  and  you  will  always  find 
that  the  successful  merchant  is  the  one  who  is  up  to 
date  in  his  window  trimming-.  A  good  display  pro- 
motes business.  There  are  many  merchants  who  ad- 
vertise continually  and  talk  "quality"  yet  put  their 
money  into  cheap  window  fixtures,  thereby  contradict- 
ing their  "quality"  talk. 

The  window  should  be  given  even  more  attention 
than  the  inside  of  the  store.  It  is  the  part  that  most 
people  see,  and  if  the  display  in  it  is  not  a  neat  one,  it 
is  almost  certain  that  the  inside  of  the  store  will  cor- 
respond. One  only  has  to  look  at  the  windows  of  the 
stores  on  the  main  streets  in  the  cities  and  larger  towns 
to  see  the  attention  merchants  devote  to  them. 

Good  Displays  Offset  Rent 

The  reason  rents  are  so  high  on  principal  streets  is 
that  the  displays  in  the  windows  are  seen  by  many 
more  people  than  those  in  the  stores  on  the  back  thor- 
oughfares. The  merchants  are  realizing  this,  and  use 
the  windows  for  all  that  is  in  them,  making  the  dis- 
plays as  attractive  as  possible.  This  can  only  be  ac- 
complished by  the  use  of  good  fixtures. 

There  are  many  merchants  who  believe  that  a  good 
window  display  is  better  advertising  than  newspaper 
space.  This,  however,  is  a  matter  of  opinion.  The 
following-  story  related  by  the  late  Samuel  Clemens 
(Mark  Twain)  contains  much  wisdom: 

"When  I  was  editing  the  Virginia  City  Enterprise," 
said  Mark,  "writing-  copy  one  day  and  mining  the  next, 
T  tried  in  many  ways  to  drive  home  the  fact  that  adver- 
tising pays.  One  day  I  received  a  letter  from  a  sub- 
scriber, saying  that  he  had  found  a  spider  pressed  be- 
tween the  pages  of  his  paper.  He  wanted  to  know 
whether  this  signified  good  or  bad  luck.  I  replied  to 
him  through  our  'Answers  to  Correspondence  Col- 
umns' as  follows : 

"  'Old  Subscriber, — The  finding  of  a  spider  in  your 
copy  of  the  Enterprise  was  neither  good  luck  nor  bad. 
The  si)ider  was  merely  looking  over  our  pa])er  to  find 
out  what  merchant  was  not  advertising  in  it,  so  he 
could  spin  his  web  across  his  door  and  live  a  free  and 
undisturbed  existence  forever  after.'  " 

There  are  no  cobwebs  across  the  door — or  win- 
dows, either — of  the  li-ve,  alert  window-dressing  mer- 
chant. 'J'hat's  the  best  advertising;  it  draws  Ih.' 
crowds,  and  that's  where  the  money  lies.  . 


•  Prcsidenf  Oscar  Onken  Co.,  Cincinnati. 


Help  for  the  Window-Dresser 

It  is  only  within  comparatively  recent  years  that 
merchants  have  taken  u])  window-dressings  to  any  ex- 
tent. Not  many  years  ago  a  merchant  would  "throw" 
a  few  articles  into  a  show  window  and  let  it  go  at  that. 
'J'o-day,  however,  windows  are  being  made  just  as 
attractive  as  they  can  possibly  be. 

While  there  are  a  great  many  morcliants  who  have 
attained  a  marked  degree  of  proficiency  in  the  art  of 
window-dressing-,  through  persistent  effort  and  study 


An  Onken  display  "' 


of  what  constitutes  a  well-dressed  window,  there  are  a 
vast  number  of  merchants  who,  if  provided  with  a  vol- 
ume containing-  illustrations  and  descriptions  of  up-to- 
date  window  displays,  could  design  and  install  window 
displays  which  would  multiply  their  sales. 

It  is  just  as  necessary  to  change  your  window  dis- 
■  play  as  it  is  to  change  your  advertisment  in  the  daily 
or  weekly  newspaper.  Change  is  the  order  of  the  day. 
Onken  "Younits"  permit  ceaseless  changes,  overcome 
sameness,  and  make  new  and  original  designs  easy  to 
execute.  These  interchangeable  wood  window  fixtures 
enable  the  merchant  to  make  his  w^indow  displays  as 
attractive  as  any  in  the  town.  They  are  so  simple  to 
put  together  that  a  clerk  can  put  a  window  trim  to- 
gether in  from  15  to  30  minutes,  without  the  aid  of  a 
tool.  They  are  made  for  all  branches  of  trade.  The 
design  book  is  of  particular  interest,  as  it  shows  photo- 
graphs of  various  trims,  all  made  with  interchangeable 
units. 

_The.se  fixtures  are  made  of  solid  oak.  and  consist  of 
units  with  which  a  different  window-trim  each  week 
for  the  next  five  years  can  be  made,  besides  hundreds 
of  odd  fixtures  in  large  and  small  sizes. 


Tanners  Not  Working  to  Capacity  ? 

A  prominent  Canadian  jobber  is  authority  for  the  ^ 
statement  that  Canadian  tanners  will  not  pay  their 
help  suf^^ciently  to  enable  them  to  run  their  i)lants  to 
full  cai)acity.  Plenty  of  hides  are  available,  he  said, 
and  the  ])roduction  of  tanneries  could  be  doubled  if 
they  had  the  men.  'I'his  reluctance  to  pay  decent 
wages  he  attributed  to  the  desire  of  the  directors  to 
increase  their  dividends,  totally  overlooking  the  fact 
(hat  increased  production  and  higher  wages  would 
likely  mean  e\cn  larger  dividends. 


March,  1917 
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Toronto  Shoe  Repairers'  Association  a  Force 
to  be  Reckoned  with — First  Banquet 
a  Huge  Success 


I 


N  union  there  is  strength, 
and  in  numbers  there  is 
safety  ;  so  think  the  mem- 
bers of  the  Toronto  Shoe 
Repairers'  Association.  This 
association,  while  compara- 
tively young",  lacks  nothing  m 
aggTcssiveness  and  ambition. 
It  is  composed  of  the  livest 
and  brightest  members  of  the  shoe  repairing  trade 
in  Toronto,  and  has  a  memibership  of  over  a  hundred. 
"The  jobbers  and  manufacturers  are  now  realizing 
that  we've  got  a  little  say  in  the  matter  of  what  they 
will  do  or  won't  do,"  said  Secretary-Treasurer  Butter- 
vvorth  to  d  Footwear  representative.  "When  a  change 
IS  to  be  made  or  an  increase  in  price  we  just  tell  them 
to  submit  their  proposition  to  us  and  we'll  consider  it. 
Individually  we  would  have  to  submit  to  many  things 
that,  as  an  association,  we  can  consider  and  reject  if 
we  think  well  of  it.  The  shoe  repairer  is  no  longer  a 
cobbler  of  seeming  insignificance  in  the  business  world 
— he  is  coming  into  his  own.  The  business  of  shoe  re- 
pairing is  going-  ahead  in  jumps,  and  our  organization 
has  been  a  success  from  the  start." 


Mr.  C.  F.  Robinson,  President. 

On  AN'ednesday,  February  21,  the  association  held 
their  first  annual  banquet  and  get-together  meeting  at 
the  St.  Charles  Hotel,  and,  as  one  meml:)er  put  it,  "we 
sure  had  a  peach  of  a  time!"  After  the  inner  man  was 
adequately  provided  for  by  the  suminuous  repast 
which  had  been  arranged,  the  evening  was  given  over 
to  entertainment  and  addresses  by  the  \  arious  mem- 
bers present.    Messrs.  Harvey  Lloyd  and  l'>ert  Spcnce, 


entertainer  and  pianist  respectively,  were  present  to 
enliven  the  proceedings,  and  at  various  times  the  mem- 
bers joined  in  singing  popular  toasts  and  melodies. 
Two  very  excellent  cornet  solos  were  also  rendered  by 
Mr.  Skilling.  The  president  of  the  association,  Mr.  C. 
F.  Robinson ;  Mr.  Burnett,  recording  secretary,  and 


Mr.  A.  Butterworth, I  Sec. -Treasurer. 

Mr.  Butterworth,  secretary-treasurer,  were  jiresented 
with  gold  watch  charms  by  the  members,  as  a  token 
of  their  esteem  and  appreciation.  These  charms  bear 
the  adopted  design  of  the  organization.  Inspiring  ad- 
dresses were  delivered  by  Mr.  Robinson,  Mr.  Butter- 
worth, and  others,  including  Messrs.  F.  C.  Tebbs  and 
F.  H.  Revell,  of  Hamilton,  Ont.,  who  are  members  of 
the  new  Hamilton  Repairers'  Association.  A  telegram 
was  read  from  Mr.  Walter  Burnill,  who  is  at  present 
in  Florida,  congratulating  the  association  on  their  pro- 
gressiveness  and  wishing  them  every  success.  Repre- 
sentatives from  practically  all  of  the  manufacturing 
and  jobbing  houses  in  the  city  were  present  and  con- 
tril)uted  to  the  entertainment.  The  fragrant  weed  was 
enjoyed  with  the  compliments  of  the  (iutta  Percha 
Ru1:)ber  Company,  who  sent  cigars  and  a  supply  of 
rubber  mouthpieces. 

It  was  a  thoroughly  happy  and  jolly  gathering,  with 
good  fellowship  reigning  supreme,  that  broke  up  long- 
after  the  midnight  hour,  and  left  in  the  minds  of  the 
hundred-odd  members  present  a  clearer  and  more  de- 
finite vision  of  the  ideals  for  which  t'heir  organization 
stands.  It  is  to 'be  hoped  that  the  co-operation  of  every 
repair  man  in  Toronto  will  be  placed  behind  the 
already  swiftly-moving  ball,  to  so  increase  its  momen- 
tum that  every  obstacle  will  be  cleared  on  Ihc  path  to 
success. 


To  push  the  sale  of  skating  I)oots  a  Montreal  re- 
tailer adx  ertised  a  i)air  of  skates  free  with  everv  sale. 


42 


FOOTWEAR    IN  CANADA 


March,  1917 


Start  Something 

How  alyoiit  that  shoe  repairers'  association  in  your 
locality?  Do  you  belong  to  it?  What!  There  isn't 
any !  Well,  why  don't  you  get  busy  and  start  one?  Be 
the  man  with  initiative,  the  leader  of  the  band.  All 
movements  have  their  leaders,  and,  just  as  the  move- 
ments are  different  in  size,  im])ortance,  and  style,  so 
the  leaders  are  different.  It  isn't  necessary  to  be  a  big 
man  with  brass  Inittons  and  gold  Ijraid  to  be  a  leader. 
Don't  wait  for  someone  else  to  do  it ;  at  least,  do  what 
you  can  to  get  the  ball  a-rolling.  If  you  don't  prove  to 
be  a  leader  perhaps  one  will  appeal".  Tliere  are  so 
many  benefits  to  1:ie  derived  from  an  association,  but 
there  is  hard  work  to  be  done  in  forming,  and  you  owe 
a  certain  amount  of  work  to  yourself.  Don't  sit  back 
and  do  the  looking  on. — Shoe  Repair  Shop. 


A  Suggestion  Worth  Noting 

A  subscriber  offers  the  following  excellent  sugge.s- 
tion  :  "While  in  a  repair  shop  the  other  day  talking  to 
the  pro])rietor  I  noticed  one  of  his  employees,  who  was 
working  on  a  pair  of.  shoes,  toss  them  over  the  counter 
on  to  the  floor,  a  distance  of  six  or  eight  feet,  to  where, 
presumably,  he  was  going  to  continue  work  on  them. 
Possibly  there  was  no  harm  done  to  this  particular  pair 
of  shoes,  l)ut  it  suggested  that  that  store  would  be  very 
careless  in  handling  all  ahoes,  even  those  that  would 
show  very  readily  any  atouse.  To  the  person  who  hap- 
pens to  see  this  sort  of  thing  the  incentive  is  not  very 
strong  in  favor  of  patronizing  the  repair  shop." 


Hamilton  Repair  Men  Organize 

The  Hamilton  Shoemakers'  and  Repairers'  Associa- 
tion has  been  formed,  and  indications  point  to  a  pros- 
perous and  successful  organiation.  Mr.  John  A.  Ross 
is  president,  Thomas  Grayson  vice-president,  and  F.  C. 
Tebbs  secretary-treasurer.  The  executive  committee  is 
composed  of  F.  FI.  Revell,  A.  Miller,  W.  Greer,  H. 
Henderson,  F.  R.  Clark,  and  H.  Wood.  The  price-list 
adopted  is  as  follows  : 

Miscellaneous 

New  heels    $0.75 

Changing  wood  heels  to  leather    1-00 

Patches,  all  kinds  15  up 

New  counters   

Heel  linings   "^0 

Triangle  plates,  per  pair  15 

New  vamps   ^-^^ 

New  welts    1-00  up 

Hob  nails,  sole  and  heel  50 

Hob  nails,  sole  only  '^5 

Buttons  fastened  15  up 

Halfsoles 

.Sewn.  Nailed. 

Men's                                                        $1-35  $1-00 

Ladies'    1-00 

Boys',  1  to  .->                                                1-00  -85 

Youths',  11  to  I   S5 

Misses',  1 1  to  1  75  •''S 

Children's,  8  to  ^^)'/^  ''5  -55 

Infants',  4  In  7 'A   t5  .45 

Whole  Soles  and  Heels 

fients'   

I      1-     '  '2  25 

Ladies  

III  o  o/; 

Hoys'    ~' 

Youths',  11  to  1   •  2.00 


Toe  Pieces 

Gents'    $0.40 

Ladies'   -30 

Boys'   30 

Youtlis'.  1  1  to  1   !i5 

Turns,  Halfsole  Only 

Gents'    $1.50 

Ladies'    1.25 

Boys',  1  to  5    1.25 

Youths',  M  to  1    1. 00 

Heels 

Men's.  Women's.  Boys'.  Youths'.  Misses' 
1-5  11-1 

Straightened                    40c         25c  up    30c         35c  25c 

Orthopedic                     50c         40c         40c         30c  30c 

Revol.  rubber  heels.  ..  50c         50c         50c         50c  50c 

Wliolc  rubber  heels..  65c         G5c         65c         65c  65c 

Quarter  rubber  tips...  50c  up    50c         50c         50c  50c 

Toecaps 

50c  up    40c  up    40c  up    30c  30c 


Repairing  in  the  Retail  Store 

"There  are  two  ways  of  looking  at  the  question 
of  repairs,"  said  a  Montreal  retailer  in  a  comparatively 
small  way  of  business.  "I  have  a  very  fair  connec- 
tion in  repairs,  and  am  able  to  fill  in  a  certain  amount 
of  time  during  the  day  when  otherwise  I  would  be 
unoccupied.  The  repairing  brings  business ;  custo- 
iners  who  come  with  their  repairing  also  buy  new 
goods,  and  in  this  way  I  obtain  a  double  benefit.  That 
is  stating  the  profitable  side.  On  the  other  hand,  as 
I  do  the  work  myself,  and  also  with  the  assistance  of 
my  wife,  look  after  the  store,  I  am  not  always  in  a 
spick  and  span  condition  to  attend  to  customers, 
which  in  my  instance,  is  a  decided  disadvantage.  This 
is  particularly  so  in  the  summer,  when  white  goods 
have  to  be  handled.  The  use  of  a  machine  would  no 
doubt  enable  me  to  turn  out  the  repairs  quicker  and 
would  not  create  so  much  dirt,  but  as  against  this  there 
is  a  certain  amount  of  noise  when  the  machine  is  situ- 
ated, as  it  would  be,  in  this  case,  adjacent  to  the 
selling  floor.  Every  retailer  must  judge  for  himself 
as  to  whet\ier  the  repairing  game  is  advantageous  or 
not,  and  this  I  think  depends  upon  individual  cir- 
cumstances." 


Want  Australian  Hides 

A  deputation  of  Canadian  leather  dealers  recently 
conferred  with  Sir  George  Foster  regarding  the 
scarcity  of  leather.  Mr.  F.  N.  Beardniore,  of  Mont- 
real, and  Hon.  E.  J..  Davis,  of  Newmarket,  asked  that 
something  be  done  to  induce  Australia  to  relax  its 
restrictions  on  exports  of  hides  to  allow  Canada  to 
get  a  supply.  They  represented  that  the  situation  was 
serious ;  that  boot  leather  was  reaching  impossible 
prices,  and  that  even  after  the  war  was  over  it  would 
be  scarce  in  Canada. 


British  Imports  of  Shoes  Cut  Off 

.\mong  the  articles  banned  from  import  to  Great 
l'>ritain  ])v  a  recent  decree  of  the  British  Government 
are  boots  and  shoes  of  leather.  During  the  year  1916 
the  United  States  exi)orted  to  the  United  Kingdom 
footwear  l(}  the  xalue  of  $3,659,672.  No  figures  are 
available  as  to  just  what  ])roportion  of  this  figure  is 
made  uj)  of  army  shoes,  but  a  reference  to  the  statistics 
for  the  years  1914  and  1'.'13  shows  considerablv  lower 
hgurcs— $1,309,206  and  $1,482,504  respectively.' 
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Store  Publicity  That  Is  Different 


To  attain  ])u1)licity  one  mnst  get  out  of  the  rut. 
Human  nature  is  ever  in  search  of  novelty,  and 
the  dealer  who  can  evolve  somethino-  new  is 
always  sure  of  a  large  audience,  and  if  this 
novelty  is  linked  up  with  his  business  (which  it  always 
should  be)  he  is  sure  to  largely  increase  his  sales 
thereby.  Not  only  a  novelty,  but  a  double  novelty, 
was  recently  arranged  by  a  firm  in  the  South.  Simul- 
taneously with  their  window  displays  there  appeared 
in  .the  local  papers  the  catchy  ad. : 

HAS  SHE  A  BODY? 

IS  HE  HUMAN? 

Two  questions  that  thousands  of  people 
are  asking,  and  only  a  very  few  can  answer 
— but  won't.  Come  to-day  and  see  if  you 
can  figure  it  out.  The  marvellous  man  (?) 
with  the  fixed  features  will  be  in  our  Fourth 
Street  window  all  day  and  "Miss  Hanan," 
the  mysterious  head,  will  be  in  the  window 
'  from  12  to  1  o'clock,  and  in  our  Women's 
Shoe  Department  from  3  to  4  o'clock.  This 
beautiful  head  will  tell  you  many  worth 
while  things  about  our  shoes,  and  ansv/er 
any  enquiries  you  wish  to  make.  Watch 
closely  the  man  (?)  in  the  window,  and  you 
will  see  all  the  latest  styles  in  footwear. 
Everybody  welcome. 

The  "Mysterious  Miss  Hanan"  was  a  living,  breath- 
ing head  of  a  young  and  very  attractive  woman,  which 
rested  on  top  of  a  cabinet.  The  doors  of  this  cabinet 
were  open,  and  the 'rear  walls  could  be  plainly  seen — 
so  that  apparently  this  head  possessed  no  body.  Of 
course,  it  was  an  illusion,  produced  by  a  series  of  care- 
fully arranged  mirrors,  but  the  effect  was  striking  in 
fhe^extrenie.  Crowds  blocked  the  window  to  such  an 
extent  that  a  traffic  policeman  had  to  be  stationed 


there  to  keep  them  moving.  An  alert  moving  picture 
operator  was  alive  to  the  opportunity,  and  took  a  pic- 
ture of  the  scene,  to  be  used  in  the  local  moving  i)ic- 
ture  theatres,  which,  of  course,  addtd  much  to  the 
pul)licity  of  the  advertisement.  Tliis  window  display 
was  staged  from  noon  until  1  o'clock,  so  as  to  catch 
all  the  business  men  and  women  during  their  lunch 
hour.  From  3  to  4  "Miss  Hanan"  held  forth  in  the 
women's  shoe  department,  discoursing  on  shoes  in 
general  and  the  merits  of  the  C.  &  S.  line  in  particular. 
She  would  indicate  with  her  eyes  or  a  turn  of  the  head 
some  particular  specimen  of  footwear,  and  the  manager 
of  the  department  would  get  it  down  and  pass  it  around 
for  inspection,  while  she  told  of  its  merits.  She  also 
answered  any  enquiries  made  by  spectators.  The  de- 
partment was  thronged  with  women,  and  many  ])ur- 
chases  resulted  through  the  effective  eloquence  of 
"Miss  Hanan." 

She  was  closely  rivalled  in  the  attention  slie  at- 
tracted, however,  by  a  man  in  another  of  their  show 
windows.  His  face  was  painted  to  represent  a  wax 
model,  and  he  moved  automatically,  as  though  by 
machinery.  The  marvelous  control  he  had  over  his 
features  and  muscles  of  his  body  caused  much  doubt  as 
to  whether  it  was  a  man  or  an  image.  He  was  on  view 
for  fifteen  minutes  at  a  time,  when  the  curtains  were 
drawn  and  he  was  given  a  brief  resting  spell.  Each 
time  he  appeared  he  wore  a  different  style  of  shoe,  and 
a  card  in  the  window  called  attention  : 

WATCH  THE  FEET  OF  THE  AUTOMATON 

All  the  latest  styles  of  footwear  features. 
Complete  display  of  shoes,  boots,  pumps, 
and  slippers  worn  by  the  best  dressed  men. 

The  two  figures  created  a  decided  sensation,  and  it 
is  safe  to  say  that  name  and  lines  of  this  firm  became 
known  in  evecy  home  in  the  city  and  vicinity. 


A  New  Way  of  Looking  at  an  Old  Problem 


There  are  very  few  shoe  retailers,  or  shoe  sales- 
men, who  will  admit,  or  even  believe,  that  there  is 
less  difficulty  and  more  all  'round  satisfaction  in  sell- 
ing one  pair  of  shoes  to  two  people  or  three  people 
than  there  is  in  merely  satisfying  a  single  person. 
Usually  the  attitude  is  that  the  second  person  is  an 
obstacle  to  the  sale,  and,  while  the  retailer  may  not 
give  any  indication  of  his  frame  of  mind  about  the 
whole  thing,  he  nevertheless  asks  himself  why  peo- 
ple persist  in  dragging  in  a  retinue  of  friends  to  help 
them  in  their  purchase.  The  same  holds  good,  in  a 
great  many  cases,  to  men  who.  have  their  wives  ac- 
coinpany  them  on  shipping  expeditions.  Retailers 
have  expressed  the  opinion  that  a  man,  alone,  is  man- 
ageable, but  a  man  with  his  wife — impossible. 

In  this  connection  we  recently  had  an  interesting 
discussion  with  Mr.  H.  W.  Russell,  the  well-known 
Toronto  retailer,  at  292  Yonge  Street.  Mr.  Russell's 
views  are  the  antithesis  of  the  average  retailer's  inas- 


much as  he  would  rather  sell  one  pair  of  shoes  to  three 
women  than  to  one  woman  who  came  in  alone. 

"It  would  take  almost  too  long  to  go  into  every 
minute  detail  of  this  attitude,"  said  Mr.  Russell,  "but 
nevertheless,  I  have  proved  the  correctness  of  my 
theory  in  practice  time  and  time  again.  For  instance, 
if  a  woman  comes  into  my  store  to  buy  a  pair  of 
shoes  and  brings  a  friend  with,  her,  or  two  friends,  I 
am  reasonably  sure  that  she  is  not  strong-minded 
enough  to  ,be  sure  of  herself  and  that  if  she  were 
alone  would  make  the  purchase,  not  because  she  was 
satisfied,  but  out  of  sheer  dispair.  On  the  other  hand, 
when  she  is  accompanied  by  other  women  I  know  that 
one  of  those  women  is  going  to  make  the  purchase  for 


Refuse  substitutes — there  is  nothing  "just  as 
good"  as  hard  work  to  promote  happiness  and 
prosperity. 
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the  woman  who  really  wants  the  shoes.  Therefore, 
my  tasli  is  not  to  satisfy  only  one  woman,  but  both  of 
them,  or  all  three,  as  the  case  may  be.  Now  the  wo- 
men who  accompany  the  person  who  wants  the  shoes 
are  naturally  interested  in  shoes,  whether  they  wish 
to  buy  them  at  the  time  or  not,  and  if  I  succeed  in 
pleasing  the  one  with  the  stronger  will  1  have  suc- 
ceeded in  making  three  satisfied  customers  in  the 
same  time  it  would  have  taken  to  satisfy  one. 

Women  Easier  to  Sell  To 

"Also,"  continued  Mr.  Russell,  "I  am  one  of  a 
very  few  shoemen  who  would  rather  sell  to  a  woman 
than  a  man.  Men  are  chronic  kickers — many  of  them 
kick  not  because  they  have  any  reason  to,  but  simply 
because  they  think  they  have  to.  In  the  matter  of  in- 
creased prices  I  find  that  women  take  more  kindly  to 
them  than  do  men.  The  reason  for  this  I  attribute 
to  the  fact  that  women  are  accustomed  to  paying  in- 
creased prices  for  almost  every  article  of  any  nature 
whatever  and  consequently  they  do  not  look  upon 
the  increases  in  footwear  as  anything  out  of  the  or- 
dinary. Men,  to  the  contrary,  while  they  are  vaguely 
aware  of  something  of  the  sort,  have  not  had  the  same 
experience  in  actually  paying  the  increased  prices  on 
different  articles,  and,  of  course,  they  kick. 

"If  I  am  confident  that  my  price  of  $8,  or  whatever 
it  is,  is  justified  by  the  price  I  pay  the  manufacturer, 
then  I  am  able  to  state  my  case  convincingly,  and  'if 


the  customer  still  thinks  it  too  high  he  can  go  some- 
where else.  The  main  thing  is  to  have  confidence  in 
the  price  you  are  asking  and  there  will  be  little  diffi- 
culty." 

There  is  much  in  Mr.  Russell's  remarks  that  the 
average  shoeman  can  take  to  heart  with  real  benefit ; 
l)erhaps  salesmen,  however,  are  more  at  fault  than 
the  retailers  themselves.  In  the  matter  of  selling  one 
pair  of  shoes  to  more  than  one  person,  for  instance, 
Mr.  Russell  states  that  it  is  the  hardest  kind  of  a  job 
convincing  them  that  it  is  ofen  an  easier  task  than 
selling  to  one  person  alone.  "Why,  what's  the  mat- 
ter with  you,"  he  will  say  to  them,  "just  take  a  les- 
son from  me  and  I  will  show  you  how  to  do  it."  He 
forthwith  handles  the  next  sale,  while  the  clerk  stands 
in  the  background  to  see  how  it  is  done ;  usually  with 
the  result  that  the  salesman  is  atsonished  by  the  ease 
with  which  the  sale  is  closed. 

Certainly  Mr.  Russell's  attitude  of  creating  three 
satisfied  customers  with  only  one  sale  in  sight,  is  a 
commendable  one.  Sooner  or  later  the  other  two  wo- 
men are  going  to  need  shoes  and  "the  memory  lingers." 
They  will  recall  the  store  that,  while  selling  a  pair  of 
shoes  to  another  woman,  also  satisfied  their  own 
fancy.  It  may  not  be  that  they  will  realize  the  sales- 
man was  merely  selling  to  the  woman,  or  two  women, 
with  the  strongest  minds,  but  that  is  just  about  what 
it  amounts  to.  The  woman  who  wants  the  shoes  is 
often  afraid  of  herself  and  consequently  abides  by  her 
friends'  judgment. 


How  Do  You  Keep  Track  of  Your  Stock? 

Conclusion  of  a  System  of  Stock-keeping  for  Slioe  Retailers,  Designed  by  the 
Harvard  University  Bureau  of  Research 


Summary  of  Working  of  System. 

With  this  general  explanation  of  the  three  sheets  of 
the  Harvard  System  of  Stock-keeping  for  Shoe  Retail- 
ers a  summary  of  the  working  of  the  system  as  a  whole 
can  be  given.  The  sales  summary  sheet  (Form  7a)  is 
the  starting  point.  Inspection  of  it  shows  where  size- 
ups  should  be  taken.  The  record  on  the  sales  sum- 
mary sheet  indicates  the  fastest  selling  stock  numbers, 
which  should  be  inspected  to  see  how  th-c  sizes  and 
widths  are  holding  out  and  what  "fill-ins"  are  neces- 
sary. It  also  indicates  the  slowest  selling  stock  num- 
bers for  which  it  is  desired  to  know  how  many  sizes  are 
likely  to  be  "left-overs."  These  two  classes  demand 
attention  first;  size-ups  of  the  normally  seUing  stock 
numbers  will  be  taken  in  the  ordinary  routine. 

As  soon  as  it  has  been  determined  what  stock  num- 
I)ers  should  ])e  sized-up,  the  size-up  sheet  (Form  7b)— 
one  sheet  for  each  stock  number— is  brought  into  use. 
This  is  filled  from  an  exact  count  of  shoes  in  stock. 
The  upper  spaces  are  filled  like  any  size-up  sheet  with 
tallies  of  figures  for  the  pairs  on  hand.  Reference  to 
the  order  carbon  enables  "Pairs  On  Order"  and  "Pairs 
Due"  to  be  inserted  in  the  lower  .spaces  of  the  size-up 
sliect.  The  method  of  obtaining  this  information  from 
order  carbons  will  be  discussed  later.  The  size-up 
sheets  are  then  attached  with  clips  to  tiicu-  respective 
consolidation  sheets  (Form  7c).  For  every  slock  num- 
ber there  is  a  consolidation  sheet  that  bears  that  num- 
ber and  to  which  the  .size-up  sheet  with  the  correspond- 
ing stock  number  should  be  attached. 


The  order  record  of  the  consolidation  sheet  is  next 
used.  The  person  buying  will  first  compare  the  pre- 
vious size-up  sheet  with  the  last  size-up  sheet  just  at- 
tached to  see  whether  stock  of  the  respective  sizes  and 
widths  is  increasing,  running  even,  or  decreasing.  He 
notes  also  the  lower  right-hand  spaces  of  the  size-up 
sheet  to  see  what  pairs  are  due.  Glancing  at  the  record 
of  receipts  in  the  lower  left-hand  corner  of  the  consoli- 
dation sheet,  he  learns  how  promptly  deliveries  have 
been  made  in  the  past  and  what  deliveries  may  be  lack- 
ing. Finally  the  stock  record  in  the  lower  right-hand 
section  of  the  consolidation  sheet  shows  the  all-import- 
ant tendency  of  sales  for  this  stock  number — whether 
increasing,  declining,  or  continuing  at  about  the  same 
volume.  On  the  basis  of  these  facts  a  buying  decision 
is  reached  and  the  figures  for  the  orders  decided  upon 
are  entered  in  the  proper  spaces  of  the  order  record. 
Spaces  not  used  are  crossed.  The  order  for  the  manu- 
facturer or  wholesaler  is  then  made  out. 

The  usual  order  blank  is  similar  to  a  size-up  form 
with  proper  headings  and  at  least  one  carbon.  This 
order  blank  is  ruled  so  that  it  can  be  made  out  readily 
from  the  order  record  by  sizes  and  widths.  The  total 
number  of  pairs  it  represents,  its  date,  and  the  expected 
date  of  delivery  will  be  entered  on  the  record  of  re- 
ceipts below.  As  the  order  blank  is  made  out,  circles 
are  drawn  around  the  spaces  in  the  order  record.  The 
original  of  the  order  goes  to  the  manufacturer  or 
wholesaler  and  the  carbon  is  retained  by  the  retailer, 
on  which  reccii)ts  are  checked  and  from  which  they  are 
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entered  on  the  record  of  receipts.  When  the  shoes  are 
sold  the  sales  figures  are  ^entered  on  the  sales  summary 
sheet.  Finally,  at  the  end  of  each  week  the  stock  re- 
cord is  brought  down  to  date  and  the  records  are  com- 
plete. The  bureau  believes  that  in  this  procedure  not 
an  unnecessary  entry  has  been  made  or  a  necessary 
entry  omitted,  and  a  stock-keepino;  system  is  provided 
which  it  pays  the  shoe  retailer  to  use. 

At  inventory  time  the  accuracy  with  which  the  re- 
cords have  been  ke])t  can  be  checked  up  by  comparing 
the  "On  Hands"  of  the  stock  record  with  the  actual  in- 
ventory, and  by  comparing-  the  sum  of  the  "Sales" 
spaces  IV  in  the  order  record  with  the  total  sales  to 
date  of  the  stock  record  minus  the  total  returns.  Some 
discrepancies  are  likely  to  be  found,  due  possibly  to 
theft,  of  which  man}^  shoe  retailers  complain,  and  due 
in  part  to  the  fact  that  errors  inevitably  creep  into  an}- 
records  which  are  not  frequently  checked  and  balanced. 
If  the  errors  are  small,  it  may  not  be  worth  while  to 
trace  them  down,  but  efiforts  should  be  made  to  prevent 
their  recurrence.  So  far  as  compensating  errors  have 
been  made,  differences  between  the  recorded  "On 
Hand"  and  the  actual  counts  on  one  sheet  will  be  offset 
b}'  differences  on  the  opposite  side  on  other  sheets,  and 
the  stock  records  as  a  whole  and  the  inventories  as  a 
whole  will  check.  Mistakes  may  be  made  in  size  and 
width,  but  should  not  occur  in  numl)er  of  pairs;  the 
"overs"  and  "shorts"  should  be  equal.  Exact  agree- 
ment between  them,  however,  is  not  absolutely  neces- 
sary. If  errors  are  infrequent,  although  not  entirely 
eliminated,  the  stock-keeping  system  gives  running  in- 
formation of  sufficient  accuracy  and  of  great  aid  while 
the  size-ups  give  the  precise  information  most  needed. 

Installation  and  Operation. 

A  few  suggestions  about  the  installation  and  opera- 
tion of  the  system  may  be  of  assistance.  The  best  time 
to  begin  the  use  of  the  system  is  at  inventory  time. 
Then  the  records  on  the  consolidation  sheet  CForm  7c) 
will  coincide  with  the  inventor)^  period  or  periods  of 
the  business  and  the  "On  Hands"  will  be  those  of  in- 
ventory. It  is  by  no  means  imperative,  however,  that 
an  inventory  be  waited  for.  Probably  ti!ie  next  l)est 
time  to  start  is  on  the  first  of  a  month,  which  gives 
records  for  unbroken  months  on  the  stock  record.  If 
started  between  inventories  the  system  will  become 
distinctly  useful  before  the  next  inventory,  es])ecially 
if  aided  by  a  general  size-up  taken  at  its  introduction. 
The  bureau  doubts  the  advisability  of  trying  to  fill  in 
the  sheets  from  old  records,  but  recommends  beginning 
with  the  current  business — a  clean  slate.  For  a  time, 
imtil  the  new  sheets  accumulate  data,  the  old  records 


Do  you  suggest  a  box  of  polish  with  every  shoe 
sale?    You  ought  to! 


will  have  to  be  relied  upon.  This  is  especially  true  in 
using  the  order  record  of  the  consolidation  sheet.  It 
seems  wise  to  use  the  old  records  directly  rather  than 
to  troul)le  to  transfer  them,  since  in  a  sh(»rt  time  the 
new  sheets  will  contain  the  vital  facts. 

Daily  entries  are  required  onl}'  on  the  sales  sum- 
mary sheet  (Form  7a),  but  it  is  urged  that  the  other 
sheets  be  taken  care  of  regularly.  One  of  Ihe  chief 
benefits  of  a  stock-keeping  system  is  lost  if  it  is  not 
kept  up  to  date.  Furthermore,  records  easily  kept  with 
but  a  few  minutes'  attention  each  day  become  burden- 
some if  allowed  to  accumulate  and  arc  apt  to  be 
neglected.    The  manager  of  a  shoe  store  soon  learns 


New  Circular  Vamp,  whole  quarter  pattern  offered  by  Ames-Holden- 
McCready  for  Spring  1917.    Made  with  leather  vamp  and 
cloth  tops  in  various  color  combinations. 


the  rush  and  quiet  business  hours.  During-  the  quiet 
hours  the  necessary  routine  work,  such  as  receiving 
and  sizing^-up,  is  carried  on.  If  a  certain  portion  of 
that  time— say,  the  first  or  second  half-hour  or  hour  in 
the  morning— is  set  aside  for  entering  the  preceding 
day's  receipts  and  sales  of  shoes,  it  vvill  soon  become 
habitual,  and  there  can  be  no  question  that  it  pays. 

Though  the  system  itself  is  equally  applicaljle  to 
all  sizes  of  businesses,  the  arrangements  for  keeping  it 
may  vary  according  to  the  volume  of  sales.  In  a  small 
shoe  store  (employing  not  more  than  two  or  three  per- 
sons, including  the  proprietor  or  partners,  with  vearly 
sales  ranging  from  $12,000  to  $30,000)  the  proprietor 
himself  may  do  all  the  work  of  sizing--up  and  stock- 
keeping.  It  is  advantageous  for  the  proprietor  of  a 
shoe  business  of  this  size  to  do  all  of  this  work  himself, 
since  in  no  other  way  can  he  acquire  so  much  valual)le 
information  about  tihe  state  of  his  stock  in  so  short  a 
time.  If  the  proprietor  does  not  take  the  size-ups  and 
keep  the  stocks  records  himself,  the  sizing-up  should 
be  done  by  one  person  and  the  keeping  of  the  other 
stock  records  by  another.  This  will  afford  a  check  upon- 
losses.  The  proprietor  will  find  it  advisable  to  size-up 
his  stock  personally  from  time  to  time  in  order  to  check 
the  accuracy  of  previous  records. 

In  a  medium-sized  shoe  store  (emplo\  ing  four  to 
six.  persons,  with  yearly  sales  of  from  $40,000  to 
$60,000)  the  proprietor  or  a  partner  does  the  buying, 
but  the  sizing-up,  receiving,  and  stock-keeping  mav  be 
done  by  employees.  Frequently  an  emplovee  wlio  is 
responsible  and  accurate,  and  therefore  well  fitted  for 
keeping  stock  records,  is  not  the  salesman  selling 
most;  consequently,  he  can  be  employed  on  the  stock- 
records  without  diverting  the  most  Valuable  selling 
time.  If  the  store  is  departmentalized  between  men's, 
women's,  and  children's  shoes,  there  can  be  one  person 
in  each  department  to  size-up.  \\'hatcver  the  arrange- 
ment for  sizing-up,  the  entries  on  the  other  sheets  of 
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the  stock-keeping  sj'stem  slionld  he  made  hy  one  per- 
son only,  but  not  by  the  person  who  takes  the  size-up. 
By  havino;  one  person  keep  the  stock  records,  facility, 
accuracy,  and  uniformity  of  entries  are  obtained  and 
responsibility  is  fixed.  By  havino-  the  size-up  taken  by 
another  person  a  check  upon  the  accuracy  of  the 
records  is  secured. 

In  a  lars^e  slioe  ])u^incss  (employinj^-  ten  persons 
and  more,  with  sales  ranging  from  $100,000  to 
$1,000,000)  specialization  is  necessary.  The  stock  will 
be  sized-up  in  divisions,  with  one  person  to  each  divi- 
sion. 

Sizing-up  sh(ndd  l)e  a  daily  process  for  some  ]>(^r- 
tion  of  the  stock.  What  part  of  the  stock  this  is  the 
other  sheets,  especially  the  sales  summary  sheet,  will 
show.  Though  some  portions  of  the  stock  should  be 
sized-up  more  frequently  than  others,  the  bureau  be- 
lieves that  the  whole  stock  of  a  retail  shoe  business 
should  be  covered  by  at  least  one  size-up  every  Iwo 
weeks.  If  attempted  as  a  general  size-up  on  a  certain 
day  in  each  fortnight  it  would  be  a  task  indeed,  Init 
done  each  day,  stock  number  by  stock  number  or  line 
by  line,  it  becomes  an  important  but  not  burdensome 
part  of  the  daily  routine. 

The  method  of  securing  entries  of  the  sales  on  the 
sales  summary  sheet  is  left  to  the  preference  of  the 
individual  shoe  retailer.  The  usual  way  is  from  the 
carbon  of  the  sales  slip  on  which  the  salesperson  has 
entered  the  stock  number,  size,  and  width,  as  well  as 
the  price  of  the  shoe.  As  has  already  been  noted, 
under  this  method  there  is  a  tendency  toward  errors, 
due  especially  to  rush  hours  and  the  employment  of 
extra  salespersons.  To  avoid  these  errors  some  dealers 
have  used  tags,  about  2  x  4>4  inches,  gummed  at  one 
end.  When  the  shoes  are  received,  the  proper  stock 
numbers  are  entered  on  the  tags,  which  are  attached  to 
the  carton.  The  loose  end  is  to  be  torn  of¥  and  turned 
in  with  the  sales  slip  when  the  shoes  are  sold.  It  is 
doubtless  true  that  the  entry  on  the  tag  made  at  the 
receipt  of  the  shoe  with  ample  time  and  no  distinction 
is  apt  to  be  more  accurate  than  the  entry  on  the  sales 
sli])  during  the  rush  of  selling.  Difficulties  with  the 
tag  system  have,  however,  been  reported.  Because  of 
these  difficulties,  and  also  for'other  reasons,  the  bureau 
is  inclined  to  recommend  adherence  to  a  carbon  of  the 
sales  slip  as  a  means  for  transferring  sales  to  the  sales 
summary  sheet. 

The  bureau  further  recommends  that  the  sales  slips 
be  in  distinguishing  colors,  according  to  the  kind  of 
shoes  sold— men's,  women's,  children's,  and  others, 
'fhese  slips  can  be  in  groups  in  the  same  sales  book ; 
their  use  greatly  facilitates  the  preliminary  sorting  of 
sales  by  the  stock-keeper. 

This  stock-keeping  system  furnishes  the  retailer 
with  records  to  guide  his' buying  and  to  aid  in  obtam- 
iii<.-  a  faster  stock-turn.  The  consolidation  sheet  re- 
cords show  which  styles,  sizes,  and  widths  have  been 
most  frequently  demanded  by  his  customers.  I.y  bas- 
ing his  orders  at  the  beginning  of  a  season  on  his  pre- 
vious experience  he  can  buy  intelligently.  During  the 
season  the  sales  summary  sheet  shows  constantly 
which  stock  numbers  are  moving  and  which,  if  any, 
are  stagnant.  Stocks  of  shoes  which  are  not  moving 
should  be  watched  with  especial  care,  m  order  that 
they  may  be  di^iposed  of  with  as  small  a  .sacrilice  as 
possil)le  and  in  order  that  losses  from  depreciation  may 
be  checked,  h'or  styles,  sizes,  and  widths  which  are  m 
demand  the  records  on  the  size-up  sheets  and  order  re- 
cords provide  a  necessary  guide  for  replenishing  his 
stock     By  regulating  his  orders  and  his  stock  m  ac- 


cordance with  tliese  reccH'ds  a  retailer  can  meet  the 
requirements  of  his  trade  and  at  the  same  time  insure  a 
rapid  stock-turn. 


For  King  and  Country 

Adjutant  C.  I'resb)'  Siater,  S(jn  oi  .Mr.  (ieorge  A. 
Slater,  president  of  George  A.  Slater,  Ltd.,  Mai.son- 
nein  e,  has  recently  been  promoted  from  a  lieutenancy. 
1  le  is  attached  to  the  Canadian  Army  Service  Cor])s,  at 


Adjutant  C.  P.  Slater 


Shornclifife,  England.  He  is  a  graduate  of  the  Royal 
Military  College,  and  during  the  early  part  of  the  war, 
was  on  duty  at  Valcartier.  Prior  to  this  he  held  the 
position  of  executive  in  charge  of  the  mechanical  end 
of  the  George  A.  Slater  plant. 


Important  Changes  Announced 

Official  announcements,  made  recently,  in  the  Do- 
minion Rubl)er  System  will  prove  of  interest  to  our 
readers.  At  the  head  office,  in  the  general  sales  depart- 
ment, the  following  changes  were  made,  efFecti\'e  on 
February  12 : 

R.  E.  Jamieson,  director  in  charge  of  sales  f)f  Domin- 
ion Rubber  System  ;  J.  M.  S.  Carroll,  sales  manager. 
Dominion  Rubber  System  ;  F.  A.  Todd,  general  credit 
manager.  Dominion  Ru1)ber  System  ;  Hugo  Wellein,  di- 
vision manager,  Quebec  division;  George  Bergeron,  as- 
sistant division  manager,  Ouel)ec  division;  H.  R.  Nixon 
(St.  John  branch)  becomes  chief  clerk  to  director  in 
charge  of  sales  at  head  office;  A.  R.  Hannah,  office 
manager,  St.  John  branch. 

The  rapid  expansion  of  business  in  W^estern  Can- 
ada has  made  necessarv  a  rearrangement  of  the  INIiddle 
West  division.  Two  new  divisions  have  been  created, 
with  a  result  that  each  jirairie  province  has  become  a 
distinct  unit  : 

Alberta  Division — Division  office,  Calgary,  Alta. ; 
'di\  ision  manager,  A.  C.  McGiverin  ;  office  manager,  J. 
C.  Jones. 

Saskatchewan  Division  —  Division  office,  Regina, 
Sask.  ;  dix  ision  niana.^er,  L.  T.  Mc(jivcrin  ;  office  mana- 
ger, b'rank  ( iarnett. 

Manitoba  Division  —  Division  office,  AVinnipeg, 
Man. ;  in  charge  of  Mr.  CJiarles  Ilolden,  A\'cstern  sales 
manager;  office  manager,  J.  H.  Rice. 
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Rubber  Manufacturers  Advise  Buying  Early 

The  selling"  season  of  the  rubber  companies  has  now 
commenced,  and,  in  view  of  this,  the  companies  have 
issued  their  1917  catalogues,  with  illustrations  and 
prices.  The  last  season  proved  a  very  good  one,  the 
demands  being-  exceptionally  brisk,  and  the  present 
outlook  is  stated  to  be  very  promising.  The  catalogue 
of  the  Miner  Rubber  Company,  Montreal,  has  a  cover 
in  red,  white,  and  grey,  featuring  a  Monarch  boot.  It 
contains  a  number  of  illustrations,  some  in  colors, 
with  details  of  the  various  lines.  The  company  are 
putting  on  the  market  several  new  shoes.  New  show 
cards,  with  the  slogans  "Buy  a  Pair  To-day"  and  "Take 
a  Pair  With  You,"  are  sent  out  with  each  placing  and 
sorting  order. 

The  1917  catalogue  of  the  Dominion  Rubber  Sys- 
tem is  attractively  printed  in  colors.  It  embraces  the 
"Jacques  Cartier,"  "Merchants,"  and  "Dominion" 
brands  of  rubbers,  and  is  well  illustrated.  The  com- 
pany state  that  the  steadily  advancing  cost  of  mater- 
ials and  of  production  has,  of  necessity,  caused  an  ad- 
justment of  prices  which,  they  believe,  is  fully  war- 


ranted if  the  high  standard  of  Dominion  Ru'bber  Sys- 
tem quality  be  maintained.  Terms  are  much  the  same 
as  last  year,  being  as  follows: 

Shipments  x'Vre  payable.        Are  payable 

made  during- — -  less  2  per  cent.  net. 

March,  1917   April  12,  1917       May  27,  1917 

April,  1917   May  12,1917       June  27,  1917 

May,  1917   June  12,1917       July  27,  1917 

June,  Tul3-,August,  Sep- 
tember, October,  1917.  Nov.  12,  1817       Dec.  27,  1917 

November,  1917   Dec.  12,  1917       Jan.  27,  1918 

•December,  1917   Jan.  12,1918       Feb.  25,  1918 


Three  price  advances  were  made  since  March,  1916, 
the  chief  advance  being  in  January,  of  this  year.  The 
new  catalogues  also  show  some  readjustment,  although 
some  lines  are  lower. 

In  spite  of  strong  appeals  to  the  trade  to  place  their 
orders  early  last  year,  the  companies  state  that  many 
retailers  neglected  this,  with  the  result  that  in  the  fall 
there  was  a  scarcity,  and  many  orders  had  to  be  re- 
fused. This  year  they  are  again  making  a  strong  ap- 
peal to  the  retailers  to  place  as  early  as  possible.  This 
IS,  no  doubt,  desirable,  owing  to  the  unsettled  indus- 
trial conditions  and  also  to  the  fact  that  there  is  no 
guarantee  that  prices  will  not  further  advance  before 
fall.  Neither  is  there  any  assurance  that  the  companies 
will  be  in  a  position  to  fill  orders  given  late  in  the 
season.  Nineteen-^ixteen  was  an  exceptionally  good 
vear,  it  is  stated,  not  only  for  rubbers,  but  also  sport- 
ing goods,  and  both  companies  have  added  new  lines 
this  year. 


Right  and  Left  Hose 

"By  the  way,  which  sock  do  vou  put  on  your  right 
foot?" 

This  was  the  question  a  travelling  salesman  was 
heard  to  ask  of  a  dealer  recently,  and  the  strangeness 
of  the  query  prompted  the  writer  to  listen  further. 

"Why,  I  don't  know.  Either  one,  of  course.  What 
dif¥erence  does  it  make  when  they're  both  alike?"  came 
the  dealer's  reply. 

"Mine  are  not  alike,"  said  the  salesman.  "I  wear  a 
right  sock  on  my  right  foot  and  a  left  sock  on  my  left 
foot,  just  as  I  do  a  right  and  left  shoe." 

This  brought  on  a  discussion,  in  which  it  came  out 
that  the  Scholl  Manufacturing  Company  have  added  to 


their  line  this  new  wrinkle  in  hosiery.  These  hose  are 
knitted  to  conform  to  the-  shape  of  the  foot  instead  of 
being  stretched  to  conform  to  it.  They  have  a  per- 
fectly straight  edg-e  along  the  inside  of  the  foot  and 
come  to  a  point  where  the  large  toe  rests.  Their  out- 
line then  slants  or  curves  down  to  the  little  toe,  in 
conformity  to  the  shape  of  the  foot. 

The  claim  put  forward  is  that  ordinary  hose,  not 
being  the  shape  of  the  foot,  must  either  be  so  loose  that 
wrinkles  injure  the  foot,  or,  ii  close-fitting,  must 
stretch  to  the  shape.  While  so  stretched  they  exert 
pressure,  small  hut  continuous,  on  the  toes,  and  thus 
cause  many  foot  troubles.  The  salesman  offered  to 
wager  the  dealer  that  if  he  wore  the  right  and  left  hose 
a  week  he  would  never  be  willing  to  go  back  to  the 
"old-fashioned"  sort. 


The  Shoe  of  the  Future 

"What  about  fabric  shoes  in  the  near  future?"  we 
enquired  of  a  Toronto  manufacturer.  "The  coming 
shoe  for  women,  but  not  for  men,"  he  replied.  A  high- 
grade  fabric  shoe  can  be  made  for  at  least  $2  cheaper 
than  an  all-leather  shoe,  and  they  are  certainly  very 
attractive.  One  of  the  objections  to  cloth  uppers  has 
been  that  in  wet  weather  the  moisture  will  quickly 
penetrate  them  and  cause  the  wearer  considerable  dis- 
comfort. Now,  however,  by  the  use  of  a  special  cra- 
vanetted  fabric,  which  can  be  dyed  in  almost  every 
conceivable  color,  the  shoes  are  just  about  as  water- 
proof as  leather.  We  were  shown  several  samples  of 
this  cloth,  in  silver  grey,  light  brown,  champagne,  and 
so  on,  which  will,  in  all  probability,  be  the  strong-  col- 
ors for  summer  and  fall,  white  excepted.  It  is  not 
likely  that  fibre  rubber  soles  will  be  used  to  any  great 
extent  on  women's  shoes  until  absolutely  necessary,  if 
such  a  condition  is  possible.  Among  several  reasons 
mentioned  by  this  manufacturer  were  that  the  fibre 
sole  cannot  be  made  light  enough  for  a  turn  sole,  and 
cannot  be  channeled  properly;  also  they  are  just  as  ex- 
pensive as  g^ood  leather,  so  that  there  can  be  no  argu- 
ment in  their  favor  for  reducing  the  cost  of  the  shoe. 
The  demand  is  good,  he  said,  for  sport  shoes  with  fibre 
soles  and  rubber  heels,  because  the  heavy,  waterproof 
sole  was  almost  a  necessity,  and  for  that  particular 
purpose  they  were  very  popular.  They  would  not, 
however,  be  suitable  for  finer  dress  shoes. 


Fabrics  Only  for  Low-Priced  Shoes 

"I  do  not  believe  the  fabric  shoe  will  ever  be  a 
good  seller  to  the  well-dressed  woman,"  a  jobber  told 
us.  "Fabrics  are  all  very  well  in  shoes  that  can  be 
sold  for  $5  or  $6,  but  when  it  comes  to  a  matter  of 
paying  the  higher  prices,  they  won't  do  it.  I  do  not 
believe  this  type  of  shoe  can  be  made  nearly  as  service- 
able as  leather,  since  there  is  always  the  difficulty 
of  them  breaking  away  at  the  sole,  due  to  strain  in  the 
making.  They  vvill  sell  better  in  white  lines  in  sum- 
mer, but  the  retailers  and  consumers  are  not  taking  as 
kindly  to  them  as  the  trade  papers  would  have  them. 
You  can't  beat  leather  shoes— that's  all  there  is  to  it." 


There  are  good  profits  to  be  made  in  shoe  ac- 
cessories.   Are  you  getting  your  share? 
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Mr.  A.  E.  Elmer  formerly  on  the  travelling 
staff  of  the  Midland  Shoe  Co.,  Kingston, 
Ont.  and  now  with  Geo.  A.  Slater, 
Ltd.,  Montreal. 


Cyclone  Bleach  Now  Made  in  Canada 

Canadian  shoe  manufacturers  will  be  interested  in 
the  announcement  of  the  International  Supply  Com- 
pany, of  Kitchener  and  Montreal,  that  they  have  pre- 
vailed upon  the  Boston  Leather  Stain  Company,  manu- 
facturers of  bleaches,  stains,  etc.,  to  manufacture  Cy- 
clone Bleach  in  Canada.  C3^clone  Bleach  is  claimed  to 
be  the  only  bleach  that  will  make  a  clean,  uniform, 
light  colored  finish,  and  this  is  now  in  stock  at  Kit- 
chener, ready  for  immediate  delivery.  .The  Interna- 
tional Supply  Company  state  that  Cyclone  is  used  by 
practically  all  American  manufacturers  of  high  grade 
shoes,  and  by  many  manufacturers  of  medium  priced 
lines  who  wish  to  get  a  light  imitation  oak  finish  on 
hemlock  or  red  leather. 


Manufacturers  Not  Optimistic 

Generally  speaking,  shoe  manufacturers  in  Mont- 
real and  Maisonneuve  are  not  very  ,optimistic  as  to  fall 
business.  The  high  price  of  materials  and  the  uncer- 
tainty as  to  outlook  make  the  position  very  unsettled. 
There  is  a  disposition  to  go  more  slowly,  and  to  buy 
leather  in  smaller  quantities  rather  than  to  purchase  so 
far  ahead.  All  manufacturers  spoken  to  agree  that 
prices  for  fall  shoes  will  see  a  material  rise,  and  one 
firm  making  high-grade  women's  lines  stated  that  $10 
to  $12  per  pair  wholesale  will  have  to  be  paid  for  their 
finest  goods.  The  knowledge  that  values  all  round  will 
be  advanced  prompts  the  feeling  that  business  will 
slacken.  The  retailers  are  stated  to  be  well  stocked, 
many  having  bought  very  freely  in  the  belief  that  quo- 
tations will  go  on  a  higher  basis  for  fall  goods,  and 
consequently  the  retailers  may  give  only  comparatively 
small  orders  when  the  travellers  visit  them  for  fall 
lines. 

The  pcjsition  is  a  difficult  one,  and  manufacturers  are 
by  no  means  agreed  as  to  the  i)est  means  of  meeting  it, 
although  the  more  general  opinion  is  that  there  is  no 
hope  of  prices  of  raw  material  decreasing  for  ;i  long 
time  to  come.  The  past  year  was  an  abnormal  ])eriod, 
and  the  output  was  far  ahead  of  the  previous  twelve 
months.  'J^lie  United  Shoe  Machinery  Company  of 
Canada,  whose  business  may  be  regarded  as  a  l^aromc- 
ter  of  the  shoe  trade  of  the  country,  had  a  record  year. 
Mr.  Knowlton,  the  general  manager,  has  slated  that, 
while  the  number  of  factories  did  ncjt  vary  t(j  any  ex- 


tent, the  output  per  factory  was  greater,  in  spite  of  the 
advance  in  all  materials. 

Mthough  the  Canadian  public  have  been  educated 
ujj  to  i)aying  more  for  their  shoes,  there  is  a  point  at 
which  prices  will  exercise  a  ver\'  strong  influence  on 
sales.  Will  that  point  be  reached  in  the  fall,  and  shall 
we  see  such  a  restriction  in  sales  as  will  serif)ush'  affect 
the  industry  as  a  whole? 


Aero-Peds,  Limited 

Aero-Peds,  Limited,  are  being  incorporated,  to  take 
over  the  business  of  Aero-Peds  Manufacturing  Com- 
pany, 30  Adelaide  Street  East,  Toronto.  Mr.  John  A. 
Adams,  a  well-known  figure  in  shoedom,  is  manager  of 
the  company,  and  reports  that  the  Canadian  demand 
for  Aero-Peds  is  steadily  increasing.  It  is  anticipated 
that  in  the  very  near  future  their  output  will  be  con- 
siderably increased.  Orders  are  being  jMaced  in  many 
of  the  larger  cities  of  the  United  States  as  well  as  in 
every  province  in  the  Dominion.  Aero-Peds  are  han- 
dled by  all  the  leading  jobbing  concerns  in  the  Domin- 
ion, and  will  also  be  sold  to  the  retail  trade  through 
special  representatives. 


Britain  Seizes  Leather  Stocks 

According  to  a  recent  press  despatch,  the  British 
\\  ar  Office  has  taken  possession  of  all  the  leather  in 
the  United  Kingdom.  Leather  produced  up  to  March 
31  will  also  be  taken  over,  it  is  stated. 


■This  Store  is  a  Membtr  of  tbe  Advertising  Qub  of  JopUo" 
(  II  Stands  for  Tmtli  in  Advertiaiiw  ) 


We  Positively  Will  Not 


good   any  cheap 


recommend — gaarantee — or  stand  behind  or  oake 
RUBBER  FOOTWEAR  of  any  Description. 

The  average  customer  buys  the  cheapest  robbers  he  can  getr— and 
when  they  wear  out  in  a  few  days  he  thinks  he  has  a  "roar"  coming  to 
him. 

Rubber  Footwear  is  made  in  Firsts — Seconds — ^Difrerential  Seconds 
— Thirds  and  Culls — BUT — people  usually  buy  the  second  and  third 
grades — refusing  to  pay  the  price  of  first  grade  rubbers.  The  main 
reason  why  rubbers  will  not  wear  is  that  a  snow  fall  will  only  last  a  few 
houre>  in  this  section  and  then  the  rubbers  come  in  contact  with  rocks — 
gravel — chats,  etc. — and  are  IMMEDIATELY  CUT  OUT.  Examine 
your  Rubbers  and  you  will  probably  find  sharp  flint  imbedded  into  the 
soles. 

WE  POSITIVELY  WILL  NOT  LISTEN  TO  ANY 
COMPLAINT  REGARDING  CHEAP  RUBBERS 

We  positively  will  not  guarantee — recommend  or  stand  behind  Pat- 
ent Leather  Shoes — for  Patent  Leather  may  check — crack — peel  or  break 
— and  if  it  does,  you  have  no  recourse  either  on  the  retailer  or  manufac- 
turer or  tannei. 

We  will  not  rccortimend — guarantee— or  stand  behind  the  wear  of  any  slocking  or  sock  that  we  sell 
—notwithstanding  we  handle  old  established  well  known  brands. 

The  finer  the  stocking — the  higher  priced  it  is — the  less  likelihood  of  wear. 

WE  DO  NOT  SELL  DURABILITY  WHEN  WE  SELL  YOU  HOSIERY 
People  roust  be  made  to  understand  that  they  buy  fine — gauzy — fragile  gtoddngs  solely  &t  tfadr 
own  risk — we  positively  refuse  to  entertain  any  claim  or  complaint  regarding  hosiefy. 

Stockings  are  damaged  mainly  by  the  following  causes — torn  or  sharp  -toe  naUs~coras— «hoea 
too  short — hose  too  short — badly  fitting  shoes — torn  shoe  linings  exposing  the  counters  and  boxes  there- 
by wearing  out  the  hose — and  tearing  the  stockings  on  set  rings  by  reason  of  pidHng  tbe  stocking  ovei 
the  hand  and  arm  to  examine  it. 

Domestics  today  are  wearing  finer  and  gauzier  hose  than  Queens  used  to  wear 

We  Positively  Will  Not  Listen  to  Any  Complaint 
Regarding  Hosiery 


We  will  not  recommend — guarantee— or  stand  behind  an)  of  the  cheaper  grades  of  SHOES— nor  wUi 
we  repair— allow  for— or  malie  good  any   but   the  BEST  GRADES  OF  FOOTWEAR. 

Otherwise  everyone  would  buy  only  the  cheap  stuff — kbowing  that  he  could  force  the  merchant  to 
continually  and  eternally  give  him  another  pair  merely  by  making  coaiplainl. 

YOU  CAN  NOT  buy  GOOD  SHOES  today  tor  LITTLE  MONEY— for  leather  costs  more  today  than 
ever — many  grades  of  leather  costing  the  shoe  manufacturer  the  same  value  as  COINED  SILVER 
weight  lor  weight.  We  will  of  course  repair  any  manufacturer's  imperfection — provided  it  is  immedi- 
ately developed  and  reported— but  we  WILL  NOT  repair  or  make  good  any  of  the  cheaper  grades  of 
footwear.   We  will  stand  behind  the  all  leather  higher  priced  lines  only. 

We  Positively  Decline  to  Listen  to  Complaints 
Regarding  Cheap  Shoes 

WE  DO  ytyt  DELIVER— WE  DO  NOT  CREDIT— WE  GIVE  FULL  WEIGHT  AND  MEASIHE— WE 
MARK  ALL  GOODS  IN  PLAIN  FIGURES— WE  SELL  AS  MARKED— WE  REFUND  THE  MONEY 
INSTANTLY  AND  CHEERFULLY  IF  YOU  ARE  NOT  PLEASED  WTTH  THE  PURCHASE  (if  re- 
turned in  a  salable  condition.)  WE  TRY  TO  BUY  RIGHT—  WETRY  TO  UNDERSELI^WE  RECTIFY 
ERRORS— WE  ARE  EARNESTLY  TRYING  TO  BUILD  A  BIGGER  AND  BETTER  BUSINESS- 

Joseph  S.  Baum  Mercantile  Co. 

R10.SI2  Mnin  St. 


Thi;  circular  reproducetl  herewith  was  issued  by  a  retailer  down  in 
Missouri  who  has  taken  a  firm  stand  against  unjust  returns  and 
credit  claims.    Evidently  he  believes  "  the  customer 
is  notlalwayslright." 
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Mr.  R.  J.  McAllister,  who  has  joined  the  staff  of  the  Brandon  ^ 

Shoe  Co..  Brantford.  Ont.    He  was  formerly  with  ^ 

Geo.  A.  Slater.  Limited,  Montreal,  and  has  = 

had  a  wide  experience  on  the  road.  ^ 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy 


Ames-Holden-McCready  Change  Location 

Greater  efficiency  and  economy  in  production  are 
the  reasons  given  by  N.  R.  Feltes,  general  manager  of 
Ames-Holdeh-McCready,  Limited,  for  a  change  which 
that  company  is  making  in  its  Montreal  plants.  Plans 
are  ready  and  contracts  are  now  being  made  for  ex- 
tensive alterations  and  additions  to  the  company's 
plant  on  Mount  Royal  Avenue  East,  in  order  that  the 
company  may  vacate  its  factory  located  at  Lagauche- 
tiere  and  Inspector  Streets,  and  concentrate  all  its 
factory  operations  in  Montreal  at  the  form'er  location. 
This  move  has  been  contemplated  by  the  officers  of 
the  company  for  several  months,  as  the  company  owns 
137,000  square  feet  of  land  on  Mount  Royal  Avenue 
East,  only  a  portion  of  which  is  now  occupied  by  its 
present  plant. 

Although  the  consolidation  of  the  two  plants  will 
be  effected  so  that  they  will  remain  two  distinct  fac- 
tory units,  with  a  capacity  equal  to  the  present  out- 
put, a  considerable  reduction  in  manufacturing  ex- 
penses will  be  effected  by  the  move.  The  east  wing  of 
the  plant  will  be  used  for  the  manufacture  of  wo- 
men's shoes,  and  the  west  wing  for  men's  shoes.  The 
company's  offices  will  occupy  the  entire  front  of  the 
first  floor  facing  on  Mount  Royal  Avenue. 

The  company  expects  to  be  installed  in  its  new 
quarters  by  May  1st,  the  Inspector  Street  building  hav- 
ing been  leased  from  that  date.  The  Montreal  distri- 
buting branch  of  the  company,  which  is  now  combined 
with  the  general  office  in  the  Inspector  Street  building, 
will  be  operated  in  the  future  as  a  separate  unit.  Its 
office,  sample  room  and  warehouses  will  occupy  a 
five-storey  building  in  the  jobbing  centre  of  the  city. 
The  company's  factory  located  at  St.  Hyacinthe,  Que- 
bec, and  which  manufactures  staple  shoes  only,  has 
been  operated  to  capacity  during  the  entire  past  year, 
and  it  may  be  necessary  to  provide  for  additional 
manufacturing  facilities  for  that  plant  in  the  near 
future. 


Outing  Shoe  Sales  Will  Be  Very  Heavy 

The  illustration  shown  herewith  represents  one  of 
the  new  cuts  in  colors  recently  issued  by  the  manu- 
facturers of  "Life-lJuoy"  footweaj;,.  Owing  to  recog- 
nized improvements  that  have  recently  taken  place  in 
canvas  shoes  with  rubber  soles,  lines  are  now  made 
for  every  day  and  street  wear,  as  well  as  for  sporting- 
purposes.  The  increasing  cost  of  leather  footwear  has 
influenced  this  demand  to  a  large  extent,  and  the  pro- 
duction in  "Life-Buoys"  will  be  trebled  for  the  coming 
season. 

Some  of  the  newer  lines  made  are  intended  ex- 
pressly for  street  wear  and  also  for  the  working  man. 
These  lines  are  made  with  duck,  heavier  than  the  usual 
quality,  and  with  double  soles  and  solid  lieels.  The 
soles  on  some  of  the  l^etter  tirades  will  outwear  the 


The  Economical  Sulslilute 
for  Leather 

For  Everyday  Wear 


miBBER-SOLED  FOOTWEAR 


soles  on  the  average  leather  shoes,  which  has  been  re- 
peatedly proven  by  test. 

Canvas  shoes  with  rubber  soles  have  some  advan- 
tages over  leather  shoes,  such  as  the  protection  of  the 
ft)ot  against  dampness  and  the  extra  comfort  and  elas- 
ticity. These  shoes  are  noiseless,  and  will  not  mar 
floors  like  the  heavier  s^-ades  of  leather  shoes  some- 
times do.  Genuine  leather  insoles  prevent  "drawing" 
of  the  foot,  which  inevitably  results  where  only  cotton 
insoles  are  used. 

There  is  little  doubt  that  the  demand  for  this  class 
of  goods  will  keep  manufacturers  more  than  busy 
throughout  the  season,  and  the  merchant  who  is  wise 
enough  to  protect  himself  at  this  time  against  a  later 
demand  will  probably  have  reason  to  congratulate 
himself,  later,  on  his  good  judgment. 


Rinex-  The  New  Soling 

The  Wali)ole  Rubber  Company  of  Canada.  Limited. 
Montreal,  have  put  on  to  the  market  "Rinex"  soles,  de- 
signed as  alternative  for  leather  soles,  in  which,  it  is 
claimed,  are  combined  the  good  ([ualities  of  leather  and 
rubber,  and  which  meet  our  Canadian  conditions. 
"Rinex"  wears  better  than  leatlier,  and  has  the  merit 
of  costing  less. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


Mr  R  B.  Francis  has  resigned  as  director  and  man- 
ager of  the  B.  C.  Leather  &  Findings  Company,  Limited, 
of  this  city,  and  is  forming,  with  Vancouver  as  headquarters, 
a  leather  and  shoe  findings  jobbing  business  as  quickly  as 
the  usual  legal  steps  can  be  taken.  Ample  capital  has  already 
been  subscribed  and  paid  up.  This  company  will  also  act 
as  B  C.  wholesale  agents  for  the  L.  McBrine  Company, 
Limited,  of  Kitchener,  Ont.,  for  their  line  of  trunks,  bags  and 
suitcases.  They  have  a  three-year  contract  with  the  L. 
McBrine  Company. 

C.  Dufresne,  of  Dufresne  &  Galipeau,  shoe  manutactur- 
ers  and  jobbers,  Montreal,  was  among  the  forty  passengers 
injured  in  the  recent  train  wreck  between  St.  Adele  and 
Piedmont,  P.Q.  Mr.  Dufresne  received  injuries  to  the  head, 
his  nose  being  broken  and  his  face  cut.  He  has  now  re- 
turned to  busin£ss. 

J.  K.  Rene,  Three  Rivers,  Que.,  suffered  a  loss  by  hre 
recen  tly. 

Dugal  Adalbert  &  Frere,  shoemakers,  Montreal,  Que., 
have  registered. 

The  Canadian  Consolidated  Rubber  Company  have  ac- 
quired the  plant  of  the  Elmira,  Ont.,  Felt  Company,  with  the 
intention  of  manufacturing  their  well-known  Fleet  I'oot 
brand  of  sporting  shoes.  .    ,      ^,  ,  r 

Messrs.  Duclos  &  Payan,  St.  Hyacinthe,  P.Q.,  makers  ot 
counters  and  tanners,  are  erecting  a  new  factory  adjacent  to 
their  present  premises.  It  will  be  two  storeys,  132  x  40,  and 
of  brick  construction.  At  present  the  firm  are  manufactur- 
ing 35,000  pairs  per  day  of  leather  board.  Union,  fibre,  and 
leather  counters,  and  it  is  proposed  by  the  addition  of  the 
new  factory  to  increase  the  output  to  about  100,000  pairs. 

Bennetts,  Limited,  Chambly  Canton,  P.Q-,  have  been 
formed  to  take  over  the  business  of  the  Canadian  Leather 
Board  Company,  makers  of  leather  board  and  fibre  board.  It 
is  proposed  to  erect  additional  buildings  in  order  to  double 
the  capacity. 

John  Dwane,  who  was  in  business  a  shoe  retailer  on  Mc- 
Gill  Street,  Montreal,  died  on  February  19,  after  a  few  days' 
illness.  Mr.  Dwane  at  one  time  did  an  extensive  business  m 
custom  made  shoes  and  occupied  the  same  shop  during  forty 
years.  He  was  often  called  in  by  the  fire  insurance  com- 
panies for  appraisal  work. 

Solomon  Wise,  1962  Papineau  Avenue,  Montreal,  suf- 
fered damage  by  fire  to  his  boot  and  shoe  stock. 

The  W.  B.  Hamilton  Shoe  Company,  of  Toronto,  have 
issued  a  neat  spring  booklet  illustrating  and  describing  their 
very  attractive  lines  of  white  canvas  shoes.  It  is  urged  that 
retailers  push  the  sale  of  canvas  shoes  this  summer  to  offset 
the  leather  shortage. 

H.  W.  Parsons,  of  the  Nugget  Polish  Company,  Toronto, 
is  on  a  business  trip  through  the  Maritime  Provinces. 

H  D.  Lewis,  who  represents  the  Murray  Shoe  Company, 
of  St.  Thomas,  the  Lady  Belle  Shoe  Company,  and  Charles 
A.  Ahrens,  Ltd.,  of  Kitchener,  Ont.,  in  the  Maritime  Pro- 
vinces, has  moved  from  Pictou'to  Harmouth  South,  N.S. 

Mr.  Sears,  who  was  on  the  travelling  staff  of  the  Am- 
herst Boot  and  Shoe  Company,  Ltd.,  Amherst,  N.S.,  died  re- 
cently. 

Ben.  Gill,  Pictou,  N.S.,  who  recently  opened  a  retail  shoe 
store  in  that  town,  reports  business  good. 

W.  H.  Cunningham,  of  the  Oakville  Leather  Company's 
tannery,  died  recently,  as  a  result  of  injuries  received  by 
being  crushed  between  an  elevator  and  one  of  the  floors.  He 
was  70  years  old,  resided  in  Oakville,  and  conducted  a  shoe 
store  there. 

The  1917  convention  of  the  National  Leather  and  Shoe 
Finders'  Association  will  be  held  on  July  10,  11,  and  12,  at 
Milwaukee,  Wis. 

A.  Beland,  of  Montreal,  has  taken  a  position  on  the  sales 
staff  of  Peck's  Shoe  Store,  Prince  Rupert,  B.C. 

M.  B.  Young.  924  Bloor  Street  West,  Toronto,  has  just 
completed  interior  improvements  to  his  store.  The  length 
has  been  increased  by  twenty  feet  and  other  changes  made 
which  render  it  a  particularly  imposing  establishment. 

G.  J.  Trudeau  &  Co..  Ltd..  Montreal,  are  manufacturing 
white  heel  and  sole  finish,  as  well  as  brush  method  patent 
leather  tip  repairers. 

Hay  ward  &  Canning,  1658  Dundas  Street,  Toronto,  who 


have  been  in  the  shoe  repairing  business  for  several  years, 
are  now  turning  out  custom  shoes  at  the  rate  of  about  one 
hundred  pairs  of  men's  welts  a  week.  The  plant  has  been 
moved  to  the  basement,  and  a  store  will  be  conducted  on  the 
ground  floor. 

The  Retail  Clerks'  Union  and  the  Retail  Merchants'  As- 
sociation of  Toronto  will  co-operate  in  an  endeavor  to  secure 
early  closing. 

C.  V.  Rannard,  of  Rannard  Shoe,  Limited,  Winnipeg,  who 
has  just  returned  from  a  trip  to  Chicago  and  other  points, 
states  that  white  shoes  will  be  stronger  than  ever  this  sum- 
mer. 

A.  Burn,  of  Toronto,  who  for  some  time  carried  the  lines 
of  the  Milton  Shoe  Company,  has  joined  the  firm  of  P.  B. 
Wallace  &  Son,  leather  jobbers,  Toronto,  and  will  cover 
Eastern  Ontario. 

G.  H.  Jameson,  of  Vancouver,  B.C..  is  covering  Western 
Canada  this  season  for  the  Minister-Myles  Shoe  Company, 
succeeding  E.  L.  Lynch.  H.  B.  McGee,  sales  manager  of  the 
company,  will  look  after  Eastern  and  Northern  Ontario  and 
Manitoba.  J.  A.  Cameron  will  handle  Western  Ontario  and 
J.  H.  Moore  will  cover  the  Maritime  Provinces,  Montreal, 
and  Quebec. 

The  examiners  of  hides  and  leathers  appointed  by  the 
Toronto  Board  of  Trade  for  the  year  are:  G.  P.  Beal,  L.  J. 
Breithaupt,  Percival  Leadley,  C.  G.  Marlatt,  and  S.  R.  Wick- 
ett. 

A  new  in-stock  department  will  be  opened  on  March  15 
by  the  E.  T.  Wright  Company,  St.  Thomas,  Ont.  Complete 
new  lines  on  their  best  selling  lasts  and  leathers  will  be 
ready  for  delivery  on  that  date,  in  widths  A  to  D. 

Louis  Bilodeau,  shoe  retailer,  Quebec,  died  recently.  He 
liad  been  sixty-six  years  in  business  and  was  well  known  to 
the  trade. 

E.  W.  Burt  &  Co.,  shoe  manufacturers,  Grippertown. 
Mass.,  have  placed  on  the  market  a  leatherless  shoe  which 
will  retail  for  about  $5.  Mr.  Burt  informs  us  that  he  is  not 
able  to  accept  orders  for  Canadian  delivery  just  at  present. 

The  makers  of  Life  Buoy  outing  shoes  are  distributing  a 
liandsome  show-card  in  six  colors,  advertising  their  product. 

Walter  T.  Dunn,  foreman  of  J.  M.  Humphrey  &  Co.'s 
factory  in  St.  John.  N.B..  has  enlisted  for  overseas  service. 

William  Gray,  father  of  Messrs.  George  and  Joseph  Gray, 
shoe  retailers,  Main  Street,  St.  John.  N.B.,  died  recentlJ^ 

Outside  concerns  who  wish  to  conduct  sales  in  St.  John. 
N.B..  will  have  to  pay  a  license  of  $500  in  future.  This  is  the 
result  of  a  protest  by  the  Retail  Merchants'  Association 
against  a  widely  advertised  sale  of  boots  and  shoes  by  the 
Great  Eastern  Sales  Companj^ 

The  Club  Shoe  Store,  owned  by  M.  A.  LeBlanc,  Halifax. 
N.S.,  was  damaged  by  fire  recently.  Harrison  L.  Hart's  boot 
and  shoe  store  was  also  considerably  damaged  at  the  same 
time.    Both  merchants  were  insured. 

C.  E.  Lepine.  formerly  superintendent  of  Gagnon,  La- 
chapelle  &  Hebert,  Montreal,  has  joined  the  staff  of  the  Cana- 
dian Footwear  Company,  Limited,  Montreal  and  Pointe-aux- 
Trembles. 

Among  recent  visitors  to  Montreal  were  Messrs.  W.  H. 
Parsons,  of  Marshall  Brothers,  St.  John's.  Nfld.:  J.  F.  Cairns. 
Saskatoon;  Bert  Abernethy  and  Alan  M.  Reid,  Kingston,  and 
S.  W.  Jacobs,  Cornwall. 

J.  R.  Roach,  late  with  the  United  Shoe  Machinery  Com- 
oany  of  Canada,  covering  Montreal,  has  joined  the  staff  of 
Parker  Irwin.  Ltd.,  shoe  manufacturers'  supply  dealers.  Mont- 
real, and  will  represent  that  firm  in  Montreal  and  Ontario. 
Parker  Irwin,  Ltd.,  have  been  appointed  Canadian  represen- 
tatives of  the  American  Brush  Company.  Springfield,  Mass., 
manufacturers  of  power  and  treeing  room  brushes. 

R.  J.  McAllister,  formerly  with  George  A.  Slater.  Ltd., 
Maisonneuve.  has  joined  the  travelling  staff  of  the  Brandon 
Slioe  Company.  Brantford,  Ont. 

The  warehouse  of  the  Great  West  Saddlery  Company  on 
Market  Street.  Winnipeg,  was  damaged  by  fire  and  water  on 
February  21.    The  loss  is  estimated  at  .$45,000. 

The  death  took  place  recently  at  94  Heath  Street.  To- 
ronto, of  Daniel  Dowson  Hawthorne,  who  had  been  in  the 
shoe  business  in  Toronto  for  many  years,  first  in  retail  and 
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BLANCO 

The  White  Cleaner 


IT  IS  PRIDE      ^^^^^  ^ 

  or  woman  choose 


Blanco.''  They  want  their  White 
Shoes  to  be  really  white  so  they  use  a 
never- failer  like  BLANCO.'  Its  Quality 
never  moves  downwards^  so  it  never 
disappoints.  "Once  a  'BLANCO'  user, 
always  a  'BLANCO'  user." 

If  you  are  proud  ^^p^^ 

  or  your  store, 

you'll  see  to  it  that  in  White  Cleaners 
its'BLANCO'— and'BLANCO'all  the  time. 

CUPPLIES  may  not  go  all 
*^  the  way  round. 

Better  get  your  share  NOW. 
Your  Jobber  has  it. 


'Keeps  white 
shoes  white. 


Manufactured  by  ) 

Joseph  Pickering  &  Sons.  Ltd.,  Sheffield,  England. 
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since  1894  in  the-  wliolcsale  line,  lie  was  born  in  'L'orunto  in 
1860.  The  late  Mr.  Hawthorne  was  a  bachelor,  and  was  a 
member  of  the  Board  of  Trade,  the  Toronto  Hunt,  Ontario 
Jockey,  and  Hamilton  Yacht  Clubs.  He  is  survived  by  his 
brother,  Mr,  J.  D.  Hawthorne,  who  was  associated  with  him 
in  business. 

There  will  be  no  Shoe  and  Leather  J<'air  this  year.  The 
eig-hth  National  Shoe  and  Leather  Fair  was  held  last  year, 
1916,  in  Mechanics  Building-,  Boston.  The  next  fair  will  be 
held  in  1918.    Date  and  location  will  be  announced  later. 

/\.  report  that  boots  for  Canadian  soldiers  were  being  pur- 
chased in  England  has  been  denied  by  the  Militia  Depart- 
ment. The  troops  in  England  are  being  supplied  with  Cana- 
dian-made Hoots,  and  the  department  states  that  there  is  no 
intention  to  dii?er  from  this  policy. 

Mr.  Hugh  White,  of  the  White  Shoe  Company,  Toronto, 
and  Mrs.  White  have  been  passing  the  last  month  in  Florida. 
Mr.  White,  as  is  well  known,  is  an  ardent  iisherman,  and 
writes  that  one  of  his  latest  specimens  is  a  loO-pounder,  lYz 
feet  in  lengtli. 

The  travellers  of  the  White  Shoe  Company,  Lnnitcd,  are 
now  on  the  road  with  rubbers. 

The  Davis  I^eather  Company,  of  Newmarket,  are  reported 
to  have  bought  recently  about  32,000  New  York  City  skins  at 
the  low  point  in  the  market's  recent  history.  This  is  the 
second  year  that  this  lirni  has  taken  these  skins  away  from 
American  tanners. 

Louis  Perelam  has  leased  ])remises  at  the  c(jrner  of  "Main 
and  Erie  Streets,  Ridgetown,  Ont.,  which  he  will  tit  up  as  a 
.high-class  shoe  store. 

The  Canadian  Consolidated  I-lubber  Company  are  l)uild- 
ing-  a  g-irls'  home  in  Port  Dalhousie,  Ont.,  at  cost  of  $20,000. 
It  will  be  a  three-storey  building,  of  very  m(idern  and  bre- 
proof  construction. 

Gunner  George  Miner,  of  the  Miner  Rubber  Company. 
Granby,  Que.,  died  a  few  weeks  ago  in  France.  The  cause  is 
given  as  pneumonia. 

A  recent  despatch  from  Chatham  states  tliat  criminal 
proceedings  are  proceeding  against  E.  S.  Hunt,  of  London, 
formerly  manager  of  the  defunct  Chatham  Shoe  Company,  on 
the  o-rounds  that  the  $7,500  grant  which  he  secured  by  reason 


of  certain  represents,  were  fraudulent,  and  that  the  machinery 
I)laced  in  the  building  were  not  his  own,  as  he  claimed,  but 
were  covered  by  lien. 

T.  Y.  O'Neill  has  been  appointed  assistant  sales  manager 
of  the  Miner  Rubber  Company,  Montreal.  For  the  present 
he  is  engaged  on  a  reorganization  of  tlie  mechanical  goods 
department,  and  is  also  interested  in  the  rubber  shoes  end  of 
the  company's  business.  He  was  formerly  Montreal  branch 
sales  manager  of  the  E.  B.  Eddy  Company. 

"Having  regard  to  the  high  prices  of  leather,  1  think 
there  will  oc  a  decided  tendency  to  use  cloth  more  freely  for 
tops."  This  is  the  opinion  of  a  Montreal  shoe  manufacturer, 
who  also  declared  that  "it  is  imperative  to  find  some  suitable 
substitutes  to  take  the  place  of  leather  for  women's  shoes. 
Of  course,  no  one  can.  tell  how  the  public  will  regard  such 
substitiites,  but  I  feel  certain  that  the  use  of  cloth  will  be- 
come more  common  than  it  is  just  now.  Cloth  wears  fairly 
well  and  is  cheaper  than  leather.  Makers  of  women's  shoes 
were  never  in  a  more  difficult  position  than  at  present,  owing 
to  the  constant  change  in  fashions  and  the  difficulty  of  ob- 
taining adequate  supplies  of  material  at  anythink  like  a  rea- 
sonable price.  1  believe  that  high-grade  women's  lines  will 
sell  retail  in  the  spring  for  somewhere  near  $13  a  pair." 


EXPERIENCED  SHOE  BUYER  wants  position  in 
wholesale  shoe  business;  20  years'  experience  in  the  retail 
shoe  business;  .5  years  buying  for  a  store.  Best  of  references. 
Box  ^>'M.  Footwear  in  Canada,  Toronto,  Ont.  3-3 


2450 

> 1 2450 12450 

//]  WELLS  A 
7  VISIBLE 
/MATE  MARKS 

FOR. 

SHOES  AND  CARTON 

GUS  V.WELLS,  531  I4th  St.,Des  Moines,  Iowa 


SUPERIOR 

We  are  making-  large  shipments  of 
these  popular  shoe  dressings  to  all  parts 
of  Canada  every  day.  Frcst  has  no  ill 
effects  on  any  of  them.  It  is  up  to  you  to 
safeguard  your  customers'  interests.  Sell 
them  Ralston's  and  they  get  the  best. 


^%UBBIIif 


r„;v.BBI>.NTED  TO 

Son-EN.PRESERvr 


DRESSINGS 

Our  slogan,  "A  Dressing  for  Every 
Shoe"  is  known  and  recognized  every- 
where in  Canada.  Ralston's  are  scientifi- 
cally correct  to  give  a  lasting  "shine"  and 
keep  shoe  leather  in  first-class  condition. 
Write  us  for  samples. 


Robt.  Ralston  €f  Co.,  Hamilton 
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BOSTON 


NEW  YORK 


CHICAGO 


ST.  LOUIS 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 

Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins  in  Bark   and   Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


"MOGLE"  PATENTED  RAPID  REPAIR  JACK 


With  Set  of  53  Lasts 
Every  Last  Guaranteed  to  Fit  Perfectly 

Conceded  by  all  first-class  Shoe  Repairers  to  be  in  a  class  by  itself — ■ 
nothing  equal  to  it  on  the  market.  Send  for  full  descriptive  circular  and 
prices.   Order  from  your  Jobber — If  he  will  not  supply  you,  we  will. 


This  cut  shows 
nailing  position. 
Dotted  lines  show 

trimmingr  and 
sewing  position. 


Turns  at  this 
bearing  for  sewing 
position  or  for  a 
left  handed  man. 


Lever  can  be 
worked  with  the 
foot. 


B3    Sf  ®i  8Ji  818!  59(5  WS 

THE     ROOT-HEATH    MFG.    CO.,     ManufLcturers      PLYMOUTH,    OHIO,  U.S.A. 

NEW  YORK  OFFICE:  90-92  West  Broadway,  New  York.    D.  N.  WINNER,  Manager. 

Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    ■    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aero-Peds  Mfg.  Co   I'i 

Aircl  &  Son   ■'"'■i 

Ames-Holden-McCready   14 

Armstrong,  \V.  D.  

Boston   Blacking  Company    69 

Breithaupt  Leather  Company   17 

Browning  Co.,  C.  .\   ~~ 

Canadian  Arrowsmith  Mfg.  Co   C3 

Canadian  Consolidated  Rubber  Co.  3-26 

Champion  Shoe  Machinery  Co   59 

Commercial   72 

Commonwealth  Felt  Co   15 

Cote.  J.  A.  &  M.   22 

Daoust-Lalonde  &  Company   11 

Doyle,  Thos.  C.  (Regd.)    60 

Duclos  &  Payan   73 

Dufresne  &  Galipeau   16 

Dunlop  Tire  &  Rubber  Goods  Co.  . .  68 

Dupont  &  Frere   19 

Fortuna  Machine  Company  ...  ■. .  .  .  73 

Gagnon,   Lachapelle  &  Hebert   ....  63 

Gitterman  &  Co.,  Henry   18 

Ginzberg-Gordon  Co.,  A.  H   23 

Guay,  Eugene   71 


Hamilton   Brown   Shoe  Co   24 

Hauthaway  &  Sons,  C".  L   64 

l  iiiule  &  Dauch.  Paper  Co   73 

Humberstone  .Shoe  Company   72 

Independent  Rubber  Com])any  ...  56-57 
International  Supply  Co  

Kawnecr  Mfg.  Company   67 

Kieffer  Bros   71 

Kaufman  Rubber  Co  •.  .  20-21 

Lady  Belle  Shoe  Co   55 

Landis  Machine  Company   73 

McLaren  &  Dallas   9 

McMartin,  E.  W   71 

Midland  Shoe  Company   58_ 

Miner  Rubber  Company   8 

Mooney  Company,  A.  G   64 

Muir,  James   75 

Narrow  Fabric  Company   72 

Newbegin  Company,  L.  R  

National  Cash  Register  Co   65 

New  England  Blacking  Company  of 

Canada,  Limited   61 

New  Castle  Leather  Company  ....  71 

Nugget  Polish  Company   66 

Oscar  Onken  Co   67 


Panther  Rubber  Company  Cover 

Parker,  Irwin,  Limited  58-67 

Pickering  &  Co.,  Joseijh   51 

Ralston,  Robt   52 

Regal  Shoe  Company   1 

Rice  &  Hutchins   5 

Robinson,  Jas   6-7 

Root-Heath  Mfg.  Company    53 

Scholl  Mfg.  Company   25 

Sisman  Shoe  Company    55 

Slater  Shoe  Company   4 

Tebbutt  Shoe  &  Leather  Co   10 

Tetrault  Shoe  Company  

Toledo  Button  Machine  Co   76 

Trudeau  Company,  G.  J   12 

United  Shoe  Machinery  Co.,  Ltd.  62-70 
United  States  Hotel,  Boston   74 

\'ermilyea  Mfg.  Company   71 

Wardlaw,  T.  D   53 

Wells,  Gus  V   52 

Winslow  Bros.  &  Smith   53 


FOR 
JOBBERS 
ONLY 


Aird  Shoes 
are  Popular 

See  our  new  styles.  Notice  the  workmanship — the  material 
and  the  findings.  Then  ask  our  man  the  price.  We  make 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

Aird  shoes  are  popular  today  because  the  buying  public 
know  they  can  get  a  square  deal  and  mighty  good  value 
by  buying  our  styles. 


Write  or  call  for  samples  and  prices. 


AIRD 


&  SON    «  MONTREAL 
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"Everyday"  Shoes  for  Steady  Wear 


I 


F  we  could  take  you 
through  our  modern  fac- 
tory and  point  out  the  care 
and  thoroughness  of  all  our 
work  you  would  easily  see 
why  we  are  so  proud  of 
"Everyday"  Shoes.  There 
would  be  no  wonder  as  to 
how  we  give  this  excellen' 
wear  and  service  at  the  prices 
charged.  Specializing  on 
this  one  brand  of  solid  leath- 
er footwear  has  enabled  us 
to  surpass  anything  of  a 
similar  nature. 


See  your  Jobber  shortly  and  ask  him  about  our  Everyday 
shoes.    Ask  to  see  our  Men's,  Boys'  and 
Youths'  Outing  Shoes. 


The  T.  Sisman  Shoe  Co.,  Limited,  Aurora,  Ont. 


Lady  Belle  Shoes 

FOR  FALL 

Our  travellers  are  now  exhibiting  the  newer 
models  as  brought  out  by  Lady  Belle  design- 
ers. We  illustrate  a  new  Sport  Last  with  Half 
Louis  Heel.  Made  in  Patent,  Kid,  Calf  and 
Fabrics,  and  also  in  combinations.  Make  sure 
of  seeing  these  rapid  selling  lines.  Send  us  a 
card  to-day. 


The 


Lady  Belle  Shoe  Co. 

Limited 

Kitchener       -  Ontario 
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1917  Placing  Orders 

Buy  Independent  Rubbers 

Travellers  are  in  their  alloted  territories  with  the  complete  style 
range  of  Independent  Rubbers.    We  urge  you  strongly  to 
consider  these  lines  carefully  when  you  are  placing  orders  for 
Fall  and  Winter,  1917.    We  do  this,  having  the  welfare  of 
our  business  in  view.    We  know  from  past  experience  that 
Independent  Rubbers  will  out-sell  any  other  rubbers  made 
to-day. 

This  is  a  strong  claim',  but  we  have  ample  proof  of  our  con- 
tention in  the  business  success  of  our  many  dealers  these  past 
few  seasons.    To  make  sure  of  an  early  visit,  we  suggest  you 
drop  a  line  to  one  of  the  representatives  listed  below. 

Independent  Rubber  Co.,  Limited 

Merritton,  Ontario 

The  Amherst  Boot  &  Shoe  Co.,  LimitedAmherst,  N.S. 
The  Amherst  Central  Shoe  Co.,  Limited  Regina,  Sask. 
A.  W.  Ault  Co.,  Limited  -      -      -       Ottawa,  Ont. 

Kant  Krack    'XJ!"i^^u^..  \  wZ':.":...     Dainty  Mode 

The  J.  Leckie  Co.,  Limited      -      -       Vancouver,  B.C. 
The  London  Shoe  Co.,  Limited      -       London,  Ont. 
1                        McLaren   &   Dallas       .      .      .      .       Toronto,  Ont.                                   ||  w-^ 
IxOySll                        James    Kobinson                       -      -       Montreal,  Que.                      DUll  L/OQ 
Brown,   Rochette,  Limited        -      -       Quebec,  Que. 
McFarland  Shoe  Co.  -     -     -     -      Calgary,  Alta. 
T.   Long  &   Brother    -     -     -     .      CoUingwood,  Ont. 
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See  these  Independent 
Rubber  styles 


No  matter  what  your  preference 
may  be,  when  it  comes  to  placing 
your  order  for  Rubbers,  see  these 
Independent  styles. 

You  are  in  business  because  you 
please  your  customers.  Think  of 
their  likes  and  dislikes  first.  Think 
of  the  thousands  and  thousands  of 
Canadians  wearing  Independent 
Rubbers  all  the  time,  and  you  must 
concede  we  have  a  product  that  sat- 
isfies the  public. 

We  have  a  dealer  near  you.  Write 
him  to-day  and  he  will  be  glad  to 
show  you  the  complete  range  of 
styles  for  Fall  Placing  Business. 


Kant  Krack 
Dainty  Mode 
Royal 

Veribest 
Dreadhaught 
Bull  Dog 


Independent  Rubber  Co.,  Limited 

Merritton,  Ontario 
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FELT  BOX 
TOES 


Write  us  for  samples  and  prices  of  our 
superior  Felt  Box  Toes.  Used  now  by 
many  manufacturers  of  the  best  foot- 
wear. They  cost  no  more  than  the 
less  satisfactory  article.  Write  us  for 
samples  of  any  findings  or  shoe  special- 
ties. We  always  have  a  most  complete 
stock  of  all  manufacturer's  require- 
ments and  can  satisfy  you. 


PARKER  IRWIN 

Limited 

Largest  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


V.D.t\RMSTR0N6 

ENGRAVER0FFINESTEELSTAMPS&.DIES 

250-c,-^>NES^MONTREALVHo/v^  675 

CR^'^^tl^.^^v=^    O  QUE  V  C^l^  '^AIN 


MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 
&  ADO  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  >MH1CH  WILL  INCREASE  YOUR  SAUES- 


BOOKS  FOR  SALE 

Store  Management,  an  illustrated  book  of 
252  pages,  by  Frank  Farrington,  price 
50  cents. 

Advertising  by  Motion  Pictures,  by  Ernest 
A.  Dench.  Just  published— 255  pages. 
Price  $1.00. 


Footwear  in  Canada 


347  Adelaide  St.  W. 
TORONTO 


M 


IDLAND  for  Ladies  Itt  StOCk 
AID   

DESIGN  IS  RIGHT      —      MATERIAL  IS  RIGHT 

''Midland  Maid"  quality  is  absolutely  dependable,  always. 


S/23  (inn  Aletal  Side,  7K-inoli  I'.al.,  si)<)ol  1k-c1   .  3.03 

S707  (hm  Metal  Side.  7y2-\nc\\  I'.al.,  new  10/8  low  heel.  .  3.95 

S723  lilack  Vici,  yVi-mch  lial..  Im.  Tip,  10/8  low  heel   4.95 

S745  \\"hite  Cloth,  Whole  Otr.,  7-inch  Bal..  Tip.  White 

Enamel  Sole  and  Heel,  new  10/8  low  heel   3.00 

S735  White  Cloth,  S-inch  I'.al.,  I'ln.  Toe,  Natnral  Finish 

Spool  Heel  and  Kdsc    3.0C 

New  Goods,  fresh  from  the  best  factories. 

MAIL  A  CARD  TO-DAY  FOR  SAMPLES. 

The  Midland  Shoe  Co. 

Kingston^  Ont. 


S  72rt  Whole  Ouarler. 
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CHAMPION 

Shoe  Repair  Machinery 


If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 

here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 
Best 
Mechanical 
Principles 


Champion  Repair  Outfit. 


Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher. 


Working 

EiRciency 

Ease  of 

Operating 


Distinguish  CHAMPION 

Ma- 

cliines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Combination  Harness  and 
Shoe  Stitcher. 


Write  us  for  Catalog,  Price  and  Terms 


Clincher  Fastener  or 
String  Nailer. 


Champion   Shoe   Machinery  Company 


CHAMPION  SHOE  MACHINERY  CO. 

ST.  LOUIS,  MO. 

Give  particulars  on  


Name  

Address  

FOOTWEAR  IN  CAN-^DA 


3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass.  —65  High  Street 
San  Francisco,  Gal.    65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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"REECE  RAPID" 

Button  Hole  Machine 


This  new  Reece 
Rapid  is  positively  the 
foremost  Button  Hole 
Machine  made  to-day. 
For  speed,  for  quality 
of  work,  and  for  all 
round  economy  it  leads 
the  world. 

The  result  of  over 
thirty  years'  experience 
manufacturing  button 
hole  machinery,  we 
have  brought  the  new 
Reece  Rapid  to  a  per- 
fected state.  It  will 
effect  a  saving  that  has  never  been  equalled,  and  at  the  same 
time  turn  out  button  holes  at  a  greater  speed  than  ever  before 
possible  with  any  machine.  Eliminates  a  separate  barring  oper- 
ation, making  a  perfected  barred  button  hole  in  one  operation. 
Eliminates  all  thread  wasting.  Runs  equally  well  with  silk,  cotton 
or  mercerized  thread.     Requires  no  special  thread. 

Write  us  for  samples  of  work  and  terms. 


Thos.  C.  Doyle  (Regd,) 

71-73  St.  Alexander  St.,  MONTREAL  73-81  Adelaide  St.  W.,  TORONTO 


Sole  Distributor 
for  Canada 
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Boston  Philadelphia  St.  Louis  Cincinnati  Milwaukee 


Manufacturers 

of 

HIGH  GRADE 

FINISHES 

for 

Shoe  Manufacturers 

and 

Tanners 

NEW  ENGLAND  BLACKING  CO.,  Inc. 

24  Binford  Street,     South  BoSton,  MaSS.,  U.S.A. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting;  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  We.t,  TORONTO 


MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 
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FOR  JOBBERS  1917 

Excellent  Values  in  Women's  Leather  Shoes 


There  is  a  great  field  ready  and  waiting  for  our  solid  leather 
footwear  for  women.  They  are  serviceable,  sensible  shoes  and 
will  sell  to  90%  of  your  retail  customers.  The  1917  styles,  we 
are  now  showing,  will  create  a  good  amount  of  business  for 
any  progressive  jobber.  We  have  an  interesting  proposition  to 
offer.  Write  for  it  today.  We  also  make  misses',  children's 
and  infants'  footwear. 


Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street         -         -  -  -  MONTREAL 


TRADE 
MARK 


Your  Customers'  Foot  Ailments 


Almost  every  one  of  your  grown  up  custom- 
ers has  foot  trouble  in  some  form.  This 
gives  you  a  great  opportunity  for  profit  and 
good  will.  Canadian-Arrowsmith  specialties 
will  mean  an  increase  in  your  business  and 
a  drawing  power  that  otherwise  you  would 
never  have.  Send  today  for  our  literature 
and  full  details. 

CANADIAN-ARROWSMITH 

Manufacturing  Co.,  Limited 

Manufacturers  of  Foot  Specialties 
MADE  IN  NIAGARA  FALLS,  ONTARIO  MADE  IN 

CANADA  J.  W.  Arrowsmith,  President  Elmer  Poyer,  Manager  CANADA 


MARK 
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Shoe 

Manufacturers' 
Supplies 

\\T^  are  agents  for  the  following 
firms,  all  making  first  quality 
shoemakers'  supplies: 

The  Globe  Thread  Co. 

Fall  River,  Mass. 

Globe  Lockstitch  Threads. 
Globe  Welt  Inseaming  Threads. 
Globe  Turns  Threads. 
Globe  Closing  Threads. 
Quaker  McKay  Threads. 
Overland  Fairstitch  Threads. 

National  Adhesive  Co. 

Lynn,  Mass. 

Ideal  Backing  Machine. 
Apex  Backing  Cement. 
Premier  Backing  Cement. 

Essex  Brush  Co. 

Lynn,  Mass. 

Patent  Brushes  for  all  shoe  purposes. 

The  Danville  Mfg.  Co. 

Danville,  P.  Q. 

Wooden  Shoe  Shanks,  all  sizes. 


A  Full  Stock  Carried  in  Montreal 
at  all  times 


A.  G.  Mooney  Co. 


220  Lemoine  Street 

Montreal 


HAUTHAWAY'S 
Yellow 
Stamping  Ink 

should  be  indelibly  impressed  in  the  mind  of  every 
result-seeking  shoe  manufacturer,  because  it  gives 
uniform  satisfaction  wherever  used.  It  is  equally  well 
adapted  for  machine  and  hand  stamping  or  writing. 
It  does  not  smear  and  is  a  quick  drier. 

Have  You  Tried  Our  Repair 
Crayons  ? 

Made  in  hard,  medium,  and  soft  blacks;  fancy  colors 
to  match  all  shades  of  leather.  Just  the  thing  you 
are  looking  for!    Always  uniform  in  color. 


OSS.        346  Qona^resj  Street. 

Boston  Mass. U  S  A 
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A  New  N.  C.  R  Invention 

As  important  to  you  as  your 
telephone  or  cash  register 

It's  a  new  credit  file  that  safeguards  your  credit 
business — in  a  better,  easier,  safer,  quicker  way  than 
you  thought  possible. 

It  is  so  simple  that  any  one  can  operate  it. 

It  is  so  speedy  that  all  entries  are  made  in  the 
presence  of  the  customer,  who  leaves  with  a  state- 
ment of  the  purchase — plus  a  record  of  the  balance 
carried  forward. 

//  is  so  convenient  that  you  can  set  it  on  any 
size  counter,  table  or  desk.  The  exact  balance  due 
from  any  customer  is  mstantly  available,  and  the  file 
can  be  operated  with  one  hand  while  the  other  holds 
the  telephone  receiver. 

It  is  so  complete  that  a  true  record  of  the  whole 
credit  business  is  always  available  in  short  order. 

And  this  knowledge  alone  is  worth  more  than  the 
cost  of  the  file. 

The  National  Cash  Register  Company 
of  Canada,  Limited 

Toronto,  Ontario 


It  is  so  safe  that  records  once  filed  in  its  locked 
compartment  cannot  be  lost  or  destroyed.  Records 
can  be  seen  but  not  tampered  with. 
A  few  weeks'  use  will  pay  for  it. 
There's  nothing  else  like  it,  and  it  can 
be  seen  at  the  N.  C.  R.  office  near 
you,  or  a  letter  to  us  will  bring 
you  complete  information. 

See  this  new  file  or  find 
out  how  it  will  stop  your 
losses,  please  your  custo 
mers,  and  relieve  you 
of    work  and 
worry. 


The 
National 
Cash  Register 
Company  of 
Canada.  Limited 
Toronto,  Ontario 


Please  send  full  infor- 
mation about   your  new 
Credit  File. 

We  have  about  

Charge  and  C.O.D.  accounts. 


Name . 


Use  the 
coupon. 


Firm. 

Address .  . 
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Let  your  customers  know  that  you 
sell  this  popular  shoe  polish 

Our  extensive  advertising  campaign  is  just  starting. 

From  the  Atlantic  to  the  Pacific  "Nugget"  will  be  ad- 
vertised in  the  Street  Cars,  on  the  Bill  Boards,  in 
Magazines,  Newspapers,  Etc. 

Get  in  at  the  start  of  this  big  campaign  and  get  your 
share  of  the  profits. 

Advertising  matter  gladly  sent  on  request. 
Drop  us  a  card. 

THE  NUGGET  POLISH  CO.,  LIMITED 

9,  11,  13  Davenport  Road  -  -  TORONTO,  ONT. 
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37  Years  Making  Display  Fixtures. 


YOU 

For  This  Catalog 


NO  MATTER  WHAT  BUSINESS 
YOU  ARE  IN 

We  make  a  set  of  Window  Display  Fixtures,  that  has  been  specially 
designed  to  suit  your  line  of  goods,  with  which  you  can  trim  your 
windows  most  beautifully.  We  nave  over  50000  of  these  sets  in  daily 
use. 

They  are  certainly  a  big  help  to  the  man  who  has  to  trim  the 
windows,  especially  if  quick  changes  are  desired.  You  can  make 
Hundreds  of  standard  fixtures  without  the  aid  of  a  tool. 

Which 
Catalog 
Do  You 
Want? 

Mere  are  some  of 
the  different  Show 
Window  Sets  w  e 
make. 


Your5howWindow5 


Pay  Your 
Rent 


Set  for  Shoes   Windows 

Set  for  Clothing  ....Windows 
Set  for  Furnishings  Windows 
Set  for  Dry  Goods  Windows 
Set  for  General  Store  Windows 

Let  us  know  your  business. 
We'll   send   right  catalog. 

Can  order  through  Jobber. 


The  Oscar  Onken  Co.  4thst.  Cincinnati,  0.,U.S.A 

stock  carried  in  Hamilton,  Ont.,  England  and  Australia 


Brus 


HEs 


for 


Power 

and 

Treeing 
Room 


in 


Bristle 
Yarn 

Seersucker 


We  are  now  shipping  from  our 
Montreal  warehouse  the  well- 
known  brushes  manufactured  by 
the  American  Brush  Company, 
Springfield,  Mass. 

We  are  sole  Canadian  agents, 
and  can  supply  shoe  manufactur- 
ers in  quick  order.  There  are  no 
better  brushes. 


Parker  Irwin  (Limited) 

Largest  Shoe  Manufacturers'  Supply  House 
in  Canada 

Montreal  -  -  Quebec 


HOWABawnOURtRONI? 


Do  you  realize  the  vast 

difference  between  a  mere 
front,  a  store  front  and  a 
REAL  SALES^PRODUCING, 
KAWNEER  STORE  FRONT? 
Just  stop  and  think. 

If  you  would  like  to  know,  just  tear 
off  the  coupon  and  we  will  send  you 
our  Booklet  "Boosting  Business." 

This  little  book  will  show  you  what 
we  have  done  for  56,000  merchants, 
several  thousand  of  them  in  your  line. 

Remember,  we  have  an  efficient 
sales  organization  which  will  be  glad  to 
solve  YOUR  commercial  problem  in 
designing  a  SALES-PRODUCING, 
KAWNEER  STORE  FRONT. 

Kawneer  Mfg.  Co.,  Ltd. 

Guelph,  Ontario 


PLEASE 
PIN  TO 

youR 

LETTER. 
HEAD 
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RUBBER  RUBBER 
SOLES  HEELS 


Abounding  in  Merit 

It  had  to  come — a  rubber  sole  that  could 
really  stand  the  "  gaff." 

We  put  our  experts  on  the  job  and  the 
picture  you  see  herewith  is  the  result  of  long 
deliberations. 

Dunlop  Rubber  Soles  wear  indefinitely. 

Will  not  crack. 

Will  not  dry  out. 

Give  maximum  resiliency. 

Dunlop  Rubber  Soles  have  gone  to  the  front, 
the  same  as  Dunlop  Rubber  Heels.  Quality, 
with  an  organization  back  of  it,  did  that. 

Why  not  Dunlop  Rubber  Soles  and  Soleing 
for  your  line  now  ?  All  sizes — colors :  Grey, 
Black,  White  and  Tan. 


^Teerless^^-At  the  Front 

The  sensation  of  the  rubber  heel  business 
is  the  buying  receotion  given  to  Dunlop  "  Peer- 
less" Heels. 

Of  course,  Dunlop  Rubber  HeeiS  nave 
always  led,  as  far  as  quality  is  concerned. 

But  the  advertising  campaign  back  of 
Dunlop  Peerless" — combined  with  the  non- 
varying  reliability  of  the  heel  and  the  dealers* 
big  inducement  to  sell — gave  the  public  the 
impetus  to  buy. 

You  know  the  rest — that  is,  if  you  are  one 
of  the  hundreds  of  dealers  who  earn  good 
money  each  month  by  selling  Dunlop  "  Peer- 
less" Heels  and  by  returning  "Peerless" 
empty  heel  boxes. 

All  sizes — colors  :  Grey,  Black  and  Tan. 


We  make  a  full  line  of  Cements  for  rubber  heels  and  patching  purposes. 


F.  4 


Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 


H.  78 
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We  can  furnish  you  with  any  kind 

of 

FINISH 


known  for  finishing  the  bottoms.  It 
makes  no  difference  what  the  leather 
is. 

If  you  have  any  problems 
in  this  direction  take  them 
up  with  us. 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 


^■■■■■■■■■■■■■■■■■■■■■■■■■^^^^   ■■■■■■■■■■■■■■■■■IIIH^ 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 


March,  1".)1T 
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Guay  Counters 


All  Leather  Fair  Stitching. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 

Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY, 


We  also  make  Union,  Standard  and  Leather  Board  Counters 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machme 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


When  You  Want 
BOOT  and  SHOE  LACES 

McMartin  is  Your  Man 

I  have  a  complete  stock  of  the  lines  you  need, 
whether  for  Factory  use  or  Findings  trade. 

I  have  good  or  cheap  qualities,  both  tubular  and  flat. 

Round  Laces  both  cheap  and  mercerised 
Leather  Laces  in  Round  and  Square  Cut 
Porpoise  Leather  Black  and  Tan 

E.  W.  McMARTIN, 'MONTREAr 

For  your  soldier  trade  42"  Tan  Porpoise 
Also  Khaki  Breeches  Laces 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


TOE-KOMFORT 


D?VERM1LYEA'S 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA. 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showing  our  Toe-Komfort 
Foot  Ointrtient,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 


231  8th  Ave.  W. 


Calgary,  Alta. 
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To  help  along 
your  sales 

of  Nufashond  No.  10  Shoe 
Laces,  we  have  a  set  of  four 
lantern  slides  which  we  will 
gladly  send  upon  request. 


If 


•  ZIP!  There  goes  ihe  ordinao' 

bhoeUoc  -and  you're  in  a  hun/.too  i 

AVOID  Shoe  lace  Wb(ry|J 


Dealeri!  Name  Here 


Shoe  Laces 

for  every  requirement.  Finished 
with  Nufaihond  Fabric  Tips. 

Samples  and  prices  gladly  furnished. 
Narrow  Fabric  Co.  Reading,  Pa. 


NON  RIP  SANDALS 

Made  in  Canadci 


To  insure  special  discount 
on  early  deliveries  you 
should  order  Humber^lone 
Sandals  now. 
They  are  built  on  the  latent 
laSls  and  are  non-rip. 


JOBBERS-WRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  Oeneral  Meicliants  are  Departmental  Stores — in  miniature — 
founcl  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  hoots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


K4WWU.KLy  riHANCUL.CmittJiaAl  SL 


Over  33  years  in  its  field 


' '  CA  NA  DA '  S    GREA  TEST   TEA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

\"ancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Fibre  Counters 


Our  Guaranteed  Fibre  Counters  out- 
last the  shoes  in  which  they  are  worn. 
The  pure  Canadian  Fibre  is  strong  and 
will  stand  a  great  amount  of  wear 
We  can  give  you  very  prompt  ship 
ments  of  these  Counters.  Our  special- 
ty is  Upper  Leathers  in  black  and 
colors  (chrome  and  vegetable  tan- 
nage).    We  also  supply  "Mercury" 


sole  leather,  "Hemlock"  sole  leather, 
etc.    Write  for  prices  and  details. 


DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE,  P.Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto, 
Ontario  Selling  Agent 


Sales  Offices  and  Warehouses : 
224   Lemaine  St.,  MONTREAL 

Richard  Freres,  Quebec, 

Selling  Agent  for  Quebec  City 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

ti. — They  have  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
specifications. 

.S. — Their  first  cost  is  lower 
than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  ot 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machineiy  lo 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything   | 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 

122  Adelaide  St.  W.  179  King  St.  W.  28  Demers  Street 

Toronto  Kitchener  Quebec 


March.  1917 
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Where  those  good  shoes 

come  from 

Muir-made  shoes  have  the  (hstinct  advantage  of  being  produced 
in  a  most  modern  factory,  with  every  floor  hght  and  airy  and  con- 
ducive to  the  best  efforts  on  the  pivl  of  our  skilled  workmen. 

Perhaps  )'ou  have  been 
wondering  where  )'ou 
could  get  some  really  high 
grade  shoes  tor  your  men's 
trade.  Stock  the  new 
Muir-made  shoes  for  men. 
You'll  find  an  almost  in- 
stantaneous jump  in  your 
sales  and  profits. 

Write  us  today, 

THE    JAMES    MUIR  COMPANY 

MONTREAL 


Besides  that,  3'ou  can 
establish  a  connection  that 
will  stay  with  you  as  long- 
as  you  exhibit  the  Muir- 
made  product.  This  is 
much  more  than  a  mere 
claim.  It  IS  the  actual 
histor)'  of  hundreds  of  our 
retail  representatives. 
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<The  Toledo  T3utton  Machine/ 

^The  Pei^ect  Button  Machine 


In  Your  Own  Store 


Sold  Oulriaht 
Fastens  all  13unom 
Fully  Guaranteed 


1\o.b.  Toledo 
with  Toledo 
Rust  Proof  White 
Wire  for  12,000 
operations^ 

Payments  if  desired 
Sent  on  15  days  trial 


ORDER " 
"  .-.  ONE 


Toledo  Button  Machine  Companjy 

SUMMIT    AVE.,     TOLLED  O  ,  OHIO. 


Summer  and  Fall  Styles  Number 


Vol.  VII-No.  4 


Hugh  C.  MacLean,  Limited,  Publishers 


Toronto,  April,  1917 
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"Sure-Step^^ 
Rubber 
Heels 


Tested 
Fibre 
Soles 


PANTHER 

Panther  Soled  footwear  is  your  best  hay.  Each  successive  season,  Panther 
Fibre  soles  and  heels  become  more  firmly  entrenched  in  the  footwear  market. 
Each  season  brings  a  greater  number  of  followers  to  the  Panther  march  of 
progress. 

Panther  Fibre  soling  can  be  used  exactly  as  leather  in  making  up  footwear. 
It  will  surpass  the  best  of  leather  in  appearance,  wear,  comfort,  utility  in  rain 
or  shine.  The  increasing  cost  of  leather  is  bringing  "Panther"  into  the  fore- 
ground. We  will  be  glad  to  tell  you  how  you  can  obtain  the  profit  possibilities 
of  the  Panther  product.    Write  us. 

Panther  Rubber  Company,  Limited 


Sherbrooke 


P.  Que. 
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RIN  EX  SOLES 


"Deserve  success  and  you  shall  win  it,"  runs 
the  old  adage.  That  explains  why  the  trade  has 
taken  so  kindly  to  our  new  "Rinex"  Sole.  It  com- 
pletely fills  a  long  felt  want,  and  gives  such  genuine 
satisfaction,  that  those  who  investigate  its  merits  have 
no  hesitancy,  whatever,  in  using  and  recommending 
"Rinex"  Soles  as  an  alternative  for  leather  soles. 

We  have  the  fullest  confidence  in  the 
merits  and  good  qualities  of  ^^Rinex" 
Soles.  We  invite  the  keenest  tests. 
We  urge  comparisons.  The  more 
this  is  done,  the  more  you  will  be  con- 
vinced that  the  "Rinex"  Sole  is  the 
one  sole  best  adapted  to  meet  Cana- 
dian  conditions. 


If  you  are  a  shoe  manufacturer  and  have  not 
put  "Rinex"  Soles  to  the  test,  write  at  once  for  full 
mformation.  If  you  are  a  shoe  dealer,  send  for  a 
sample  and  judge  for  yourself  what  this  new  com- 
position  sole  means  to  your  trade. 

The  Walpole  Rubber  Co.  of  Canada^  Limited 

14  Papineau  Ave.  -:-  MONTREAL 
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Summer  Footwear 


WHITE 

CANVAS 

SHOES 


NOVELTIES 


Prepare  now  for  a  big  season  in  all  lines  of  White  Canvas 
Shoes.  Everything  points  strongly  to  an  unprecedented  de- 
mand for  White  Canvas  from  all  sections. 

We  have  the  largest  stock  of  White  Canvas  Footwear  in 
Canada  and  we  are  now  in  a  position  to  give  immediate  atten- 
tion to  your  rush  orders.  Keep  us  in  mind  for  future  sorting 
service. 

We  are  also  showing  a  number  of  very  attractive  novelties  ; 
W'omen's  9  inch  bals.,  Goodyear  and  McKay,  grey,  brown  and 
black  kid  ;  also  Patent  and  Gun  Metal  with  fancy  cloth  and 
leather  tops. 

No  matter  what  style  or  grade  of  footwear  you  may  re- 
quire,  see  us  first.    We  have  samples 
ready  for  your  inspection,  of  all  the  lines 
in    stock,    and   will    gladly   arrange  to 
show  them  to  )  0u. 

The 

Miner  Shoe  Co. 

Limited 

Selling  Agents  for 
Miner  Rubbers 


Women's  McKay,  Havana  brown, 
bal,  sport  last,  very  much  in  de- 
mand. 


MONTREAL 
QUEBEC 


OTTA  WA 
TORONTO 


Women's  McKay  high  cut  vifhite 
canvas  bal,  covered  heel,  most  pop- 
ular white  canvas  shoe  to-day. 


April, 
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FALL 
Footwear 


Women's  Gooc'year  melton,  cloth  but- 
ton fleece  lined,  rubber  sole  and  heel,  very 
popular  for  Fall,     Popular  priced. 


MADE 
IN 

CANADA 


Men's  Goodyear  Run  metal  calf  bal,  brown 
cloth  top,  made  up  in  different  color  toppings. 


FALL 
REQUIRE- 
MENTS 


EXTRA 
SOLID 


Be  sure  you  see  our  representative  before  placing  orders  for 
Fall  delivery.  He  will  show  you  a  line  of  footwear  that  is 
distinctly  different  and  a  range  of  styles  in  both  Goodyear 
and  McKays  that  will  bring  the  best  business  to  your  store. 

Our  solid  leather  lines  should  interest  you.  They  are  sturdy 
and  business-like  in  appearance,  wear  and  profit  making. 
Ask  to  see  them. 


HOCKEY 

and 
SKATING 


We  are  showing  a  few  selected  lines  of  Hockey  and  Skating 
Boots,  made  for  Senior  League  players  as  well  as  the  regular 
lines  for  other  skaters. 


FELT 

FOOTWEAR 


Our  Felts  are  specially  selected  and  priced  right.  Make  an 
immediate  careful  inspection  and  let  us  have  your  order.  You 
will  get  the  best  the  market  affords. 


You  will  get  your  deliveries  on  specified  time  by  placing 
Fall  orders  with  our  representative.  You  will  receive  the  best 
values  to  be  supplied  in  Canada  and  styles  that  are  absolutely 
u nsurpassed. 


The  Miner  Shoe  Co.,  Limited 

Agents  for  Miner  Rubbers,     —    The  large  IN  STOCK  shoe  house. 
Sales  Rooms— MONTREAL         QUEBEC         TORONTO  OTTAWA 
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Boys* 
Growing  Girls* 
Misses'  and  Infants'  Shoes 


13386 


We  take  a  great  deal  of  care 
in  every  phase  of  the  produc- 
tion of  our  shoes  for  little 
people.  Heretofore  they  have 
not  had  the  careful  attention 
they  justly  deserve. 


Better  Shoes 
for  Little  People 


The  styles  have  all  been  designed  to  give 
proper  conditions  to  GROWING  feet. 
This  is  very  important.  Yet  we  realize 
they  must  possess  individual  style.  Just 
as  much  as  for  grown-ups. 

Our  Boy's  Shoe  is  proving  a  splendid 
seller.  There  is  money  in  handling  these 
shoes.  Our  many  dealers  have  proved 
that.  Send  to  your  jobber  as  soon  as 
possible  or  write  us  direct.  It's  all  the 
same. 


Charbonneau  &  De  Guise 

636  Craig  Street  E.  -  MONTREAL 


13729 
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Sure  Profits  From 
Our  Shoes 

Your  business  will  be  considerably  better  this  year  by 
handling  these  original  Footwear  lines.  We  have  this  much 
confidence  in  our  product.  The  leather  situation  has  been 
less  of  a  "bug-bear"  in  our  concern  than  in  many  other 
shoe  plants,  because  we  were  always  certain  of  an  ample 
supply  of  good  leather  from  our  own  tanneries.  This  fact 
is  partly  responsible  for  our  confidence  in  the  shoes  manu- 
factured in  our  factories.  Besides  this,  we  have  the  benefit 
of  an  experience  covering  many  years.  We  have  been 
supplying  many  of  the  most  particular  dealers  and  our 
ability  to  give  satisfaction  under  all  conditions  is  an  estab- 
lished fact. 


We  will  be  glad  to  "show  you" 


Metropolitan  Brand 


Men's  Welts 


Women's  McKays 


Patricia  Brand 

Women's  High  Grade  Welts  and  Turns 

Paris  Brand 

Men's  Welts  Women's  McKays 


Daoust,  Lalonde  &  Co. 

Limited 

MONTREAL 

Branch 

The  Metropolitan  Shoe  Co.,    91  St.  Paul  St.  East 

MONTREAL 


F  (J  (J  T  \V  [i  A  R    IN    C  A  N  A  I )  A  Ainil,  r.n  ; 


The  modern   factory  where  Canada's  Standard 
Shoe  is  made. 

We  have  added  to  our  *'In  Stock"  department 
several  new  Hnes,  making  a  total  number  of  40 
lines  carried  in  stock — ready  to  ship. 

Orders  shipped  same  day  as  received. 

Travellers  are  now  out  with 
Fall  Samples 

SLATER  SHOE  COMPANY 

LIMITED 

MONTREAL 


A))ril,  191  r 
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Good  Values 

Compare  any  one  i>f  our  regular  uKjdels  carefully  with  shoes  costing 
you  more. 

Compare  it  in  the  same  way  your  customer  would  view  it.  Note  the 
quality  of  leather  and  of  findings;  note  the  workmanship  from  start  to  finish. 

When  your  customers  are  satisfied — when  the  shoes  _\-ou  sell  them  wear 
well  and  look  well,  naturally  this  business  will  stay  with  you. 

You  will  find  our  wdiole  organization  willing  and  anxious  to  give  you 
every  help  possible  in  the  way  of  prompt  shipments  and  careful  selection 
in  our  "In  Stock"  Department. 

Write  us  for  our  new  1917  In  Stock  catalogue  and  price  list. 


SLATER  SHOE  CO.,  LIMITED,  MONTREAL 
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ECLIPSE 


McKays 

For 
Women 


Shoes 

for 
Little 
People 


Leaders  in 
Shoe  Values 


Your  customers  are  quite  willing  to  buy  the  latest,  good  shoes 
for  their  children.  You  would  be  surprised  how  big  a  part  style  plays 
in  the  selection  of  footwear  for  the  youngsters.  We  have  studied  this 
business  very  carefully  and  our  Eclipse  Shoes  show  the  result  of  our 
thoroughness. 

We  make  a  most  complete  assortment  of  Turns  and  McKays  for 
all  the  young  folks.  By  specializing,  we  can  give  this  branch  of  the 
shoe  business  the  undivided  attention  of  our  expert  shoe  men. 

Our  shoes  are  made  with  greater  attention  to  detail  and  finish 
than  many  shoes  for  grown-ups. 

Write  us  immediately  for  complete  information. 

Fall  styles  are  now  being  shown  by  our  travellers.  It  will  be  to 
your  interest  to  look  over  our  samples  before  buying. 

Gait  Shoe  Mfg.  Co.,  Ltd. 

Gait       -  Ont. 

"THE  QUALITY  LINE'' 


April,  1917  FOOTWEAR    IN    CANADA  il 


G.L.&H. 

FOOTWEAR 


Women's  Leather  Shoes 

Misses',  Children's,  Infants',  Shoes 

We  have  an  attractive  range  of  shoe  values  for 
jobbers.  G.  L.  &  H.  footwear  will  fill  a  definite 
place  in  your  business — a  place  that  will  bring  you  an 
excellent  profit  at  all  times. 

Our  leather  footwear  for  women  is  in  constant 
demand  by  hundreds  of  the  best  retail  shoe  men 
There  will  be  a  big  demand  for  Cravanette  Boots  on 
Sport  Lasts  for  women.    We  can  supply  you  in  quick 
order. 

We  are  in  a  position  to  make  you  a  good  business 
proposition  at  the  present  time.  Stock  uniform  and 
carefully  graded. 

Jobbers — Write  for  further  information. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 

55  Kent  Street  - :  -  MONTREAL 


The  big  money-makers  for 

JOBBERS 
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Ai)ri!,  KMT 


Rena 
Shoes 


A  big  and  successful  re- 
tail shoe  store  is  not  built 
on  the  extreme  styles  and 
transient  fads  o  f  shoedom, 
but  on  the  genuine  good 
wearing  quality  of  regular 
11  nes. 

"Rcna"  Shoes  will  help 
you  to  success.  They  are 
McKays  for  women  and 
misses,  and  are  well  made. 
As  a  staple  line  they  are 
unsurpassed. 

ASK  FOR  OUR  PRICES 

H.  E.  Demers  Maritime  Provinces 

J.  A.  Blagdon   Quebec  Province 

Frank  Power    Ontario  East 

H.  C.  Myers    Ontario  West 

J.  R.  C.  Struthers  Western  Canada 

A.  Bergeron    Montreal 

Rena  Footwear 

Company^  Limited 

Montreal 


ma 


April. 
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The  Master  Line 

"Live  Rubber" — an  expression  now  widely  used  by  other 
makers  of  rubber  heels — originated  with  "  Dunlop. " 

And  that's  not  the  only  thing  which  "Dunlop"  originated 
and  other  manufacturers  have  copied. 

But  it  is  one  thing  to  appropriate  a  manufacturer's  slogan 
and  quite  a  different  thing  to  have  what  that  slogan  stands  for. 

Dunlop  Rubber  Heels  have  a  superiority  all  their  own — 
a  wear-longer,  walk-easier  quality  that  twenty-two  years'  know- 
ledge of  rubber-made  goods  has  made  possible  to  impart  to 
products  branded  "  Dunlop. " 

Topmost  merit  in  the  heel  itself,  one-and-one-half  cent 
rebate  on  each  empty  heel  box,  continuous  and  far-reaching 
advertising,  make  Dunlop  "Peerless"  Heels  conspicuous  as 
representing  an  extraordinary  selling  opportunity  to  dealers. 

Three  colors — Grey,  Black,  Tan — and  all  sizes. 

Dunlop  Soles  Sell  Readily 

Know  more  about  Dunlop  Rubber  Soles  and  the 
sales  of  same  you  are  missing  if  the  Dunlop  Line  is  not 
now  represented  in  your  store. 

Any  jobber  will  give  you  all  the  details ;  show  you 
why  Dunlop  Rubber  Soles  have  the  necessary  resiliency, 
and  why  they  are  famous  for  good,  long  wear  without  the 
semblance  of  a  crack. 

We  back  you  up  with  ample  selling  assistance  and 
offer  first-hand  inducements  to  enable  you  to  do  a  good, 
profitable  trade  in  Dunlop  Soles. 

All  sizes  and  colors  Grey,  Black,  White  and  Tan. 

A  full  line  of  Cements  for  all  purposes. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 


F.  5 


H.  79 


M 
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DIAMOND 

SHOE  CLOTH 

This  diSlindive  topping  is  one  of  the  acknowledged  leaders  in  shoe 
fabrics.  It  is  decidedly  neat  in  appearance  and  pleasing  in  design. 
Make  your  selections  now  from  our  showings  of  the  popular  shades 
of  the  dav. 


HENRY 


&  CO. 


33  SPRUCE  STREET,  NEW  YORK 


BOSTON 
ST.  LOUIS 
ROCHESTER 


HAVERHILL 
PHILADELPHIA 
TORONTO.  CANADA 


A]M-il,  1917 
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Antiseptic  Features 
in  Tebbutt  Footwear 


Many  times  in  the  past  it  lias  been  sii.^'i^csted 
that  some  manufacturer  i)niduce  shoes  desit^ned 
mr,re  es])ecially  for  foot-health.  Not  a  few  makers 
have  tried.  Tel^butt  has  succeeded  l)evond  ex])ecta- 
tion.  ( )ur  "Doctors"  and  "Professor"  shoes  have 
met  with  wilhn;^-  recof.^'nition  l)_v  all.  ICvervone 
would  be  i^lad  to  wear  healthful  footwear  if  thev 
could  secure  attractive  style  at  the  same  time.  We 
su.n'^'est  that  vou  make  a  careful  inspection  of  Teb- 
butt Shoes  in  the  new  I-'all  Styles.  Their  special 
features  will  be  worth  money  in  your  business. 


Tebbutt  Shoe  &  Leather  Co.,  Ltd 

  Three  Rivers,  Que. 


It) 
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Women's  —  Misses' 

and  Children's  McKays 


® 
® 


English  Walking  Last — All  Leathers 

"La  Duchesse"  shoes  for  Ladies  exhibit  dis- 
tinction, class,  good  taste.  They  are  winning 
their  way  into  the  business  of  fashionable  shoe 
stores  in  a  manner  beyond  our  ex]:)ectations. 

The  complete  range  of  footwear  includes 
AL^Kays  for  women,  misses,  children;  Turns 
for  men  and  women  ;  Novelties  for  ladies. 

The  "La  Duchesse"  illustrated  is  a  new 
I-lnglish  walking  last  made  in  all  leathers:  also 
all  colors  of  canvas  and  cloth.  New  samjjles 
ready  for  showing  in  Mav. 

WT^  sell  to  JOBBERS  ONLY  and 
will  be  glad  to  arrange  for  inspec- 
tion.   AN'rite  us  todav. 

"La  Duchesse''  Shoe  Co. 

Registered 

MONTREAL 


April.  I'ln 
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"The  sweetness  of  low  price  never  equals  the 
/  bitterness  of  poor  quality/' 


standard  Screw  Blu. 


JKl^^"  limited 
KITCHENER,  ONT. 

Manufacturers  of 

Shoes  that  Stand  the  Test 

A  LARGE  STOCK  on  hand  at  all  times  to 
assure  prompt  shipments  of  Men's,  Boys',  Women's, 
Misses',  Youths',  Little  Gents'  and  Children's  lines 
of  Staple  Shoes,  that  are  trade  holders  once  they 
are  tried  out. 


Stitchdown  Blu. 


Our  Stitchdowns,  in  sizes  3  to  lOK  are  proving  to  be  a  wonderful  success. 
In  cities,  towns  and  and  villages  all  the  boys  and  girls  are  wearing  them. 


Underhills^  Staples 

Shoes  with  a  Record 

Careful  attention  to  every  detail  in  process  of  making, 
and  best  quality  materials  throughout,  combine  to  make 
Underbills'  a  standard. 

Appearance;  Easy  Fitting;  Long  Wear 

are  features  that  place  our  lines  in  the 

Front  Rank  of  Easy  Sellers 

Men's,  Boys'  and  Youths'       —       Women's,  Misses'  and  Children's 

All  of  the  same  splendid  quality 

Jobbers  inquiries  will  receive  prompt  and  careful  attention 


Head  Office: 
AURORA,  ONT. 


UNDERBILLS  LIMITED 


Factories: 

AURORA,  ONT. 
BARRIE,  ONT. 
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No.  6196 


Style  and  Quality 

Notwithstanding  the  enormous  advances  in  all  materials  used 
in  the  manufacture  of  shoes,  we  are  making  better  and  more 
attractive  styles  than  ever  made  before  ;  the  long  tapering 
vamps,  the  artistically  rounded  Louis  Heels,  designed  over 
up-to-date  perfect  fitting  Lasts,  all  combine  to  make  the  most 
complete  line  of  fashionable  creations  offered  to  a  discriminat- 
ing public. 

Predominating  modes  in  wearing  apparel  have  placed  footw^ear 
in  the  foreground,  and  unless  your  shoes  have  a  distinctive, 
individual  style,  they  will  be  dead  merchandise,  and  this 
means  a  loss  to  you  in  both  prestige  and  profit.  Why  not 
avoid  this  risk  by  concentrating  on  our  complete  line,  de- 
signed and  made  by  us  in  our  own  great  specialty  factories. 
The  best  proof  of  this  is  to  send  us  an  order  and  let  our  styles 
and  shoes  speak  for  themselves. 

Hamilton- Brown  Shoe  Co. 

St,  LouiSf  Mo.y  U.S.A. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 
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RUBBER  FOOTWEAR 

KANT  KRACK         BULL  DOG           SPEED  KING 
DAINTY  MODE    DREADNOUGHT        TENNIS  and 
ROYAL              VERIBEST       SPORTING  SHOES 

"VARSITY"  Brand        "MAPLE  LEAF"  Brand        '^Si"^  wom^'' 

Men's,  Boys',  Youths'  medium  fine               Solid  leather  working  shoes,  every              Made  in  all  fine  leathers— Goodyear 
shoes,  McKay  Sewn.                                    pair  guaranteed.                                 Welts  and  McKay  Sewn 

PREPAREDNESS 

For  Fall  buying  our  prices  will  be  kept  down  to 
the  lowest  level  consistent  with  satisfactory  quality. 

The  man  who  orders    his    fall    requirements  now 
will  certainly  be  on  the  safe  side. 

We  are  not  preaching  higher  prices,  you  know  the 
probabilities  just  as  well  as  we  can  tell  you. 

You  may  be  sure,  however,  leather  and  shoes  will 
not  be  cheaper  this  year. 

It  will  be  in  your  best  interest  to  anticipate  your 
summer  needs  now,  as  well  as  your  requirements 
for  next  fall  and  winter.    Our  best  advice  to  you  is 

DO  IT  NOW! 

Our  representative  in  your  district  will  call  on  you 
very  soon  with  a  complete  range  of  our  popular 
brands  of  footwear  for  both  present  assorting  and 
Fall  delivery. 

You  will  find  it  worth  while  to  spend  a  little  time 
with  him. 

Our  special  Fall  and  Winter  lines 

"Superior"  Brand  Canadian  Felts,  English  Felt  Slip- 
pers,   Hockey    Boots,  Oil  Tan  Larrigans,  Moose 
Moccasins,  Lumbermen's  Knit  and  Felt  Sox,  Sheep- 
skin Wool  Lined  Moccasins. 

The  "SPORTSMAN'S"  Boot      "WITCH  ELK'*       "LITTLE  CANADIAN" 

Made  in  Chocolate  Calf ;  Pearl,  Black                   Prospectors'  and                     An  extra  fine  line  of  Misses'  and 
and  Smoked  Elk.                                    Hunters'  Boot.                                Children's  Shoes. 

JVlcLaren  &  Dallas 

30  Front  Street  West         ■  TORONTO 
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N  the  interests  of 
the  public"— that  is 
the  policy  behind  the 
Regal  Shoe  Company. 

And  public  knowledge 
of  this  has  placed  many 
a  Regal  Dealer  above  the 
reach  of  local  competi- 
tion. 


REGAL  SHOE  COMPANY 

LIMITED 


472-474  Bathurst  Street,  TORONTO 

Executive  Offices :  Regal  Building,  Boston,  Mass. 


April,  1917 
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TO  justify  this  public 
confidence  every 
Regal  shoe  is  built  of 
sound  honest  leathers, 
with  careful  shoe  making 
and  on  lasts  that  give 
service  on  the  foot. 

A  Regal  Dealer's  busi- 
ness is  quick-growing — 
and  permanent. 

REGAL  SHOE  COMPANY 

LIMITED 

472-474  Bathurst  Street,  TORONTO 

Executive  Offices:  Regal  Building,  Boston,  Mass. 
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Auril. 


"VENTIPLEX" 


MADE  IN 
CANADA 


Better  than  Felt  Insoles 


These  superior  Ventiplex  Insoles  are  made  from  a  firm,  strong, 
yet  soft  absorbent  material,  that  is  particularly  adapted  to  the 
manufacture  of  insoles.  They  are  not  made  from  Felt.  The 
material  used  in  making  Ventiplex  Insoles  is  a  specially  construct- 
ed, five  ply,  porous  fabric,  consisting  of  wool,  hair  and  India 
fibre.  These  are  interlaced  to  form  thousands  of  wicks  in  the 
small  pores  of  the  fabric. 

Ventiplex  keeps  its  shape  and  remains  porous  and 
absorbent  longer  than  any  other  material,  for  insoles. 

Ask  your  dealer  or  write  us  for 
sample  and  prices. 

BEARDMORE  &  CO. 

Selling  Agents 
TORONTO  MONTREAL  QUEBEC 


VENTIPLEX 
INSOLES 


April.  l'.)17 


FOOTWEAR    IN  CANADA 


23 


Established  1882 


WHITE'S 
WORTH 
WHILE 


Specialties  in  Spring  and  Sum- 
mer Footwear  —  Embrace  the 
BEST  SELLERS  that  the 
best  Factories  in  the  country 
can  produce. 


You  will  want  goods  in  a  hurry  as  soon  as  the  SPRING 
RUSH  starts,  and  it  will  mean  money  to  you  to  get  them 
when  you  want  them. 

WE  HAVE  THE  GOODS 

Our  stock  is  COMPLETE,  all  of  them  TRIED  and  PROVEN 
lines  that  in  appearance,  quality,  fit  and  price  warrant 
them  as  quick  movers.     See  our  new  trade  winners  in 

WOMEN'S  HIGH  CUTS  MEN'S  TANS 

WOMEN'S  STRAP  SLIPPERS,  IN  ALL  STYLES 

PUMPS  AND  COLONIALS  AND  SHADES 

A  Complete  Range  of  UP  AVY  ST  A  PI  FS 
Men's,  Boys'  and  Youths'    riIL./\  VI     O  1  /Ar  J^JLiO 

CALL  AND  SEE  US 

when    in    Toronto,     we    are    only    half  a    block    from  the 

Union  Station. 

WAIT  FOR  OUR  TRAVELLERS 

Who,  in  addition  to  goods  for  immediate  shipment,  will  be 
able  to  show  you  a  full  range  of  Independent  Rubber  Co.'s 
goods  for  next  winter. 


WHITE  SHOE  CO.,  LIMITED 

48  York  Street,  TORONTO 
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AERO- 

PEDS 

Pneumatic  Tires  for 
the  Feet 


Aero-Peds  in  shoes  impart  to  walking  the  same  resiliency 
that  pneumatic  tires  give  to  the  motor  car.  Explain  to 
your  customers  the  idea  that  is  built  into  Aero-Peds,  and 
you  will  find  a  ready  market. 

Aero-Peds  in  combination  with  Rubber  Heels  are  the 
acme  of  comfort  and  perfection. 

Aero-Peds  take  the  jar  out  of  walking  and  make 
every  hard  sidewalk  as  soft  as  an  Oriental  rug 

When  you  sell  Aero-Peds,  you  are  not  selling  mere  in- 
side cushions — you  are  giving  your  customers  something 
that  makes  life's  walk  a  daily  delight. 

Have  your  johher^s  representative  demonstrate 

this  to  you. 

Made  in  3  sizes  for  men  and  3  sizes  for  women. 


Aero  -  Peds  Manufacturing  Company 


30  Adelaide  St.  East 


TORONTO 


April.  1917 
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Ready 
to  Ship 


Mazda  No.  11  Select  Gun  Metal  Calf  Bal.    Widths  A  to  D. 
Stock  No.  10— Same  in  Tan. 

Just  Wright  Shoes 

The  above  "Just  Wright"  last  is  distinctly  a 
man's  shoe  in  ^-trength  of  character — in  origin- 
ality— in  good  work  and  in  good  quality  material. 

That  is  one  thing  you  will  always  find  about 
the  "Just  Wright"  styles.  They  appeal  to  your 
men  customers  as  if  they  were  made  especially 
for  each  individual  buyer.  We  couldn't  take 
any  greater  care  in  their  manufacture  if  each  was 
made  in  this  way. 

Let  us  arrange  to  show  you  our  range  of  Fall 
styles.  They  will  bring  you  business  at  a  good 
profit. 


E.  T.  Wright  &  Co.,  Inc. 

ST.  THOMAS,  ONT.  ROCKLAND,  MASS. 
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We  make  very 
attractive  shoes 


For 
Jobbers 
Only 


Aird  Shoes  h;i\-c'  never  suffered  by  comparison. 
I'liey  radiate  value  and  sensible  styles.  For  men, 
boys,  youths  and  women  our  McKays  and  Turn 
shoes  will  be  trade  winners  for  \nur  business. 

'Jdiere  would  be  little  ad\'anta,^e  in  our  urs^inj.;' 
}-ou  to  put  in  a  trial  stock,  if  we  were  not  cpiite  sure 
they  would  please  and  make  a  profit  for  vou. 

Write  us  direct.    See  us  when  in  Montreal. 


AIRD  &  SON 

Registered 

MONTREAL 


April,  1917 
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■  Lady 

BeUe 

Fine  McKay  Shoes 

Correct  Fashion  dictates  sensible,  and  at  the  same,  very 
attractive  styles  for  the  coming  season. 

Lady  Belle  shoes  have  come  rapidly  to  a  leading  posi- 
ife-^^a  tion  with  a  great  number  of  discrimmating  buyers. 
ML                                        We  attribute  this  popularity  to  our  policy  of  keeping 

pace  with  the  style  trend  of  the  day. 

-^.Xii^^             _    ,           ,    ,         ,  .  • 

Une  or  our  money  makers  tor  present  showmg  is  a 
new   sport  last   made  with  the  much  sought  after, 
Half  Louis  Heel.    This  last  is  made  in  patent,  kid, 
calf  and  in  fabrics,  and  also  in  combinations. 

You  will  do  well  to  send  us  a  line   requesting  a 
^^^^^^                              traveller  to  call  when  m  your  territory. 

LADY  RFM.F  SHOE  CO. 

Limited 

KITCHENER      -  ONTARIO 
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"CANADIAN" 

Fibre 
Counters 


Fibre  Counters-  Upper  Leathers—Sole  Leathers 

These  are  our  main  specialties.  Many  manu- 
facturers have  been  depending  on  us  to  keep 
their  factories  supplied,  and  we  have  made 
satisfactory  deliveries,  in  the  face  of  the  situ- 
ation in  the  shoe  and  leather  business.  Our 
new  factory  is  nearing  completion,  and  will 
be  adding  to  our  production  in  a  short  time. 
We  will  be  even  in  a  better  position  to  handle 
your  orders.  '5? 

Write  for  prices,  samples  and  all 
details  of  these  products. 

DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE,  P.Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto, 
Ontario  Selling  Agent 


Sales  Offices  and  Warehouses : 
224   Lemoine  St.,  MONTREAL 

Richard  Freres,  Quebec, 
Selling  Agents  for  Quebec  City 


April,  1917  FOOTWEAR    IN    CANADA  2'J 


The 


VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 


BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 
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Pressed  Steel  is  Better 
Than  the  Best  Iron 


1\ /lONARCH  (Miner)  wear-resisting 
^  gvey  rubber  footwear  is  made 
altogether  by  the  "Pressure  sure" 
process — the  same  idea  that  makes 
automobile  tires  strong  enough  to 
carry  tremendous  loads  over  thous- 
ands of  miles  in  al  kinds  of 
weather.  For  this  reason  Monarch 
Rubbers  are  almost  wear  -  proof. 
They  last  months  longer  than  rubbers 
made  In  the  ordinary  way.  Pressure 
Curing  makes  the  rubber  stronger 
and  tougher,  and  also  makes  all  the 
rubber  entering  into  one  shoe,  into 
one  unit.  Elasticity  is  not  sacrificed 
and  the  finished  rubber  shoe  is  water 
and  grease  proof. 

Write  for  our  illustrated  style  sheet  and 
all  information  on  "Monarch" 
{Miner)  Rubber  Footwear 

The  Miner  Rubber  Co. 

Limited 
MONTREAL 

Factories— Granby,  Quebec 


April,  iiii; 
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Pressure  Cured  Rubber  is  Better  than 
the  Best  Ordinary  Rubber 


jP'OR  many  reasons,  "Monarch" 
Rubbers  are  a  very  good 
line  for  you  to  handle.  When 
you  get  your  customer  to  try  a 
pair  of  "Monarchs"  you  may  rest 
assured  of  a  satisfied  and  per- 
manent customer.  And  satisfac- 
tion in  rubbers  will  bring  }0u 
business  in  all  other  lines  of  foot- 
wear. "Monarch"  Rubbers  are 
easily  distinguished  —  they  have 
the  popular  grey  finish.  Different 
in  appearance  and  better  in 
qualit)'. 

This  color  can  be  obtained  onh 
from  Pressure  Cured  Vulcanization 
of  the  best  grade  of  Pure  Para 
Rubber. 


TheMiner  Rubber  Co. 


Limited 
MONTREAL 

Factories — Granby,  Quebec 
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INDEPENDENT 
INVINCIBLES 


Those  who  carry  the  Independent 
Brands,  say  they  seem  to  stand 
apart  from  other  lines,  in  the  im- 
pression they  make  on  the  purchaser. 

Love  at  First  Sight 

Is  a  good  thing  in  the  shoe  business, 
and  more  especially  in  rubbers, 
particularly  where  APPEARANCE 
is  backed  by  QUALITY. 


Brands 

*'DAINTY  MODE''  ''DREADNOUGHT'' 
*'ROYAL"  ''VERIBEST" 
"KANT  KRACK" 


Independent  Rubber  Co. 

Limited 

MERRITTON,  ONT. 


April,  1917 
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THE  RUBBER 
OF  RELIABILITY 

Style  is  essential  in  Rubber  Foot- 
wear, but  Quality  is  even  more 
important,  in  a  climate  as  severe  as 
Canada's. 

"Independent  Rubbers"  have  Char- 
acter—  that  combination  of  Style, 
Material  and  Good  Shoemaking-, 
that  means  satisfaction  to  the  Con- 
sumer, and  Satisfaction  means  Sales 
and  More  Sales,  which  is,  after  all, 
what  interests  the  Retailer  quite  as 
much  as  the  makers  of 

INDEPENDENT  RUBBERS 

You  can  get  Independent  Rubbers 
from  any  of  the  following : — 


The  Amherst  Boot  &  Shoe  Co.,  Limited 
The  Amherst  Central  Shoe  Co.,  Limited 
A.  W.  Ault  Co.,  Limited  - 
White  Shoe  Co.,  Ltd.  -      -      -  - 
Kilgour,   Rimer   Co.,  Limited 
The  J.  Leckie  Co.,  Limited 
The  London  Shoe  Co.,  Limited 
McLaren   &   Dallas       .      -      -  - 
James    Robinson  .... 
Brown,  Rochette,  Limited 
McFarland   Shoe   Co.  - 
T.   Long  &   Brother     ...  - 


Amherst,  N.S. 
Regina,  Sask. 
Ottawa,  Ont. 
Toronto,  Ont. 
Winnipeg,  Man. 
Vancouver,  B.C. 
London,  Ont. 
Toronto,  Ont. 
Montreal,  Que. 
Quebec,  Que. 
Calgary,  Alta. 
Collingwood,  Ont. 
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Two 

Captivating 
Styles 


The  Weymouth 


White  Sea  Island  Sport  Bal. 


These  two  models  are  capturing  the  trade  wherever 
shown.  The  "Weymouth"  is  an  8-inch  high-cut 
laced  boot,  with  white  chrome  kid  leather  top  and 
black  dongola,  3/4  foxed,  pointed  toe  and  high  heel. 
We  also  have  the  same  boot  with  grey  Wyclo  cloth. 

The  White  Sea  Island  sport  bal.  is  a  stylish  and  per- 
fect fitting  shoe,  with  guaranteed  rubber  soles  and  heels. 

Get  our  prices  on  the  smart  lines. 


Charles  E.  Slater 

491  St.  Valier  Street 

QUEBEC 

Rice  Building  10  High  St.  BOSTON 


April.  I'.ilt 


FOOTWEAR    IN  CANADA 


35 


BREITHAUPT 
Sole  Leather 

We  supply  the  individual  requirements  of  each 

manufacturer 

By  making  a  special  study  of  the  class  of  footwear  turned  out  by  our  customers, 
we  are  enabled  to  supply  the  exact  selection  of  bottom  slock  best  suited  to  the 
different  footwear  lines.  Our  Quality  Department  is  constantly  in  touch  with 
customers  so  that  we  may  keep  the  Breithaupt  Sole  Leather  up  to  the  highest 
possible  standard. 

"There  is  Nothing  Like  Leather^^ 


r^TRADE  'MX|(t£,'"'*5i 


KITCHENER 
UNION 


Turns  ™NT  VALLEY  j 
  ROYAL  ' 


TRENT  VALLEY . 
Fine  Welts    ROYAL  OAK 
LION  I 


Medium  Priced   Welts— KITCHENER  LNION 
OAK 


TRENT  VALLEY , 


Fine  McKays  ROYAL 
LION 


OAK 


Med.   Priced  (KITCHENER  UNION  OAK 
McKays    *  EAGLE  HEMLOCK 


TRENT  VALLEY  ^ 
Stitchdowns    ROYAL,  LION  OAK 
KITCHENER  UNION  J 


Standard  Screw    J^^^f^^^^  j  HEMLOCK 
EAGLE  ' 


OAK 


THE  BREITHAUPT  LEATHER  CO.,  LIMITED 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ontario 


Head  Office 


KITCHENER,  CANADA 
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LEATHER 
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Bottoms  of  shoes  that 
are  finished  with 

Cyclone  Bleach  and  Magic  Stain 

Heels  that  are  finished  with  our  famous 

Black  Diamond  Heel  Blacking 

and  edges  that  are  finished 
with  our 

King  Edge  Stain 

produce  best  results  and  give 
satisfaction  to  manufacturer 
and  consumer. 


CYCLONE  BLEACH 

Is  the  only  effective  preparation  that  will  REMOVE  THOSE  GLUCOSE 
SPOTS,  waterstains  and  all  other  discolorations  from  soles  and  give  perfect  re- 
sults m  finishing. 

Made  in  a  variety  of  combinations,  making  it  possible  to  produce  Oak  or 
Union  effects  on  red  leather,  and  a  variety  of  other  tints,  including  pure  white  on 
any  kind  of  sole  leather.     CYCLONE  BLEACH  IS  MADE  IN  CANADA. 


MAGIC  STAIN 


Works  in  harmony  with  Cyclone  Bleach,  producing  a  hard,  smooth,  clean,  bright  finish. 
Used  in  a  single  or  double  brush  stain  and  made  in  a  variety  of  colors. 

Try  a  sample  gallon  now ! 

GOLD  BOND  BOTTOM  POLISH,  IVORY  WAX  and  our  standard  line  of 
DRESSINGS  will  give  your  shoes  a  HIGH  CLASS  DURABLE  FINISH. 

BOSTON  LEATHER  STAIN  CO. 
109  Purchase  Street  -  -  BOSTON 

SOLE  CANADIAN  AGENTS 

INTERNATIONAL  SUPPLY  CO. 

37  Foundry  St.  South  401  Coristine  Buildirg 

KITCHENER,  ONT.  MONTREAL,  QUE. 

Complete  stocks  of  INKS,  STAINS,  DRESSINGS,  POLISHES  and 
WAXES  at  both  stores.    Cyclone  Bleach  in  slock  at  Kitchener. 


iiiiiiiiiiiiiiiiiiiiiiiuiiyiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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A  New  Brand 

AN  UP-TO-DATE   MODERN   PLANT  Owned  and  Operated 

by  well  known,  practical  and  experienced  Felt  Shoe  Manufacturers 
who  know  what  is  wanted  and  how  to  make  it. 


Felt  Shoes,  Slippers  and  Cozys 

Watch  the  "K"  brand  grow  I 


The  Cobourg  Felt  Co.,  Limited 


A.  J.KIMMEL,  President 
A.  W.  YOUNG,  Sec.-Trea«. 
A.  C.  KIMMEL,  Manager 


COBOURG,  ONT. 
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White  Canvas  Shoes 

READY  TO  SHIP 


Rubber  or  Leather  Soles 

White  shoes  will  be  the  strong  selling  lines  in  every  local- 
ity this  summer.  Make  sure  of  your  stock  before  the 
season  is  more  advanced. 

We  are  ready  to  ship  White  Canvas  Shoes  for  Men, 
Women,  Growing  Girls,  Misses,  Children  and  Infants. 

Our  Women's  High-Cut  Shoes  are  the  best  proposition 
now  on  the  market. 

Write  for  price  list  and  details. 

Sole  agents  for  Can- 

C     L  M  2*         Q      r*  ada  for  the  DANIEL 

ocneuer.  normanain  <x  k.o.    GREEN  FELT  SHOE 

8  St.  Helen  St.  COMPANY'S  famous 

"Comfy." 

MONTREAL 


April.  r.iIT 
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will  mate  Frtends  ^s^  Increase 

Tour  Profits 


TRaraisa 

DlScholt 

Appliance  or  Remedy  ForEv&jyFootTim£k 

Don't  let  any  customer  go  out  of  your  store  with  feet  that  still  ache  and  pain. 
Adopt  the  Dr.  Scholl  Foot  Comfort  system,  and  give  them  seemin&Iy 

New  FEET  as  Well  as  New  SHOES 

Forge  ahead  of  your  less  enterprising  competitors.  Become  known  as  the  most 
up-to-date  shoe  man  in  your  locality.  Show  them  all  that  you  are  not  merely  a 
vender  of  shoes,  but 

A  Foot  Comfort  Expert 

as  well.  Let  us  tell  you  how  this  can  be  done.  Ask  for  our  interesting  free  book, 
entitled  "How,"  which  tells  you  how  to  start  in  on  the  Dr.  Scholl  Foot  Comfort 
plan.    Get  posted. 

THE  SCHOLL  MFG.  CO.,  LIMITED 

112  Adelaide  St.  East,  TORONTO 

Chicago  New  York  London 

Watch  YburFeet* 
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In  Footwear 


Patent 
Leather 


A.  R.  Clarke  &  Co. 


Limited 

Toronto 

i 
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CLARKE'S 


THERE  can  be  no 
question  but  patent 
leather  is  the  coming 
thing  in  footwear  this 
season. 

When  placing  your  next 
order,  ask  the  traveller  if 
the  patent  leather  in  the 
shoes  is  made  by  Clarke. 

We  are  the  largest  pro- 
ducers of  patent  leather 
in  the  British  Empire. 

A.  R.  Clarke  &  Co. 

Limited 

Toronto 


PATENT 
LEATHER 


Ai)ril.  l!ti: 


FOOTWEAR    IN  CANADA 


43 


Supplies  for  Shoe 
Manufacturers 

A  shoe  is  no  better  than  the  findings  used  in  its  manufacture.  The  public 
know  this  and  the  wise  shoe  makers  are  using  only  those  supplies  which 
have  proven  first  class. 

Write  us  for  samples  of  the  following  products.  We  know  them  to  be 
good  and  we  want  you  to  make  a  thorough  test  of  any  or  all  of  them  for 
your  business. 


We  are  agents  for  the  concerns  listed 


The  Globe  Thread  Co. 

FALL  RIVER,  MASS. 

Globe  Lockstitch  Threads 
Globe  Welt  Inseaming  Threads 
Globe  Turns  Threads 
Globe  Closing  Threads 
Quaker  McKay  Threads 
Overland  Fairstitch  Threads 


National  Adhesive  Co. 

LYNN,  MASS. 

Ideal  Backing  Machine 
Apex  Backing  Cement 
Premier  Backing  Cement 


Essex  Brush  Company 

LYNN,  MASS. 

Patent  brushes  for  all  shoe 
purposes 


The  Danville  Mfg.  Co. 

DANVILLE,  QUE. 

Wooden  Shanks,  all  sizes 


A  full  stock  carried  in  Montreal  at  all  times 


A,  G.  MOONEY  CO. 


220  Lemoine  Street 


MONTREAL 


April,  lOir 


A  Triumph 
in  Shoemaking 

D.  &  F.  footwear  for  the  coming  season  pos- 
sesses every  refinement  of  detail  and  touch 
of  style  now  being  shown  in  the  leading  style 
centres  of  New  York  and  Boston. 

The  model  illustrated  is  a  real  triumph  of  the 
shoe-maker*s  art.  It  is  a  mahogany  bal.  with 
pointed  toe,  sand  color  nubuck  top  and  white 
fibre  sole  and  rubber  heel. 

This  style  is  "the  thing"  for  summer  and 
fall  wear. 

Order  early  and  liberally. 


DUPONT   &  FRERE 

301  Aird  Ave.        -:-  MONTREAL 


April,  1917 
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SOUD 

LEATHER 
STAPLE 
SHOES 


Your  customers  will  welcome  these 
High  Grade  Solid  Leather  Staples. 
We  make  them  good  to  ensure  re- 
peat business  and  you  will  find  this 
is  a  profitable  line  of  shoes  to  handle. 
Our  travellers  are  now  showing  a 
number  of  styles  that  should  interest 
you.  Don't  overlook  our  ^^In  Stock" 
department.  It  is  always  at  your 
service,  ready  to  make  prompt  ship- 
ments of  what  you  need. 

Write  for  prices  and  further 
information. 


WILUAMS  SHOE,  UMITED 

BRAMPTON,  ONTARIO 
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The  Perfect  Button  Hole  Machine 


"REECE  RAPID" 

\Ve  are  offering-  the  latest  improx-ed  (level(ii)ment  in  liutton 
I  Idling-  Machines.  It  will  positively  ont-perform  an\'  machine 
for  tliis  purpose  any  i)lace.  The  time-savinj^-  effected  alone  is 
■worth  a  great  deal,  but,  in  addition  to  this,  "Reece  Rapid"  does 
superior  work.  Makes  a  ])erfect  barred  l)titton  hole  in  one  opera- 
tion. Runs  e(|ualh-  well  with  Silk,  I'otton.  or  Mercerized  Thread. 
'J'he  bar  in  ])Utton  holin;;-  is  \erv  important,  as  it  ^ives  the  hnish- 
ing  touch  that  makes  the  button  hole  wear.  The  "Reece"  button 
hole  has  a  continuous  solid  bar  and  does  not  sew  in  the  ends  of 
the  threads. 

Write  us  for  samples  of  work  and  terms. 


Thos.  C.  Doyle  (Regd,) 

71-73  St.  Alexander  St.,  MONTREAL  73-81  Adelaide  St.  W.,  TORONTO 


Sole  Distributor 
for  Canada 


April,  1917 
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There  is  a  big  field 
for  these  good  shoes 


Cote  Standard  Screwed  and  McKay  Shoes 

Mean  1917  Prosperity 

These  are  the  kind  of  shoes  the  people  come  into  your  store  to  buy.  They 
do  not  need  hard  selHng.  Cote  Standard  Screwed  and  McKay  shoes  ap- 
peal to  a  buyer's  interest  because  they  have  wearing  qualities.  They  are 
also  comfortable.  Our  quality  standard  is  responsible  for  this.  For  men, 
youths,  boys  and  little  gents  our  product  will  make  money  for  you  in  1917. 

Write  us  for  prices  or  ask  your  Jobber, 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe,  Que. 

Montreal  Sample  Rooms— 14  "La  Patrie  Building"    Mr.  Henry  Martineau,  Representative 
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DAISY  SHOES 

Will  bring  greater  profits  to  your  store 


A  Modern  Shoe  for  Modern  Men 


Clothes  may  not  make  the  man,  but  neat  shoes  go  a  long 
way  towards  making  the  man  well  clothed. 

Men  are  willing  and  anxious  to  buy  the  kind  of  shoes  that 
will  make  the  best  impression. 

Daisy  shoe  stores  hold  their  trade  in  towns  and  cities  all 
over  Canada.  Daisy  Shoes  are  always  in  good  taste.  They 
are  gaining  remarkable  headway  with  good  dressers  every 
day.    They  would  be  good  shoes  for  you  to  handle. 


Write  for  more  information 


DUFRESNE  &  GALIPEAU,  LIMITED 

MONTREAL 


April,  1917 


FOOTWEAR    IN  CANADA 


49 


Tetrault^s 


normous 


T 


urnover, 
Reliable 
And 
Uniform, 

f*^aAK  TETRAULT 


Them  all 


SHOE  MFG.  CO. 

MONTREAL 

Largest  Manufacturers  of  Good- 
year Welts  in  Canada — Bar  None 

European  Office  and  Warehouse: 

9  Rue  de  Marseilles,  Paris,  France 
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TETRAULT 

Tetrault  makes  the  ideal  shoe 
for  discriminating  men  of  every 
size,  age  and  class.  No  wonder 
sales  outnumber  any  other  one 
make  of  Goodyear  Welts  in 
Canada  today. 

TETRAULT  SHOE 

MANUFACTURING  COMPANY 

MONTREAL 

Largest  Manufacturers  of  Goodyear  Welts 
in  Canada — Bar  None 

European  Office  and  Warehouse: 

9  Rue  de  Marseilles,  PARIS,  FRANCE 


April,  1917  FOOTWEAR    IN  CANADA 


TETRAULT 

The  suitable  shoe  for  all 
occasions  —  business,  social  or 
outing.  Tetrault  Shoes  have 
the  style,  the  fit,  the  wear  and 
the  selling  "punch"  to  make 
them    first'  in  every  locality. 

TETRAULT  SHOE 

MANUFACTURING  COMPANY 

MONTREAL 

Largest  Manufacturers  of  Goodyear  Welts 
in  Canada— Bar  None 

European  Office  and  Warehouse: 

9  Rue  de  Marseilles,  PARIS,  FRANCE 
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ETRAUL 


Tetrault  is  the  biggest  and 
best  proposition  for  your  men's 
shoe  business.  Novelties, 
staples,  sensible  Goodyear 
Welts  for  every  man,  every 
place. 

Tetrault  is  the  first  every 
time  with  the  new  things,  and 
continues  to  lead  as  the  great- 
est shoe  house  making  Good- 
year Welts,  in  all  Canada. 

The  new  fibre  sole  made 
especially  for  Tetrault  outlasts 
all  others. 

See  that  you  get  the  Tetrault 
shoe  with  the  Tetrault  fibre 
sole. 
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TETRAULT 

SHOE  MANUFACTURING  CO. 

MONTREAL 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada — 

Bar  None 

European  Office  and  Warehouse: 

9  Rue  de  Marseilles,  PARIS,  FRANCE 
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The  Retail  Merchant — a 
Wonderful  National  Asset 

There  are  more  than  50,000  retail  merchants  in  Canada.    They  employ  more  than  250,000 
people.    Half  a  million  more  people  are  directly  dependent  on  the  retail  business  for  a  living. 

Each  year  goods  pass  across  their  counters  worth  more  than  a  billion-and-a-half  dollars. 

A  vast  army  of  distributors—  no  less  important  in  the  Nation's  work  to-day  than  the  great  army  of 
producers. 

These  50,000  merchants  and  their  quarter  of  a  million  employees  are  a  most  vital  factor  in  the  ex- 
istence of  Canada — but  they  could  become  a  still  greater  factor  if  they  worked  at  a  100  per  cent, 
efficiency. 

At  this  very  hour  the  Nation  is  asking  the  utmost  efficiency  in  every  line  of  business.    This  means 
that  all  of  us  must  change  our  gait  and  do  more  than  an  ordinary  day's  work. 

This  applies  to  the  merchant  who  distributes,  as  well  as  to  the  farmer  and  manufacturer  who  produces. 
In  order  to  become  thoroughly  efficient,  there  must  be  no  waste  motion,  no  lost  energy,  no  needless 
labor,  no  careless  use  of  money. 

What  a  wonderful  opportunity  there  is  for  the  50,000  retail  merchants  in  Canada,  to  become  per- 
sonally efficient,  and  enable  their  quarter  of  a  million  employees  to  become  more  efficient —  to  work 
better,  faster  and  more  accurately. 

The  National  Cash  Register  Company  have  utilized  years  of  experience,  brains  and  energy  in  de- 
vising a  mechanical  means  pf  accomplishing  this  most  necessary  efficiency.    This  machine  stops 

losses,  prevents  mistakes  due  to  carelessness  and  inaccuracy,  and  saves 
time.  They  are  indispensable  to  the  merchant  who  desires  the  highest 
possible  efficiency  in  running  his  store,  and  are  helpful  to  every  am- 
bitious clerk. 

Our  new  model  Registers  stop  losses,  mistakes,  temptation  and  care- 
lessness. 

They  save  time,  worry  and  money.  Without 
obligating  yourself  in  any  way,  write  us  today 
for  full  particulars.    We  will  gladly  furnish  these. 

The  National  Cash 
Register  Co., 

of  Canada,  Ltd. 


Toronto 


Canada 
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The  MOGLE  PATENTED  RAPID  REPAIR  JACK 


With  Set  of  53  Lasts 

In  l)rint^ino'  out  our  new  set  of  53  Lasts  we 
claim  to  have  the  HILWIEST  and  15I<:S'I'  set  of 
Lasts  on  tlie  market.  The  set  consists  of  30 
Rii^ht  and  Left  Lasts,  Wood  Last  Attachment, 
Patching-  Block,  and  Turn  Last — 53  in  all — giv- 
ing- you  a  Last  for  e\'ery  requirement.  I'"\ery 
Last  guaranteed  to  tit  perfectly. 

The  "Mogle"  Jack  is  conceded  by  all  tirst- 
class  Shoe  Re])airers  to  be  in  a  class  by  itself. 
With  the  new  set  of  Lasts  we  now  ha\  e  a  com- 
)inati(jn  that  is  simply  invincible. 

The  "Mogle"  Jack  can  be  turned  in  any  pn^- 
sible  i:)(_isition  without  adjusting,  to  sew,  nail, 
trim  or  finish  an  edge,  heel  or  bottom,  without 
remox  ing  the  shoe  from  the  Jack. 

All  bearings  and  joints  are  made  w  ith  a  clamp 
and  hand  set  screw,  rendering  loose  joints  or 
bearings  impossible.  Moreover,  it  can  instantly 
be  adjusted  to  suit  a  tall  or  short  man  by  putting 
in  or  taking  out  as  man}-  collars  as  is  necessary. 

It  is  ecpiipped  with  a  strap  which  works  with 
a  lever,  this  being  instantly  put  on  a  shoe  or 
released,  and  always  holds  the  shoe 
solid  on  the  last. 


This  Jack  can  be  used  by  either  a 
right  or  left-handed  man. 

Height  of  Jack,  w  ithout  any  collars, 
is  41  inches.  It  can  ])e  adjusted  to  46 
inches  high. 


We  Guarantee  this  Jack 


Price  of  Mogle  Jack  and 

set  of  53  Lasts      -  $25.00 

Price,  with  set  of  25  Lasts  18.00 

Price,  with  set  of  12  Lasts  14.00 

F.O.B.  Cars  Plymouth.  Ohio. 


Order  from  your  jobber—  if  he 
will  not  supply  you  we  will. 


if  m  ii  W  Ws 

The  ROOT-HEATH  MFG.  CO.,   Exclusive  Mfrs.,  PLYMOUTH,  Ohio,  U.S.A. 
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Our  own  factories  are  now  manu- 
facturing the  following  articles: 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 
Fibre  Counters 
Leatherboard  Counters 

We  claim  to  make  the  best  Counters  in  Canada  for  the 
least  money. 

Our  Felt  Box  Toes  are  made  in  two  kinds— one  for  manu- 
facturers who  stitch  boxes  in,  also  one  a  little  harder,  that 
does  not  stitch. 

ASK  FOR  SAMPLES 

Ltd 

365-36T-37I,  Otilapio^t).  Montreal.Oue. 


m 
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DO  you  know  thai  with  our 
Gun  Metal  Fillers,  our  Gun 
Metal  Dressings,  made  to  use  with 
our 

FILLERS 


will  produce  a  finish  on  that  leather 
that  cannot  be  approached  in  qual- 
ity by  any  other  Fillers  and  Dress- 
ings we  have  seen. 

Send  for  Samples 

Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 
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This  summer  for  keeping 
Canvas  and 
Buckskin  Shoes 

CLEAN  and  WHITE 

recommend 


White  Cleaner 

A  Pure  White  that  Will  Not  Rub  Off. 

Put  up  in  liquid  form — the  only  satisfactory 
way  to  clean  white  shoes,  belts,  helmets,  etc. 
Best  for  babies'  shoes. 


Be  sure  NOW  that  your  stock  of  "Nugget" 
White  Cleaner  is  complete.  It*s  in  a  large 
bottle  and  sells  for  15  cents.  A  good 
profit  for  you,  too. 


THE  NUGGET  POLISH  CO.,  LIMITED 

9,  11,  13  Davenport  Road  -  -  TORONTO,  ONT. 
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EXCELLENT 


This  James  Robinson  concern  is  noted  for 
its  excellent  service.  In  supplying  a  rush 
order  of  a  single  pair  of  shoes  or  of  a  car 
load,  the  attention  to  detail  is  just  as  strict. 
This  careful  attention  has  made  our  busi- 
ness grow  in  an  unprecedented  way  from 
a  very  small  beginning,  to  be  the  largest 
distributing  house  in  Canada.  We  suggest 
that  you  write  for  our  proposition  and  learn 
more  of  the  possibilities  of  this  service  in 
your  business. 


By  the  Footwear  House  of 

James  Robinson 

MONTREAL 
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Shoe  Sales 

Possibilities 

We  are  glad  to  remind  you  again  of  a  footwear  service  of 
vital  interest  to  all  Canadian  Shoe  retailers. 

Bostonian  shoes  for  men  and  women 
have  a  selling  range  that  makes  them 
an  excellent  proposition  for  dealers 
everywhere  in  Canada.  We  have  a 
very  complete  stock  of  these  shoes  on 
hand  at  all  times,  and  our  aim  is  to 
be  ready  at  a  moment's  notice  to  send 
you  a  shipment  of  any  size. 

Our  many  dealer  friends  have  come 
to  recognize  that  we  can  be  relied 
on  absolutely  when  it  comes  to  ship- 
ments. The  shoes  themselves  prove 
their  good  quality. 


James  Robinson 

Montreal 
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BOSTONIAN 


Foot 


wear 


We  are  in  a  position  to  choose  the  very  best  footwear  Hnes 
for  our  business.  Each  successive  season  it  has  been  our 
custom  to  make  a  thorough  inspection 
of  many  styles,  in  order  to  keep  our 
stock  good  and  to  satisfy  our  dealers. 
In  this  way  we  have  stocked  only  the 
very  best  selling  styles  for  men  and 
women.  We  have  distributed  Bos- 
tonian  Footwear  in  Canada  for  many 
years  and  we  believe  firmly  there  is 
no  better  value  on  the  market  than 
represented  in  these  fine  shoes. 


James  Robinson 


Montreal 
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The  Pioneer  Shoe  House 

For  more  than  50  years  the  House  of  James  Robinson  has 
specialized  as  the  Pioneer  Jobber  of  high  grade  Footwear. 
In  this  time  our  business  relations  have  been  very  exten- 
sive. We  are  pretty  well  aware  of  the  necessary  qualities 
to  make  any  footwear  lines  sell  in  Canada.  We  offer  you 
the  benefits  of  our  experience  in  any  way  you  may  desire. 
Ask  any  man  in  the  Shoe  business  today  and  he  will  tell 
you  "Robinson  handles  good  stock."  Write  for  information 
about  our  In  Stock  Service  and  prices. 


James  Robinson 

MONTREAL 
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"The  Best 

EVERYDAY 

SHOES  " 


Just  what  the  name  implies 


Sisman's  "Everyday"  Shoes  for  Everyday  Wear 

Our  Footwear  styles  are  among  the  "best  sellers"  in 
the  business  today.  Not  the  highest  in  price  by  any 
means,  but  they  bring  in  a  steady  profit  all  the  time. 
They  stand  the  wear  of  the  average  user  who  is  out- 
doors a  lot  of  the  time.  "Everyday"  Shoes  is  one 
line  you  cannot  afford  to  be  without. 

Ask  your  jobber  for  our  lines 


The  T.  Sisman  Shoe  Co. 

AURORA,  ONT.  Limited 
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Excelsior  Shoes ' 


SHoe 


You  can  sell  *ein  in  a  jiffy 


GUN  METAL  ENGLISH  BAL 
McKay  Welt  Process — Goodyear  Stitched 
Carried  in  Stock  Sizes  1  to  6 — Boys  C  and  D  Widths 


Style  S2 
Regular  Leather  Soles 
and  Heels 
Sizes  1  to  6 
Price  $2.75 


Style  S3 
White  Fibre  Soles 
Leather  Heels 
Sizes  1  to  6 
Price  $2.60 


LITTLE  GENTS'  PATENT  LEATHER  BUTTON 
Dull  Top 
McKay  Sewed  Process 
No  Fair  Stitch  Edge 
Carried  in  Stock  C  and  D  Wide 

9   to   ISYz    Little   Gents    $2.25 

With  or  Without  Medal  Attached 


CHROME  ELK  UNLINED  BLUCHER 
McKay  Welt  Process — Goodyear  Stitched 
Two  Full  and  Extra  Half  Slip  Oak  Soles 
Carried  in  Stock  All  Sizes  E  Wide  Only 


Style  S28 
Black  Elk  Blucher 

9  to  13 '/4  L.   Gents   $2.25 

1  to    6      Boys    2.75 

6  to  11      Men's    3.25 


Style  S29 
Choc.  Elk  Blucher 

9  to  13 '/2  L.   Gents   $2.36 

1  to    6      Boys    3.00 

6  to  11      Men's    3.60 


DULL  WAX  SPLIT  BLUCHER  AND  BUTTON 
McKay  Welt  Process 
Carried  in  Stock  Goodyear  Stitched  D  and  E  Wide 

2  Full  Soles  to  Heel 
With  or  Without  Medal  Attached 
Boys     Gents  Boys  Gents 

S118—S48— Blucher  S119—S47— Button 

9  to  U'A  Gents   $1.85    9  to  IS'i  Gents  $1.85 

1  to    6      Boys    2.50    1  to    6      Boys    2.50 


EXCELSIOR  SHOE  COMPANY 


Portsmouth,  Ohio 
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New  Styles 

No  hard  work  required  to  move  these 


CHROME  ELK  BASEBALL  OUTING  BALS 

McKay  Welt  Process — All  Sizes 

No  Nails  in  Bottom  Goodyear  Stitched 

Carried  in  Stock  E  Wide  Only 

Styles                                                S21  S22  S24 

Color  Choc.  Smoked  Black 
Price 

9  to  13%  $2.10  $2.10  $1.85 

1  to  6                                                 2.50  2.50  2.35 

6  to  11                                                3.00  3.00  2.75 


GUN   METAL   BUTTON  AND  BLUCHER 
McKay  Welt  Process 
Carried  in  Stock  Goodyear  Stitched  D  and  E  Wide 

Style  S19 

Style  S18  Button 
Blucher  Dull  Kid  Top 

9  to  laVz  Gents   $2.10    9  to  13'2  Gents  $2.10 

1  to    6      Boys    2.60    1  to    6      Boys    2.65 


EXCELSIOR  SHOES 

Are  you  making-  a  serious  effort  to  get  the 
Boys'  trade?  It's  a  very  profitable  branch  of 
the  retail  shoe  business.  Stores  that  have  thor- 
oughly analyzed  conditions  would  never  think 
of  giving  up  their  Junior  Department,  if  a 
^  choice  were  necessary  between  it  and  some- 
thing else. 

Success  attending  sale  of  Boys'  and  Youths' 
shoes  is  dependent  in  no  little  degree  on  the 
line  sold. 

Buy  the  boys'  shoes  offered  you  by  us,  and 
you'll  find  it  easy  to  develop  a  business  that 
will  pay  you  well. 

Real  Money  Makers 
Good   Reputation  Builders 

We  have  concentrated  on  the  work  of  mak- 
ing shoes  for  those  growing  up,  as  well  as 
those  grown  u]),  and  today  our  Boy  Scout  Line 
is  i)re-eminently  the  best  buy,  style  and  work- 
manship considered,  livery  parent  who  sees  the 
beautiful  shoes  for  Little  (Icnts,  Youths  and 
Boys  that  we  can  jnit  into  your  hands  will  want 
them  immediately.  Quick  sales,  frequent  sales, 
paying  sales  for  you — that's  the  story. 

Ask  our  salesmen  to  sliow  you  our  Line  of 
Men's  (ioodyear  Welts. 

Order  filled  day  received.  Prices  right — 
Terms  fa\'orable. 

Send  for  cn\)y  of  our  Read}'  Reference  Book, 
(iives  leads  on  all  cpiick  deliver}-  styles. 


EXCELSIOR  SHOE  COMPANY 

Portsmouth,  Ohio 
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Early  Orders 

The  advantage  of  early  buying  of  Rubber 
Footwear  for  next  Fall  and  Winter  cannot  be 
emphasized  too  strongly.  The  shoe  merchant 
who  accepts  and  follows  our  advice  to  place 
orders  NOW,  will  be  better  prepared  for  trade 
next  season  than  those  who  wait. 

When  the  Dominion  Rubber  System  Sales, 
man  comes  your  way,  it  will  pay  you  to  buy 
liberally  and  so  be  ready  for  the  increased  busi- 
ness you  can  do  in  rubbers,  if  your  stock  is 
complete  and  up-to-date.  The  Dominion  Rub- 
ber System  qualities  and  styles  will  give  your 
customers  absolute  satisfaction 


Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office:         -         -  MONTREAL 


28  Service  Branches  throughout  Canada. 
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Our  Special 
Styles  Number 


The  present  issue  of  Footwear  is 
our  annual  special  number,  in 
which  we  have  endeavored,  year 
by  year  in  the  past,  to  outline  a  forecast  of  fall  styles. 
However,  conditions  in  the  shoe  trade  are  now  so 
radically  different  that  to  speak  of  "fall  styles"  four 
or  five  months  in  advance,  must  be  something  of  a  mis- 
nomer. Whereas  in  former  years  travellers  would 
now  be  taking  orders  for  delivery  in  four  to  six 
months,  most  of  the  business  being  booked  this  year 
is  for  spring  and  early  summer  delivery.  The  reason 
for  this,  of  course,  is  the  difficulty  of  analyzing  the 
market  sufficiently  far  ahead  to  move  with  any  de- 
gree of  safety,  excepting  on  the  more  sta])le  lines. 
Most  manufacturers  tell  us  that  they  are  not  booking 
orders  for  which  they  have  not  the  material  nn  hand 
to  complete.  They  are  working  along  a  safe  and  con- 
servative channel,  which,  of  course,  is  always  prefer- 
able to  one  of  wild  speculation. 

Under  these  circumstances  it  is,  naturally,  diffi- 
cult to  induce  the  manufacturer  in  express  an  (i])iniiin 


on  the  matter  of  style  trend.  The  attitude  of  most  is 
not  unlike  that  of  one  who  told  us  that  "his  fall  styles 
would  be  made  of  whatever  materials  he  could  get  and 
that  his  travellers  would  take  out  whatever  they  were 
given."  So  many  different  opinions  have  been  put 
forward,  confirmed,  denied  and  ridiculed,  concerning 
the  real  situation  regarding  the  scarcity  of  hides  and 
leather  that  it  is  difficult  to  say  whether  or  not  any 
relief  may  be  expected  in  the  near  future.  Nothing- 
looks  less  likely  at  the  present  time.  We  have  it  on 
good  authority,  indeed,  that  leather  of  all  kinds  will 
make  further  considerable  advance  during  the  summer 
and  that  fall  deliveries  will  be  at  very  much  higher 
prices. 

This  condition  is  bringing  prominently  before  the 
manufacturer  the  employment  of  various  fabrics  for 
uppers  and  alternatives  for  soles,  which  are  being 
shown  in  nearly  all  of  the  new  styles.  Manufacturers 
are  passing  out  little  new  information  on  the  jjrobable 
future  vogue,  however,  being  doubtless  as  much  at 
sea  as  anyone  else.  Until  such  time  as  the  leather 
market  approaches  anything  like  a  normal  condition 
it  seems  likely  that  the  manufacturer  will  be  doing- 
business  on  a  hand-to-mouth  basis;  that  style  will  be 
governed  to  no  small  extent  by  the  available  supply 
of  certain  leathers,  and  that  the  retailer's  method  of 
buying  will  undergo  even  more  severe  revision,  than 
has  been  a])parent  to  date. 


Style 
and  Quality? 


Canadian  retailers  have  been 
heard  to  remark  from  time  to  time 
that  our  home  manufacturers  are 
on  the  wrong  track  when  they  adhere  so  rigidly  to 
their  policy  of  "quality  first."  Quality  alone  will  not 
sell  shoes,  these  retailers  declare,  complaining  of  a 
situation  which  forces  them  to  patronize  a  neighboring 
country  for  stylish  footwear.  This  is  the  cry  not  only 
in  the  shoe  trade,  but  in  other  lines  of  wearing  apparel. 
The  clothing  merchant'decries  the  inertia  of  the  Can- 
adian clothing  manufacturer  and  runs  down  to  New 
York  to  find  out  what's  what;  the  milliner  laments 
bitterly  the  inability  of  the  Canadian  wholesales  to 
compete  with  the  chic  styles  of  Gotham  ;  the  men's 
furnisher  woefully  tells  of  Canadian-made  shirts  that 
"touch  everywhere  but  fit  nowhere." 

But  it  is  the  shoe  retailer  in  whom  we  are  most 
vitally  interested.  One  of  them  remarked  to  ns  the 
other  day,  "(iive  me  style  aii_\-  day  in  ])reference  lo 
(juality,  as  far  as  selling  is  concerned.  Xo  matter  what 
the  wearing  qualities  of  my  shoes  may  be,  <'0  i)er  cent, 
of  the  ])eo])le  will  turn  them  down  if  {hcv  are  minus 
style." 

An  exaggerated  remark,  no  donhl,  lo  make  his  point 
more  i)atenl.  W  e  must  ha\e  style,  but  it  must  be  stx  le 
added  to  tpiality,  rather  than  style  minus  (lualitv.  If 
we  are  to  coin])ete  with  a  foreign  countr\-  in  the  mami- 
laeture  ol  lootweai-  we  must  not  lose  sight  of  the  two 
\UaIl_\  iin])ortant  elcnients  that  make  for  our  sticcess 
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— quality  and  style.  The  foniKT  wc  un(|nc'stionably 
have,  the  latter  is  coming-,  slowly  but  surely.  And  the 
more  evident  it  becomes  to  our  manufacturers  that  it 
is  only  upon  such  a  basis  that  we  can  hold  our  own, 
the  more  sure  and  the  sooner  will  be  our  success. 


Function  of  the 
Shoe  Window 


The  Joys  of  a 
Merchant 


r.ife  for  me  is  just  one  thinj.^'  after 
another,  remarked  the  merchant. 
Here  1  have  $6,000  worth  of  l)ook 
accounts  and  no  ready  money  with  wdiich  to  ])ay  a 
$400  sight  draft  C(jming  to-morrow.  I'A'ery  month  the 
manufacturers  and  j()bl)crs  send  me  their  duns  and 
I  i)ay  the  bills.  But  if  I  send  a  bill  to  my  customers 
with  a  modest  re(|uest  that  !  might  be  able  to  use  the 
mone}',  they  come  in  swearing  and  <|uit  trading.  If 
I  contribute  to  charity  they  say  I'm  grabbing  fi)r 
trade;  if  1  don't  I'm  a  tite-wad.  h^.ach  day  I  am  1)e- 
sieged  with  requests  for  cash  for  everything  from  ad- 
vertising in  the  church  bazaar  i)rogTam  to  a  box  ticket 
for  the  chicken  shdw,  but  if  I  were  to  petition  the 
jobbers  and  manufacturers  from  whom  I  l)u_\-,  for  funds 
for  this  purpose,  the}'  would  hand  me  the  laugh  pro- 
l)er.  I  ha\e  a  big  ])usiness  during  hard  times  and 
I)oor  croi)s  from  j^eojile  who  can't  buy  from  the  mail- 
order house  because  they  ha\'en't  got  the  cash,  and 
I  have  to  wait  for  my  money  until  pay-day  comes  or 
the  harvest  is  over.  Usually  I'm  a  thief,  a  grafter  and 
a  skinner.  If  1  smile  I  am  a  soft-soap  hypocrite;  if 
[  don't  I'm  a  dyspeptic  grouch. 

Yes,  there's  always  something  to  take  the  joy  out 
of  life,  but  hereafter  I'm  going  to  do  unto  my  customers 
as  the  fellow  from  whom  I  buy  does  unto  me.  I'm  go- 
ing to  charge  cash.  Strange  I  never  thought  of  it 
before. 

*       *  * 


Economic  Substi' 
tute  or  Fad? 


Rfost  Canadian  manufacturers  are 
talking  fabric  stronger  than  ever  ; 
they  are  almost  unanimous  in  the 
opinion  that  this  year  wdll  find  it  one  of  the  strong- 
sellers.  At  a  recent  meeting  of  the  executive  com- 
mittee of  the  National  Retail  Shoe  Dealers'  Associa- 
tion in  New  York  the  opinion  was  freely  expressed 
that  cloth  would  be  more  generally  used  for  footwear 
this  year  and  in  colors  heretofore  taboo  in  the  shoe 
trade.  It  is  a  difficult  matter  to  say  whether  this  style 
tendency  is  altogether  from  an  economic  standpoint  or 
not,  since  cloth  for  shoes  can  be  had  anywdiere  from  15 
cents  a  foot  u]>  to  a  figure  closely  approximating  the 
])rice  of  leather.  We  are  advised  by  a  large  firm  of 
fabric  manufacturers,  however,  that  the  a\'erage  ])rice 
])aid  for  the  ])opular  colored  cluth  is  32  cents  a  foot. 
(To  this  would  be  added  duty  in  Canada,  of  course). 
It  will  be  seen,  therefore,  that  there  is  a  considerabU- 
saving  at  this  figure,  but  it  is  felt  by  this  manufacturer 
that  the  idea  of  ])Ushing  cloth  from  the  economic  st.'ind- 
])oint  is  a  mistaken  n\]v,  as  the  main  factor  that  will 
bring  in  the  use  of  cloth  is  the  st_\'le  element  llial  is, 
from  the  standpoint  of  the  consunn'ng  public. 


\Ve'\e  said  it  often  before  but — 
do  give  more  attention  to  your 
windows.  The  function  of  the 
window  dis]day  is  to  intr(jduce  the  sho])  to  the  ])ublic  ; 
to  jircsent  in  the  most  desirable  and  attractive  way  the 
merchandise  the  retailer  has  to  offer,  all  with  the  idea 
of  producing  sales.  Ci)on  the  ])ro]K'r  and  efficient 
handling  of  the  window  displays  rests  one  of  the  essen- 
tials of  modern-day  business.  Displays,  like  advertise- 
ments, that  bring  the  biggest  sales  returns,  are  those 
that  ha\e  been  planned  and  executed  along  that  line 
which  brings  the  best  things  fron-i  within  the  store  to 
the  public  eye  at  a  time  when  that  ]}ublic  is  in  the 
most  rece])tive  mood.  Read  the  article  elsewhere  in 
this  issue,  by  Air.  11.  11.  Tarrasch.  S<jme  excellent  ad- 
\ice  is  gi\en  by  an  ex])erienced  window  displa\-  man 
which  should  be  of  l)enefit  to  e\-erv  retailer. 


!1 


Shoo;  the  Goods 

When  a  visitor  comes  in; 

Show  the  goods! 
Don't  just  stand  around  and  grin; 

Show  the  goods! 
There's  no  first  class  reason  why 
You  can't  sell  if  you  will  try 
Folks  who  didn't  come  to  buy. 

Show  the  goods! 

When  you're  asked,  "Do  you  keep  this?' 

Show  the  goods! 
Never  say,  "What  price,  please,  Miss?" 

Show  the  goods! 
You  won't,  if  you  are  really  wise, 
Begin  by  asking  style  or  size. 
You'll  get  the  goods  before  their  eyes 

Show  the  goods! 

Interest  the  person  first. 

Show  the  goods! 
Question  methods  are  the  worst. 

Show  the  goods! 
It's  sad  mistake  to  say, 
"How  much  do  you  want  to  pay?" 
Don't  go  at  the  folks  that  way. 

Show  the  goods! 

— Frank  Farrington. 


Shoe  with  Top  of  Filet  Lace 

A  new  st\  le  boot  has  been  seen  in  a  few  exclusive 
shoi)s  lia\ing  a  to])  formed  of  si)eciallv  designed  dur- 
able lace  in  beautiful  open  work  jiatterns  which  shows 
the  stocking  underneath.  It  is  known  as  the  Filet  shoe, 
and  is  manulactured  l)\-  one  of  the  ])rominent  com- 
panies in  the  Western  .Stales.  1 1  is  \  er\-  (lislincti\-e. 
\et  practical.  Il  makes  ;i  cool  shoe  for  the  sunnner. 
The  \ani])  and  sla\-  is  made  of  fine  qualit\-  kid,  m 
w  hile,  black,  and  c(  dors. 
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Women's  Styles  Are  Still  Unsettled 

High  Tops  Seem  Assured  —  Heels  at  the  Two 
Extremes — Varied  Colors  in  Both  Cloth  and 
Leather  —  White   will   Rule  for  Midsummer 


The  year  1917,  it  is  felt  by  manufac- 
turers and  retailers,  will  be  the  most  diffi- 
cult year  to  date  in  the  history  of  the  shoe 
Inisiness.  Around  wdinen's  styles,  of  course, 
hovers  the  nidst  perjilexing  and  obscure 
pr()l:)lems  with  which  both  will  have  to  con- 
tend. Style  in  footwear  continues  to  domin- 
ate, regardless  of  the  manufacturer's  diffi- 
culties in  producing-  shoes  to  su])ply  the  de- 
mand. The  manufacturer's  position  to-day 
is  no  sinecure,  as  an}'(ine  who  knows  con- 
ditions will  admit. 

Short  skirts  are  still  the  delight  of  well- 
dressed  women  and  latest  style  reports  from 
the  fashion  centres  indicate  "no  change." 
This,  of  course,  has  a  direct  interest  for  the 
shoe  retailer,  for  had  not  womnakind  taken 
kindly  to  them,  they  would  have  lieen  slower 
to  realize  their  possession  of  dainty  feet  and 
ankles,  and  the  necessity  to  clothe  them  in 
artistic  footwear.  High  tops,  then,  are  at  the 
crest  of  popularity,  and,  while  the  8-inch 
top  has  been  the  poi)ular  seller  for  some 
time  past,  many  of  the  newer  models  are 
being  shown  with  to])s  nine  and  ten  inches 
high,  and  are,  it  is  said,  meeting  with  in- 
stant favor. 

Among  the  more  dominant  features 
which  mark  the  1917  samples  are  the  follow- 
ing : 

Longer  vamps, 
Slenderer  toes, 
Higher  tops. 
More  white. 
More  cloth  used. 
Higher  heels, 
More  wood  heels. 
More  patent  leather, 

As  a  result  of  the  extreme  shortage  of 
leather  it  is  noticeal)le  that  cloth  for  top- 
pings and  quarters  is  being  used  to  a  much 
greater  extent  than  hitherto.  At  the  same 
time  it  cannot  be  said  that  it  is  l)eing  used 
wholly  as  a  suljstitute  for  leather,  l)ut  rather 
as  a  new  style  feature.  Underlying  the 
whole  tendency,  of  course,  there  is  the  ele- 
ment of  economy  and  conservation.  The 
scarcity  of  kid  has  caused  many  manufac- 
turers to  make  more  boots  with  kid  vamps 
and  whole  cloth  (juarters.  This  necessitates 
the  use  of  cloth-covered  wood  heels.  Where 
full-foxed  vamps  are  employed  with  cloth 


tops,  the  boots,  to  look  right,  must  have 
heels  to  match  the  vamps.  This  means 
wo(xl  heels  covered  with  kid. 

Vanity  heels  with  aluminum  or  colored 
ivoryoid  plates  have  to  some  extent  taken 
the  place  of  wood  heels,  and  are  very  popu- 
hir. 

It  is  a  peculiar  condition  that  heels  are 
at  the  same  time  extremely  high  and  quite 
low,  and  both  jiojjular.  Louis  heels  have 
gone  from  two  inches  to  eighteen-eights 
and  a  heel  under  two  inches  now  looks  low. 
The  most  modish  boots  for  dress  are  high 
and  slender.  For  street  wear  the  low  heel, 
anywhere  from  one  inch  to  twelve-eights, 
is  correct.  The  popularity  of  street  and 
walking  I)oots  is  fast  increasing  and  their 
sales  for  fall  are  ])redicted  to  l)e  heavy. 
'Idle  pattern  heights  for  street  ])oots  range 
from  seven  to  nine  inches.  Walking  1)oots 
are  mostly  on  the  well-known  ICnglish  last. 

Lace  boots  are  still  in  the  ascendent  and 
bid  fair  to  be  the  most  popular  for  some 
time  to  come. 

Almost  every  conceivable  style  of  pat- 
tern is  shown,  the  feeling  being  that  any- 
thing that  is  really  pretty  and  not  too  con- 
spicuous, will  sell.  Perforations  are  not  so 
evident  in  fall  samples,  being  confined  to  a 
few  lines  of  sport  and  walking  boots. 

Patent  leather  shows  every  indication  of 
being  in  greater  demand.  This  is  accounted 
for  by  the  fact  that  it  is  at  the  present  time 
easier  to  obtain,  having  occupied  an  incon- 
spicuous position  in  style  tendency  for  some 
time  past.  It  is  shown  in  various  combina- 
tions and  in  many  handsome  designs,  not 
the  least  striking  of  which  is  the  new  canary 
color  in  buck. 

C  olors  show  a  wide  variet}',  although  the 
tendency  is  for  lighter  colors  for  summer 
and  dark  for  fall.  Beige,  smoke  gray,  cas- 
tor, anti(|ue  ivory  and  other  dark  shades  of 
kid,  buck,  calf  and  chamois  are  offered  for 
fall.  There  has  been  a  good  demand  for 
silver  gray  and  ivory  kid  boots  and  the 
coming  summer  is  expected  to  be  a  record 
breaker  for  the  wearing  of  white  linen,  can- 
\as  and  chHh  boots  and  oxfords.  iioth 
pumps  and  oxfords,  it  is  belie\ed,  will  be 
worn  extensively.  In  jjumjjs,  leather  buckles 
are  shown  bv  some  manufacturers. 


I 


70 


FOOTWEAR    IN  CANADA 


Ai.nl,  11)17. 


Jllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 


Mfldle  cut  —  Women's 
All  White  Cabaretta 
Lace,  3-4  Foxed,  9-in. 
Pattern,  Mock  Turn, 
White  Painted  Sole  and 
Heel,  lG-8  Half  Leather 
Louis  Heel. 


L'lJiK-r  cut  shows  Wo- 
men's W  hite  Kid  Tuxe- 
do, 8-in.  Sport  Bal, 
Fancy  Perforated  Tip. 
\'amp  and  Eyelet  Row, 
Ivory  Sole.  C-8  Ivory 
Heel,  Goodyear  Welt. 
\  eranda  Last. 

Lower  cut  shows  All 
White  Leather  Oxford; 
Blind  Eyelets;  White 
Fibre  Sole;  14/8  White 
Leather  Cuban  Heel. 


|>llllllllllllllllllllllllllllllllllllllllllllllllllllllllllll|||||||^ 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 


1917 


FOOTWEAR    IN  CANADA 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


I  Some  of  the  Varieties  | 
I     in  Color  profusion  | 


Champagne  kid,  8  in.  lace,  full  Louis  covered 
heel.  welt — Westcott-Whitmore  Company. 
Syracuse.  N.Y. 


Champagne  kid,  8  in.  Yn  lace,  leather  Louis 
heel,  welt — also  made  in  ivory  kid  and  silver 
grey  kid,  by  Westcott-Whitmore  Company, 
Syracuse,  N.Y. 


Prominent  will  be  Grey,  Ivory, 
Champagne,  Havana  Brown , 
Tony  Red,  Yellow,  Purple 
and  Baby  Blue. 


Women's  mustard  cloth  quarter,  patent  vamp. 
Diplomat  lace  boot.  Elite  last,  sunburst  eye- 
lets worked  in  black  silk,  three  rows  mustard 
silk  stitching  on  vamp,  close  edge  welt,  2  18 
inch  patent  covered  half  Louis  heel.  Utz  & 
Dunn,  Rochester,  N.Y. 
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There  Isn't  a  Bit  of  Leather  in  It 

"Near-skin",  a  Laboratory  Masterpiece,  a  Close  Imitation  of  Calf- 
skin —  By-Product  of  Auto  Tires  —  Cloth  Fabric  Cuts  Costs 

(By  E.  F.  Harkins,  in  Boston  Transcript) 


"lla\-e  you  seen  the  near-skin  shoe — (inr  latest 
la1)i)rat()r\-  i)r(](UK-t?"  asked  the  l)o()t  and  shoe  expert. 

The  l)(H)t  that  he  set  dmvn  on  tlie  table  seemed  to 
'  be  made  of  calfskin.  It  would  certaiid\-  ])ass  for  an 
ordinary  black  calf  boot  if  dis])la_\-ed  in  any  show  win- 
dow. Perhaps  not  one  person  in  100,000  or  e\en 
1,000,000  would  have  discovered  its  true  identity  with- 
out an  exeeedin.i^lv  careful  ins])ectiou. 

"There  isn't  a  bit  of  leather  in  it."  said  this  imfolder 
of  nn  steries,  "and  I'll  bet  you  can't  tell  the  ditYerence." 

Me  enio\-ed  m\  astonishment  for  a  moment  and 
then  he  said  :  "Smell  it." 

1  i)ut  the  seemini;-  box-calf  toe  to  my  discernini^- 
nose  and  inhaled.  Ah!  Idiere  was  rubl)er  in  it!  At 
least  it  had  the  smell  of  a  rubber\-  factory  around  it.  It 
mi.^lit,  perhai)s,  ha\e  come  from  some  tire  works  or 
.garden  hose  i)lant. 

Laboratory  Masterpiece 

"Here  is  the  storv,"  the  ])oot  and  slioe  pliilo.sopher 
went  on.  "There  von  ha\  e  a  near-skin  or  leatherette 
shoe.  You  can  call  it  what  \  ()U  ]dease.  It  is  a  labora- 
tory master]3iece.  T'.ie  \  ami)  and  to])  are  made  ol  imi- 
tation leather,  a  rubljerized  produce  with  a  fabric  base. 
Sole  and  heel  are  comjxised  of  what  the_\-  call  libre,  and 
this  fibre  is  a  mystery  and  masterjjiece  all  by  itself. 
The  box-toe  counter  is  made  of  the  same  material. 
You  will  iind  felt  welting-  and  inner  sole,  imitation 
leather  l^ack  and  lace  stars  and  top  faciui^'. 

"That's  the  whole  story,  and  tliat  is  what  one  part 
of  the  world  is  comiui^'  to  as  rei^ards  boots  and  shoes." 

This  laboratory  shoe  is  made  in  Brockton,  wdiich 
also  happens  to  be  one  of  the  chief  sources  of  the  old- 
fashioned  leather  boot  and  shoe  su])])]}-.  The  near-skin 
l)oot  is  not  vet  on  the  market,  but  they  say  that  another 
"near"  boot  of  some  kind  has  Ijeen  sent  to  the  market 
tentativeh'  from  a  lioston  factory.  The  lirockton  Ijoot 
would  retail  for  j^robably  $4  or  $4.50. 

Substitutes  are  urgently  needed  to  lessen  the  pres- 
sure ui)on  the  leather  market  and  keep  the  ])rice  of  the 
ordinary  bcjot  and  shoe  froiu  soaring'  much  hii^her.  The 
leatherette  footwear  will  reliexe  the  ])ressure  s(nue- 
wdiat  ;  so  will  the  combination  cloth  and  h])re  product, 
wdiich  has  been  making'  headway  rajjidly,  and  wdiich 
has  e\-eii  now  taken  a  i)lace  amom;^  the  sta])le  articles 
for  sale  in  e\'er\-  well-furnished  iooti^ear  shop. 

As  to  Leather 
Leather  has  been  running  short  on  dix  ers  accounts, 
and  they  sa\-  that  there  is  little  or  nothiuL;  on  the  tan- 
ners' lloors  to-da\ .  \\  liate\cr  stock  can  ])e  found  in 
the  countrv'  is  in  the  liands  of  leather  merclianls  and 
shoe  manufacturers.  The  stock  i)roduced  in  the  United 
States  is  like  the  i)ro\-erbiaI  di'op  in  the  bucket.  The 
skins  that  ha\e  come  to  play  so  ])ronii]ient  a  ])art  in 
the  makint^'  of  women's  boots  and  shoes  come  from 
India  and  .South  America.  I'"i'oni  India,  uowada\'s,  of 
course,  tliev  coine  when  the  eomiii_^-  ha])i)ens  to  be 
1.4-ood.  'Idle  calf  skins  utilized  for  the  hea\-ier  fo(]t\vear, 
and  esi)eciallv  for  the  ser\-iceable  articles  in  which  the 
averaJ.^e  man  trnd,iL;es  around  e\-erv  clav,  on  business  or 
exercise  bent,  ha\'e  bec-n  forced  iiit(]  Ihe  rarilv  class 
l)art!y  throu.c^h  the  Russian  pi-i  jhibit  ion  against  the  kill 
\]]'^  of  cahcs    a  ban  that  mav  be  prolonL;ed  indclinileh 


owim^  to  war  de\-elo]uiients — and  ])artly  throui^di  shij)- 
])ini^  restrictions. 

.\'or  are  these  fundamental  troubles  the  only  (jiies 
entering'  into  the  story  of  the  40  or  .SO  ))er  cent,  increase 
in  boot  and  shoe  jjrices  in  recent  years.  1^'reight  and 
insurance  rates  are  to  be  reckoned  with,  and  higher 
dye  i)rices  and  hij^'her  labor  cost.  Hut  these  are  trade 
matters  iH-imarily,  to  be  discussed  on  other  ])aj4'es.  The 
question  at  hand  is  how  the  sh(jrta,^'e  in  leather  is  beinj^' 
met  b\'  the  American  manufacturer  and  the  American 
CI  iiisumer. 

W  hat  siir])rises  the  layman  is  to  find  this  essentially 
economical  cpiesticjii  in\-ol\ed  to  a  considerable  extent 
in  the  essentially  different  question  of  st_\  le.  In  other 
words,  in  findini^-  a  way  out  of  leather  troubles  the 
manufacturer  is  tindin;.^-  his  way  into  that  jtaradisaical 
domain  in  wliich  fashion  is  a  ])rominent  if  not  actuall}' 
the  i)redoniiiiant  factor.  The  liap])v  medium  in  this 
instance  is  the  boot  that  combines  the  old  leather  with 
the  new  cloth;  and  in  resjject  to  cloth  culture  for  b(jot 
])urposes  the  inj.^'enious  American  easijy  leads  the 
world,  lie  has  found  a  wa\-  of  sohini^'  a  serious  pro- 
blem and  of  turning'  trade  in  a  new  direction  at  the 
same  time.    This  is  the  wav  the  expert  plirased  it: 

Cloth  Fabric  Cuts  Cost 

'American  enterprise  has  broui^ht  cloth  fabric  for 
boots  to  a  state  borderin-^"  on  perfection.  P~oreign 
bijots  are  far  behind  in  this  respect  ;  in  fact,  you  might 
say  that  the  foreign  footwear  has  no  cloth  that  counts 
for  much.  In  this  country  the  cloth  fabric  now  serves 
the  two-fold  i^urpose  of  a  .substitute  for  leather  and  of 
a  dex'elojjer  of  style.    Look  at  this  shoe." 

It  was  a  brown  Oxford  shoe  with  a  fibre  sole  and 
heel  and  wdiat  appeared  to  be  a  fine  canvas  upper-  The 
inquisitive  investigator  \entured  to  report  his  findings. 

''You  are  right  in  ]jart,"  said  the  expert.  "The  sole 
and  heel  are  of  what  they  call  fibre.  The  upper  is 
fabric  better  than  cain  es.  Can\-as  isn't  to  be  compared 
with  it.  This  shoe  is  ideal  for  the  summer  time,  for 
the  cloth  is  cool  and  the  sole  is  both  flexible  and  dur- 
able. You  could  tramp  aronnd  all  day  in  that  shoe 
\vithout  feeling  a  luncli.  It  is  not  a  cheap  shoe  by  anv 
means,  and  it  isn't  intended  to  be,  for  the  retail  price 
is  about  v$4.50.  .\  few  years  ago  a  somewhat  similar 
shoe  w^ould  not  have  cost  more  than  $3.  This  shoe  is 
made  in  L\  nn,  and  it  is  in  such  demand  that  the  manu- 
facturer is  now  filling  a  si)ecial  order  for  no  less  than 
100,000  pairs." 

The  fibre  is  a  by-product  of  the  automobile  tire 
business.  .Much  of  it  is  made  out  in  .Akron.  ( ).  Trade 
secrecy  surrounds  it  to  some  extent,  but  this  much  was 
gathered:  That  in  threshing  over  the  ])roblem  of  what 
to  do  with  tire  material  that  had  already  served  its 
original  ])urp()se  the  leading  tire  and  rubber  manufac- 
turers liit  upon  the  scheme  of  conx'erting  these  rem- 
nants into  the  marketable  material  now  known  as  the 
libre  sole.  Straiigel\-  euougli,  discarded  tire  shoes  may 
now  be  comerled  into  soles  and  heels  for  men  and 
women's  shoes.  The  manufacture  of  this  fibre  is  now 
a  big  element  in  the  boot  and  shoe  trade.  This  particu- 
lar substitute  foi-  leather,  b\-  the  way,  is  being  used 
more  in  men's  shoes  lh;in  in  women's,  and  in  part  for 
the  reason  that  men  are  not  so  keen  cm  st\le. 
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Summer  Styles  for  Women 


Women's  white  Nubuck  8  in.  bal,  plain  toe. 
enameled  Louis  heel.  Manufactured  by  Rice 
&  Hutchins,  Inc.,  Boston,  Mass. 


Cloth    tops   are   shown    in    a   number   of  new 
and  stylish  patterns  and  combinations.  The 
style  illustrated  is  the  English  type  of  boot, 
mahogany  calf  vamp  and  saddle,  lace  stay  » 
and  collar,  with  dark  grey  top. 
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Educating  the  People  How  to  Buy 

Showing  the  Customer  How  to  Invest  Money  in  Footwear  to  the  Best  Advan- 
tage—The Buyers'  Confidence  a  Valuable  Asset  for  Any  Retailer 


I'.dueating  people  to  buy  sliocs  wisely  would,  on 
the  face  of  it,  seem  to  be  a  thankless  task  for  the 
average  shoeman.  Yet,  this  is  contrary  to  the  atti- 
tude of  the  firm  of  Filene's  Sons  Company,  of  Bos- 
ton, who  ha\e  inaugurated  a  campaign  of  education 
among  their  customers  to  show  them  how  to  save 
money  in  buying  new  shoes  and  how  to  get  the  maxi- 
mum of  service  out  of  them.  We  are  reproducing 
herewith  the  contents  of  a  four-page  leaflet  which 
was  one  of  the  opening  wedges  in  the  campaign.  It 
contains  many  ideas  that  are  of  interest  and  value  to 
the  shoe  retailer : 

Don't  talk  about  the 
high    cost    of    shoes — 

.  DO  SOMETHING! 

Our  old  enemy,  high-cost-of-living,  has  increased 
shoe  prices  to  the  breaking  point. 

Some  of  the  causes  are  the  increase  in  the  cost  of 
raw  materials,  the  increase  in  ocean  freight,  the  hides 
that  have  been  sunk  in  ships,  the  scarcity  due  to  the 
impossibility  of  getting  needed  leathers  from  Germany 
and  Russia. 

These  are  conditions  we  cannot  change. 

But  another  cause  is  that  PEOPLE  ARE  NOT 
BUYING  SHOES  WISELY.  THAT  we  can  and 
should  correct,  with  your  help. 

The  success  of  our  attempt  to  reduce  the  high- 
cost-of-living  depends  upon  the  co-operation  of  our 
customers.  Consequently  we  are  making  the  following 
suggestions,  by  the  use  of  which  we  believe  you  will 
save  money  on  your  shoes. 

Suggestions  in  Buying  Women's  Shoes : 

1 —  Buy  practical  shoes. 

2 —  Buy  heavy-sole  shoes. 

3 —  Buy  black  shoes  in  preference  to  tan  for  long  wear. 

4 —  Buy  cloth-top  shoes. 

5 —  Buy  fibre-sole  shoes. 

6 —  Buy  lower-cut  shoes. 

7 —  Our  $5  to  $8  shoes  for  women  will  give  longer  and 
better  wear  than  our  $10  and  $12  shoes,  which  are 
made  for  style. 

Suggestions  in  Buying  Men's  Shoes 

1 —  Buy  black  shoes  in  preference  to  tan  for  long,  hard 
service. 

2 —  Buy  fibre-S(jle  shoes  and  save  50c  to  $1  a  pair. 

,3 — Look  into  the  men's  shop  whenever  you  are  around, 
for  odd  ])airs  we  are  constantly  closing  out. 

4 — Do  not  buy  unless  you  want  to.  Look  as  often  as 
you  chof)se. 

Suggestions  in  Buying  Misses'  Shoes 

1 —  Buy  black  shoes  instead  of  delicate  colored  kidskins, 
which  are  not  only  expensive,  but  do  not  gi\'e  long 
service. 

2 —  Buy  black  kid  or  gunmetal  in  ])reference  to  i)atcnt 
leather,  which  is  always  liable  to  crack. 

?) — (ict  daughter  to  see  the  wisdom  nf  wearing  rubbers 
on  wet  days.  Shors  that  gel  wet  through  are  ne\'er 
the  same  after.  'I'lie  linu'  tn  bu_\'  rubbt-rs  is  when 
the  shoes  are  bought. 


4 —  White  can\as  shoes  cost  much  less  and  are  al- 
most as  good-lo(jking  as  buckskin. 

5 —  Clotli-to])  boots  wear  well,  IcKjk  well  and  help  keej) 
down  the  cost  of  leather  if  worn  generally. 

() — Do  not  bu}-  tan  shoes  while  the  ]jrice  stays  so  high. 

Suggestions  in  Buying  Boys'  Shoes : 

1 —  Do  not  buy  tan  calf  shoes  while  they  are  as  high  as 
they  are  now. 

2 —  Impress  u])on  your  bo}-  the  fact  that  shoes  are  very 
expensive. 

3 —  Try  to  get  him  to  treat  them  decently — boys  are 
notoriously  hard  on  shoes. 

4 —  Buy  heavy  knock-about  shoes  for  everyday  wear 
and  a  dressier  ])air  for  lighter  wear. 


White  Sea  Island  sport  bal,  rubber  soles  and  heels,  white  leather 
ball  strap— Charles  E.  Slater,  Quebec,  Que. 


5 —  Investigate  the  merits  of  fibre-sole  shoes. 

6 —  Look  at  our  Trot-Moc  shoes  for  school  wear. 

7 —  Don't  buy  ahead  on  boys'  shoes,  because  the  chances 
are  he  will  outgrow  the  size  and  it  will  prove  to  be 
a  loss. 

Suggestions  in  Buying  Children's  Shoes: 

1 —  Save  all  the  children's  shoes  for  outdoor  wear  while 
shoe  prices  are  high. 

2—  Let  them  wear  moccasins  or  felt  slippers  in  the 
house  while  shoe  prices  are  high. 

.3 — While  tan  shoes  are  so  very  exjjensive,  buv  black 
instead— better  still,  BUY  CLOTH-TOP  BOOTS 
and  hel])  kee])  the  cost  of  leather  down. 

4  Instead  of  wliit^'  buckskin,  ])uy  white  can\as  if  vou 
want  to  get  anmnd  the  high  cost  of  shoes. 
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5 —  W  hite  can\-as  is  as  (h^essy,  even  more  hygienic,  and 
costs  much  less. 

6 —  When  warm  weather  comes,  buy  ankle-tie  and  strap 
pumps.  Save  money  by  not  using  l)oots  in  the  sum- 
mer months. 

Suggestions  in  General : 

If  a  great  number  of  customers  want  any  one  style, 
that  style  will  l^ecome  higher  in  cost.  And  the  more 
people  want  them,  the  higher  they  will  cost.  This  ap- 
plies particularly  to  fancy  colored  leathers,  very  high 
cut  boots,  buckskins  and  shoes  with  covered  heels. 

There  are  240  difficult  operations  in  ])utting  a  shoe 
together.  The  human  equation  enters  largely  into  the 
problem  of  producing  shoes. 

The  increase  in  the  cost  of  shoes  has  a  tendency 
to  make  ])eople  expect  longer  wear.  A\'e  want  to  be 
very  frank  and  ha\-e  our  customers  imderstand  the 
facts. 

Because  you  are  paying  more  for  shoes  than  form- 


erl)',  it  does  not  mean  that  you  can  get  longer  wear — 
the  same  shoes  (and  sometimes  shoes  not  as  good) 
cost  more,  due  to  the  causes  outlined  above. 

Claims — What  You  May  Expect 

If  there  is  an  inherent  defect  in  the  shoe  which 
makes  it  valueless  when  worn  only  a  short  time,  we 
will  replace  shoes  by  a  new  pair. 

Rips  in  the  sole  which  occur  in  a  short  time  will 
be  sewed  up  free  of  charge.  Do  not  expect  to  have 
shoes  repaired  free  of  charge  when  nearly  worn  out. 

If  uppers  rip  within  a  reasonable  time  they  will  be 
sewed  up  free  of  charge. 

If  buttonholes  stretch  or  tear  they  will  be  repaired 
if  possible. 

If  eyelets  come  out  they  will  be  repaired  free. 

If  eyelets  tear  uppers,  we  will  adjust  on  the  basis 
of  charging  50c  a  week  for  wear  received. 

If  the  leather  base  of  wood  heels  wears  through 
and  the  wood  heel  is  worn,  there  is  no  claim. 


Annual  Banquet  of  Shoe  Retailers 

President  Blachford  Shows  Association  Has  Been  Active— Prospects  Good 
for  Active  Year — Early  Closing  a  Live  Topic 


A r  the  recent  second  annual  dinner  of  the  To- 
ronto Shoe  Retailers'  Association,  approxi- 
mately one  hundred  and  fifty  shoe  retailers 
and  their  salesmen  were  in  attendance.  The 
whole  affair,  from  start  to  finish,  was  a  decided  suc- 
cess, and  will  be  so  remembered  by  the  shoemen.  Pro- 
minent on  the  program  was  a  helpful  talk  by  Mr.  A.- 
L.  Boyd,  on  "Salesmanship."  The  early  closing  move- 
ment also  received  a  goodly  share  of  the  discussion. 
Mr.  H.  C.  Blachford,  president,  in  his  address,  spoke 
of  the  splendid  feeling  of  fraternity  and  cordial  rela- 
tionship that  had  sprung  out  of  the  Association,  and 
of  the  good  that  had  been  accomplished  in  the  short 
time  of  its  existence.  "There  are,"  he  said,  "about 
150  shoe  retailers  in  Toronto,  and  over  120  belonged 
to  the  organization  the  first  year.  It  has  been  the 
experience  of  myself  and  others  in  association  work 
that  the  second  year  is  the  hardest  to  survive.  In 
the  first  year  there  is  always  an  abundance  of  enthusi- 
asm and  everything  looks  rosy ;  in  the  second  year 
there  is  generally  a  falling  off  in  interest  and  things 
look  rather  dark,  and  not  until  the  third  year  do  we 
have  clear  daylight.  We  are  now  passing  through  the 
second  year  of  our  history,  and  1  ask  you  all  to  be- 
come live  and  earnest  members  of  our  organization. 
It  may  be  asked  of  us,  what  have  we  done?  What 
has  the  Association  accomplished?  Let  me  tell  you 
that  it  has  done  many  things."  Mr.  Blachford  then 
outlined  certain  incidents  in  connection  with  the  rul)- 
ber  footwear  advertising  which  had  appeared  in  the 
daily  papers  some  time  ago.  This  publicity,  while  in- 
tended for  general  good,  was  misleading  and  they,  as- 
sisted by  the  Toronto  Ad.  Club,  had  succeeded  in  hav- 
ing it  stopped. 

Mr.  J.  C.  Budreo  spoke  of  the  agitation  for  early 
closing  that  was  forming  the  basis  of  mucti  late  dis- 
cussion, mentioning  the  move  of  the  Retail  Merchants' 
Association  to  have  all  stores  close  at  six  o'clock  everv 
night  and  one  o'clock  Saturday  afternoon.  Tiiis,  he 
thought,  was  too  radical  a  change,  but  he  was  con- 


vinced that  the  hours  of  the  shoemen  were  far  too 
long,  and  the  matter  could  well  l)e  the  foundation  for 
an  Association  reform. 

George  St.  Leger,  Sr.,  also  spoke  of  the  advantages 
of  early  closing  and  the  need  for  more  physical  exer- 
cise among  the  shoemen.  He  suggested  the  closing- 
hour  be  made  eight  o'clock  every  night  and  ten  on 
Saturdays.  Later,  if  the  movement  was  a  success,  the 
closing  hour  could  be  made  seven  o'clock. 

George  Blake  thought  that  the  increased  leisure 


Dull  calf,  sport  Oxford,  welt,  blind  eyelets,  white  Neolin  sole,  rubber 
heel.  — L.  B.  Evans'  Son  Company,  Wakefield,  Mass. 


and  opportunities  for  social  life  and  self-improvement 
which  the  retailers  would  enjoy  would  more  than  re- 
])ay  any  temporary  loss  that  might  be  sustained  in  re- 
ceipts through  early  closing". 

Later  in  the  evening.  President  IMachford  took  a 
\ote  on  the  matter,  and  all  the  diners  arose  in  favor 
of  early  closing.  Mr.  Blachford  then  assured  them 
that  the  matter  would  be  taken  u\)  bv  tiie  Association 
immediately. 

With  the  singing  of  the  National  .\ntliem  tiie 
gathering  disi)ersed  at  12  o'clock,  with  unstinted  praise 
for  President  l  i.  C.  Blachford  and  Secretary  lul.  Cook, 
to  whom  chief  credit  is  due  for  the  success  of  the 
evening. 
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Men's  Wear  this  Summer   and  Fall 

No  Very  Radical  Change  is  Anticipated— Much  Depends 
on  the  Available  Supply  —  Probable  Strength  in  Oxfords 


It  is  a  (lilTiciilt  iiiatlcr  to  say  witli  any 
dct^rcL'  nf  certainly  w  hether  i  ir  nut  there 
will  he  anx'thini;-  radically  chan<;e<l  in  the 
coniinj^-  st\-les  fur  men.  M annfactnrers  are 
havin<i'  considerable  difficulty  in  arran^in,<; 
their  sami)les,  o\vin<;'  to  the  abnormal  con- 
dition of  the  leather  market,  and  man_\-  of 
them  arc  showinti-  onl_\'  styles  for  which  their 
leather  sujiplv  is  adccinately  covered,  Se\- 
eral  hrms  state  that  they  are  usin_^-  their  last 
season's  samples  entirely  for  the  fall  ])lacin,L; 
orders.  ( )n  the  whole,  style  demand  in 
men's  seems  to  be  fairly  well  maintained. 
Price  has  l)een  a  serious  obstacle  in  the  wa_\ 
of  the  retailer  in  selling-  more  ])airs  to  nien. 
but  the  tendency  now  is  for  the  customer  to 
buv  readily  if  tlie  style  is  rip,ht.  Also,  it  is 
becoming'  more  and  more  a  habit  for  smart 
dressers  to  ])ossess  a  number  of  pairs  of 
sh(  )es. 

h^ancy  leathers  will  ])la}-  an  important 
role  in  bris"htenin<;-  up  many  of  the  styles, 
and  there  will  also  l)e  many  new  i)atterns  of 
striking  originality. 

It  does  not  a])pear  as  if  ])erforations  made 
a  very  lasting  hit  with  the  average  male 
footwear  consumer,  but  they  are  still  being- 
shown  and  will  doubtles  be  worn  to  sonu- 
extent.  The}-  ])re\ail  chiefly  on  the  higher 
grade  lines;  vam])S,  front  stays,  counter  fox- 
ings  and  to])S  all  come  in  for  more  or  less 
decoration.  Regular  whole  vamp  lace  boots 
will  lead  the  procession  with  circular  seam 
bals  a  close  second.  Bluchers  and  buttons 
will  run  about  the  same  as  last  season. 

In  some  of  the  lasts  shown  last  season, 
narrow,  pointed  toes  with  a  recede  drop 
were  shown,  and,  while  not  taking  very  well 
at  that  time,  they  ha\e  been  taken  oft  the 
shelf  and  dusted  again  and  will  ])revail  to 
some  extent.  Combinations  in  cloth  and 
leather  and  two-tone  leathers  are  featured  in 
the  sam])les  and  good  business  is  predicted 
for  them.  A  number  of  the  cloth  toj)  sam])les 
;ire  trimmed  with  edge  binding  to  match 
the  x  am]),  or  w  ill  be  of  a  different  color  than 
eithei-  the  xani])  or  the  to]),  but  the  binding 
and  buttons  will  harmonize. 

Vani])  lengths  still  stay  at  4  to  4'2  inches. 
I  leels  range  from  7/<S  to  9/S  with  broad  1)ase 
effects.  i'"(lges  and  shanks  are  ])retty  much 
the  sanu'  as  last  season,  with  the  scpiare 


trim 


Hat  lasts. 


Colored  cordowan  is  featured  among  some 
manufacturers,  and  is  used  in  cond)ination 
with  ])igskin,  alligator  and  other  grain  lea- 
thers. Colored  leathers  of  all  kinds  are  very 
])rominenl.  Many  samples  are  being  shown 
in  mahogany,  cocoa  brown,  tony  red,  and 
so  on.  The  fabric  up])er  is  coming  in  for 
(piite  a  share  of  attention,  and  i.s  l)eing  shown 
extensi\  cdy.  The  fibre  sole  seems  to  be  \'ery 
l)o]ndar  with  man_\-  manufacturers,  who  are 
coin  inced  that  it  gives  just  as  good  wear  as 
the  best  sole  leather,  and  not  a  few  of  the 
new  samples  bear  the  fibre  alternative. 

Alany  chamois  to])s  are  shown  and  there 
is  also  diagonal  broadcloth,  meltons,  and  so 
on,  in  cloths,  genuine  chamois  leather  to])s 
and  many  \arieties  of  colored  kid  and  Nu- 
buck.  (ienuine  alligator  leather  is  also  be- 
ing used  for  tops,  as  well  as  genuine  and 
imitation  ])igskin  and  seal.  Generally  speak- 
ing, there  seems  to  be  a  strong  tendency  to 
inject  a  little  more  no\  elty  into  men's  styles. 

Patent  leathers  come  in  for  a  good  share 
of  attention,  and  are  shown  in  two-tr)ne  ef- 
fects, as  wcdl  as  in  harmonizing'  ])atterns 
with  black  mat  calf  toj)s. 

There  is  a  strong  tendency  in  the  direc- 
tion of  the  razor  and  needle  toes  of  many 
years  ago.  The  new  samples  vary  as  to  their 
j)ointedness,  but  the  ])oint  is  there  just  the 
same,  and  is  not  unlike  those  of  other  days. 
It  might  be  said  that  the  pointed  toe  is  one 
of  the  ])rinci])al  new  features  for  1917. 

Oxfords  will  likely  have  a  strong  run  and 
will  be  worn  late  in  the  season  with  s])ats. 
which  are  also  increasing  sellers  to  men. 

In  the  matter  of  price  it  seems  likely 
that  the  retailer  will  h.ave  to  pay,  for  the 
most  part,  between  $5  and  $(S  at  the  present 
time  and  some  manufacturers  predict  shar]) 
advances  before  fall.  This  will  depend 
largely,  of  course,  on  their  suj^ply  of  leather. 
.S(ime  of  them,  we  understand,  lia\'e  sufficient 
stock  to  last  them  through  the  sunimer, 
while  others  are  coxered  only  for  a  few 
weeks.  Soiue  relief  w  ill  doubtless  l)e  ex])eri- 
enced  by  the  use  of  fabrics,  but,  as  in  wo- 
men's, this  will  be  an  element  of  style,  rather 
than  econoni)  ,  for  while  fabric  cuts  to  bet- 
ter grades,  if  they  are  to  g'i\e  a  com])aral)le 
amount  of  wear  with  leather,  cost  just  about 
as  much. 
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The  Brant — purple  Russia  calf,  blind  eyelets,  regular  heel,  single 
sole,  all  widths  A  to  E.     Similar  style  also  shown  in  purple 
vamp    with    mahogany    calf    top    and    with    or  without 
perforations,    by  American-British-Canadian 
Distributors 


One  of  the  very  attractive  In-stock  lines  of  the 
T.    D.    Barry   Company,   Brockton,  Mass. 


Smart  Oxford  design   by   C.  H. 

Abington,  Mass. 


Alden  Co 


One  of  the  line  of  Alden  shoes 
for  men,  designed  by  C.  H. 
Alden    Co.,    North  Ab- 
ington, Mass. 


A  handsome   model   by   Dupont   &    Frere.  Montreal, 
Que. — Mahogany  vamp,   chamois   top,   fibre  sole 
and  rubber  heel. 
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The  "First  Pair"-Chiefly  White  and  Black 
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Low  Shoes  Appeared  with  the  First  Robin 

Oxfords  and  Pumps  Promise  a  Speedy  Return  to  Popularity — The  Advertisements  Repro- 
duced Herewith  are  Good  Examples  of  Something  "Different"—  They  Also  Indicate 
to  what  Extent  Low  Shoes  are  Being  Pushed  by  U.S.  Retailers 


The  sun  is  marching  northward  in  g'reat  strides 
and  low-shdc  time  will  soon  be  here.  'Idiis  is  tlie 
opening  fusilade  in  a  recent  advertisement  by  Andrew- 
Alexander,  in  X'ogne,  who  goes  on  to  say:  "l-'irst 
glimpses  of  the  smartest  new  styles  are  to  be  had  at 
Alexander's.  Illustrated  is  a  stunning  oxford  of  brown 
Russia  calfskin  with  tops  of  natural  buckskin,  black 
gunmetal  calfskin  with  white  kidskin  tops,  all-black 
kidskin  and  all-white  buckskin,  twelve  dollars  a  pair." 


SHOE  HOUSE 

SESi 
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A  SPRING  SONG  OF 
FEMININE  FOOTWEAR 

WitK  a  cKirp  of  the  first  robin  and  the 
blooming  pussy  -  -willows  come  tke  smart 
springtime  creations  from  OTie  BOOTERT. 

Productions,  reflecting  4iat  wKicK  will  be 
predominant  in  the  coming  season,  are 
ready  for  your  selection. 

The  mail  or  express  service  will  bring  these 
to  you  if  you  cannot  come  for  them.  Such 
shipments    prepaid  throughout  the  U.  S. 

enlarge  accounts  desired  with  satisfactory  reference. 


C.   H.    WOLFELT  CO. 

OKe  BOOTERT 

Smart    Shoes   for    "W^o  men 
Los  Angeles  Pasadena 
San  Francisco 

— Opera  Pumps  in  all  leatKers. 
GoM  and  Silver  Operas  $10.00. 
Satin  Operas  for  evening  $5.00  to 
$7.50. 
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An  artistically   designed   advertisement,   slightly   reduced   in  size, 
featuring  low  shoes 

Displays  are  now  being  made  of  the  new  styles  in 
pumps  and  oxfords  and  are  attracting  a  considerable 
degree  of  attention.  Artistic  design,  combined  with 
beautiful  workmanship,  characterizes  the  new  show- 
ings, and  feminine  fancy  is  already  turning  toward 
them.  Many  of  the  new  styles  are  made  wdiolly,  or 
in  part,  of  patent  leather.  Shiny  stock  is  being  re- 
ceived with  favor  and  women  seem  to  welcome  it  as 
something  a  little  different  from  the  leathers  that  have 
prevailed  for  several  seasons. 

Many  Combinations 

Among  some  of  the  models  is  a  low  heeled  pumi), 
English  model,  made  of  mahogany  or  black  calf,  with 


wing  tip,  to  retail  at  around  $S.50.  (Jthers  feature 
such  combinatiijns  as  ])atent  vamp  and  dull  kid  cjuar- 
ter,  with  black  celluloid  full  Louis  wood  heel;  sport- 
ing oxfords  with  long,  sweeping  wing  tip,  heel  foxing 
and  lace  stay  of  rich,  dark  brown  Russia,  combined 
with  genuine  wdiite  buck  quarter ;  gray,  suede,  brown, 
ivory  and  black  and  wdiite  fabric.  Some  of  the  white 
and  tan  Oxfords  have  Neolin  soles  and  Panther  heels. 
Some  perforated  designs  also  are  shown.  Very  at- 
tractive street  pumps  are  already  being  shown  in  the 
Toronto  stores  in  l)rown,  tan,  black  calf  and  wdiite 
buckskin,  with  spats  to  match. 

One  of  the  conditions  for  which  the  retailer  will 
have  to  prepare  himself  is  the  demand  for  spats  to 
match  pumps,  and  many  opinions  have  been  expressed 
that  women  will  discard  their  high  shoes  early  and 
adopt  the  oxford  and  piunp,  wearing  spats  during  the 
chilly  weather.  A  number  of  pumps  are  already  being 
worn  by  smart  dressers  in  Toronto. 

A  Change  Due 

It  is  possil)le  that  there  will  be  the  element  <if 
economy  with  many  WM)nien  in  preferring  low  shoes  for 


THE  sun  is  march- 
ing northward  in 
great    strides  and 

low-shoe  time  will  soon  be 
here.    First  glimpses  of  the 

smartest  new  styles  are  to  be  had 
at  Alexander's.  Illustrated  is  a 
stunning  oxford  of  brown  Russia 
calfskin  with  tops  of  natural  buck- 
skin;  black  gunmetal  calfskin  with 
white  kidskin  tops  :  all-black  kidskin 
and  all-white  buckskin  ;  twelve  dol- 
lars a  pair  delivered  postpaid  to 
your  address.  Inquiries  cordially 
invited 


Andrew  Alexander 

548  Fif  ih  Avenue,  New  York 


A  low  show  ailvertisement  conspicuous  by  the  use  ot  white  space — notice 
the  absence  of   border  on   right  hand  side — the   ad  was  printed 
on  the  bottom  right  hand  corner  of  the  page. 
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summer  wear,  since,  we  understand,  there  will  be  a 
saving  of  a  couple  of  dollars  or  so  over  the  price  of 
high  footwear.  There  is  also  the  feeling  that  some 
change  is  needed,  as  high  shoes  have  had  a  fairly  steady 
run  through  both  winter  and  summer  seasons.  This, 
in  itself,  should  tend  to  increase  the  general  demand 
for  low  footwear.  The  oxford  is  counted  on  to  be 
an  exceptionally  good  seller,  due  to  the  fact  that  it 
is  a  half-way  design  between  the  pump  and  the  high 


AN  excellent  example  of  Thayer 
^  McNeil  originality  in  design,  this 
Brogue  Oxford  for  women,  made  on  an 
English  last,  gives  unusual  smartness  by 
its  mere  severeness.  The  shoe  for  golf  or 
outdoor  wear.  In  tan  Russia  calf  or  white 
buckskin.  Hand  sewn.  Mail  orders 
promptly  filled. 

We  will  send  cn  request  our  catalog 
■■Sprini;     and     Summer  Footwear." 

Thayer  McNeil  Company 

47  Temple  Place  Boston,  Mass. 


Originality  is  characteristic  of  this  company's  advertising.     The  present 
example  illustrates  their  treatment  of  the  Brogue  Oxford  for  women. 

shoe.  While  the  pump  will  receive  its  just  share  of 
popularity,  the  oxford  fits  in  harmoniously  with  the 
short  skirt  fashion,  relieving  to  some  extent  the  ex- 
panse of  stocking  left  visible  when  pumps  are  worn. 

One  manufacturer  is  of  the  opinion  that  many  re- 
tailers have  overbought  on  boots  and  underbought  on 
low  shoes.  This  is  a  condition  that  will  bear  watch- 
ing closely.  The  retailer  wdio  has  overbought  on  high 
shoes  and  underbought  on  low  shoes,  will  be  con- 
siderably embarrassed  during  the  summer  if  his  stock 
of  high  shoes  remain  on  the  shelves  and  he  is  unable 
to  sui)])ly  the  demand  for  low  shoes. 


J.  B.  Douglas  in  Trouble  Again 

The  Calgary  Herald  states  that  another  information 
was  laid  against  J.  H.  Douglas,  boot  and  shoe  dealer, 
Calgary,  Alta.,  by  the  Calgary  Ad  Club.  It  is  charged 
that  he  did  on  two  occasions  insert  advertisements 
which  imitated  those  of  Richardson's  Eimited,  and 
other  merchants,  in  such  a  manner  as  to  deceive  tiic 
public,  in  that  he  advertised  shoes  which  he  did  not 
have  for  sale  and  could  not  get  and  whirli  he  knew 
he  could  not  get. 


Effect  of  High  Prices  on  Children's 

Certain  Alcjutreal  retailers,  doing  a  family  trade, 
recently  expressed  the  opinion  to  "Footwear"  that  the 
high  price  of  shoes  was  having  a  detrimental  effect  on 
business.  Every  one  of  them  stated  that  customers 
are  kicking  against  the  rise  in  values  and  that  the  re- 
tailer is  finding  difficulty  in  convincing  the  public  that 
the  ad\ance  is  based  on  substantial  grounds.  ICven 
customers  of  long  standing  object  to  the  heavy  in- 
crease in  ])rice,  and  in  some  instances  refuse  to  \mr- 
chase.  Peojjle  wanting  shoes  are  apparently  going 
from  store  to  store  with  the  idea  that  they  can  pick 
u])  cheaper  shoes,  but,  as  one  retailer  said,  "they  will 
find  it  impossible  to  obtain  goods  on  the  old  basis. 
We  all  have  to  jjay  more,  and  if  we  want  to  stay 
in  business  must  make  the  ])ublic  stand  for  the  cost. 
The  ad\ance  is  of  no  ad\antage  to  the  storekeeper; 
it  means  a  lot  of  trou])le  in  trying  to  select  shoes 
which  will  suit  the  customer's  requirements  and  his, 
or  her,  purse  ;  sometimes  it  hap])ens  that  this  cannot  be 
done,  and  our  time  is  lost,  but  the  most  galling  feature 
is  that  other  would-be  buyers  are,  on  our  busy  days, 
kept  waiting,  and  now  and  again  sales  are  lost  through 
people  declining  to  wait  a  reasonable  time.  Prices 
have  indeed  reached  such  a  height  that  we  are  com- 
pelled to  reduce  the  ratio  of  profit." 

Children's  Trade  Affected 

"'i"he  jjeople  that  are  hit  the  hardest,"  said  another 
retailer,  "are  those  with  several  children.  A  woman 
who  recently  came  into  my  store  was  more  than  sur- 
prised when  I  asked  her  $4.25  for  a  children's  shoe.  'I 
simply  cannot  pay  it,'  she  replied.  '1  have  other  chil- 
dren and  it  is  more  than  I  can  afiford.  What  can  I 
do?'  I  suggested  that  she  watch  for  sale  opportuni- 
ties, to  which  she  answered  that  such  sales  were  of 
little  \'alue  and  that  the  goods  were,  as  a  rule,  of  in- 
ferior quality.  She  knew  this  by  experience.  What 
is  a  retailer  to  do  under  such  circumstances?  He  can- 
not afiford  to  sell  below  a  certain  margin,  and  he  knows 
that  the  customer  cannot  aiford  to  pay  the  ruling 
prices.  As  far  as  I  can  see,  the  end  of  the  rise  is  not 
yet  in  sight,  and  so  far  as  I  am  concerned,  I  look  upon 
the  advance  as  very  unsatisfactory  from  the  retailer's 
point  of  view. 

Outlying  Stores  Suffer 

"Retailers  in  the  suburban  districts,"  said  another 
storekeeper,  "are  more  liable  to  be  affected  by  the 
advance  than  those  in  the  main  thoroughfares.  The 
reason  is  that  many  ])eople  have  the  idea  that  if  they 
are  bound  to  pay  a  higher  figure  they  might  as  well 
do  their  .shopping  down-town,  where  they  can  get  a 
better  selection.  My  opinion  is  that  while  they  may 
get  this  larger  range,  they  have  to  pay  for  it.  It  is 
almost  impossible  for  the  suburban  retailer  to  obtain 
such  good  prices  as  the  larger  store,  owing  to  the  no- 
tion that  the  down-town  stores  sell  more  up-to-date 
goods.  While  I  do  not  believe  this  to  be  true,  gen- 
erally speaking,  it  is  hard  to  convince  the  ])ublic  of 
the  soundness  of  my  opinion." 


The  Westcott-Whitmore  Company,  Syracuse,  N.Y., 
are  distributing  their  spring  ancl  summer  1917  cata- 
logue of  smart  shoes,  evening  sli])pers  and  novelties. 
This  company  maintains  a  \  ery  complete  in-stock  de- 
partment and  is  prepared  to  su])ply  the  retailer's  needs 
on  the  shortest  j^ossiblc  notice. 
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Patent  Leather  Returning  to  Popularity 

Shown  in  Both  Summer  and  Fall  Styles— Easily  Cleaned,  Always  Dressy,  More  Certain 
of  Supply  During  Present  Shortage — Some  Typical  Combinations 


One  of  the  striking  features  pre-eminent  among  the 
new  summer  and  fall  samples  is  the  tendency  toward 
patent  leather  for  vamps,  in  sombination  with  colored 
leathers,  and  for  pumps.  It  is  felt  by  many  manufac- 
turers that  patent  leather  jjumps  will  be  exceptionally 


Growing  girls'  ultra  novelty  style.  8-inch  boot  with  Royal 
slant  top,  Fleur-de-Lis  patent  collar,  fawn  buck  top. 
patent  vamp,  12  8  heel,  close  edge,  welt. 
Dugan  &  Hudson  Co.,  Rochester,  N.Y. 


A  handsome  button  boot,  with  be.iatiful  black  and  white 
figured  heavy  silk  top,  patent  colt  vamp,  black  but- 
tons with  white  centers,  leather  L.iuis  heel, 
light  welt. 


strong  sellers  this  summer,  and  will  persist  right 
through  to  fall,  when  they  will  be  worn  with  white 
spats.  In  shoes,  almost  every  conceivable  color  com- 
bination has  been  utilized  and  all  show  up  exceedingly 
well,  since  patent  leather  contrasts  so  readily  with 
almost  any  other  shade. 


Practically  all  of  the  manufacturers  throughout 
western  Ontario  are  pushing  patent,  and  their  travel- 
lers report  a  good  sale.  After  all,  there  are  many  ar- 
guments in  favor  of  patent,  for,  with  proper  care,  it 
is  easily  kept  clean,  always  presents  a  dressy  appear- 
ance, and  will  give  equally  as  good  wear  as  many  other 
leathers. 

If  the  element  of  cost  be  taken  into  consideration 
at  this  time  it  might  be  said,  also,  that  it  is  considerably 
cheaper  than  the  best  grades  of  kid,  and,  generally 
si)eaking,  much  easier  to  secure  than  some  other  lea- 
thers. This,  in  itself,  is  one  very  important  considera- 
lidii  in  its  favor. 

At  any  rate,  re])orts  from  the  styles  centres  indi- 
cate that  patent  leather  will  be  among  the  leaders 


Two  handsom  models  illustrating  the  returning  use  of  patent — 
Patent  vamp  with  white  kidskin  top. 

and  every  retailer  will  be  well  ad\ised  in  giving  con- 
siderable thought  to  the  possil)ilit\'  of  a  liea\-v  run 
on  patents  in  the  \  er_\-  near  future. 


A  Retrospect 

'I'he  Rice  lK:  llutchins.  Inc.,  Boston,  Mass.,  have 
issued  a  booklet  entitled  "'.N.  Retrospect,"  which  has 
I)eeii  published  to  mark  the  fiftieth  anniversary  of  the 
company's  history.  Im-oui  a  small  factory  sui)plving 
only  a  few  merchants  lifty  years  ago  the  Rice  & 
llutchins  Com])any  has  grown  to  an  organization  suj)- 
plying  the  markets  of  the  world  with  shoes  for  the 
whole  family.  The  story  of  this  d\-elo|)ment  is  told 
in  an  interesting  manner  in  the  bot)klet. 
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Trend  in  Children's  is  Toward  Colors 

Substitutes  Being  Tried  to  Some  Extent — Manufacturers 
Report  Difficulties  in  the  Way  of  Price,  which  are,  in 
turn,  Passed  on  to  the  Retailer,  and  Thence  to  the  Con- 
sumer-Rubber and  Canvas  Specialties  Likely  to  Have 
Large  Sale,  but  Handsome  Designs  in  Kid,  Buck, 
Suede    and    Calf    will     Also    be    in     Good  Demand 


'l"he  bi<4scst  difficulty  witli  tiie  manufac- 
turers and  retailers  of  children's  slides  to- 
day seems  to  be  the  matter  of  price.  The 
\v(iman  who  wants  a  jiair  of  shoes  for  her- 
self does  not  seriously  object  to  ])ayin.ti'  $5 
or  $10,  as  coni])ared  with  $5  and  a  few 
rears  ago,  especially  if  they  are  stylish  and 
suit  her  fancy,  1)ut  when  it  comes  to  a  mat- 
ter of  ])aying  the  same  or  a  l)igger  increase 
on  shoes  for  her  children  it  is  a  horse  of  a 
different  color.  They  are  willing  to  pay  25 
or  50  cents  ad\  ance,  but  the  kiddies  are  so 
little  and  the  price  is  so  big  that  the  whole 
problem  looms  up  in  a  somewhat  formidable 
manner. 

As  a  result,  it  is  stated  that  many  manu- 
facturers of  children's  lines  are  turning  their 
activities  into  other  channels — many  of  them 
making  women's.  Many  makers  who  have 
in  recent  years  shown  attractive  lines  of 
infants',  children's,  misses',  little  gents'  and 
growing  girls'  shoes,  are  now  making  only 
women's.  Others  have  abandoned  making 
cacks,  while  some  are  confining  their  chil- 
dren's lines  to  "young  ladies'  "  or  "growing 
girls'  "  types  in  sizes  2}4  to  6.  It  is  gen- 
erally felt  that  there  is  no  longer  any  profit 
making  children's  lines  and  the  retailer  ex- 
periences a  parallel  situation  in  selling  them. 

In  the  children's  samples  being  shown, 
laces  are  to  the  forefront.  In  height  they 
are  much  the  same  as  women's,  that  is,  in 
the  growing  girls'  styles.  Heels  are  twelve 
and  fourteen-eighths  high  and  tops  range 
u])  to  9  inches.  The  growing  girls'  lasts  this 
season  feature  a  number  of  modified  point- 
ed toes — toes  that  two  years  ago  would  have 
been  too  narrow  for  the  women's  trade,  but 
there  has  been  a  gradual  narrowing  up  of 
toes  and  lengthening  out  of  vamps,  until 
this  popular  style  has  been  taken  up  by  the 
makers  of  shoes  for  girls.  In  misses'  shoes 
some  toes  are  considerably  narrower,  but 
generally  speaking  medium  widths  will  be 
the  rule. 

Many  en(lea\'ors  are  being  made  to  ])ro- 
dnce  cheai)er  shoes  for  children,  but  the 
difficulty  existing  up  to  the  present  time  is 
that  leatlier  substitutes  or  alternatives  are 


practically  as  expensive  as  leather  itself,  it 
is  felt  that  something  entirely  new  will  have 
to  be  discovered  to  relieve  the  situation  to 
any  great  extent.  As  indicating  the  range 
of  experiments,  one  firm  is  making  a  child's 
shoe  without  leather.  The  sole  is  of  wood, 
the  heel  of  rubber  and  the  upper  of  canvas. 
However,  both  rubber  and  canvas  are  high 
in  price,  and  metal  for  fastenings  has  in- 
creased 100  per  cent.,  so  that  even  the  lea- 
therless  shoe  has  its  drawbacks.  Another 
manufacturer  is  experimenting  with  auto- 
mobile leather  for  to])i)ings. 

Side  leather  and  calf  will  prevail  for  the 
heavier  school  shoes,  but  in  the  finer  lines 
makers  are  showing  some  handsome  models 
in  the  popular  shades  of  kid,  buck,  suede  and 
calf.  Some  of  these  models  are  just  as 
nicely  finished  and  beautiful  in  appearance 
as  those  in  the  women's  lines.  I'ancy  col- 
ored cloths  for  toppings  will  be  used  to  a 
considerable  extent  for  misses  and  girls,  and 
many  of  the  little  style  touches,  such  as 
fancy  collars,  lace  stays,  vamps  and  foxings, 
are  shown  in  great  variety. 

Turn  cacks,  for  baby  wear  following  the 
soft  sole  period,  cost  so  much  to  make  now 
that  styles  which  formerlv  retailed  at  $1.25 
must  now  sell  for  $2.50  and  $3.00.  The  old 
$4.50  soft  sole  of  kid,  patent  or  lambskin, 
now  wholesales  at  $6  to  $8  a  dozen  pairs, 
and  only  cloth  shoes  can  now  be  sold  at  the 
former  figures.  A  manufacturer  of  infant's 
hand-made  woollen  sli])pers  exhibited  a  line 
to  us  recently  which  before  the  war  had 
wholesaled  for  $12  a  dozen  ;  now  they  are 
$24  a  dozen  and  difficult  to  secure  at  all. 

Colors  are  more  plentiful  in  babies'  and 
children's  shoes  this  year  than  ever  before. 
White  tops  are  popular  and  a  considerable 
amount  of  jKitent  leather  is  being  used  for 
vamps.  This  tendency  toward  patent  lea- 
ther again  is  partly  due  to  the  fact  that  it 
is  one  of  the  lowest  ])riced  leathers  obtain- 
able and  at  the  same  time  stylish  and  easily 
ke]it  clean. 

I^utlons  are  shown  on  a  good  ]:)ercent- 
age  of  the  models  and  some  s])ort  styles 
among  the  growing  girls'. 
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I    Styles  for  Boys  and  Girls  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


Growing  girls'  English  bal,  gunmetal  bal,  imi- 
tation wing  tip,  perforated  vamp  and  fox- 
ing, low  heel,  English  welt. 


A  standard  party  shoe  with  full  width  in  last 
and  trim  top.     A  year-round  seller. 


Patent    strap    pump. — C.  A. 
Ahrens,  Kitchener.  Ont. 


A  turn  boot  with  topping  of  gray  fabric  of 
a  close  weave.  The  patent  leather  is  per- 
forated. 


In-stock  button,  E  width,  plain  toe.  made  in 
several  different  leathers  by  the  Hurlbut 
Shoe  Company. 
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Shorter  Hours  for  the  Shoe  Retailer 

Toronto  is  Behind  in  the  Matter  of  Early  Closing^Other  Towns  and  Cities  in  Canada 
Happy  in  Their  Experience  of  More  Time  for  Recreation— Clerks  Do  Better  Work 


The  (luestion  of  earl}-  elosin<;'  has  at  hist  been  taken 
up  seriously  by  the  Toronto  Shoe  Retailers'  Associa- 
tion and  at  their  regular  n:onthly  meetins;-,  held  on 
Thursday,  March  22,  it  was  decided  that  a  petition 
should  be  circulated  among-  the  Toronto  shoe  retailers 
and  i)resented  to  the  city  council,  asking  that  body  to 
pass  a  by-law.  The  petition  asks  that  all  shoe  stijres 
close  at  6  o'clock  Wednesday  nights  throughout  the 
entire  year,  at  9  o'clock  on  Mondays,  Tuesdays,  Thurs- 
days and  Fridays,  and  at  11  o'clock  on  Saturday  nights. 
Excei)tion  is  made  where  a  holiday  occurs  in  any  week  ; 
in  that  case  stores  may,  at  the  ojjtion  of  the  retailer, 
be  kept  open  till  11  o'clock. 

A  special  committee  was  ap]>ointed  to  act  with  the 
executive  in  the  matter  of  circulating  the  petition. 
This  committee  consists  of  Messrs.  W^  T.  l^^gan,  S.  B. 
McCaul  and  J.  A.  E.  Snyder.  Tt  is  not  anticipated 
that  there  will  be  any  difhculty  in  securing  the  neces- 
sary three-quarters  of  the  signatures  of  Toronto  re- 
tailers. 

It  does  not  a])i)ear  that  there  are  any  arguments 
against  the  closing  of  shoe  stores  at  an  earlier  hour 
than  has  i)revailed  generally  in  Toronto.  Stores  around 
the  centre  of  the  city  have  practised  early  closing  for 
some  years,  and  it  is  only  the  exi)erience  of  dealers 
in  the  outskirts,  who  state  that  much  of  their  business 
is  done  in  the  evening-,  that  has  prevented  earlier  action 
in  this  matter.  Human  nature  can  stand  only  so  much, 
however,  and  it  is  not  human  to  ask  a  shoe  clerk,  or 
a  proprietor  either,  to  work  from  8  o'clock  in  the  morn- 
ing till  10  or  11  o'clock  at  night  day  after  day  the  year 
round,  as  many  of  them  have  been  doing.  The  sug- 
gested by-law,  in  our  opinion,  is  very  modest,  and  may 
well  have  gone  father.  It  is  reasonable  to  suppose  that 
its  working  will  be  so  satisfactory  that  further  im- 
provements will  be  made  as  the  people  become  edu- 
cated to  do  their  purchasing  during  the  day  time. 

It  is  rather  remarkable  that  Toronto  has  been  be- 
hind other  cities  and  towns  of  the  Dominion,  especially 
when  the  experiments  of  the  other  cities  has  been  so 
favorable  to  early  closing.  This  favorable  attitude  is 
strikingly  shown  in  the  following  letters.  A  few  days 
ago  we  sent  out' enquiries  to  representative  men  in  a 
number  of  the  largest  towns  and  cities  in  Canada  and 
the  re])lies,  a  number  of  which  we  reproduce  below,  are 
almost  unexpectedly  enthusiastic  in  favor  of  early  clos- 
ing. This  is  so  all  over  Canada,  and  Toronto  retailers, 
in  making  the  few  extra  hours  for  recreation,  are  mere- 
ly follcnving  along  established  lines,  the  benefits  of 
which  have  been  proven  over  and  over  again  through 
years  of  experience.  If  Toronto  retailers  have  any 
hesitation  as  to  the  success  of  their  new  niox  e  tiic  fol- 
lowing ex])eriences  should  set  their  fears  at  rest: — 

Montreal 

In  Montreal  retail  stores,  with  a  few  exceptions, 
such  as  druggists,  are  compelled,  under  a  cix  ic  by-law, 
tf)  close  at  7  o'clock  on  W'ednesdav-  and  Thnrsda\-. 
Provision  is  niatU'  for  the  susiiensiim  ol  Ibis  law  on 
earlv  closing  days  i)receding  legal  holidays  and  also 
during-  Christmas  and  New  Year's  weeks.  Thus,  if  a 
holiday  occurs  on  a  Thursday,  stores  are  allowed  fo  be 


open  late  on  the  \\  ednesdax'.  1  he  clerks'  association 
some  time  ago  endeavored  to  increase  the  early  clcjsing 
periods  to  three  da\-s,  but  the  council  declined  to  ac- 
cede to  the  recjuest. 

Efforts  have  been  made  from  time  to  time  to  obtain 
early  closing  by  volntary  agreement — in  the  shoe  and 
other  trades — but  the  attem])ts  ended  in  failure.  I'ro- 
n-iises  were  made  and  not  kept.  (Jne  retailer  wcnild 
break  away,  and  others  followed  suit.  Xow  the  retail- 
ers are  com])el]ed  to  act  in  unison,  and  the  civic  author- 
ities are  enforcing  the  by-law-  Some  men  tried  at 
lirst  to  evade  the  law,  with  the  result  that  they  were 
lined,  and  this  has  had  the  desired  effect. 

*  *  * 
Westmount 

Tile  neighboring  city  of  Westmount  is,  strangely 
enough,  behind  Montreal  in  this  respect.  Mr.  J.  Smith- 
ers,  shoe  retailer,  made  an  attempt  to  get  the  other  re- 
tailers lined  pu  in  a  voluntary  early  closing.  Of  course, 
thev  promised,  but,  as  in  Montreal,  the  whole  thing 
collai^sed.  Westmount  is  now  on  the  go-as-you-please 
jdan. 

.Some  of  the  shoe  retailers  in  the  west  end  of  Mont- 
real ha\-e  an  arrangement  b}-  which  they  close  at  6.30 
every  day  except  Friday  and  Saturday ;  this  is  in  a  dis- 
trict where  the  main  i)ortion  of  the  business  is  done 
in  the  afternoon,  and  thus  there  is  an  opportunity  for 
earlv  closing. 

Several  retailers  interviewed  by  a  "Footwear"  re- 
presentative expressed  hearty  appro\'al  of  the  compui- 
sorv  law.  It  was  manifest  that  the  voluntary  .system 
was  of  little  \-alue — there  were  too  many  weak  links 
for  it  to  be  effective,  and  the  only  logical  plan  was  to 
make  everybody  close.  Shoe  clerks  naturally  sup- 
l^orted  the  idea,  but  it  was  significant  that  every  owner 
of  a  store,  with  one  exception,  was  emphatic  in  u])- 
holding  the  enforcement  of  the  law.  Their  support 
was  mainh'  on  the  ground  that  it  shortened  hours,  and 
gave  time  for  recreation  and  for  home  life.  Experi- 
ence showed  that  long  hours  had  an  adverse  effect  on 
a  man's  selling  faculties,  as  an  ox  er-tired  man  was  not 
in  the  best  trim  to  talk  intelligently  and  to  give  proper 
attention  to  customers. 

One  retailer  said  that  he  would  prefer  to  follow  the 
Old  Country  plan  of  a  half-holiday  once  a  week  in 
place  of  closing-  early  twice  a  week.  This  would  give 
a  free  afternoon  and  evening-,  and  was,  from  his  point, 
a  more  advantageous  arrangement. 

^       ^  ^ 
Winnipeg 

The  following  letter  is  froni  ]\Ir.  C.  1"".  Rannard,  of 
Rannard  .Shoe.  Ltd.,  \\"inni])eg-:  ".\11  retail  businesses, 
with  the  exce])tion  of  drug  stores,  close  at  6  p.m.  daily 
and  10  ]).m.  Saturdays.  They  are  ])ermitted  to  sell  to 
customers  who  enter  the  store  before  6  o'clock,  but 
thev  are  not  permitted  to  sell  to  customers  who  enter 
after  hours.  If  the\-  do,  and  tiie  matter  is  is  reported, 
thev  are  summoned  before  the  court  and  cliarged.  usu- 
;ill\',  one  or  two  dollars  for  the  first  offence  and  a  heav- 
ier ,-inioinU  foi-  a  re])etition.  This  earh-  closing  move- 
ment has  been  in  force  for  about  sixteen  vears,  and  has 


April,  l'.)17 


FOOTWEAR    IN  CANADA 


85 


been  of  great  benetit,  as  the  same  amount  of  business 
is  done,  making  shoi^pers  do  their  buying-  earlier,  and 
allowing  employees  to  get  away,  thereby  giving  them 
time  for  recreation  and  outdoor  sports,  which,  to  my 
mind,  enables  them  to  come  to  their  work  next  morn- 
ing with  more  vitality  and  vim  than  if  they  had  been 
on  dutv  for  several  hours  the  i)revious  evening-" 

*  *  * 
Vancouver 

Shoe  retailers  come  under  early  closing  by-law ; 
present  hours,  8  till  6  o'clock;  Wednesday  half-holi- 
day ;  Saturday  night  at  option  of  retailer.  Some  re- 
main open  till  10.30,  others  close  at  9.  An  effort  is 
now  being  made  to  induce  the  Legislature  to  change 
back  to  Saturday  half-holiday. 

Ottawa 

Messrs.  Gales  &  Co.,  shoe  retailers,  Ottawa,  Ont., 
write  as  follows :  "Our  experience  with  early  closing 
is  very  satisfactory,  particularly  when  all  stores  are  on 
the  same  basis,  ^^'e  close  at  6  o'clock  everv  day,  except 
Saturday,  when  the  hour  is  9  o'clock." 

The  arrangement  in  Ottawa  is  regulated  by  law.  A 
l)etition  was  drawn  up  and  signed  by  three-quarters  of 
the  firms  in  each  line  of  business-  On  this  being  pre- 
sented to  the  local  city  conucil  a  by-law  was  drawn  u]) 
covering  all  stores.  With  the  exception  of  drug  stores 
and  restaurants,  it  is  impossible  to  purchase  after  6  p  m. 
in  Ottawa,  and  everyone  is  apparently  satisfied.  At 
the  Christmas  season — from  the  20th  to  31st  of  De- 
cember— all  stores  may  stay  oj)cn  as  long  as  they 
choose. 

Calgary,  March  31st. 

Editor,  Footwear  in  Canada  : 

In  answer  to  yours  (jf  the  24th,  we  note  that  you 
say  that  the  Toronto  shoe  retailers  are  in  the  middle 
of  a  decision  on  an  early  closing  of  one  or  two  nights 
a  week.  This  strikes  us  as  being  rather  fimny ;  just 
imagine  closing  at  least  one  or  two  nights  a  week. 
The  shoe  retailers  of  the  East  certainly  do  not  know 
they  are  living,  at  least  they  do  not  care  nor  want  to 
live  or  have  their  employees  live  very  long. 

You  ask  me  if  we  have  such  a  thing  as  early  clos- 
ing. I  wish  to  state  that  the  shoe  retailers  in  our 
city  have  an  agreement  drawn  up  by  a  lawyer,  and  we 
all  signed  it  to  have  our  stores  closed  at  6.30  every 
evening,  excepting  Saturdays  and  day  before  legal 
holidays,  wdien  we  close  at  11  p.m.;  also  wish  to  say 
that  all  retailers  of  this  city  have  presented  a  peti- 
tion to  the  government  to  have  our  stores  closed  at 
6  p.m.,  with  the  exception  of  Saturdays  and  the  day- 
preceding  legal  holidays,  when  we  would  close  at  10 
p.m.  We  close  every  Wednesday  at  1  p.m.  during  May, 
June,  July  and  August.  Might  also  say  that  the  city 
of  Winnipeg  have  a  by-law  compelling  all  retailers 
to  close  their  stores  at  6  p.m. 

Yours  truly, 

Richardson's  Limited, 

Per  R.  Richardson. 

*  *  * 

Brandon. 

Edit(jr,  Footwear  in  Canada  : 

In  this  city  we  have  always  closed  our  stores  at 
six  o'clock,  with  the  exception  of  Saturday  evening  and 
evenings  preceding  holidays,  and  from  our  experience 
we  have  found  that  we  do  just  as  much  business  as  if 


we  remained  open  evenings,  and  that  our  staff  do  bet- 
ter work  in  nine  hours  than  if  the  day  were  prolonged 
three  or  four  hours  more. 

In  fact,  our  local  Retail  Merchants'  Association 
have  had  under  discussion,  and  possibly  in  the  near 
future  it  will  be  carried  into  effect — that  we  eliminate 
openings  the  evenings  before  holidays,  as  we  feel  that 
it  is  an  injustice  to  our  employees  to  ask  them  to  work 
an  evening  in  order  to  get  a  holiday  the  next  day. 

After  all  it  is  only  a  matter  of  educating  the  public 
to  do  Inisiness  in  business  hours,  because  if  they  know 
that  stores  are  open  they  will  invariably  leave  their 
shopping  until  after  regular  hours. 

Yours  very  truly. 

The  Zink  Shoe  Co.,  Ltd., 

A.  B.  Knowlton. 

*       *  * 
Quebec,  Que. 

Editor,  Footwear  in  Canada : 

The  shoe  retailers  of  Quebec  are  following  with 
keen  interest  the  early  closing  movement  recently 
started  by  the  Shoe  Retailers'  Association  of  Toronto. 

Quebec  retailers  have  had  their  days  of  trouble  on 
the  same  question  some  years  ago.  I  remember  many 
a  noisy  meeting  of  ten  years  ago,  when  the  retailers 
opposed  to  early  closing  were  pretty  roughly  handled 
by  the  clerks  who  would  assemble  in  front  of  the  stores 
opened  after  8  o'clock  and  then  make  things  rather 
lively. 

Just  imagine!  We  were  fighting"  then  f<jr  closing  at 
8  o'clock.  Hours  of  closing  then  ran  between  9  and 
1 1  o'clock  daily.    But  that  was  ten  years  ago. 

The  old  timers  have  disappeared  gradually  and  a 
new  generation  of  intelligent  retailers,  with  modern 
ideas,  has  taken  their  places.  The  early  closing  move- 
ment was  seriously  and  intelligently  put  forward  here 
hy  the  dry  goods  branch  of  the  merchant  retailers'  as- 
sociation in  the  year  1910. 

Our  City  Fathers  declined,  however,  to  pass  regula- 
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tions  for  the  closing'  nf  tlic  retail  stores  at  a  fixed  hour. 
So  private  initiati\'e  had  to  supply  for  the  lack  of 
energy  of  our  alderuKMi.  In  1910  our  larger  drygoods 
merchants  decided  tt)  close  their  stcjres  at  0  o'clock  all 
the  year  round  except  on  Saturday  and  on  the  eve  of 
holidays.  They  were  the  only  early  closers  for  ahout 
a  year,  when  the  shoe  retailers  decided  to  call  meet- 
ings and  try  to  luring  all  the  niend)ers  nf  this  l)ranch 
to  close  at  the  same  hours  as  the  dr}g()i»ds  merchants. 
The  first  attempt  partly  failed.  The  l^iggest  difificulty 
arose  out  of  the  fact  that  each  ward  has  different  needs. 
For  instance,  in  the  workingmen's  division,  complaints 
came  from  the  labor  men  and  wduien  who  begin  their 
work  at  7  o'clock  in  the  morning  and  are  free  only  at 
6  o'clock  in  the  evening,  that  Saturda}-  ex  ening  was  the 
only  time  in  the  week  left  to  them  for  ])urchasing, 
which  they  claimed  was  not  enough. 

Here  is  how  the  difficulty  was  cnerconie.  Shoe 
stores  where  the  working  class  is  in-  the  majority  close 
at  7  o'clock.    In  the  other  wards  the  hour  is  C)  o'clock. 

The  above  hours  are  for  the  months  of  January, 
February,  March  and  A])ril,  and  for  July,  August,  Sep- 
tember and  October.  During  the  other  months,  May, 
June,  and  November  and  December,  the  closing  hour 
is  8  o'clock.    Drygoods  stores  close  at  7  o'clock  p.m. 

AW  the  above,  however,  is  according  to  a  verbal 
"entente"  between  retailers,  without  any  fine  or  any- 
thing else  to  compel  anyone  to  close  at  the  hours 
above  mentioned.  Things  ha\e  been  going  on  that 
way  for  about  seven  years  now,  and  everytjue  (the 
help  included)  seems  to  be  satisfied.  Of  course,  there 
are  the  slackers.  W  e  have  also  the  hypocrite,  who  will 
close  his  store  at  the  pledged  hour,  but  will  remain 
all  the  same  in  his  shoj),  where  the  ])asserby  can  easily 
see  him  and  knock  at  his  door,  which  is  readily  opened 
to  him. 

If  you  make  a  reproach  to  this  kind  of  "early 
closer,"  he  will  tell  you  that  it  was  a  particular  case, 
that  the  ])arty  was  leaving  that  same  evening  by  the 
C.  P.  R.  for  Toronto,  etc.  However,  we,  on  the  whole, 
have  been  going  along  fairly  well  about  early  closing 
since  1912,  and  although  there  is  plenty  of  room  yet 
for  improvement,  the  actual  situation  is  satisfactory. 

May  our  friends  the  shoe  retailers  of  Toronto 
(whose  spirit  of  enterprise  I  admire  very  much)  be 
more  successful  with  the  Toronto  city  council  than 
we  have  been  here  with  our  aldermen.  1  also  beg 
them  to  believe  in  ni_\-  sincere  wish  to  see  their  asso- 
ciation ])rosi)er  and  bring  to  the  retail  trade  reforms 
badly  needed,  here  as  well  as  in  Toronto. 

Thanking  you  in  antici])ation,  Mr.  lulitor,  for  the 
])rinting  of  this  communication  in  your  esteemed 
Footwear  in  Canada,  I  remain. 

Yours  very  respectfully, 

Ls.  Deschenes. 

*       *  * 
Regina 

I'.dilor  i'ootweai' in  (  anada: 

\'our  letter  of  recent  dale  to  hand  re  early  closing. 
In  rei)lv  to  this,  would  say  tlial  we  have  early  closing 
in  our  cilv.  We  close  every  night,  excei)t  Saturday 
and  before  a  holidax',  at  6  o'clock.  These  nights  we  are 
open  till  10  (i\-lock.  There  is  a  cit\-  l)\-law  compelling- 
all  merchants  to  close  at  7  except  .Saturda\-,  when  it 
states  10  o'clock. 

While  the  b\  law  ri'ads  7  o'clock,  the  merchants  all 
close  at  (>  oi"  .'ts  Miiin  alter  as  ])ossible  ;  bnl  when  / 
o'clock  conies  we  are  forced  to  close,  and  tlu'  cil\  polici' 
kee])  close  tab  on  the  nicrchanls  and  sc'e  that  the  by- 


April,  I'.ii? 

law  is  carried  out,  imposing  a  line  if  a  merchant  is 
found  selling  goods  after  closing  hours. 

We  find  that  this  works  out  very  satisfactory,  and 
I  think  it  is  the  only  way  whereby  the  merchants  and 
the  clerks  can  get  some  outdoor  recreation,  it  gi\es  a 
good,  long  ex  ening  in  the  summer,  and  a-"^  all  our  s]Kn-ts 
are  carried  on  in  the  evening,  it  gives  the  clerks  and 
the  merchants  a  chance  to  attend  them,  and  when  all 
the  merchants  close  it  has  no  effect  on  business. 

\'ours  \er\  trul\-, 

John  T.  Lavvson. 

*       *  * 
St.  Catharines 

I'.ditor  I'Dotwear  in  Canada: 

I\e  early  closing  as  practised  in  St.  Catharines,  we 
are  one  of  the  verv  few  cities  that  enjoy  (jur  evening.s — 
at  home,  h'or  years  i)ast — so  far  that  the  writer  has  no 
recollecti(jn  of  anv  other  condition  —  St.  Catharines 
shoe  retailers  ha\  e  closed  their  doors  at  6  o'clock — ncjt 
7  or  H — the  onl\-  exception  l)eing,  of  course,  Saturday 
nights,  when  the  leading  stores  clo^e  their  doors  at  10 
shar]),  some  of  the  others  to  catch  trade,  b_\-  any  means, 
remaining  mitil  an  hour  later.  This  is  quite  general  in 
e\ery  line  of  business  (a  few  lines  opening  after  6 — 
bookstores-  cigar  stores,  etc.),  but  the  majcjrity  of  re- 
tail stores,  the  i)ro])rietors  of  which  are  not  foreigners, 
ha\-e  followed  a  time-honored  custom,  and  give  the 
ex  enings  over  to  the  enjoyment  of  themselves  and  their 
sales  staffs.  .\  mo\  ement  was  intnjduced  a  year  or  so 
ago  among  the  shoemen  to  enfcjrce  the  Ontario  statute 
with  reference  to  a  forcible  closing  at  the  tea  hour,  but 
througli  indifferent  support  and  lack  of  signatures  it 
came  to  nil.  Since  that  time  "the"  stores  of  this  city 
ha\  e  religioush-  '"closed  u])  shop"  at  6  e\  erv  night  but 
Satiu'da\-,  which  is  human,  at  least. 

Yours  verv  trul\-, 

I  )illon  &  Moore. 

5^  ^ 

Kingston 

Editor  Footwear  in  Canada  : 

Your  letter  to  hand,  and  in  re]dy  we  might  state 
that  in  Kingston  we  experience  no  difiiculty  whatever 
in  the  matter  of  long  hours,  as  we  (all  stores)  dismiss 
the  staff's  at  6  o'clock  e\ery  night,  except  Saturday, 
when  they  work  until  10  ]).m.  The  manager  is  gener- 
allv  in  the  store  until  6.30  p.m..  and  on  Saturdav  until 
10.30  p.m.,  and  in  that  way  late  customers  are  looked 
after.  Yours  yevy  truly. 

The  Lockett  Shoe  Store. 

St.  John,  N.B. 

Editor  Footwear  in  Canada  : 

There  is  no  agreement  in  St.  John  re  early  closing. 
Everyone  closes  at  his  own  time  and  when  he  sees  fit. 
About  six  years  ago  the  clerks  of  the  city  organized  for 
a  time  and  drew  up  a  bill,  which  went  before  the  coun- 
cil. In  this  bill  they  asked  to  ha\  e  a  by-law  passed 
closing  all  grocery,  clothing,  and  shoe  stores  at  7 
o'clock  in  the  evening  exce])t  Saturdays.  This  was 
voted  upon  by  the  people,  but  the  measure  was  too 
drastic,  and  was  defeated.  Since  that  time  the  North 
ImkI  stores  started  to  close  of  their  own  accord  at  8 
o'clock,  and  all  are  still  in  it  excejU  a  few  of  the  Hebrew 
persuasion.  The  iii)-town  stores  close  three  nights  a 
week  at  ()  o'clock  at  the  in-esent  time,  but  there  is  no 
agreement  amont'-  them.  The  King  Street  stores  all 
close  at  C)  o'clock,  exce])!  .Satnrda\  s. 

It  lias  been  our  experii'uce  in  the  i)ast  that  an 
agi'eement  to  close  early  has  not  been  li\  cd  up  to.  The 
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clerks,  when  ort^anized,  circulated  a  lars^e  number  uf 
leaflets  and  used  the  press,  asking  the  public  to  buy  in 
"business  hours"  and  t^ive  them  (the  clerks)  more 
time  with  their  families  and  more  leisure  in  the  fresh 
air.  Thev  appealed  on  the  health  proposition;  that 
some  clerks  were  taken  ott  with  tuberculosis;  als(_)  the 
labor  unions,  stating-  that  they  had  THEIR  working 
hours,  and  to  help  the  clerks  to  get  a  fair  deal,  it  all 
depends  on  the  ]iublic.  They  can  be  edticated  into 
buying  from  8  a.m.  to  6  i).m.  and  Saturday  evenings. 

Yours  \cv\  truly, 

Francis  ^:  X'aughan. 
*        *  * 

Sault  Ste.  Marie 

Editor  Footwear  in  Canada  : 

We  have  had  for  some  }-ears  an  earl}-  closing  by- 
law here,  and  it  works  splendidly.  The  hour  for  clos- 
ing is  7  p.m.,  excepting-  W'ednesday  and  Saturday 
nights,  when  we  keep  open  as  late  as  we  wish,  Init  we 
have  become  so  used  to  early  closing-  here  that  we  don't 
even  stay  open  as  late  as  the  by-law  permits,  but  close 
at  6.30,  and  there  is  a  movement  on  foot  now  to  close 
at  6.30  on  \\  ednesday  also  and  just  kee])  open  Satur- 
day night.  When  the  writer  came  here  fifteen  years 
ago  there  was  no  early  closing-  arrangement,  and,  along 
with  many  other  dealers,  thought  it  would  be  a  hard- 
ship to  close  early.  That  was  a  mistaken  idea.  It  is  all 
in  the  way  the  public  are  educated.  The  writer's  ex- 
perience was  that  on  open  nights  most  of  the  shoppers 
were  people  who  could  have  done  their  shopping  just 
as  easily  in  the  daytime.  I  belie\'e  the  merchants  of 
the  city  are  well  pleased  with  the  early  closing-  idea, 
and  would  not  think  of  returning  to  tlic  old  style  of 
"open-day-and-night"  (heavy  on  the  night).  In  fact, 
some  of  the  merchants  here,  stich  as  hardware,  dry 
goods,  groceries,  etc.,  now  close  every  night  but  Satur- 
day, and,  as  I  have  already  stated,  we  expect  in  the 
near  future  to  have  the  shoe  dealers  fall  in  line.  I  for 
one  am  seriously  considering-  doing  so,  whether  or  not 
the  others  do.  To  mv  mind,  you  will  do  both  the  deal- 
ers and  employees  a  great  ser\-ice  by  advocating  and 
doing-  all  you  can  through  your  splendid  journal  to 
bring-  about  early  closing-,  which  means  shorter  hours 
for  both  employer  and  employee.  I  am  satisfied  that 
where  once  it  is  given  a  fair  trial,  those  interested 
would  not  return  to  the  old  custom. 

Yours  very  truly, 

H.  Aleg-ginsou- 

St.  Thomas 

Editor  I'^ootwear  in  Canada  : 

I;^ersonally,  T  am  in  favor  of  early  closing.  I  ha\'e 
made  it  my  business  for  several  years  to  open  my  store 
at  8  a.m.  and  close  at  6  p.m.,  except  Saturdays  and  days 
preceding-  holidays,  during-  which  time  we  are  open 
during-  the  evening-.  I  do  belie\  e  T  have  gained  more 
good  business  by  keeping  proper  l)usiness  hours. 

We  have  a  petition,  a  proper  legal  petition,  drawn 
u])  by  a  lawyer,  now  in  circulation,  which  is  being 
signed  up  this  week,  and  every  merchant  who  has  read 
it  has  signed  it.   The  clauses  read  something  like  this: 

"Boots  and  shoes  and  all  merchandise  usually  sold 
by  boot  and  shoe  shops-  Irfours  for  closing  from  7  p.m. 
in  the  afternoon  until  5  a.m.  the  following-  forenoon, 
excepting  Saturdays  and  nights  before  legal  or  jjublic 
holidays,  or  the  whole  week  before  Christn-ias." 

The  petition  comes  liefore  the  Citv  Council  shortly, 
and,  as  we  ha\  e  talked  the  matter  over  with  sex  cral  of 


the  members,  we  feel  conhdent  that  it  will  go  thrcnigh. 
The  druggists  have  a  similar  petition,  and  the  cl(jthiers 
are  out  also  with  one  to  be  signed. 

YoiU's  \ery  truly, 

F.  Sutherland. 

North  Bay 

Editor  h^ootwear  in  Canada: 

'^'our  re(|uest  re  early  closing.  It  is  a  great  thing 
for  the  clerks,  and  if  they  are  valued  at  all.  it  works 
well,  as  it  freshens  them  up  and  hel])s  to  bring  more 
customers  by  their  freedom  to  meet  people.  The  pro- 
i:)rietors  will  perha])s  notice  it  at  first,  but  when  it  is 
working  and  ])eople  understand  it,  there  will  be  no 
difference  to  their  cash  sales,  and  they  will'not  be  the 
losers,  is  or  experience  here-  We  have  a  by-law  for 
early  closing,  and  it  has  been  very  successful. 

^'ours  very  truly, 

Fred  I f.  Campbell. 

*  *  * 
OrilUa,  Ont. 

Editor,  Footwear  in  Canada : 

We  close  our  stores  at  six  o'clock  every  night  ex- 
cept Saturdays  and  nights  before  holidays.  We  get 
along-  very  nicely  and  seem  to  dispose  of  a  lot  of  mer- 
chandise. During  the  hot  weather  we  close  shops  at 
five  o'clock  instead  of  six,  and  while  at  first  there  were 
objections,  it  is  now  growing-  more  popular,  giving  us 
longer  evenings. 

Yours  truly, 

J.  T.  Heath. 

*  *  * 

Chatham 

lulitor  h\)otwear  in  Canada: 

There  is  no  argument  on  the  question  of  early  clos- 
ing in  Chatham.  For  the  past  ten  or  twelve  years  all 
shoe  stores  have  closed  at  6.30,  except  on  Saturdays, 
days  preceding-  public  holidays,  and  two  weeks  before 
Christmas.  Every  ])erson  is  satisfied.  The  fellow  who 
would  suggest  going  back  to  the  old  way  of  keeping- 
open  would  at  least  get  credit  for  being  crazy. 

Yours  very  truly, 

Geo.  \\'.  Cowan. 

*  *  * 
Stratford 

A  Stratford  shoe  retailer  writes  as  follows:  "We 
have  no  arrangement  here  re  early  closing.  Some 
stores  stay  open  until  9.  9.30,  and  10  o'clock,  but  many 
of  us  close  at  6  or  6.30 — whenever  we  get  ready  to  go 
home — and  leave  the  late  trade  tn  the  fellow  who  needs 
it  to  keep  his  head  above  water." 

Brockville 

Editor  Footwear  in  Canada: 

I  am  independent  of  the  other  merchants.  0\er 
twenty-five  years  ago  1  commenced  early  closing- 
movement  by  closing  at  7  ]).m.  Two  or  three  years 
later  the  other  merchants  took  the  matter  uj)  and 
petitioned  the  Mnuicipal  Council  to  pass  a  b\--law  fix- 
ing the  hoin-  of  closing  at  7  o'clock,  save  on  the  e\  e  of 
holidays  and  week  preceding  Christmas.  Thev  did  so, 
and  it  has  been  well  observed.  In  fact,  for  a  number 
of  years  past  the  merchants  here,  almost  without  an 
exception,  have  closed  at  d  o'clock.  There  is  no  desire, 
so  far  as  I  know,  to  go  back  to  the  old  system.  I  don't 
think  business  has  suffered  any  therel)\-.  In  fad,  I 
feel  that  the  working  uumi  liailed  the  nioxement  with 
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satisfaction.  Since  the}',  too,  seek  shorter  honrs,  they 
welcomed  tlie  shorter  hours  for  the  clerks  in  stores-  I 
mioht  say  we  keep  open  Saturday  nij.;hts  until  1(J 
o'clock.  In  a  word,  1  l^elieve  the  l!rock\'ille  merchants 
fully  appreciate  and  recommend  earl}'  closint^-. 

^'ours  truly, 

D.  \V.  Downey. 

*  *  * 

Collingwood 

lulitor  h'ootwear  in  Canada  : 

We  have  early  closing'  in  Collingwood — 0.30  p.m., 
e.\cei)t  Saturdays  and  nij^hts  ];efore  holidays;  also  open 
nights  for  Christmas  week,  and  1  must  say  that  the 
arrani.;ement  works  out  to  our  entire  satisfaction.  W  q 
would  not  i^'o  l)ack  to  the  old  way  of  closint;'  when  you 
like  on  anv  consideration.  W'e  ha\c  a  ])_\--law,  sanc- 
tioned hv  the  Town  Council,  with  a  $.^0  tine  attached, 
and  \vc  ha\  e  had  no  occasion  to  enforce  the  tine-  (  )ur 
l)\'-law  has  ])een  in  force  about  six  years,  and  e\  eryone 
is  satisfied.  Yours  very  truly. 

W.  J.  1  ioneyford. 

Lindsay 

Editor  h'ootwear  in  Canada: 

In  reply  to  yoiu"  enquiry,  our  local  shoe  dealers, 
aloui^-  with  the  i^reat  majority  of  other  retailers  in 
Eindsa\-.  close  all  the  year  round  at  ()  p.m.  Duriui^" 
the  summer  months  we  ha\  e  liad  one  half-holiday  each 
week.  Saturdays  we  close  at  10  p.m.  W'e  find  this 
arran!.;'ement  very  satisfactory. 

\'ours  trulv, 

R.  NeiU. 

*  *  * 

Owen  Sound 

In  (  )wen  Sound  we  tmd  it  \  ery  satislactory  to  close 
e\  er^-  niii^ht  at  6,  except  Saturdays  and  before  holidays. 
It  looks  to  me  that  this  should  work  out  in  Toronto, 
because  wdien  ])eoi)le  know  that  the  stores  will  be 
closed  thev  will  .^et  down  and  do  their  shopping-  dur- 
in,^'  the  dux.  Yours  very  truly, 

II.  Peel. 

*  *  * 
Barrie 

Editor  Footwear  in  Canada  : 

Here  in  Barrie  the  shoe  stores  close  each  evenin*.;- 
at  6  o'clock,  excepting-  Saturday  nights.  The  same 
applies  to  our  Chatham  branch — in  fact,  our  Toronto 
store  comes  under  the  same  heading-. 

It  is  the  only  way.  Our  firm  had  a  sample  of  keej)- 
ing  open  evenings  in  Toronto,  having  a  branch  on 
Queen  West  twenty-five  years  ago,  which  we  ran  for 
ten  vears-    The  life  and  \\'orries  of  a  shoe  man  are 


bad  eiKuigh  without  the  won-y  of  being  before  the 
pul)lic  day  and  night.  Life  is  too  short.  Let  all  the 
shoe  dealers  get  closer  together  re  this  important  item 
and  they  will  bless  the  day  that  the  change  was  ever 
brought  into  effect.  They  will  then  find  that  there  is 
n-i(ire  to  li\e  for  than  business,  jjusiness  all  the  time, 
and  nothing-  but  business. 

Yours  very  truly, 
The  (-"arey  SIkjc  Com])any. 

*  * 

Bowmanville 

Editoi-  h'ootwear  in  Canada: 

I  am  ha]j])y  to  report  fax'oraldy  on  earl\'  chjsing. 
W'e  close  at  6.30  every  nig-ht,  except  Saturday  and 
evenings  preceding  holidays,  when  we  remain  open  till 
10.,30.  This  is  governed  by  a  by-law,  and  continues 
throughout  the  }ear,  excei)t  the  month  of  December, 
when  merchants  are  free  to  oi)en  and  chjse  at  leisure. 
W'e  also  have  \\'ednesday  afternoons  (jfif  during  June, 
Jul  v.  and  Aug;ust.  \Ve  feel  that  our  conditions  are 
ideal;  every  one  is  so  satisfied  that  nobody  wants  to 
I^-eak  the  rule  and  put  us  back  to  the  old  ways. 

"S'ours  trulv. 

Fred  R.  I-olev. 

*  *  * 
Woodstock 

h.ditor  i'^)otwear  in  Canada: 

The  shoe  dealers  of  \\'oodstock  ha\  e  an  agreement 
t(j  close  at  6  (/clock  every  evening.  Saturdays,  and 
nights  before  holidays  excepted.  This  is  li\ed  u])  to 
faithfully,  and,  so  far  as  I  know,  works  no  hardship  on 
any  j^erson,  and  is  certainly  much  a])preciated  bv  em- 
ployer and  em])loyees.  Keeping-  open  e\-ery  night  is 
unnecessary  and  is  a  habit  that  should  be  abolished. 

Yours  truly, 

A.  J.  Gahagan. 

+       *  * 
Peterboro 

Editor  I'ootwear  in  Canada: 

All  shoe  stores  here  close  at  6  o'clock  every  night, 
except  Saturdays  and  ])efore  holidays  and  three  nights 
previous  to  Christmas.  We  find  the  plan  works  Aery 
satisfactor}-,  and  I  am  sure  none  would  care  to  go 
back  to  the  old  plan  of  keeping-  open  evenings. 

Yours  verv  truly, 

C.  E.  Smith. 


John  Smithers,  of  4213  St.  Catherine  Street  West, 
Westmount,  recently  issued  a  calendar  with  a  special 
mount,  on  which  he  mentions  that  1917  is  the  25th 
anniversary  of  his  selling:  footwear  in  Westmount.  He 
has  had  the  rare  experience  of  serving  three  genera- 
tions. 


Tony  Red  Bal.,  WiiiK  Tip,  Pall  Mall  l-ast- 
Kefial  Shoe  Co. 


Mahogany  Russian  Bal.,  Neolin  Sole, 
Bond  St.  Last.    Regai  Shoe  Co. 


Black  Calf,  Biiton  La.st. 
Regal  Shoe  Co. 
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Facts  Behind  Successful  Merchandising 


By  H.  D.  Harper,*  Professor  of  Accounting,  University  of  Kansas 


There  is  certain  definite  information  which  you 
nurst  hax  c  in  order  to  1)e  really  a  successful  merchant. 
1  shall  ha\  e  tu  talk  of  i^eneral  principles  and  leave  out, 
in  some  cases,  the  direct  application  of  these  principles 
to  your  business-  These  facts,  which  are  behind  suc- 
cessful retailiui^",  are  also  behind  success  in  your  l)usi- 
ness,  and  therefore  I  hope  you  will  apply  them. 

In  the  past  ])usiness  was  a  competition  between  the 
buver  and  seller  to  see  who  could  set  the  most  out  of 
the  transaction.  Ihit  to-day  business  is  co-operation 
between  the  man  who  wants  somethino-  and  the  man 
who  can  i^^et  it  for  him,  for  the  purpose  of  satisfyini;' 
both,  in  profit  and  goods. 

Let  us  haye  co-operation  to-day.  not  conipeliticm. 
Let  us  ha\'e  an  exchan.ti'e  of  ideas  and  thoughts,  be- 
cause all  of  us  can  learn  from  the  other  fellow,  no  mat- 
ter how  bi^"  a  fool  the  other  fellow  mav  be. 

The  Types  of  Men  in  Business 

"There  are  three  tvpes  of  men  in  l)usiness,"  says  E. 
St.  Elmo  Lewis — "'the  rule  of  thuml)  man,  the  i)ractical 
or  systematic  man,  and  the  scientific  or  efficient  man." 

Rule  of  Thumb  Man 

The  rule  of  thimib  man  i^oes  onh-  bv  the  facts  he 
knows,  and  does  not  believe  anythiuL;-  he  has  not  ex- 
perienced. He  is  the  t}-pe  of  man  who  has  the  ex])ert 
analyze  his  records  to  ^et  some  information  about  his 
business,  but  he  wants  the  books  "ke])t  his  why." 
This  type  of  man  must  be  taui^ht  that  experience  is  not 
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necessarih'  knowledi;e.  llecause  lu'  was  lucky  in 
ii'uessing  the  amount  of  stock  he  had  on  hand  last  in- 
ventorv  time  does  not  mean  that  he  is  i^'cjini;"  to  i;'uess 
ri.^iit  next  inventory  time  or  in  case  he  has  a  fire.  He- 
cause  he  accidentally  computed  a  ])rolit  of  $5,000  last 
vear  does  not  mean  that  he  made  that  much. 

The  practical  man  is  the  rule  of  thumb  man  plus 
s\-stem.  lie  realizes  that  others  haw  somethint;'  he 
can  learn.  Jfe  i^rofits  by  the  failure  of  the  rule  of 
thumb  man,  but  he  does  not  s^o  far  enouj^h  and  think 
enout^h.  He  compromises,  and  is  never  the  first  to  try 
a  new  tliini;'  or  the  last  to  (Iroj)  an  old  one. 

The  scientific  or  efficient  man  i^oes  farther  than  the 
IM-actical  man  ;  he  goes  beyond  personal  experience. 
He  is  the  man  who  reall\'  thinks-  lie  has  principles, 
not  impressions.  He  collects  data  and  then  analyzes 
it.  He  plans  for  to-morrow,  for  he  knows  that  to-day. 
will  take  care  of  itself. 

Let  us  be  more  than  rule  of  thumb  men,  more  than 
l)ractical  men;  let  us  be  scientific  men.  and  treat  the 
subject  of  merchandising  as  a  science.  If  we  are  to  do 
this  we  must  keej)  records,  because  the  records  of  anv 
business  are  the  memory  of  that  business,  and  with(iut 
them  no  business  worth}-  of  being  called  a  lnisine>s  can 
succeed. 

Records  of  a  Business  Divided  Into  Three  Classes 

The  records  of  any  business  mav  be  dixided  into 
three  broad  classes: 

1.  Those  who  owe  the  firm — customers. 


Suggestions  for  display  stands  for  children'.s  shoes. 


—  Cinntcsy  Hoot  iV  .Slme 
Reconlor 
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Patent  lace,  wave  foxing,  white  kid  or  canary 
buck  top— by  Blactiford  Shoe  Manu- 
facturing Co.,  Ltd..  Toronto. 


Paradise  lace,  with  loop  foxing  -  very  attrac- 
tive in  two  tone  effects  -by  Blachford 
Shoe  Co.,  Ltd.,  Toronto. 


.Silver  Grey  "Heart,"  lace,  with  collar,  grey 
cloth  top— by  Blachford  Shoe  Co., 
Ltd.,  Toronto. 


2.  Those  the  linn  owes — creditors. 

3.  Internal  records  slTowiiiL;- :  (a)  How  the  l)usiness 
has  been  prot^ressing'.  If  tliere  lias  been  a  ])rolit  or 
loss,  and,  if  so,  where  and  why.  ( b )  The  financial  con- 
dition of  the  bnsiness. 

All  of  yon  are  keepin.i;-  records  with  Nour  custom- 
ers, bnt  many  of  vou  have  no  way  to  make  them  tell 
the  truth.  When  vou  send  out  your  bills  on  the  first 
of  the  nn)nth  how  do  yon  know  that  you  ha\e  not 
failed  to  charge  John  Brown  for  a  five-dollar  pair  of 
shoes?  How  do  you  know  that  yon  haxe  not  chartied 
Mrs.  John  Smith  two  dollars  too  much?  If  yon  send 
out  your  bills  without  knowins^,-  these  thini^s  you  are 
losing-  the  customers  you  charg-e  too  much,  which 
means  losin.g  money,  and  also  losing-  money  by  selhng 
goods  and  then  not  charging-  them.  There  is  (inly  one 
way  that  you  can  be  sure,  and  that  is  by  keeping  cus- 
tomers' controlling  account  in  your  general  ledger  and 
before  sending-  out  your  bills  reconciling  the  balances 
of  your  customers'  ledger. 

Many  of  you  have  paid  the  same  invoice  twice  and 
did  not  know  it.  Many  merchants  do  not  know  at  any 
time  how  much  thev  owe  their  creditors-  A  certain 
business  man  said  to  me,  "T  have  a  horror  of  knowing- 
how  much  I  owe,"  and  that  same  business  man  had 
more  than  a  horror  when  he  found  that  he  could  not 
sell  his  business  because  his  creditors  would  not  release 
hin-i.  Keep  some  systematic  method  of  recording  all 
invoices  and  knowing-  what  amount  you  owe  your 
creditors.  Keep  a  creditors'  controlling  account  in 
your  general  ledger,  and  at  least  once  a  n-ionth  recon- 
cile it  witli  the  balances  of  your  creditors'  accounts. 
In  tliis  way  you  will  be  sure  that  \-ou  are  crediting  all 
that  you  should,  but  no  more. 

There  are  three  i)rincii)les  of  scientific  merchandis- 
ing: 

1.  Purchase  the  kind  ;uid  the  amount  of  n-ierchan- 
dise  \'our  customers  want. 

2.  Have  it  when  your  customers  want  it. 

3.  Sell  it  at  jirices  which  the  customers  are  w  illing 
to  ])ay  and  at  the  same  time  leave  a  margin  of  profit 
fi  .r  yourself. 


Purchase  What  Your  Customers  Want 

In  order  to  find  out  the  kind  oi  merchandise  your 
cust(!mers  want  it  nieans  that  you  must  study  your 
customers — the  way  they  live  and  the  class  of  goods 
they  require.  Viiid  out  the  tastes  of  your  customers; 
find  out  what  stvle  shoe  you  are  selling,  the  style  you 
sold  last  month,  last  year,  and  what  you  can  sell  this 
con-ling  six  months.  Profits  are  based  on  careful  buy- 
ing and  careful  buying  is  based  on  the  buyer's  kno\y- 
ledge,  of  his  customers,  and  his  ability  to  choose  the 
styles  that  \vill  suit  their  tastes. 

There  is  some  justification  for  overbuying  sta])les, 
which  do  not  deteriorate  readil\'.  I'ut  even  then  it  is  a 
speculation,  for  the  market  ])rice  of  the  commodities 
may  change.  There  is  a  time  for  payment,  and  many- 
merchants  fail  to  realize  this  when  buying.  Buy  at  one 
time  if  you  wish,  but  have  the  merchandise  shipped  at 
different  intervals  and  pay  when  you  get  the  merchan- 
dise. It  will  mean  \  ()U  will  have  more  money  to  en- 
large your  busines.s  and  always  have  fresh  stock  on 
your  shelves.  If  large  discounts  and  low  prices  are 
offered,  be  careful,  for  they  may  be  inducements  to 
move  stock  which  will  soon  be  out  of  style.  Buy  to 
please  and  satisfy  your  customers ;  not  your  own  likes 
and  dislikes. 

Mark-Up  Percentage 
If  the  cost  of  the  goods  coming  in,  plus  the  freight, 
is  $422.72  and  the  selling  price  is  $660.50,  the  mark-up 
is  36  i)er  cent,  on  sales,  or  the  cost  of  the  goods  is  64 
per  cent,  of  the  .selling  price.  Most  of  the  shoe  mer- 
chants who  are  not  keeping  purcltases  and  sales  by 
dei)artments  do  not  realize  the  iin])ortance  of  knowing 
tlie  mark-up  of  the  dift'erenl  lines.  Thev  guess  that 
thc>-  are  making  mone_\'  in  some  lines,  but,  as  a  matter 
of  fact,  thev  may  l)e  losing.  The  guessing  day  in  busi- 
ness has  passed,  and  to-day  the  successful  merchant 
must  know  where  and  why  he  is  making  or  losing 
money. 

The  i)ercentage  of  mark-up  must  be  liigh  enougli  to 
(■over  \  ()ur  "cost  ol  doing  business"  and  leave  a  mar- 
gin for  profit.  Hut  do  not  sell  your  goods  at  too  high  a 
price,  because  \  oii  c;iiiiiol  do  enough  l)usiness.     Il  is 
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hette-r  to  make  a  smaller  amount  on  vour  i^oods  and 
sell  more  i^oods.  and  turn  your  stock  rapidly,  because 
von  are  building'  up  \  our  business,  which  means  biyj^er 
profits  in  the  future. 

The  Value  of  Knowing  the  Mark-Downs 

[■"ew  merchants  rc-ahze  the  \  alue  of  knuvvinj;-  the 
amount  of  the  mark-down  or  the  difference  between 
the  orio^inal  sellins^^  price  and  what  the  merchandise  is 
actually  sold  for.  If  you  mark  a  pair  of  shoes  to  sell 
for  $8  and  sell  them  for  $7  there  is  a  mark-down  of  $1 
on  that  pair  of  shoes.  Many  merchants  have  told  me 
that  they  have  increased  their  sales  the  past  year,  but 
did  not  make  anv  more  money  than  they  did  the  l)re- 
\i()us  year.  Thev  could  not  understand  it.  Why? 
l')ecause  they  did  not  ha\  e  the  information  in  reference 
to  the  mark-ups,  mark-downs,  and  the  cost  of  doint.; 
business,  liet  the  facts  so  you  can  ex])lain  how  it  is 
f^oint^-  to  happen,  rather  than  try  to  explain  how  it  hap- 
l)ened.  Look  forward,  not  backward,  if  you  wish  to 
reap  i)rofits,  not  losses. 

(iet  the  amount  of  mark-dow  n.s  for  the  day  and  for 
the  month  by  departments,  so  you  can  determine  if  the 
increase  of  sales  is  due  to  ])rofit-cuttin!4-  sales,  i'rice- 
cuttin,<i",  profit-cuttint^'  sales  create  l)ar<4ain  hunters  who 
live  on  the  profits  of  your  business.  If  your  net  sales 
for  the  month  were  $1,035.20  and  the  mark-downs  were 
only  $7.20.  the  sum  of  the  two.  or  $1,042.40,  would  be 
the  orig-inal  sellinc^-  price  of  the  i^oods  sold.  Yonr 
mark-downs  may  be  lar^e  and,  for  that  reason,  your 
profits  small.  Many  a  merchant  if  he  sells  his  goods  at 
10  per  cent,  discount  is  actually  losing-  money,  and  he 
thinks  that  because  his  merchandise  cost  less  he  is  still 
making'  a  small  amount.  He  fails  to  realize  that  his 
cost  of  doing-  business  continues  just  the  same. 

Knowing  the  Monthly  Inventory 

What  is  the  value  of  knowing  the  estimated  inven- 
tory? It  enables  you  to  compute  accurately  the  mer- 
chai-idise  turn-over ;  you  can  prepare  a  financial  state- 
ment monthly;  and,  last,  but  not  least,  you  can  com- 
l^are  what  you  ought  to  have  in  stock  with  what  you 
ha\  e.    I  remember  one  case  where  the  manager  of  a 


departiuent  stole  from  $150  t(j  $2U0  jjer  month.  4'he 
manager  of  the  entire  store  did  not  know  it  until  he  had 
installed  a  sxstem  which  ga\-e  him  his  estimated  in- 
\  entory  monthly.  According  to  the  mark-up  and  sales 
in  that  department  the  inventorv  at  the  end  of  the  third 
month  slu>uld  ha\  e  been  $1,200.  Me  took  an  inventory 
of  the  stock  and  found  that  it  was  only  $700.  This 
showed  that  there  was  a  mistake  some  place  of  $500. 
He  reviewed  his  records  and  knew  that  it  was  not 
there. 

He  watched  the  department  manager  for  the  next 
week  and  found  that  he  was  systematically  failing  to 
record  all  the  cash  sales  and  putting  the  money  in  his 
pocket-  Have  you  anv  such  cases  in  yotu"  store?  Per- 
haps you  have  but  do  not  know  it.  This  merchant 
would  not  have  been  able  to  locate  the  trouble  unless 
he  had  had  this  definite  information. 

A  Monthly  Statement 

The  following  trading  statement  should  be  prepared 
monthly  for  each  department : 

Gross  sales    $1,056.70 

Less  returns  and  allowances    21.50 

Xet  sales    $1,0:!5.2() 

Add  mark-downs  during  the  nidnth    7.20 

Original  retail  marked  price    1,042.40 

Cost  of  goods  sold,  percentage  of  retail  marked 

price   65  p.c. 

Cost  of  goods  sold,  deduction  from  net  sales  (a)  ..  677.56 

Gross  profit    $357.64 

Inventory  Vel).  1,  1!)17    $2,294.00 

Gross  purchases   $422.72 

Less  returns  and  allowances    .s.:i5 

Xet  purchases    414.:',7 

Cost  of  goods  handled    $2,708.37 

Less  cost  of  goods  sold  (a)    677.56 

I'resent  estimated  inventory    $2. ():!(). St 


The  Growth  of  the  In-Stock  Department  Idea 


IN-stock  departments  are  springing  up  almost  like 
mushrooms,  whereas  a  few  years  ago  they  were 
practically  an  unknown  convenience.  As  a  means 
of  simplifying-  the  retailer's  buying  problem,  this 
idea  offers  one  of  the  easiest  solutions.  He  is  enabled 
to  conduct  his  business  with  considerably  less  capital 
expenditure,  a  better  assortment  of  sizes,  more  up-to- 
date  styles  and  freedom  from  worry. 

This  was  brought  home  to  a  Footwear  representa- 
tive forcibly  the  other  day  in  conversation  with  a  re- 
tailer in  one  of  the  outlying  portions  of  the  city.  He 
explained  the  advantages  of  the  in-stock  department  as 
he  applied  them  to  his  own  store.  One  of  the  out- 
standing features  in  his  business,  and  one  which  will 
commend  itself  to  many  retailers,  is  that  there  was  not 
a  really  fancy  shoe  in  the  place.  His  trade  is  built  on 
the  staple  shoe  foundation  and  consequently  he  is  in 
possession  of  a  stock  which  is  just  as  saleable  one  year 
from  now  as  it  is  to-day.  It  was  suggested  to  him 
that  he  must  lose  a  considerable  amount  of  business 


by  not  having  these  "novelty"  shoes  in  stock  if  asked 
for,  but  he  explained  that  all  it  was  necessary  for  him 
to  do  was  to  note  the  right  size,  take  the  order  ai-id 
run  down-town  in  his  car  the  next  morning  and  secure 
the  i)articular  shoe  desired.  Of  course,  he  handles  a 
fairly  complete  range  of  browns,  tans  and  whites,  but 
his  definition  of  the  fancy  shoe  covered  principally 
the  more  elaborate  combinations  of  colors.  The  in- 
stock  department  enables  this  retailer  to  conduct  such 
a  business  which,  though  not  api)licable  to  all  stores, 
indicates  to  what  extent  the  in-stock  proposition  mav 
be  utilized. 

A  manufacturer  w  ho  conducts  a  \  ery  complete  in- 
stock  department,  recently  expressed  his  opinion  as 
follows:  "I  realize,  as  evidently  you  do.  that  there 
are  a  great  many  retailers  who  do  not  take  advantage 
of  stock  propositions,  and  that  it  is  because  they  do 
not  realize  the  advantage,  rather  than  because  of  ig- 
norance of  the  fact  that  they  exist. 

"It  would  seem  a  perfectly  easy  matter  to  con- 
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vince  any  retailer  of  the  a(l\anla,<4es  of  doiiiy-  business 
with  a  manufacturer  ha\in^  a  stocl:  department  or 
stock  distributing'  dej)ots,  by  tellin<^'  several  familiar, 
but  somewhat  hcmiely,  parallels: 

"For  instance,  su])posc  that  when  a  housewife 
wanted  to  have  steak  for  dinner  she  had  to  |)lan  far 
enough  ahead  to  notify  the  butcher,  w  ho  in  turn  would 
have  to  go  to  the  cattle  dealer,  who  in  turn  would  ha\  e 
to  go  to  the  stock  raiser  to  have  a  steer  killed,  in  or- 
der to  supply  the  butcher  with  the  side  of  beef  in 
order  that  Mrs.  Housewife  nii^ht  ha\-e  her  cut  of  steak 
for  'i'liesday's  dinner. 

"Suppose  a  (|uarr_\-  man  had  drilled  for  a  blast, 
had  to  go  to  a  nuuiition  ])lant  and  gi\e  his  order  to 
have  some  powder  made  and  the  munition  ])lant  had 


English  walking  last,  made  in  all  colors -also  in  cloth  and  canvas- 
La  Duchesse  Shoe  Company,  Montreal,  P.  Q. 


in  turn  to  send  its  buyers  here  and  there  and  else- 
where, to  buy  the  ingredients  to  make  the  powder  to 
supply  the  blast  for  the  hole. 

"Sui)])ose  Mr.  Man  had  to  write  to  St.  John,  N.P>., 
and  ])lace  an  order  with  a  factory  to  make  him  a  bo.x 
of  collars  simpl}'  because  he  needed,  or  would  need 
in  a  few  days,  some  new  collars. 

Now,  while  all  these  cases  are  absurd  in  the  light 
of  ])resent-day  merchandising,  they  are  fair  exani])les 
of  the  way  the  average  shoe  retailer  does  business. 

"How  much  easier  it  is  for  the  hou'-ewife  to  go 
to  the  butcher  shop  and  pick  out  her  steak,  or  tor 
the  cpiarry  man  to  go  to  the  hardware  store  and  buy 
his  powder,  or  for  Mr.  Man  to  go  to  the  haberdasher's 
and  bu_\-  his  collars,  because  each  of  these  stores  car- 
ries a  complete  stock  and  the  housewife  buys  only 
enough  steak  for  one  dinner  or  the  (|uarry  man  need 
only  buy  enough  powder  for  one  blast,  and  Mr.  Man 
need  only  buy  one  collar. 

"The  shoe  retailer  following  in  the  footste])s  of 
his  grand-dad  still  goes  back  to  the  factory  and  orders 
his  shoes  made  instead  of  going  to  a  stock  ke|)t  at  a 
convenient  ])oint,  looking  it  oxer,  selecting  what  he 
wants  and  bu}-ing  in  <|u;intities  sufficient  only  for  im- 
mediate needs. 

"In  view  of  the  fact  that  he  need  only  bu)'  for  im- 
mediate consumption  is  an  adx  antage  fr<im  .a  monetary 
])oint  of  view  alone,  but  there  are  many  other  advant- 
ages, such  as  the  reduction  of  ca|)it;il  invested,  a  great- 
ly increased  lui"no\cr,  a  recluclion  of  merchandise  bal- 


ance, and  e\erything  that  tends  toward  up-to-date 
eflicient  jiractice  in  the  conduct  of  a  retail  business." 


The  Canadian  Staple  Shoe 

There  are  many  Canadian  manufacturers  who,  with 
the  i)assing  of  time  and  change  of  styles  and  leathers, 
continue  to  turn  out  shoes  that  have  stood  the  test 
of  many  years'  service.  Commonly  we  call  this  class 
of  shoe  a  "staple."  Retailers  have  contrary  ojjinions 
as  t  ojust  what  constitutes  a  sta])le  shoe,  but  the  ma- 
jorit\-  confine  their  definition  to  the  all-black  or  tan 
shoe  that  has  been  of  the  same  style  and  quality  for 
seseral  years.  All-black  shoes,  of  course,  come  in 
high-tops,  fine  leathers  and  with  other  little  touches 
that  are  the  result  of  more  recent  developments  in 
shoe  manufacturing,  but  strictly  s])eaking  they  cannot 
be  termed  staples. 

.Sta])le  shoes  are  quality  shoes  of  necessity,  since 
a  shoe  of  indifferent  character  could  not  withstand 
tlie  ra\ages  of  time;  it  would  have  been  ])laced  in  the 
discard  long  ago.  There  is  still  a  goodly  percentage 
of  ])eople  who  l)uy  their  shoes  from  this  standpoint  of 
(|uality  rather  than  style. 

In  this  connection  we  are  reproducing  a  letter  re- 
cently received  from  the  firm  of  J.  A.  &  M.  Cote,  St. 
ilyacinthe,  One.    They  say:  "It  may  interest  you  to 


A  staple  line  that  has  tood  the  test  of  time-Manufactured 
by  J.  A.  &  M.  Cote. 


know  that  we  are  not  in  the  shoe  business  on  a  style 
basis.  Our  busines  is  to  make  (|uality  shoes  at  com- 
paratively low  prices.  We  build  shoes  for  everyday 
wear,  for  the  human  being  who  wants  to  have  soles 
under  his  feet  and  body  leather  to  cover  them  every 
day  in  the  week.  We  make  such  shoes  for  men,  boys 
and  youths,  as  well  as  for  women,  misses  and  children. 
We  make  them  McKay  or  Standard  screwed  and  have 
made  them  so  for  over  fifty  years,  and  will  continue 
to  make  (piality  shoes.  Other  manufacturers  may 
talk  style,  bnl  lh;il  is  their  business." 
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Handsome  Designs  Seen  in 
Fashionable  Store 


Genuine  white  buckskin — French  last,  lonji 
drawn  out  vamp,  lOyi  inches  high. 


'Sport    Boot"   of   white    Reignskin,  white 
sole  and  heel;  sizes  8  to  7;  widths 
A  to  D 


White    buckskin    Sport    Oxford.      Can  be 
had  with   Paddy  green  trimmings,  or 
with  light  grey  trim  to  match 
fancy  sweatercoats 


This  model  in  eight  different  patterns  de- 
signed expressly  for  Owens-Elmes,  Ltd. 


Very  exclusive  street  pump,  in  brown,  tan 
and  black  calf;  also  in  white  buckskin. 
Spats  to  match  each  style 


A  few  of  the  newest  lasts  and  combinations  shown  by 
Owens-Elmes,  Limited,  King  and  Yonge  Sts.,  Toronto 
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A  World's  Shortage  of  Sole  Leather 

Very  Heavy  Demand  by  Armies — The  Far  East  is  Learning  to  Wear  Leather 
Shoes— Competition  in  Supply  Temporarily  Eliminated 


An  interesting  talk  was  recently  given  before  a 
j^atherin^;-  of  shoe  manufacturers  in  Campl)ell,  Mass., 
by  Air.  John  Schanzle.  sales  manager  of  tlie  ilowes 
Itrothers  Com])an}-.  lloston,  one  of  the  largest  ])ro(luc- 
ers  of  sole  leather  in  the  world.  Some  extracts  from 
this  talk  are  gi\  en  l)elo\v: 

Sole  Leather  Shortage 

"There  is  a  world's  s!i(;rtage  nf  sole  leather,  and  for 
the  hrst  time  in  many  years  we  have  no  stocks  ot 
leather  on  hand.     Previouslv  we  have  always  carried 


Attractive  Oxford  shown  this  season  by  C.  H.  Alden  Co., 
Abingdon,  Mass. 


some  leather  during  the  lirst  few  months  of  the  year. 
I  will  try  to  explain  what  causes  this  shortage,  bur 
lirst  I  wish  to  say  something  about  hides. 

"Previous  to  the  war  Germany  was  one  of  the  larg- 
est im])orters  of  hides  in  the  world,  importing-  about 
300,000,000  i)ounds  per  annum  and  re-exporting  ap- 
])roximately  one-third  of  this  amount,  leaving 
200  000,000  i)ounds  of  i)rincipallv  dry  hides  net  impor- 
tation. This  is  'between  6,000,000  and  8,000,000  hides 
that  were  thrown  on  the  world's  market  as  soon  as  the 
war  began,  and  al  that  time  it  was  im])()ssil)le  to  see 
how  the  iM'ice  of  hides  could  be  maintained  with  this 
additional  su])i)l\'  to  be  disposed  of.  A  large  portion  of 
these  hides  came  to  .\ew  Ynvk  City,  and  were  finally 
absorbed  b\'  the  American  tanners.  This  has  since 
then  proved  to  be  tlie  main  factor  in  holding  the  |)rices 
of  leather  down  to  where  the\'  are  to-da\'.  as  all  the 
heavy  hides  produced  are  evidently  being  tanned  into 
leather  the  same  as  they  were  before  the  war,  so  lliat 
the  actual  su])i)lv  of  leather  has  been  changed  \ei"\ 
little. 

"The  change  has  come  through  the  increased  de- 
struction iif  leathei-  and  ibuiinislu-d  herds  in  siune  o| 


the  iuiroiJean  warring  countries.  1  ha\e  heard  ii  said 
that  a  soldier  in  acti\e  service  requires  eight  pairs  of 
shoes  per  year,  and  if  there  are  20,000,000  men  in  uni- 
form to-da\'  in  the  l)elligerent  countries,  this  would 
mean  a  demand  for  160,000,000  pairs  of  army  shoes, 
re(|uiring  more  than  320,000,000  pounds  of  sole  leather 
l)er  annum,  which  is  more  than  the  t(jtal  jjroducticjn  of 
the  two  largest  sole  leather  tanners  in  America,  which 
means  the  two  largest  jjrodncers  in  the  world. 

"If  we  keep  this  one  itiem  before  us  we  can  readily 
understand  why  leather  has  advanced  and  why  it  must 
continue  to  advance  as  long  as  the  war  lasts. 

"I^ngland  claims  she  has  ])re)duced  for  her  own 
army  in  the  past  two  years  about  25,000,000  pairs  oi 
shoes,  and.  if  15.000,000  of  these  were  manufactured 
during"  the  year  l'U6.  it  would  mean  a  production  ot 
.50,000  i^airs  pt-v  da_\-.  or  about  the  capacity  (jf  the  larg- 
est shoe  manufacturer  in  America;  and  hLngland's  army 
has  been  of  small  size  comi)ared  with  the  other  large 
belligerents. 

"We  are  supidying  leather  to  ])ractically  every 
country  in  the  world  where  leather  shoes  are  worn,  ex- 
cej^ting  Germany,  Austria,  Turkey,  and  Bulgaria,  and 
as  Germany,  Austria,  also  h'rance,  were  our  competi- 
tors in  the  world's  market  previous  to  the  war,  this 
competition  now  having  ceased  creates  a  larger  de- 
mand for  our  leather. 

"To-day  if  a  large  extra  amount  of  sole  leather  is 
required,  it  is  necessary  for  it  to  come  either  directly 
or  indirectly  from  the  United  States. 

Sole  Leather  Demand  After  the  War 

"I  expect  an  unusually  large  demand  for  sole  leather 
from  the  entire  world  after  the  w^ar,  as  the  neutral 
countries  in  Europe  are  to-da}-  restricted  as  to  the 
amount  of  leather  they  can  import,  and  I  understand 
there  is  a  shortage  in  all  of  these  countries,  and  there  is 
no  question  but  what  there  is  a  yer}^  great  shortage  of 
sole  leather  in  the  countries  blockaded  by  the  Allies. 

"France  is  becoming  a  large  customer  for  our  leath- 


Men's  Goodyear,  gun  metal  calf  bal.  brown  cloth  top- 
Miner  Shoe  Co.,  Montreal,  Que. 


er,  I'.ngland  e\  en  larger,  and  Russia  a  \  er\  impurtanl 
factor.  Their  re<iuirements  this  year  will  l)e  larger 
than  in  the  past. 

"Last  \  ear  I'.ngland  was  able  to  siipi)l\-  Russia  with 
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a  liberal  quantity  of  sole  leather.  However,  this  will 
be  impossible  during-  the  present  year,  as  there  is  evi- 
dently a  shortage  of  leather  in  England,  she  having 
recently  requisitioned  all  of  the  heavy  imported  leath- 
ers and  for  the  past  eighteen  months  has  used  all  of 
the  heavy  home-produced  sole  leather  for  her  armv. 

"The  demand  for  leather  is  steadily  increasing"  and 
as  the  Asiatic  countries  take  up  our  kind  of  footwear, 
this  increased  demand  will  Ije  more  marked.    I  under- 


Military  last  still  popular— Williams  Shoe,  Limited, 
Brampton.  Ont. 


Stand  there  are  several  million  Russian  soldiers  wear- 
ing leather  shoes  for  the  first  time,  as  leather  shoes  are 
a  luxury,  I  am  told,  enjoyed  by  less  than  20  per  cent,  of 
the  population ;  and  as  these  soldiers  return  to  civil 
life  their  ideas  will  have  shown  quite  a  change  from 
1914. 

"One  of  the  most  important  things  that  will  happen 
after  the  war  is  the  increased  demand  for  hides.  To- 
day the  world's  total  ])roduction  of  hides  is  being  tan- 
ned. 

"As  soon  as  the  seas  are  open  we  will  probably  have 
Germany  as  a  competitor  in  the  hide  market  again,  as 
she  has  a  large  amount  of  tanning  capacity  lying  idle. 
The  hides  that  she  purchases  the  first  three  to  nine 
months  after  the  seas  are  free  will  be  a  new  demand,  as 
this  quantity,  of  course,  will  be  in  the  process  of  pro- 
duction continuously.  After  a  few  months,  when  the 
leather  is  finished,  this  will  replace  leather  to  some  ex- 
tent that  we  are  producing  here. 

"There  are  sufficient  customers  for  all  the  hides  and 
leather  produced  to-day,  and,  with  tliis  added  large 
buying  capacity  from  the  Central  Powers,  no  one 
knows  what  the  prices  will  be. 

"You  have  probably  heard  of  the  large  profits  sole 
leather  tanners  have  made  during  the  past  two  years, 
particularly  1916.  I  would  like  to  tell  you  what  is  be- 
coming:  of  a  large  portion  of  this  money.  In  case  the 
hide  market  stays  where  it  is  or  advances,  it  will  be 
necessary  to  use  a  large  percentage  of  it  to  i)urchase 
our  raw  material.  If  we  could  sell  our  sole  leather  and 
discontinue  tanning  to-day,  or  whenever  the  market  is 
at  its  height  at  some  future  day,  and  dispose  of  our  tan- 
neries at  a  fair  price,  we  would  make  a  handsome  pro- 
fit. 

High  Prices  for  Hides 

"However,  as  we  expect  to  continue  in  business,  it 
is  necessary  to  buy  hides  at  an  advance  in  price  of  from 
40  to  50  per  rent.,  and  it  requires  a  great  deal  of  cour- 
age to  carry  one  year's  supply  of  merchandise  based  on 


to-day's  cost.  This  is  what  every  sole  leather  tanner  is 
facing.  In  short,  a  large  portion  of  the  extra  profits  we 
are  making  is  being"  paid  to  the  domestic  and  So.uth 
American  hide  producers  and  dealers  for  high-priced 
hides,  which  we  hope  will  eventually  be  sold  in  the 
form  of  leather  at  a  profit. 

"Our  Chinese  business  is  increasing,  for  as  the 
Chinaman  progresses  financially  he  adopts  our  style  of 
footwear.  The  European  and  Asiatic  peoples  must  pay 
to-day  higher  prices  in  gold  for  shoes  and  leather  than 
we  here  in  America.  If  paid  for  with  labor  the  contrast 
is  still  greater,  as  our  workmen,  compared  with  theirs, 
can  purchase  two  to  four  times  as  much  leather  for  a 
dav's  labor,  and  this  is  the  only  fair  comparison. 

"In  summing  up,  everything  indicates  an  advancing 
shoe  and  leather  market  ;  and,  while  there  may  be  some 
recessions,  the  general  tendency  of  prices  should  be  up- 
ward." 


Ivory  Sole  Leather  Popular 

George  C.  Vaughan,  of  Peabody,  Mass.,  manufac- 
turer of  white  fibre  heeling  board  and  ivory  sole  leather 
and  welting,  is  experiencing  a  big"  demand  for  these 
products  among  the  manufacturers  of  high  grade  shoes 
all  through  the  United  States  and  Canada.  Recent 
factory  changes  and  additional  manufacturing  space 
and  facilities  have  increased  the  output  of  the  Peabody 
plant  to  about  double  its  former  capacity.  The  fac- 
tory is  running  nights  to  meet  this  season's  demand. 
Some  very  pleasing  effects  have  been  produced  by 
using  Ivory  sole  leather  and  heeling  with  the  vari- 
ous plain  and  colored  fancy  leather  shoes.  In  sport- 
ing wear,  bals,  pumps,  slippers  and  oxfords  alike, 
share  in  the  general  adoption  of  Ivory  soled  footwear. 


Daily  Canadian  Output  Now  250,000 

The  Canadian  Beckwith  Box  Toe  Company,  manu- 
facturers of  the  well-known  Vulco-Unit  box  toe.  have 
commenced  factory  operations  at  their  new  plant  at 
Sherbrooke,  Que.  The  daily  output  of  Vulco-Unit 
box  toes  now  exceeds  250,000  pairs.  A  good  percent- 
age of  this  number  have  been  shipped  regularly  to 
Canadian  shoe  manufacturers  from  the  Dover  and 
Boston  factories,  but  these  will  be  made  in  Canada 
from  now  on.  The  Vulco-Unit  box  toes  are  highly 
appreciated  by  shoe  manufacturers,  in  that  they  con- 
form very  readily  to  the  style  of  any  last  and,  once 
moulded  into  a  shoe,  retain  their  shape  beyond  the 
length  of  the  life  of  the  shoe.  They  are  not  permanent- 
ly affected  by  water  or  by  moisture  from  the  foot. 

The  Canadian  Beckwith  Box  Toe  Company  will 
be  under  the  direction  of  Messrs.  Van  Roden  ancl  \Vm. 
Stubbs,  both  formerly  of  the  Beckwith  organizaticMi  in 
the  United  States,  and  also  at  one  time  on  the  sales 
staff'  of  the  United  Shoe  Machinery  Company.  Both 
of  these  gentlemen  have  a  wide  knowledge  of  shoe 
manufacturing  problems  and  enjoy  an  extensive  ac- 
quaintance among  Canadian  and  United  States  manu- 
facturers. Mr.  Van  Roden  recently  travelled  the 
States  of  New  York,  Pennsylvania  and  soutli.  in  the 
interests  of  the  Beckwith  Company. 


With  a  \  iew  to  ascertaining"  the  proportion  of  fancy 
shoes  worn  at  the  present  time  "Footwear"  recently 
had  a  count  made  of  the  styles  worn  by  women  i)ass'- 
ing  a  certain  point  during  one  of  the  busiest  hours  of 
the  day.  The  result  was  200  black.  60  brt)wn  and 
30  fancy — white,  grey,  and  so  on.  This  would  seem 
to  indicate  that  black  is  still  tlic  favored  color. 
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The  Viewpoint  of  a  Western  Retailer 

Don't  Gamble  on  Styles — Put  Every  Salesman  on  a  Bonus  System 
— Carry  Less  Stock,  Turn  Oftener,  and  Make  More  Money 

  By  W.  E.  Belsford,  Kansas  City  Convention   


ll  is  uur  (IiU\',  our  oljlii^atioii  to  our  i)atrous,  lo  kcc]) 
tlic  retail  i^-ice  of  shoes  withiu  the  purcliasiui^^  al)ilil\ 
ot'  tile  avera.^e  consumer.  This  can  be  done  if  we  all 
l)ut  forth  our  whole  effort  to  utiliz^'  eN'ery  substitute 
possible  tliat  we  know  is  practical.  Draw  a  red  line 
around  the  popular  scdlini^'  si/.es  and  the  closer  ndu 
keep  within  its  ])oundaries  the  more  dollars  \du'll  ha\  e. 
instead  of  imaginary  ones  tied  up  in  odds  and  end>. 

Don't  Gamble  On  the  Future 

Here's  the  i^olden  nu!.i!4et  that  should  be  given  the 
acivl  test  bv  every  merchant  here.  Uig  fellows  don't 
anticii)ate  their  novelty  needs  o\er  sixty  to  sj\ent_\- 
(lavs.  Think  of  that!  Mere  we  are  far  from  the  sIiol 
centres,  inlaying  the  part  of  the  pro|)het,  fooling  (jur- 
selves  with  the  belief  that  we  can  guess  what  the  seller 
will  be  six  months  hence.  It's  like  a  poker  player 
drawing  to  a  flush — he  may  draw  it  occasionally,  but 
the  man  with  the  oj^eners  will  win  75  per  cent,  of  the 
time.  Xot  even  on  these  advancing  markets  do  they 
gamble  on  future;  they  ])ay  the  market  price,  select 
selling  styles,  and  bank  the  jjrohts.  That's  the  way 
thev  do  it.  and  it  should  be  our  method. 

Xow,  L't  me  flash  this  golden  nugget  before  you. 
( )f  course,  vou  all  know  of  it,  but  let  it  sink  in.    If  von 


turn  \-our  stock  f(jur  times  at  35  ])er  cent,  proht  and 
\-our  cost  of  o])eration  is  25  per  cent.,  you  have 'cleared 
40  i)er  cent.  If  you  only  turn  it  twice,  every  shoe  you 
sell  must  carr\'  a  gross  ])roht  of  50  per  cent-  to  equal 
iIk'  same  amount,  because  the  greater  the  turn-over 
the  less  you'll  have  of  odds  and  ends.  Vou  can  take 
advantage  of  e\ery  discount,  and  that  means  hundreds 
of  dollars  extra  in'cjlit  a  year. 

livery  item  of  store  expense  has  increased,  making 
the  cost  of  o])eration  greater  each  year.  To  meet  this 
\  ou  must  eit!ier  turn  your  stock  oftener  or  add  greater 
])roliis  to  your  gotjds.  I!uy  less,  buy  often,  kee])  'em 
CI  Jining. 

Every  Employee  on  a  Bonus  System 

New  sh(jes  i)ut  ■■i)eij"  in  the  salesforce,  and  that 
brings  us  to  another  golden  nugget.  Put  every  sales- 
man you  have  on  a  bonus  S3'stem.  W  hy,  you  ask? 
Well,  stop  and  think,  for  every  dollar  he  earns  for 
himself  he  earns  three  or  four  for  you,  and  the 
almighty  dollar  is  the  mightiest  incentive  ever  pro- 
duced to  bring  out  the  real  salesmanship  in  man  when 
lie  knows  he  must  show  results  to  get  it. 

One  merchant  states  that  he  had  cut  the  selling- 
cost  almost  half  by  using  salesladies,  claiming  that 


Indiana  Shoe   Retailers  Pass  Resolutions  Bearing 
on  Several   Important  Topics 


Whereas,  it  has  been  the  practice  to  place  or- 
ders far  in  advance  for  immediate  requirements 
during  the  last  six  months,  during  which  time  the 
leather  market  has  advanced  to  very  enormous 
high  costs,  and  realizing  that  a  turn  in  the  situa- 
tion is  liable  to  occur  at  any  time;  be  it 

Resolved,  that  this  convention  recommends  to 
its  members  to  change  this  speculative  buying  and 
place  their  orders  in  moderation,  and  not  far  m 
excess  of  their  requirements,  so  that  they  may  not 
be  burdened  with  high-priced  stocks  when  prices 
recede. 

Whereas,  the  prices  of  all  kinds  of  leather  have 
advanced  to  unprecedented  figures  over  which  re- 
tailers have  no  control,  we  deem  it  wise  to  in- 
crease the  use  of  all  materials  other  than  leather 
which  are  suitable  for  various  uses  in  the  making 
of  shoes,  and  we  strongly  recommend  that  the  use 
of  such  materials  be  encouraged  to  the  fullest 
extent,  thereby  relieving  the  leather  market  as 
much  as  possible  and  keeping  the  price  within 
reason  to  the  average  purchaser. 


Whereas,  a  great  deal  of  newspaper  publicity 
has  been  given  to  the  idea  that  shoes  will  be  sold 
from  $20  to  $30; 

Resolved,  that  this  convention  most  emphati- 
cally condemns  such  publicity  as  untrue  and  mis- 
leading, and  because  it  has  a  tendency  to  limit  the 
number  of  pairs  of  shoes  purchased. 

Resolved,  that  this  association  goes  on  record 
as  expressing  its  hearty  disapproval  of  jobbers  or 
manufacturers  selling  shoes,  findings,  or  any  other 
goods  usually  sold  in  a  retail  shoe  store  to  mail 
order  or  other  cut-rate  houses. 

Whereas,  the  shoe  trade  journals  representing 
our  industry  are  an  educational  and  a  constructive 
force  in  assisting  the  work  of  our  conventions, 
and  in  elevating,  through  education,  the  standard 
of  shoe  retailing;  be  it 

Resolved,  that  we  give  them  our  hearty  sup- 
port. 
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<i'irls  were  natural  m()ney-j4-etters.  Whether  we  could 
adopt  this  plan  is  jiroblematical,  but  it  is  worth}-  of 
thoug-ht. 

Learn  to  Think 

Usin.t^'  the  words  of  one  man,  "The  bigi^est  thing 
for  the  shoe  man  to-day  is  to  learn  to  think.'"  Get 
(lUtside  of  these  four  walls  that  enclose  your  business 
life,  seek  other  methods,  exchange  ideas,  use  every 
l)ractical  suggestion  for  the  betterment  of  your  own 
welfare — it's  lubricating  oil  to  the  business;  you've  got 
to- bore  for  it  like  they  do  for  oil.  Init  it  brings  surer 
returns. 

Shoe  men  ha\  e  come  to  a  place  in  the  road  where 
they  must  face  the  acid  test.  W'e  can't  face  it  alone; 
we  must  face  it  collectively  as  an  association  of  mer- 
chants. We  must  be  'big  enough,  broad  enough  to 
become  a  link  in  this  mighty  chain  that  is  now  being 
welded  together  to  pull  us  on  to  success-  ^du  must 
be  one  of  these  links,  for  1  feel  sure  that  when  this 
war  ends  it  will  have  made  a  better  merchant  of  each 
shoe  merchant,  and  when  the  summary  is  made,  our 
craft  will  head  tlie  list  of  classified  business  successes. 

Less  Stock — More  Money 

just  one  more  nugget  that  you  mu^t  not  overlook: 
That  is,  while  your  sales  show  a  decided  increase,  sta- 
tistics will  prove  you  have  sold  less  pairs.  Then  re- 
member if  von  sell  less  pairs  you  must  cut  your  bu}-ing 
or  accumulate  heavier  stock.  Larger  stocks  tie  up 
your  working  capital-  The  thing  to  do  is  to  sell!  sell! 
sell!  for  the  instant  this  war  ends,  a  feeling  of  uncer- 
taintv  w-ill  possess  the  public  ;  they  will  expect  lower 
l)rices.    A\'e  must  l)e  readv  to  meet  these  conditions, 


for  the  public  has  only  so  much  money  to  ^]jend.  and 
to-day  they  are  over-spending  their  income  in  antici- 
pating that  time  of  lower  prices.  Prepare  for  that  time 
— have  less  shoes  and  more  money  in  the  bank. 

It  doesn't  matter  wIutc  vou  are  located  in  busi- 
ness. The  i)ersonnel  of  the  buying  public  is  almost 
identical — as  a  unit  ;  their  likes  and  dislikes  are  the 
same.  How  to  reach  these  people,  how  to  get  them  to 
buy  y(jur  shoes,  Ikjw  to  ])rofit  through  their  whims  and 
fancies,  is  the  i)oint  that  each  of  us  seek. 

Scientific  Business  Policy 

Now,  l)ack  of  e\'ery  business  success  is  a  scientific 
business  ])olicy.  True,  these  principles  of  operation 
vary  in  a  slight  degree  as  ])est  suits  the  go\'erning 
power  of  each  firm  ;  Imt  underlying  each,  and  traceable 
almost  to  exactness,  is  that  same  governing  policy 
that  has  made  success  of  all  progressive  merchants. 
They  know  how;  they  have  successfully  mastered  the 
very  same  ])ro'blems  that  we  feel  unsuromuntable. 

S(j  it  is  in  business.  If  we  know  the  way,  the  suc- 
cess would  mean  only  a  matter  of  time  to  reach  it.  W'e 
could  learn  best  selling  plans,  better  buying  policies, 
how  to  decrease  operating  expense,  how  to  increase 
profits,  how  to  finance,  how  to  collect  outstanding- 
bills,  how  to  advertise  and  feature  the  attracti\'e  points 
of  footwear,  how  to  i^lacc  us  out  of  the  storekeeper 
column  into  the  merchant's  list. 

Our  business  is  -  staj^le  business,  and  statistics 
should  be  easily  obtainable  relative  to  everv  method 
of  procedure;  then  deductions  derived  from  those  sta- 
tistics that  would  enable  us  to  scientifically  conduct 
our  ljusiness. 


War's  Effect  on  Shoe  and  Leather  Industry 

Prices  in  All  Lines  Must  Continue  to  Advance— Cost  of  Leather  Has  Trebled, 
Wliile  Shoes  Have  Only  Doubled  in  Price 

 ^   By  A.  J.  Thurston,  Supt.  J.  Leckie  Co.  Shoe  Factory,  Vancouver   


LP:ATH1£R  for  shoes  is  getting  to  be  a  very  seri- 
ous matter,  the  great  demand  for  leather  for 
military  purposes  having  caused  such  a  drain 
ui)on  the  limited  supi^hes  that  prices  of  all 
grades  have  risen  to  from  three  to  four  times  their 
former  value.  The  great  prol)lem  facing  the  shoe  man- 
ufacturer now  is  where  to  get  suitable  leather  to  con- 
tinue operating  his  factory,  and  another  is  tliat  if  he 
succeeds  in  getting  leather,  can  the  general  public  pay 
the  necessarily  high  prices  charged  for  the  product? 
As  it  looks  to-day,  the  only  solution  is  to  use  substi- 
tutes for  leather.  We  have  a  very  good  sul)stitute  lor 
sole  leather  in  the  shape  of  fibre  composition,  manu- 
factured by  the  rubl)er  companies.  This  material 
seems  to  give  very  good  satisfaction  in  the  finer  grades 
of  footwear,  such  as  men's  and  women's  fine  (  iood_\  ear 
welts,  but  at  present  it  is  not  suitable  for  the  cheaper 
or  heavv  working  boots  made  by  the  standard  screw 
process.  This  means  that  the  working  classes,  who  re- 
quire solid.  ser\  iceable  shoes,  at  present  have  no  alter- 
native but  to  ]xiy  the  high  price  for  real  leather  boots; 
also  the  family  man  who  has  a  number  of  children  to 
keep  in  shoes — the  substitutes  do  not  gi\e  him  any 
relief. 

The  matter  of  upi^er  leather,  too,  hits  the  working- 
man  and  family  man,  as  the  only  substitute  lor  ujjper 
leather  at  present  is  cloth.    'I'his  material  can  be  used 


for  high-grade  ladies'  shoes  and  the  ui)per  ])art  (or  tijps 
of  uppers)  in  men's  fine  shoes,  but  the  iieavy  work 
shoes  and  children's  school  boots  must  still  have  leather 
for  the  u])pers  as  well  as  the  soles,  which  means  very 
high-l)riced  footwear  for  the  working  man  and  his 
famil\-.  In  this  Western  country  the  nature  of  all  out- 
door wt)rk  and  climatic  conditions  recpiire  the  \-erv 
best  of  footwear,  as  a  i)ooi-  article  will  not  stand  the 
strain  for  a  week — and  \  ery  often  less.  It  is.  therefore, 
a  necessity  for  the  working  classes  and  school  children 
t(j  ha\  e  stout,  serviceable  shoes,  but  if  no  relief  comes 


in  the  shai)e  of 
footwear,  it  is 
these  i)eoi)le. 


substitutes  for  leather  lor  this  class  of 
;oing  to  be  a  \'erv  serious  matter  lor 


Comparative  Increases 


To  gi\-e  the  general  public  and  merchants  interested 
in  boots  and  shoes  an  idea  of  the  advances  in  prices  of 
leathei",  1  will  just  mention  values  pre\-ailing-  before 
the  war  and  at  tlu"  present  time:  Sole  leather  insides, 
from  28c  in  l'M4  to  70c  present  i)rice  ;  sole  leather 
bends  (that  is,  tlie  prime  pari  ol"  the  side),  from  4,^c  in 
1''14  to  $1.20  i)resent  price;  black  calf  (box,  \elour. 
matt,  and  gmi  metal),  from  2Sc  in  l'il4  to  O.^c  present 
price;  tan  calf,  from  2'\-  in  1''14  to  74c  i)resent  ])ricc; 
sheepskin,  from  7c  in  1''14  to  22c  and  up  to  3.^c  for  liner 
grades,  present  i)rices  ;  kid  has  gone  up  to  SI  jier  foot 
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for  the  fancy  j^'rades ;  heavy  upi)er  leathers,  such  as 
clirome  waterproof,  from  20c  per  foot  up  to  50c;  Men- 
nonite  fj'rain,  from  18c  up  to  44c  per  foot.  All  other 
Hues  of  hea\'y  leather  ha\  e  risen  in  the  same  projjor- 
tion. 

Thus  the  ])rices  of  leather  have  advanced  to  an 
averaf^e  of  about  three  times  the  old  hj^ure,  and  the 
shoe  manufacturers  are  now  paying'  these  advanced 
prices.  Now,  take  the  manufacturing  lousiness.  Prices 
of  shoes  are  only  about  double  the  old  prices,  which 
means  that  manufacturers  up  to  the  present  have  gi\  en 
the  advantage  of  their  early  i)urchases  of  leather  to  the 
shoe  retailers.  In  other  words,  they  sold  their  product 
for  less  money  than  they  could  replace  it  for  if  they 
bought  leather  at  to-day's  prices.  It  means  thai  in  the 
very  near  future  the  retailer  must  pay  a  l^ig  adxance 
for  lines  of  shoes  made  from  genuine  leather. 

Sealskins  to  Be  Used 

Now,  the  question  which  to-day  appeals  to  the 
Western  merchant  is:  "What  is  being  done  to  help  out 
the  situation  in  the  West?"  .'\s  I  am  interested  in  this, 
I  will  mention  what  my  hrm  are  doing.  We  realized 
long"  ago  that  there  was  going  to  be  a  serious  shortage 
of  leather,  and  immediately  took  into  consideration  the 
matter  of  starting  up  the  Fraser  River  Tannery,  in 
South  Westminster,  which  had  been  shut  down  for 
over  two  years.  We  secured  a  very  favorable  lease  of 
this  i)lant  and  arranged  for  remodelling  same;  then  we 
went  after  the  suitable  hides  produced  in  this  part  of 
the  country  (which  heretofore  had  been  shipped  out 
owing  to  the  lack  of  tanning  facilities),  ^^'e  are  now 
getting-  in  shape  to  ensure  a  continuous  supply  of  the 
best  leather  possible  to  make.  The  grade  we  will  manu- 
facture will  be  chrome-tanned  upper  leather,  the  most 
satisfactory  kind  for  working  boots  for  men,  as  well  as 
for  boys'  and  girls'  school  shoes.  My  firm  have  also 
contracted  for  the  entire  Pacific  Coast  catch  of  skins  of 
the  hair  seal,  which  make  very  superior  grades  of  shoe 
and  glove  leather.  We  were  the  "dark  horse"  in  carry- 
ing- out  this  big  deal,  as  we  broke  in  on  the  business 
just  as  the  Eastern  hide  merchants  were  getting  ready 
to  negotiate  for  their  season's  requirements.  We 
closed  up  in  two  minutes  a  contract  which  meant 
switching  the  destination  of  25,000  seal  skins  from  the 
Eastern  States  to  Vancouver,  to  be  made  into  leather 
to  supply  our  Western  requirements. 

The  above  information  is  not  exaggerated  in  the 
least.  It  presents  the  actual  condition  of  affairs  as  they 
are  at  the  present  time. 


Colored  Patent  Chrome  Leather 

During  the  shoe  and  leather  fair  in  Boston,  last 
July,  samples  of  tan  and  mahogany  patent  chrome 
leather  were  exhibited  and  attracted  considerable  at- 
tention. Since  that  time  this  leather  has  not  been 
mentioned  much  in  the  trade,  but  abcjut  two  weeks  ago 
shoe  manufacturers  who  were  sampling  for  stock  for 
their  fall  samples  showed  an  interest  in  this  leather. 
It  has  been  sampled  for  fall  by  a  large  number  of  manu- 
facturers of  men's  high-grade  shoes,  and  also  by  some 
makers  of  medium  ])riced  lines.  In  combination  with 
cohered  ooze  to])ping,  or  a  white  grain  or  ooze  leather 
it  gives  a  ])leasing  effect  for  women's  shoes,  and  has 
been  used  in  this  manner  for  samples. 

The  leather  is  said  to  stand  the  severe  tests  to 
which  it  is  subjected  while  the  shoe  is  lasted,  and  in 
other  ways  is  said  to  be  as  satisfactory  as  other  patent 
leathers. 


Large  Shoe  Supply  Business 

One  of  the  large  shoe  supply  firms  which  does  an 
excellent  business  in  the  Dominion  is  the  Sewing  Ma- 
chine .Sui)plies  Company,  Boston,  ]\lass.  This  com- 
])any  handle  everything  in  the  line  of  factory  sujjplies 
from  machine  parts  and  needles  to  such  items  as  tag 
holders.  Among  a  few  of  the  necessary  articles  re- 
quired by  shoe  manufacturers,  carried  in  stock  by  the 
.Sewing  Alachine  Supjjlies  Company  ready  for  prompt 
delivery,  are  carborundum  and  carborundum  wheels, 
all  kinds  of  belting  web,  round  and  flat,  waxes  of  all 
descriptions,  cheesecloth,  wipers  and  cloths  for  the  fin- 
ishing rooms,  sponges,  gums,  cements,  chemicals, 
brushes,  pinking  rolls.  Excelsior  needles  for  Singer  and 
Wilson  sewing  machines,  etc. 


An  Inexpensive  Window  Trim 

Many  attractixe  and  inexpensive  decorations  for 
shoe  store  windows  are  possible  from  crepe  paper  and 
])a])er  decorations.  The  one  given  here  provides  for 
back  panels  of  i)lain  crepe  (use  your  own  color  com- 
l)inations)  gathered  in  the  centre  and  tied  with  paper 


Window  design  worked  out  with  crepe  paper— different 
colors  may  be  used. 


rope.  Twisted  festoons  bound  these  panels,  top  and 
sides.  The  flooring  is  plain  crepe  with  a  border  of 
decorated  paper.  Paper  rope  is  used  to  bound  the 
plain  crepe  floor  panel. 

The  amounts  of  the  various  materials  is  as  follows : 
5  Folds  Plain  Crepe. 
^  Dozen  Festoons. 
1  Fold  Decorated  Crepe  for  Border. 
1  Hank  34  i^ch  Rope. 
All  these  materials  you  will  find  it  easy  to  pur- 
chase locally.   The  expense  is  nominal. 

The  accompanying  illustration  is  for  the  sake  of 
l)icturing  the  crepe  paper  effect  only.  No  attempt  has 
been  made  to  gi\e  a  model  shoe  display. 


L.  P>.  ICvans'  Son  Company,  Wakelield,  Mass.',  are 
distributing  their  1917  Catalogue  No.  11  of  in-stock 
styles.  'J'his  is  very  attractively  illustrated  with  up- 
to-date  spring  and  summer  lines  for  women,  ladies' 
house  lines  and  men's  slipper  lines.  It  will  be  mailed 
to  any  retailer  on  recjuest. 
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Western  Representative  for  Regal 

Mr.  R.  M.  Smith  has  been  a])puinted  by  the  Rei^al 
Shoe  Company,  Toronto,  to  represent  them  in  the 
prairie  provinces.    ]\Ir.  Smith  was  born  in  Chester- 


Mr.  R.  M.  Smith 

ville,  Ont.,  and  was  a  school  teacher  until  1886,  when 
he  went  on  the  road  for  Frank  Stafford  &  Co.  Follow- 
ino'  the  dissolution  of  that  firm,  he  went  with  Z.  La- 
pierre,  and  when  Mr.  Lapierre  retired  from  business, 


Every  man  should  have  a  hobby— This  is  R.  M.  Smith's. 

Mr.  Smith  joined  the  staff  of  George  T.  Slater  &  Sons, 
Montreal,  in  1897.  When  the  Slater  Shoe  Company 
was  formed  he  took  part  in  the  organization,  and  was 
on  the  board  of  directors  for  several  years.  His  first 
trip  to  the  West  was  made  in  the  spring  of  1899. 


Good  Patriotic  Work 

Mr.  L.  J.  Breithaupt,  president  of  the  Breithaupt 
Leather  Company,  recently  had  the  honor  conferred 
upon  him  of  being  elected  president  of  the  Kitchener 
branch  of  the  Canadian  Patriotic  Fund.  Having  oc- 
cupied the  position  of  vice-president  for  the  past  two 
years  he  is  well  acquainted  with  the  work  of  the  fund, 
and  has  been  very  instrumental  in  promoting  this  es- 
timable and  worthy  cause.  The  campaign,  which  has 
just  closed,  was  eminently  successful,  and  the  highest 
hopes  of  all  were  realized. 


IN    CANADA  99 
To  Cover  Canadian  Territory 

Mr.  F.  O.  Robinson,  one  of  the  firm  of  the  Boston 
Leather  Stain  Company,  of  Boston,  Mass.,  makers  of 
the  well-known  line  of  bleach  known  as  "Cyclone" 
stains,  edge  inks,  blackings,  etc.,  will  leave  Boston  on 
the  15th  of  April  for  Montreal,  where  he  will  be  located 
at  their  Montreal  office,  the  International  Supply  Com- 
pany. Mr.  Robinson  will  be  accompanied  in  his  calls 
in  this  territory  by  Mr.  liutler,  of  the  International 
Su])i)ly  Company.  ]!oth  of  these  men  are  largely  ac- 
c|nainted  among  the  shoe  factory  buyers  and  manufac- 
turing trade.  The  territory  about  St.  Hyacinthe  and 
Quebec  will  be  thoroughly  covered.    This  firm  are 


Mr.  F.  O.  Robinson 


meeting  with  excellent  results  in  Canadian  territory, 
and  now  that  their  products  are  to  be  manufactured 
on  Canadian  soil  the  sales  should  rapidly  increase. 
From  Quebec  Mr.  Robinson  will  go  to  Ontario  terri- 
tory, and  will  be  accompanied  by  Mr.  Lincoln,  from  the 
Kitchener  office  of  the  International  Supply  Company, 
the  exclusive  Canadian  selling  agents. 


The  Manufacture  of  Rubbers 

The  Kaufman  Rubber  Company,  Kitchener,  Ont., 
have  started  a  unique  window  display  service.  They 
have  a  trunk  fitted  with  all  of  the  equipment  for  dress- 
ing a  window,  including  crude  rubber  and  rubbers  in 
the  diff'erent  stages  of  manufacture.  This  trunk  is 
sent  out  to  the  retailer  for  his  use  and  when  through 
he  repacks  it  and  returns  to  the  nearest  branch.  The 
trunks  contain  crude  rubber,  strii)s  of  soling  showing 
corrugations,  and  all  materials  used  in  the  process  of 
making  tennis  shoes.  They  have  found  that  mer- 
chants appreciate  this  service  and  use  it  to  good  ad- 
vantage. 


Ralston  Slioes  for  Men 

The  Ralston  Health  Shoemakers,  e'hiu-chill  &  Al- 
den  Company,  Campello  (Brockton),  IMass.,  arc  dis- 
tributing their  catalogue  of  "ready-to-ship"  styles  for 
si)ring  and  summer,  1917.  This  catalogue  is  beauti- 
fully illustrated  in  colors  and  contains  comprehensive 
inft)rmation  regarding  the  comi)any's  lines  of  novel- 
ties, cushion  soles,  ])union  style,  shoes  with  Xeolin 
soles,  and  so  on. 
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Principles  of  Practical  Window  Displays 


Ll"7r  us  consider  first,  the  t^cncral  princijjlcs  <if 
effective  w'imlnw  triiiiiniii^',  and  their  s])eeial  ap- 
|)licati(in  t<i  the  (h's])hiy  nf  sh(ies.  Most  iiiipurt- 
ant,  1  think,  is  to  slmw  shoes  as  worn — never 
singly,  or  turned  over  on  their  sides,  or  in  other  odd 
positions,  Init  always  in  ])airs,  and  as  nearly  as  pos- 
sible, in  the  position  that  shoes  appear  when  worn  on 
the  foot. 

The  second  important  point  is  to  grou])  the  mer- 
chandise instead  of  scattering  it.     Tliis  gi\-es  \-ou  a 


definite  appeal — gives  the  window  a  chance  to  attract 
the  eye  with  its  units,  instead  of  looking  like  a  mixed- 
up  mass  of  shoes,  without  meaning  or  appeal. 

Colors  of  Great  Importance 

Colors  are  important  in  window  disi)lays,  and  I 
find  that  colors  can  be  used  in  shoe  windows  as  well 
as  in  others.  If  the  shoes  themselves  do  not  work 
into  a  color  scheme,  then  the  drapery  or  accessories 
of  the  wdndow  can  carry  out  some  color  showing. 

Many  shoe  stores  use  brass  fixtures,  but  I  have 
found  that  other  styles  are  much  more  efi'ective  in 
shoe  windows. 

1  have  used  wax  figures  very  successfully  in  shoe 
windows — a  feature  that  is  not  generally  appreciated 
by  display  men.  The  w^ax  figure  gives  a  central  point 
of  interest  and  attraction  to  the  window,  it  adds  life 
and  beauty,  and  gives  a  real  touch  of  color,  worked  in 
naturally  and  appropriately. 

Many  shoe  windows  fall  short  of  what  they  could 
accom])lish  because  they  ha\-e  not  been  well  planned 
and  pre])ared,  and  I  want  to  call  your  attention  to  a 
few  points  that  my  experience  has  shown  to  be  very 
ini])ortant. 

Plan  the  Displays 

I'A'ery  trim  should  be  planned,  in  a  general  way, 
before  the  window  is  started.  The  man  who  gathers 
a  bunch  of  shoes  and  then  sets  them  into  the  window 
without  further  thonglil,  will  never  get  the  best  result. 
The  displa\-  man  should  ha\  e  an  idea  of  the  linal  ('ffect 
of  his  window,  before  he  starts.  Me  should  ha\  i'  some 
sort  of  a  pictm-e  in  his  mind,  of  what  he  wants  to  pi'o- 

*  II.  H.  Tarrascli,  iH'forc  Oliiu  Kclailois'  Convention. 


(luce,  and  while  he  will  work  out  the  details  as  he 
goes  on  with  the  window,  still,  he  knows  wdiat  he  is 
working  for,  and  he  w  ill  come  ])retty  close  to  it.  Can 
}()U  imagine  a  j)ainter  starting  on  a  jjicture  without 
deciding  wdiether  he  is  going  to  paint  a  landsca])e  or 
a  portrait  or  an  animal  study?  So  decide  in  advance 
what  kind  of  a  window  you  want,  what  its  dominant 
note  is  to  be,  and  in  a  general  way,  h<jw  you  are  going 
to  bring  out  its  im])ortant  i)oints. 

It  is  important  to  line  up  the  merchandise  in  time, 
and  to  get  all  the  accessories  together  in  advance. 
This  means,  of  course,  close  C(j-o])eration  between  the 
buyer  and  the  dis])lay  manager,  and  this  co-operation  is 
so  necessary  in  a  store,  that  1  need  not  dwell  upon  it. 

The  display  man  must  give  the  buyer  time  to  lay- 
out and  form  the  shoes,  get  them  in  good  shape  for 
display,  and  he  must  also  arrange  for  the  accessories 
in  time.  Last  minute  work  never  pays.  If  the  acces- 
sories are  not  ready  in  time,  there  will  j^robably  be  a 
])oor  result,  because  you  cannot  expect  to  collect  just 
the  right  things  to  go  into  the  window,  at  a  moment's 
notice.  The  thing  has  to  be  studied  out,  decided,  and 
the  buyers  who  have  the  accessories  in  their  depart- 
ments must  have  a  chance  to  select  and  get  them  ready. 
Here,  again,  co-operation  and  good  feeling  are  most 
important,  because  the  shoe  windows  may  not  help 
the  accessories  very  much,  and  these  buyers  are  put 
to  a  lot  of  trouble,  and  must  feel  willing  to  do  it,  and 
to  help. 

One  Thing  at  a  Time 

I  think  it  is  important  to  jjut  aside  the  merchandise 
intended  for  windows,  as  soon  as  it  is  decided  that  the 
display  be  made.  Very  often,  otherwise,  some  of  the 
merchandise  will  be  sold,  and  while  we  are  in  busi- 


ness to  sell  our  goods,  still  a  good  display  will  sell 
man_\'  times  as  many  shoes*,  and  it  is  a  pity  to  spoil  a 
window  to  make  one  or  two  sales.  On  the  other  hand, 
it  is  a  good  thing  to  ha\  e  the  new  items  shown  in  the 
window  first,  before  being  put  on  sale  in  the  store. 

It  is  imi)or(ant  that  every  window  should  show 
one  thing  well.  That  means  f)ne  big  idea  in  shoes,  one 
dominant  color  in  the  trim.  Otherwise  we  get  a  mix- 
ture, a  hodge-podge,  that  does  not  attract,  and  leaves 
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The  Whitecap— white  duck,  white 
soles,  leather  insoles— Kauf- 
man Rubber  Co.,  Kitch- 
ener, Ont. 


The  Pansy,  5-strap  Roman  sandal,  solid 
heel— Kaufman  Rubber  Co., 
Kitchener,  Ont. 


The  Beta— circular  vamp,  fine  corrugation 
Kaufman  Rubber  Co.,  Kitchener, 
Ont. 


no  definite  impression  on  the  public  mind.  You  want 
people  to  remember  your  windows,  as  well  as  to  see 
them,  and  you  know  as  well  as  I  do,  that  while  it  is 
easy  to  remember  one  big  idea,  nobody  rememl^ers 
a  dozen  little  details. 

Get  your  buyers  to  think  of  windows  when  they 
buy  the  merchandise,  and  when  it  comes  into  the 
stocks.  This  will  be  a  big-  help  in  getting-  the  best 
kind  of  merchandise  for  window  display,  and  getting 
it  promptly  and  at  the  right  time. 

Windows  should  be  changed  often  enough  that  they 
do  not  grow  stale.  People  seldom  look  at  the  same 
window  twice,  and  you  want  your  windows  to  attract 
attention  all  the  time — to  make  them  pay  you  the  big- 
gest possible  dividends.  I  think  it  is  also  important 
to  watch  and  follow  up  the  returns  of  your  windows. 
See  which  one  pays  best — which  attract  the  most  at- 
tention— which  ones  sell  the  most  shoes,  and  which 
ones  seem  to  be  longest  remembered.  This  informa- 
tion should  be  kept  in  a  written  record,  and  will  be  of 
immense  value  in  planning  trims  later  on. 

Window  construction  is  an  important  feature,  and 
it  is  often  possible  to  improve  poor  window  building 
at  a  slight  expense,  and  if  you  intend  to  re-build  your 
windows,  of  course  you  want  to  get  them  into  such  a 
form  that  they  will  bring  you  the  best  results.  This, 
however,  varies  in  every  case. 

Artificial  flowers  are  often  useful  in  making  win- 
dows attractive,  but  it  is  easy  to  overdo  their  use.  A 
small  basket  or  bowl  of  flowers,  fitting  the  season, 
harmonizing  with  the  display,  and  helping  it  without 
detracting  from  it,  is  often  practical. 

I  am  glad  to  see  merchants  take  such  a  real  and 
intelligent  interest  in  their  windows,  and  recognize 
their  importance,  "^'our  windows  are  as  valuable  to 
you  as  anything  in  your  stores,  and  merchants  are 
realizing  this  fact  more  and  more,  every  day. 

Don't  be  afraid  to  spend  a  reasonable  amount  of 
money  on  your  window  displays — if  it  is  spent  wisely, 
it  will  pay  you  big  dividends  in  reputation  and  in 
business.  Merchants  nowadays  are  growing  more 
awake  to  their  o])portunities,  and  learning  that  just 
1)ecause  they  can  jnit  in  a  display  without  spending 
a  cent,  is  no  reason  why  they  should  not  spend  some- 
thing- to  make  it  still  more  attractive  and  eflr'ective. 

Your  windows  are  the  first  thing  the  ])ublic  sees  of 
your  store — just  as  a  man's  clothes  are  the  first  thing 
we  see  of  the  man — and  as  we  judge  a  man  to  a  great 
extent  by  his  appearance,  so  the  ])u1)h'c  judge  your 
store  by  its  appearance. 


A  Cheaper  Inner-soling 

The  A.  C.  Lewis  Leather  Company,  Inc.,  of  Lynn, 
Mass.,  U.S.A.,  are  finding  a  big  demand  for  their 
latest  shoe  substitute — a  specially  treated  split  lea- 
ther product  which,  it  is  claimed,  will  show  a  saving 
on  McKays  and  turn  shoes  of  fifty  ]jer  cent,  on  the 
cost  of  materials  customarily  used  for  innersoling.  In 
turn  shoes  the  lining  generally  consists  of  sheep  lea- 
ther, while  in  McKays  both  sheep  and  grain  leather 
innersoles  have  been  regularly  used.  In  welt  shoes 
this  innersole  replaces  higher  priced  innersoles.  The 
manufacturers  of  this  material  claim  that  this  substi- 
tution is  made  with  no  sacrificing  of  tlie  wearing  or 
comfort  qualities. 

In  these  days  of  high  manufacturing  costs  in  all 
departments  of  a  shoe  factory,  any  valuable  money- 
saving  proposition  is  eagerly  looked  into.  This  state 
of  afi:"airs,  together  with  the  efi:'ectiveness  of  the  sub- 
stitute referred  to,  has  been  responsible  for  tlie  popu- 
lar adoption  among  manufacturers  of  welts,  turns  and 
^McKays,  of  split  leather  in  innersoles.  Among  the 
uses  of  split  leather  as  made  by  the  Lewis  Leather 
Company  are  sock  linings  for  welts,  cushion  insoles 
in  turn  shoes,  and  as  a  covering  on  welt  innersoles 
made  out  of  fibreboard — a  ])roduct  which  is  replacing 
leather  and  other  costly  materials  used  as  innersoling. 
The  A.  C.  Lewis  Leather  Com])any  have  been  doing- 
business  in  Lynn,  Mass.,  for  fifteen  }-ears.  L'p  to 
1915,  they  went  under  the  name  of  Lewis,  Wriglit  cS: 
Company,  a  firm  which  has  always  cnjo\-ed  a  good 
Canadian  trade. 


Hides  to  Advance  in  Price 

Mr.  L.  O.  Breithaui^t,  of  the  Pjreithaui)l  Leather 
Company,  Kitchener,  Out.,  has  just  returned  from  an 
extended  business  tri])  to  Montreal,  Quebec,  and  the 
eastern  territory  and  reports  that  the  outlook  among 
the  manufacturers  at  ])resent  is  exceedingly  bright. 
Tlic  sl-irewdest  men  in  the  shoe  business  are  cndcaNdr- 
ing  to  secure  raw  materials  so  that  the}'  may  be  able 
to  figure  their  slioes  for  the  coming  season  w  ith  a  rea- 
sonable amount  of  security.  As  far  as  the  company's 
lines  are  concerned,  wc  understand  they  arc  at  pre- 
sent experiencing  an  unprecedented  demand.  Mr. 
i^reithaupt  feels,  however,  that  they  will  he  forced 
to  pay  much  higher  prices  for  all  hides  and  raw  ma- 
terials ])urchased  this  summer,  and  this  naturalK'  will 
also  have  its  effect  upon  the  leather  market. 
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^         W.    B.    Billings,    Western    Canada    repre-  H.   W.   Parsons,  representing  the  Nugget           Ed.  L.  Lynch,  formerly  with  the  Minister  = 

S             sentative  for   Regal   Shoe   Co.,  Toronto.  Polish   Co.   from  coast  to  coast.                          Myles  Co.,  now  representing  the   Regal  p 

=  Shoe  Co.,  in  Toronto  and  Northern  On-  = 

=  tario.  ^ 
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better  and  more  ser\iceal)le  die  than  the  "Diamond 
iuit^e"  quality  die.  Sixty-two  years  of  continuous  ex- 
perience in  the  manufacture  of  one  product,  together 
with  a  tceen  vigilance  over  business  details,  has  cre- 
ated for  the  firm  of  Knox  great  prestige  as  experts  in 
die-making. 

The  i)resent  active  j^artners  in  this  firm  are  Joseph 
E.  Knox  and  his  son,  James  \\  Knox.  ^Ir.  Knox  does 
not  claim  wide  experience  outside  his  own  business 
calling,  but  in  the  cit}'  of  I^ynn,  the  second  largest  shoe 
manufacturing  centre  of  the  world,  it  is  a  matter  of 
common  consent  that  what  Knox  doesn't  know  about 
the  manufacturing  processes,  the  materials  of  which 
dies  should  be  made,  and  the  correct  methods  of  giving 
does  a  permanent  razor-lie  edge,  isn't  of  any  great 
value.  In  keeping  with  this  reputation,  the  trade- 
marked  name  "Knox  Dies,"  stamped  on  the  side  of 
every  die  made  by  this  company,  carries  with  it  a 
standard  for  reliability,  long  service,  and  the  best  of 
raw  materials.  The  largest  electrical  manufacturing 
plant  in  the  United  States,  it  is  stated,  have  suflicient 
confidence  in  Knox  efficiency  to  ])lace  their  entire 
orders  for  dies  with  this  one  firm. 


Mr.  L.  V.  Bartlett 

Mr.  L.  V.  Bartlett,  of  Boston,  jMass.,  who  has  been 
covering  the  province  of  Quebec  for  a  number  of  years 
in  the  interests  of  the  A.  C.  Lawrence  Leather  Com- 
])any,  has  recently  severed  his  connection  with  this 
firm  and  is  now  with  the  E.  H.  Pope  Leather  Com- 
pany, manufacturers  of  cabrettas  and  sheepskins,  55 
Lincoln  .Street,  Boston,  Mass. 


Ed.  R.  Lewis  Handling  New  Line 

Mr.  K(\.  R.  Lewis,  leather  merchant,  21  Scott  Street, 
Toronto,  has  taken  the  agency  for  the  Boston  Woven 
Hose  and  Rubber  Comi)any's  new  line  of  fibre  soles 
and  ru])bcr  heels.  This  line  of  fibre  soles  appears  to 
be  more  flexible  than  most,  which,  it  is  claimed  by 
the  makers,  renders  it  less  liable  to  crackins". 


J.  Lecl<ie  Company  Employees  at  the  Front 

The  oflficers  of  the  J.  Leckie  Company,  Ltd.,  shoe 
manufacturers,  Vancouver,  were  taxed  to  accommo- 
date the  large  number  of  employees  who  gathered 
recently  to  take  ])art  in  the  impressive  ceremonies  con- 
nected with  the  unveiling  of  the  honor  roll  bearing  the 
names  of  twenty-five  members  of  the  firm  who  had 
enlisted  for  the  defence  of  the  Empire.  Four  of  the 
number  have  already  paid  the  supreme  sacrifice,  and 
the  other  are  fighting  valiantly  against  the  Huns.  Mr. 
W.  H.  Leckie  spoke  feelingly  of  the  high  sense  of  duty 
shown  by  his  men,  and  Sergt.  W ells,  who  has  seen 
much  fighting'  overseas,  related  some  of  his  experiences 
on  the  battlefields  of  France,  and  testified  to  the  brav- 
ery and  high  sense  of  discipline  shown  by  the  men 
from  the  Leckie  factory  and  office  stafif.  The  honor 
roll,  which  was  left  with  the  management  of  the  firm 
for  safe-keeping,  is  inscribed  with  the  following  names: 
George  Alll:)right,  William  G.  Birdsall  (killed).  Sidney 
Bennett  (killed),  William  Beenham,  Duncan  Borland 
(killed),  Alfred  Cook,  Frederick  Digby  (wounded), 
George  Dempster,  Frank  C.  Forsyth,  Leo  S.  Hogg, 
Harold  S.  Leckie,  John  A.  Leckie,  C  P.  Leckie,  Wil- 
liam Penderleith.  Richard  Parks,  Thomas  Rock,  Ed- 
ward Stewart  (killed),  Arthur  Spencer,  Bert  Thurston, 
James  Vos,  Stewart  Watson  (wounded),  Philip  White- 
head ('wounded),  Ilerl)ert  Walton,  and  John  \Vood. 


Oldest  Die  Manufacturers  in  the  World 

One  of  tlic  firms  that  have  been  su])plying  the  de- 
mands of  the  Canadian  shoe  manufacturers  for  a  num- 
ber of  years  is  Joseph  E.  Knox  &  Co.,  of  Lynn,  Mass. 
Practically  every  shoe  manufacturer,  cut  sole  house, 
and  findings  manufacturer  in  the  Dcjminion  and  the 
United  .States  has  heard  of  the  re]nitation  of  this  firm 
and  the  business  clientele  now  enjoyed  Ijy  this  liouse 
include  the  names  of  many  of  the  leading  .\merican 
and  ('anadian  j)usiness  houses.  .Since  the  ye;ir  1S.S5, 
when  tins  linn  came  into  existence,  n(}t]iing  hiil  dies 
have  been  manufactured,  and  il  is  stated  among  users 
of  dies  that  there  is  no  tither  firm  that  can  make  a 
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The  Lady  Belle  Shoe  Co.,  Limited 

The  Lady  Belle  Shoe  Ccinipany,  Limited,  Kitchener, 
Ont.,  are  finding  this  season  a  strong  demand  for  their 
new  sport  last  carrying  the  new  heel.  (Illnstrated 
herewith).  They  also  find  that  dark  calf  and  kid,  in 
both  brown  and  grey,  are  popular.  Colored  fabric 
tops  and  shoes  made  entirely  from  this  fabric,  they  find, 


A  handsome  new  Lady  Belle  pump 


are  very  ready  sellers.  It  is  stated  that  prospects  for 
the  coming  season  are  very  good  ;  the  company  have 
been  exceptionally  busy  and  have  found  it  necessary  to 
work  overtime  for  the  past  few  months  in  order  to 
complete  their  spring  business. 

You  May  Have  Some  Customers 

who  "want  to  be  shown"  why  the  radical  increase  in 
the  price  of  shoes  is  necessary. 

In  such  cases  the  following  table,  showing  the 
increase  in  the  cost  of  stock  entering  into  the  manu- 
facture of  shoes,  may  be  helpful. 

In  the  face  of  these  figures,  Avhich  are  a  matter  of 
fact  and  not  of  guesswork,  any  customer  can  readily 
understand  why  it  is  necessary  for  you  to  so  materi- 
ally ad\-ance  the  prices  of  your  shoes. 


Union  Sole  Leather  .  .  . 

.  .  .$  .42 

$  .80 

90 

Black  Calf  

.35 

.75 

112 

Colored  Calf  

.34 

.80 

135 

Black  Kid  

.24 

.70 

191 

Colored  Kid  

.30 

.80 

166 

Patent  Colt  

.34 

.60 

78 

Patent  Kid  

.35 

.65 

85 

Glazed  Kangaroo  

.35 

.75 

112 

Black  Side  Leather  .  .  . 

...  .26 

.50 

96 

Colored  Side  Leather  .  . 

.  .  .28 

.55 

98 

The  prices  of  findings  used  in  the  manufacture  of 
shoes  have  also  shown  a  proportionate  advance. 


The  Right  Kind  of  Co-operation 

It  is  a  healthy  sign  when  we  find  manufacturers 
taking  an  interest  not  only  in  the  kind  of  merchandise 
the  retailer  Iniys,  but  also  in  the  way  he  sells  it.  This 
is  typical  of  the  modern  idea  of  service.  No  one  is 
in  a  better  position  to  help  the  retailer  place  his  busi- 
ness on  a  firm  foimdation  than  is  the  manufacturer  or 
jobber.  To  begin  with,  it  is  to  his  own  financial  in- 
terest and  advantage  to  improve  the  status  of  the  re- 
tailer, because  it  means  safer  business  for  both.  Then 
he  has  the  advantage  through  his  travelling  salesmen 
of  being  in  close  touch  with  all  the  various  retailers, 
successful  and  otherwise,  and  so  can  appreciate  the 
relative  merits  of  the  system  under  which  these  mer- 
chants operate.  And,  finally,  the  business  of  the  manu- 
facturer is  largely  one  of  organization,  and  so  he  is 
in  a  position  to  impress  the  value  of  a  good  organiza- 
tion upon  his  retail  customers. 

In  the  latest  issue  of  the  "Invictagram"  to  hand, 
one  of  the  articles  is  entitled  "Your  Stock  System," 


which  points  out  that  95  per  cent,  of  the  shoe  dealers 
in  Canada  are  not  making  as  much  pr(jfit  as  they 
ought  to,  and  would,  if  they  had  a  proper  system  of 
keeping  track  of  their  stock.  The  article  then  pro- 
ceeds to  outline,  in  part,  a  simple  record  scheme  and 
reproduces  a  sample  stock  sheet.  It  is  stated  at  the 
end  of  the  article  that  full  particulars  of  the  stock  re- 
cord system  will  be  forwarded  on  request. 

This  move  of  the  (leo.  A.  Slater,  Limited,  is  un- 
questionably in  the  right  direction.  It  has  been  with 
this  same  idea  in  mind  that  "Footwear,"  month  by 
month,  has  been  reproducing  dift'erent  systems  of 
stock  keeping,  applicable  to  varying  conditions,  and  we 
have  reason  to  believe  that  these  articles  have  been 
of  real  value  to  our  readers.  We  would  urge  every 
Canadian  shoe  retailer  to  get  a  copy  of  the  Slater  stock 
record  system  and  see  if  it  does  not  contain  something 
of  value  for  him. 


Repairing  in  the  Retail  Shoe  Store 

A  retailer  located  some  distance  from  Toronto's 
business  centre,  and  who  conducts  a  repair  department 
in  connection  with  his  store,  is  very  enthusiastic  with 
the  combination.  "Not  that  there  are  huge  profits 
to  be  made  in  this  line,"  he  explained  to  us,  "but  be- 
cause of  the  added  satisfaction  and  convenience  I  am 
able  to  give  my  customers.  It  often  happens  that 
complaint  is  made  of  the  short  length  of  time  a  shoe 
has  been  worn  before  developing  faults,  either  a  part- 
ing of  the  seams,  or  wearing  down  of  the  soles  and 
heels.  Usually  I  am  able  to  point  out  that  the  shoe 
has  given  much  better  service  than  the  customer 
imagined,  and  then,  of  C(jurse,  I  show  them  how  they 
can  secure  additional  service  at  moderate  cost  by  let- 
ting me  repair  the  shoes.  If  I  were  not  able  to  give 
this  service  the  customer  would  simply  go  to  the  near- 
est repair  store  and  my  chances  for  another  sale  to 


The  popular  sporting  last  with  half 
Louis  heel — Lady  Belle  Shoe  Com- 
pany,   Kitchener,  Ont. 

the  same  customer  would  be  considerably  less,  luir- 
thermore,  we  know  how  to  repair  shoes  right.  Here, 
for  exami)le,  is  a  pair  of  turns  I  have  just  had  brought 
in.  'fhc  woman  took  them  to  a  repairman  to  have  a 
rip  fixed  which  had  occurred  at  the  junction  of  the  sole 
ancl  the  upper.  The  repairman  charged  her  35  cents. 
This  job  went  to  i)ieces  in  a  few  days  and  she  took 
Ihcm  !)ack  and  he  nailed  on  new  soles'and  charged  her 
8.1  cents.  This  job  also  i^rovcd  unsatisfactor\-.  \ow 
U  IS  \  ery  few  repairmen  who  can  do  a  turn  sole  job 
mechanically  correct,  but  when  we  get  work  of  this 
nature  we  fix  it  right." 
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Is  style  Paramount  in  Women's  Footwear? 

Canadian  Manufacturer  Says,  Yes!    Brief  Outline  of 
Trend  for  Nineteen  Seventeen 


Style  ])(iinters  fur  1917  and  a  few  remarks  as  to 
how  the  problem  is  being  handled  by  progressive  manu- 
facturers, is  given  by  Ames-Holden-McCready,  Limit- 
ed, Montreal,  in  their  current  issue  of  Shoe  p-acts.  The 
experience  of  shoe  retailers,  they  say,  i)r(jves  con- 
clusively that  style  is  now  the  fundamental  influence 
in  the  sale  of  women's  footwear, — 

It  has  in  fact  become  so  important  that  the  judgment 
used  by  a  retailer  in  l)uying  may  easily  be  responsible  for 
his  success  or  failure  as  a  shoe  merchant. 

The  retailer  who  has  the  right  styles  at  the  right  time 
will  find  it  easy  to  make  sales  and  profit. 

Without  the  styles  that  are  in  demand  he  will  not  only 
lose  many  sales,  InU  he  will  also  face  a  loss  of  profit  on  the 
slow-moving  or  unsaleable  lines  in  his  stock. 

It  is  a  difficult  situation  for  the  retailer  because  there  is 
no  recognized  style  authority  in  the  shoe  tratre,  and  neither 
the  retailer  nor  the  manufacturer  can  determine  definitely 
in  advance  what  styles  will  sell  well. 

The  popularity  of  a  style  is  not  really  established  until 
women  actually  begin  to  buy  it  and  wear  it.  Then  the  de- 
mand develops  very  c|uickly  and  continues  until  something 
new  attracts  more  favorable  attention,  and  this  may  hajjpen 
in  a  very  short  time. 

The  Retailer's  Problem 

Under  such  conditions  retailers  cannot  place  advance  or- 
ders intelligently  or  safely  for  novelty  or  stylish  footwear. 

This  places  the  responsibility  of  the  style  situation  di- 
rectly up  to  the  manufacturer,  exactly  where  it  l)elongs. 

The  pro,gressive  and  efficient  manufacturer  can  and  is 
solving  this  prol)lem  by  organizing  his  facilities  for  produc- 
tion and  distribution  so  that  he  can  give  retailers  quick  ser- 
vice on  new  styles. 

All  the  best  American  and  Canadian  styles  -originate  in 
New  \'(irk.  just  as  European  styles  are  created  in  Paris. 


W  hile  theie  i.'i  no  autliorized  style  authority  at  ijre.->ent 
to  say  with  certainty  whether  or  not  any  specific  style  will 
prove  a  jjopular  seller,  there  are  certain  influences  which 
direct  basic  style  tendencies  in  lasts,  patterns,  materials  and 
colors. 

The  manufacturers  of  high  grade  women's  footwear  and 
the  large  retail  establishments  in  New  York  study  style  ten- 
dencies very  closely,  and  create  new  styles  based  on  a  prac- 
tical knowledge  that  is  available  only  to  those  closely  in 
touch  with  the  march  of  fashions. 

W  hen  a  style  ".goes"  in  New  York  it  is  given  the  stamp 
of  ap]jroval  that  sends  it  u])  and  down  and  across  the  con- 
tinent. It  is  then  that  retailers  throughout  the  country  look 
to  the  wide  awake  manufacturers  f(jr  quick  service. 

Style  Trend  for  1917 

The  newest  and  most  prominent  style  feature  in  women's 
footwear  for  this  year  is  the  return  on  the  whole  quarter 
l)attern,  which  is  now  selling  strongly  in  New  York  and 
.growing  more  popular  daily,  .\ltliough  a  large  percentage 
of  the  present  demand  is  for  lace  bals,  the  return  of  the 
whole  quarter  i)attern  has  brought  with  it  an  increasing 
call  for  button  boots,  and  many  of  the  liest  informed  shoe 
men  in  New  York  predict  that  by  fall  ljutton  patterns  will 
predominate. 

The  demand  for  colors  and  two  tone  efTects  continues 
as  strong  or  perhaps  stronger  than  during  the  past  year. 
Some  women  who  can  afiford  to  pay  from  $12  to  $20  for 
shoes  favor  styles  made  entirely  of  colored  kid,  but  the 
indications  are  growing  stronger  daily  that  the  large  volume 
of  business  will  be  on  styles  that  combine  leather  vamps 
w^ith   colored  cloth  tops. 

The  shortage  of  kid  and  the  fact  that  its  price  has  now 
reached  a  point  beyond  the  reach  of  most  consumers  has 
forced  manufacturers  to  seek  other  materials. 

Investigation  and  experiments  have  shown  that  the  new 


White  Nubuck  English  bal,  welt,  blind 
eyelets,  white  Neolin  sole,  rubber 
heel — L.  B.  Evans'  Son  Co.,  Wake- 
field, Mass. 
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White  Sea  Island  Oxford,  welt,  white 
ivory  sole,  rubber  heel — L.  B.  Evans' 
Son   Co.,   Wakefield,  Mass. 
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White  Sea  Island  Sport  bal.  welt,  white 
nubuck  trimmed,  white  ivory  sole, 
rubber  heel — L.  B,  Evans'  Son,  Co., 
Wakefield,  Mass. 
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cloths  on  the  market  are  just  as  satisfactory  in  every  way 
for  shoe  tops  as  leather;  in  fact  the  use  of  cloth  offers  dis- 
tinct advantages  from  both  the  shoemaking  and  the  mer- 
chandising standpoints.  It  means  greater  variety  in  colors 
and  more  uniformity  in  shades  and  the  opportunity  to  pro- 
duce better  style  effects  than  ever  before. 

While  cloth  is  cheaper  than  kid,  the  better  grades  cost 
more  than  staple  leathers  did  a  year  ago  and  its  use  does 
not  mean  materially  cheaper  shoes. 

In  other  words,  shoes  with  cloth  tops  are  selling  on 
their  merits  from  both  the  practical  and  style  standpoint. 

Both  l)lack  and  colored  kid  will  be  used  extensively  for 
vamp  materials  in  the  new  spring  styles,  with  cloth  tops  in 
harmonizing  shades  of  canary,  fawn,  .grey  and  white. 

Patent  vamps  with  the  same  variety  of  colored  cloth 


Women's  Goodyear  melton,  cloth  button,  fleece 
lined,  rubber  sole  and  heel,  popular  priced — 
Miner  Shoe  Company,  Montreal,  Que. 


tops  are  also  proving  good  sellers  and  there  is  some  demand 
for  gunmetal  calf  in  vamps. 

In  new  lasts  for  women  the  outstanding  feature  of  the 
season  is  a  strong  demand  for  the  new,  long  vamp,  recede 
toe  last  carrying  a  12-8  heel  that  was  introduced  late  last 
season. 

The  popularity  of  this  last  is  based  on  something  more 
substantial  than  a  passing  style  fancy,  and  most  shoe  men 
predict  that  it  has  come  to  stay  and  may  really  be  classed 
as  a  staple  last. 

The  demand  for  this  last  has  been  developing  for  sev- 
eral years  among  both  growing  girls  and  women  who  want- 
ed a  smart  street  shoe  with  a  low  heel. 

Not  a  Sport  Last 

The  so-called  sport  last  was  not  successful  in  filling 
this  demand  because,  while  it  was  satisfactory  as  a  shoe  used 
strictly  for  vacation  or  sport  purposes,  it  did  not  have  the 
stylish  lines  required  for  a  regular  street  boot. 

In  the  effort  to  meet  this  demand  a  great  variety  of 
modified  sport  lasts  were  put  on  the  market  last  season,  very 
few  of  which  were  suitable  for  the  purpose  because  they 
were  too  close  to  the  sport  last  idc;i  and  therefore  too 
"pluggy,"  too  flat  in  the  shank  and  with  too  low  heels. 

It  is  only  in  the  past  few  months  that  manufacturers  have 
succeeded  in  designing  this  type  of  shoe  correctly. 

By  using  a  stylish  last  as  a  basis  on  which  to  work, 
the  smart  low  heel  last  has  been  successfully  created. 


In  its  present  form  it  is  adaptable  to  practically  all  the 
changes  in  patterns  or  materials  that  the  style  trend  may 
dictate  in  high-heeled  shoes. 


Outlook  of  Montreal  Manufacturers 

The  Cduipo.sitf  c( )ncltisic  >n  following  a  cciistis  of 
Montreal  and  Maisonneuve  manufacturers  is  that  con- 
ditions amcMig  them  are  very  much  unsettled.  Some 
manufacturers  take  a  ])essimistic  view  of  the  (jutlook 
for  the  immediate  future,  while  others  believe  they 
will  have  a  very  satisfactory  season.  Some  firms  are 
well  covered  for  leather  and  will  ol)tain  all  the  busi- 
ness they  can,  up  to  the  limit  of  their  supply.  Others, 
however,  have  decided  to  adopt  a  hand-to-mouth 
policy,  manufacturing  only  such  (jrders  as  they  re- 
ceive from  time  to  time  and  basing  their  prices  on 
the  market  condition  of  the  day.  One  or  two  firms 
making  for  the  jobbing  trade  entirely  will  only  take 
orders  on  the  understanding  that  ])rices  are  to  be  fixed 
according  to  the  cost  of  material  and  labor.  Few 
manufacturers  are  pittting  in  new  styles  for  fall,  be- 
lieving that  under  preseiit  conditions  it  is  bad  policy 
to  add  to  their  lines.  It  would  seem,  however,  that 
there  is  a  slight  tendency  to  use  more  cloth  tops,  and 
practically  all  the  manufacturers  state  that  there  will 
be  a  freer  use  of  colored  leather  and  cloth  both  in 
men's  and  women's.  This,  they  say,  will  tend  to  re- 
duce the  cost,  l)ut  as  between  the  best  grades  of  cloth 
and  the  best  grades  of  leather  there  is  not  a  great 
deal  of  difference,  except  in  the  case  of  kid. 

Some  of  the  manufacturers  express  the  o])inion  that 
the  retailers  have  stocked  up  very  well.  Their  con- 
clusion is  partly  based  on  the  fact  that  the  ])roduc- 
tion  of  Canadian  factories  last  year  was  one-third  over 
normal  output.  (A  Toronto  manufacturer,  by  the  way, 
expresses  a  decidedly  different  opinion.  He  has  let- 
ters from  retailers  all  over  the  country  urging  that 
their  orders  be  rushed  to  completion  and  expressed, 
so  great  is  their  need).  Some  of  the  Montreal  travel- 
lers, who  have  returned  from,  their  territories,  say 
that  a  few  retailers  are  kicking  strenuously  against 
the  high  prices,  but,  on  the  whole,  are  buving  fairly 
well.  The  shoe  findings  trade  is  exceedingly  busy, 
])articularly  those  going  direct  to  the  retailers. 


New  Fit-Right  last  in  men's,  boys',  youths',  also  women's  and 
misses'.  Travellers  are  now  out  for  Fall  placing  and  sorting 
with  the  finest  line  of  supplies  ever  shown  by  the  Williams 
Co.  Have  opened  an  in-stock  department  at  Brampton  and 
Regina,  Sask.,  and  are  carrying  a  full  stock  of  all  lines  at 
these  two  points. 
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Boys'  blucher.  by  Charles  A. 
Ahrens,  Kitchener,  Ont. 


Women's  canvas,  rubber  soled  pump, 
by  the  Kaufman  Rubber  Company, 
Kitchener,  Ont. 


Boys'    bal,    by    Charles  A. 
Ahrens,  Kitchener,  Ont. 


Canadian  Manufacturers  Showing  Many 
New  Lasts 

The  l')laclif( ird  Slioe  Mfy;.  Cix,  Toronto,  are  show- 
ing, in  summer  shoes,  a  ninnl)er  of  attractive  new  pump 
designs,  both  in  l)hick  leathers  and  in  several  color 
schemes,  prominent  among  which  is  tan  and  cream  kid, 
also  grey  and  white  kid  combinations.  These  same 
effects  are  being  carried  out  in  many  attractive  boot 
styles.  For  strictly  summer  wear,  white  Reignskin 
boots,  pumps  and  colonials  are  prominent,  also  Oxfords 
in  white  and  colored  calf. 

For  early  fall,  popular  styles  in  black  kid,  tan  and 
mohogany  calf  are  prominent,  also  a  very  effective 
range  in  ])atent  leather  shoes,  with  black,  colored  kid 
and  colored  calf  combinations.  Patent  with  white  kid 
tops  or  with  cheam  kid  tops,  and  with  an  attractive 
shade  in  tan  calf  show  up  exceedingly  stylish. 

In  patterns,  many  novelty  styles  are  being  shown, 
one  of  the  newest  of  which  is  their  Russian  top  boot 
for  an  all  leather  shoe  and  a  new  H.  C.  Polish  boot  with 
jDanel  facings  being  worked  out  in  leather  and  cloth 
combinations.  A  number  of  different  designs  in  panel 
facings  and  collars  show  up  very  smart  effects  in  com- 
binations with  colored  cloth  tops,  the  chief  shades  in 
which  are  canary ;  pearl  and  Cafe  au  Laite. 


Two  New  Styles  in  Colored  Calf 

The  Eagle  Shoe  Company,  Montreal,  are  marketing 
four  new  lasts — two  women's  and  two  men's.  The 
two  former  are  in  welts  and  McKays,  and  have  pointed 
toes  and  low  heels.  The  shoes  will  be  made  in  col- 
ored calf,  gunmetal  and  vici  kid.  The  men's  goods 
are  Goodyear  welts  in  bals,  bluchers,  and  button.  One 
last  has  a  receding  pointed  toe  and  the  other  a  round 
high  toe,  both  with  full  foxing.  The  leathers  em- 
ployed are  patent,  colored  leathers  and  box  calf.  As 
in  many  other  samples  for  fall,  there  will  be  a  freer 
use  made  of  cloth  tops  in  both  women's  and  men's 
shoes.  All  the  ])roducts  of  the  company  will  be  char- 
acterized by  a  thin  red  line  running  through  the  lining. 


Geo.  A.  Slater,  Limited 

With  one  exception,  the  new  lasts  of  Geo.  A.  Slater 
Limited,  Maisonneuve,  will  be  confined  to  women's 
shoes.  The  company,  however,  are  intrtxlucing  A 
widths  into  their  range  of  goods.  Colored  leather  and 
cloth  tops  will  be  featured  in  all  the  new  lines,  and 
the  soles  will  also  be  made  lighter  and  more  flexible. 
In  the  men's,  English  and  medium  toes  will  be  used. 
Most  of  the  women's  models  will  have  blind  eyelets, 
while  wing  tips  will  be  freely  introduced.  High  cuts 
again  predominate.  One  sample  is  a  combination  of 
brown  and  olive,  and  another  olive  and  gunmetal.  An 
attractive  model  is  in  brown  and  gray  with  a  scalloped 
top,  and  others  are  in  light  slate  and  canary  and  cherry 
brown  leathers. 


Ames-Holden-McCready,  Limited 

The  two  Montreal  plants  of  Ames-Holden-Mc- 
Cready,  Limited,  are  now  concentrated  at  the  factory 
at  Mount  Royal  Avenue  East,  the  equipment  of  the 
factory  at  Lagauchetiere  Street  having  been  removed 
to  the  east  end  plant.  The  manufacture  of  women's 
and  men's  goods,  however,  is  entirely  separate,  being 
carried  on  in  different  wings  of  the  building.  Altera- 
tions have  been  carried  out  for  the  accommodation  of 
the  staff  at  Mount  Royal  Avenue,  and  in  future  all 
business  and  Montreal  manufacturing  will  be  trans- 
acted there.  The  company's  travellers  are  now  on  the 
road  for  spring  sorting  and  fall  placing  orders. 


Two  New  Slater  Lasts 

The  Slater  Shoe  Company,  Limited,  Montreal,  are 
showing  two  new  lasts  in  addition  to  their  usual 
large  range  of  men's  goods.  These  new  lasts  have 
medium  recede  toes  with  punched  toe  caps,  and  come 
in  mahogany  calf.  There  will  be  a  greater  tendency 
to  use  cloth  tops,  and  also  brogue  patterns.  The  com- 
pany report  an  increasing  output,  and  that  the  orders 
for  spring  goods  were  exceptionally  large. 


Miner  Shoe  Company,  Limited 

Two  new  lasts  are  included  in  the  sam])les  of  the 
Miner  Shoe  Com])any,  Limited,  Montreal.  The  men's 
models  will  be  in  gunmetal,  patent,  and  colored  goods, 
with  cloth  and  fancy  leather  tops.  The  women's  lines 
include  high  cut  (ioodyear's  and  McKays,  in  black 
and  colors,  and  also  with  cloth  and  leather  tops.  The 
new  s])orts  last  is  among  the  sam])les,  together  with 
whole  quarter  cloth  shoes. 


This  Attitude  Typical  of  Many 

A  Western  Ontario  manufacturer  writes:  "We 
shall  not  be  making  many  new  samples  for  this  fall, 
as  we  shall  depend  mainly  on  our  old  spring-  samples; 
moreover,  we  have  all  the  work  we  can  possibly  turn 
out  at  i)resent  on  our  books,  until  the  end  of  May 
and  further  still.  We  have  hardly  decided  what  course 
\\c  will  take  in  our  fall  business." 
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Pro  Patria 

Private  Albert  Hogarth,  who  was  reported  miss- 
ing on  March  1,  1917,  and  later  killed  in  action,  was 
an  Oshawa  boy.  At  the  time  of  his  enlistment  he  was 
on  the  travelling  staff  of  the  Blachford-Davies  Shoe 
Company,  and  for  about  one  year  previously  he  was 
manager  for  Bradley  Bros.,  Oshawa,  and  for  about 
ten  years  with  the  Burns  Shoe  Company,  of  the  same 


Private  Albert  Hogarth 

place.  He  was  of  a  kindly,  pleasant  disposition  and 
well  liked  by  everyone  with  whom  he  came  into  con- 
tact. 


•  Increased  Demand,  Reduced  Supply 

In  discussing  the  question  uf  leather  shortage  and 
the  underlying  causes  with  a  well-known  jol)ber  re- 
cently, the  statement  was  made  to  a  "Footwear"  repre-- 
sentative  that  part  of  the  felame  could  be  laid  at  the 
door  of  the  tanners,  whose  output  was  unduly  cur- 
tailed owing  to  shortage  of  labor,  which,  in  turn,  was 
caused  by  the  disinclination  of  tanners  to  pay  good 
wages.  Though  we  published  this  item  as  it  was  re- 
peated to  us,  we  have  since  been  lookhig  into  the  mat- 
ter more  thoroughly,  and  cannot  find  that  there  is  any 
more  evidence  of  reluctance  on  the  part  of  tanners  to 
pay  fair  waees  than  by  other  employers  of  labor.  In 
common  with  other  employers,  they  are  naturally  en- 
deavoring to  keep  the  demands  of  labor,  often  unrea- 
sonable, within  bounds,  and  in  this  they  are  merely 
consulting-  the  interests  of  the  great  mass  of  consum- 
ers who  must  ultimatelv  pay  the  increased  prices.  The 
shortage  of  leather  is,  to  all  appearance,  due  to  condi- 
tions over  which  the  tanner  has  little  or  no  control — 
increased  demand  and  diminished  supply  of  hides.  It 
has  been  stated  that  every  soldier  requires  about  eight 
pairs  of  boots  per  year,  and  on  the  su]:)position  that 
there  are  twenty  million  soldiers  under  arms,  this  ac- 
counts for  one  hundred  and  sixty  million  all-leather 
shoes,  where  the  same  men  previously  required  per- 
haps forty  million  pairs.  In  addition  to  this,  the  big 
supplies  of  leather  from  Germany  have  been  cut  oft',  as 
also  to  a  great  extent  those  from  Russia.  If  tanners 
are  not  operating  to  capacity  it  is  safe  to  conclude  that 
this  is  because  they  are  helpless  in  the  face  of  condi- 


tions. In  common  with  other  jirivate  organizations 
with  heavy  capital  investments,  it  may  be  taken  for 
granted  that  they  are  leaving  no  stone  unturned  to  take 
care  of  as  much  profitable  business  as  they  can  secure. 


Good  Demand  for  Repair  Outfits 

The  United  Shoe  Machinery  Company  of  Canada, 
Limited,  report  a  constantly  increasing  demand  for 
repair  outfits,  in  many  cases  by  the  best  retail  stores. 
Another  feature  noticed  is  the  demand  for  a  better 
class  of  outfits  by  the  smaller  people  who  go  in  for 
repairing  only,  and  also  quite  a  demand  for  additional 
outfits  from  those  who  are  already  in  the  business 
and  find  advantage  in  operating  more  than  one  estab- 
lishment. It  is  noticeable  that  repairmen  are  paying 
more  attention  to  their  shops,  making  them  more  at- 
tractive, and  also  placing  the  repair  equipment  where 
it  can  be  seen.  This  is  a  splendid  advertisement  for 
any  repair  shop,  as  nothing  tends  to  attract  the  atten- 
tion of  the  passerby  so  much  as  machinery  in  operation. 

There  is  a  tendency  among  the  harness  shops  to 
add  shoe  machinery  to  their  equipment  and  do  .shoe 
repairing,  owing  to  the  alleged  falling-oft'  in  the  de- 
mand for  harness  work. 


British  Columbia  Leather  and  Findings  Co. 

In  our  March  issue  we  announced  that  Mr.  R.  B. 
Francis,  manager  of  the  British  Columbia  Leather  and 
Findings  Company,  Ltd.,  had  severed  his  connection 
with  that  firm  to  enter  a  similar  business  of  his  own. 
Since,  then,  however,  Mr.  Francis  and  the  company 
have  decided  that  they  couldn't  very  well  get  along 
without  each  other,  and  the  contemplated  venture  has 
l)een  called  off.  Mr.  Francis  states  that  they  are  going 
to  speed  up  the  business  in  better  style  than  ever,  and 
will  install  new  lines  of  unusual  merit.  The  company 
are  jobbers  of  shoe  store  supplies,  leather  and  findings, 
and  are  British  Columbia  agents  for  the  L.  McBrine 
Company,  Ltd.,  Kitqhener,  Ont..  manufacturers  of 
trunks,  bags,  suitcases,  and  leather  specialties. 


To  Call  on  Canadian  Trade 

In  the  interests  of  C.  L.  llauthaway  iS:  Sons,  manu- 
facturers of  leather  dressings,  blackings,  cement,  wax, 
etc.,  Mr.  Brockway,  of  that  firm,  will  leave  lioston  on 
April  22  for  Montreal.  His  headquarters  will  be  the 
Queen's  Hotel,  and  he  will  be  in  Montreal  three  or  four 
days.  P'rom  there  he  travels  to  Three  Rivers  and  St. 
Hyacinthe,  returning  to  Montreal  for  a  day  or  so.  Fol- 
lowing this,  he  will  journey  to  Quebec,  and  will  be  at 
the  St.  Roch  Hotel  for  some  time. 


Philip  Jacobi  Handles  Button  Fastener 

Philii)  jacobi,  5  Wellington  Street  lutst.  Toronto, 
is  handling  the  "Isbam"  foot  power  ])Utton  machine, 
manufactured  by  the  Independent  lUuton  I'^istener 
Machine  Company,  Inc.,  of  Boston,  Mass.  A  service 
department  is  maintained,  and  all  machines  are  kei)t 
in  repair  for  one  }  ear,  free  of  charge.  This  machine, 
it  is  claimed,  has  ])een  absolutely  i)erfecte(l,  and  resets 
or  adjusts  ([uickly  the  ])Uttons  on  any  kind  nf  shoe. 


The  Canadian  Consolidated  Rubi)cr  (."ompany  are 
distributing  an  attractive  circular,  printed  in  two  col- 
ors, containing  much  information  of  value  to  the  re- 
tailer concerning  his  coming  rubber  needs. 
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What  is  Your  Per  Cent,  of  Profits? 


At  the  recent  convention  of  the  Pennsylvania  Shoe 
Retailers'  Association  at  1  Miiladelphia,  Mr.  (Jeutinj^- 
made  some  interesting  remarks  on  securing  profits, 
lie  prefaced  his  remarks  with  an  invitation  to  the  as- 
sem])led  members  to  call  at  his  store.  Me  would  show 
them  around,  he  said,  and  ex])lain  how  he  kept  stock, 
or  handled  any  one  of  the  seenu'ngly  countless  details 
of  his  business. 

"1  extend  this  in\  ilalion  not  through  any  exagger- 

TABLE  I. 
Selling  Expense  of  a  $100,000  Business 

.\vfragc 
Cost       Cost  of 
.\nintint  .Sak'S 

General  I-l.xpcnsc — .Mlovvanccs  lor  dona- 
tions, etc..  telephone,  heat,  lif>ht,  ])ost- 
age,  repairs,  express  deliveries,  travel- 


ing expenses,  etc.,  etc.,  etc   $L>,0()0  2% 

Rent   4,000  4% 

.\dvertising   I!, 000  3% 

Interest   2,000  2% 

Salaries  (Clerks,  Office.  Miscellaneous)  ..  7. 000  7% 
Manager   (If  you  manage  your  business. 

you  are  entitled  to  a  similar  amount)..  :i,000 
Depreciation  (On  stock,  fixtures,  etc.  .\lso 

loss  on  charge  accounts)    4,000  4% 


Totals  .$2.), 000  25% 


ated  sense  of  pride  in  my  establishment,  but  because  I 
feel  that  exchanging  information  is  the  greatest  soiu"ce 
of  learning.  There  are  30,000  shoe  retailers  in  the 
United  States  to-day.  If  we  had  the  individual  experi- 
ence of  these  men  summed  u])  and  presented  in  tabloid 
form,  the  result  would  treat  of  every  conceivable  busi- 
ness contingency,  and  we  would  make  no  mistakes. 
The  day  of  such  far-reaching  co-operation  is  already 

TABLE  II. 
Thirty  Per  Cent.  Selling  Expense 

(ieneral   5  per  cent. 

Rent   ")  per  cent. 

Advertising   :>  per  cent. 

interest   2  per  cent. 

Salaries   8  ])er  cent. 

Mana.ger   1)  per  cent. 

Depreciation   4  per  cent. 


:{()  per  cent. 
Cost  ?,()'/'  plus  Net  Profit  10'/  equals  40'y 
$1,00  minus  40%  equals  00% 
Divide  Cost  by  00%  to  get  Selling  Trice 

in  sight,  for,  under  the  deft  hand  of  Mr.  Sloane,  our 
national  organizer,  we  ex])ect  to  boast  a  membershi]) 
of  10,000  in  the  N.  S.  R.  A.  .soon. 

"I  talked  recently  with  \\(\.  VV.  Hurley,  formerly 
chairman  of  the  b'ederal  Trade  Commission,  w  ho  did 
me  that  <S5  |)er  cent,  of  the  country's  retailers  are  ignor- 
ant of  ])ro])er  business  methods,  lie  further  said  that 
the  government  wants  these  dealers  to  (bmrish,  lo  make 
a  legitimate  profit;  in  short,  to  gel  (Jtit  of  liie  failure 
class.  Hankru])tcy  is  a  bugbear.  The  (|uiver  of  its 
reaction  is  felt  ;dl  along  the  line  from  wholesale  house 


|iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiy^^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiil 


Mr.  R.  Thompson,  re- 
|)resenting  the  Geo. 
A.  Slater  Company 
in  Manitoba  and 
Saskatchewan. 
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to  bank,  and,  eventually,  the  consumer  has  to  pay. 
There  is  a  tremendous  waste  here,  and  much  of  it  is 
due  to  not  knowing  the  cost  of  doing  business  and 
hguring  profits  accordingly. 

Demonstrates  by  Charts 

"I  have  placed  on  the  wall  before  you  several  tables. 
These  are  self-explanatory.  In  preparing  them,  I  based 
my  figures  on  a  business  doing  $100,000  a  year,  be- 
cause that  is  an  easily  divisible  amount.  Table  1.  treats 
of  the  selling  expense  of  such  a  business.    You  will 

TABLE  IIL 
How  to  Mark  Shoes 

(A  Practical  Example  in  Figuring  Selling  Price — 
Based  on  a  Selling  Expense  of  25% ) 

Expense   25  per  cent. 

Profit   10  per  cent. 


35  per  cent. 

$1.00  minus  35  per  cent,  equals  (ioc. 

Costs:  .Selling  Price: 

$1.00  divided  by  r)5c.  equals  $1.54 
$1.50  divided  by  65c.  equals  $2.30 
$2.25  divided  by  65c.  equals  $3.46 
$:!.50  divided  by  65c.  equals  $5.40 
$6.00  divided  l)y  65c.   equals  $9.25 

note  that  the  total  selling  exi)ense  arrived  at  is  25  per 
cent.  This  may  seem  a  little  skimpy  to  some  $100,000 
dealers,  so  on  Table  II.  I  have  considered  a  selling 
expense  of  30  per  cent.  i)lus  a  net  profit  of  10  per  cent, 
(which  is  certainly  reasonable)  equals  40  per  cent.  So, 
by  this  token,  the  wholesale  price  of  a  shoe  retailing  for 
$1.00  would  be  $1.00  minus  40  per  cent,  or  60c.  In 
Table  III. — How  to  Mark  Shoes — I  have  reproduced 
the  system  for  figuring  the  selling  price  of  one's  mer- 
chandise. This  is  based  on  a  selling  ex])ense  of  25  per 
cent.,  and  any  man  whose  cost  of  doing  business  equals 
25  per  cent,  and  who  fails  to  get  for  his  goods  the  prices 
herewith  listed,  is  in  a  bad  way.  He  needs  a  business 
doctor.  The  diherence  between  success  and  failure  is 
often  a  mailer  of  only  4  per  cent,  or  5  ])er  cent.  Keep 
.•in  eye  on  your  prolits." 
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A  Revival  in  the  Shoe  Repair  Business 

War  Has  Developed  a  Big  Demand  for 
Re-Made  Footwear 


mer, 
their 
oiilv 


LANS  and  ideas  for  de- 
velopment and  co-opera- 
tion, both  in  \vt)rk  and 
play,  are  engrossing  to 
a  considerable  degree  the  atten- 
tion of  the  very  active  officers 
of  the  Toronto  Shoe  Repairers' 
Association.  It  is  their  inten- 
tion, during  the  coming  sum- 
to  hold  picnics  and  outings  for  the  members  and 
families,  at  which  dull  care  will  ])c  conspicuous 
by  its  absence.  X'arious  entertainments  and  in- 
structive lectures  are  imder  consideration  for  even- 
ings, and  the  entire  aim  is  to  make  the  association 
meeting  i)lace  so  desirable  for  every  member  that  he 
will  attend  because  he  wants  t(j — not  because  he  thinks 
he  has  to.  Nothing  is  to  take  place  of  a  cut-and-dried 
nature,  but  "congeniality"  will  be  master  of  ceremonies. 

"Some  repairmen,"  said  Secretary  Butterworth  to 
Footwear  the  other  day,  "let  the  membership  fee  of 
$3.00  stand  in  the  way  of  their  joining,  but  it  often 
happens  that  this  sum  can  be  saved  inside  of  a  week. 
If  any  one  of  our  members  gets  sick  and  rmable  to 
perform  his  duties,  the  other  members  will  take  in  his 


work  and  do  it  for  him,  charging  only  a  commission 
for  their  trouble.  If  a  meml)er  happens  to  run  out 
of  sup]:)lies  he  can  secure  wdiatever  he  wants  from  a 
fellows-member  and  it  is  given  cheerfully  and  with  a 
smile,  whereas  before  our  association  was  formed  there 
was  an  element  of  pig-headedness  present  that  tended 
to  prevent  this  sort  of  thing." 

Is  an  association  of  this  kind  not  worthy  of  the 
support  of  every  repairman?  You  fellows  who  are 
on  the  outside  loking  in — get  into  the  game,  dig  down 
in  your  jeans  for  that  $3.00  and  learn  what  "co-o])" 
means.    It's  worth  it. 


Early  Closing  for  Repairers  Too 

At  the  regular  fortnightly  meeting  of  the  Toronto 
Shoe  Repairers'  Association,  considerable  discussion 
took  place  on  the  early  closing  question.  Some  mem- 
bers have  already  started  the  plan,  and  found  they 
have  lost  nothing  by  it.  It  is  likely  that  a  petition 
will  be  prepared  in  proper  shape  in  the  near  future 
and  presented  to  the  city  council  for  enactment.  The 
members  of  the  Association  are  strongly  in  favor  of 
such  an  arrangement. 
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Discussion  also  took  place  regarding-  price-cutting, 
the  complaint  being  made  that  certain  of  the  members 
have  not  been  living  up  to  the  adopted  schedule  of 
rates  arranged  by  the  Association.  It  was  decided  that 
if  any  of  these  cases  could  be  traced  and  proved  the 
memi)ers'  names  would  be  dropped  from  the  list.  In 
the  matter  of  stitshing  Goodyear  welts  it  has  been  the 
practice  of  members  of  the  Association  who  have 
ustitchers  to  do  the  work  of  other  members  for  15 
cents  a  pair,  while  outsiders  were  charged  25  cents. 
This  plan  resulted  in  many  joining  the  association 
just  to  save  this  ten  cents  a  pair.  A  resolution  was 
passed  to  the  effect  that  henceforth  no  Association 
member  would  do  stitching  for  any  j)erson  in  the  trade 
who  was  not  a  member. 

I^ncouragement  was  found  in  the  fact  that  after 
the  big  banquet  held  a  short  time  ago,  there  was  a 
surplus  of  $32  in  the  treasury. 

A  delegation  of  members  recently  waited  on  one 
of  the  rubber  comi)anies  who  had  stated  their  inten- 
tion of  raising  the  price  of  rubber  heels.  'J'his  matter 
was  adjusted  to  the  satisfaction  of  the  repairmen,  and 
is  just  one  of  the  numerous  instances  where  good  has 
been  accomplished  through  organization. 

The  matter  of  wages  for  repairmen  called  forth  a 
few  remarks.  It  was  felt  by  all  of  the  members  that 
the  situation  was  very  acute,  wages  having  increased 
from  $12  and  $13  to  "$17  and  $18,  and  the  help  very 
independent  at  that.  In  some  cases  it  was  a  matter  of 
putting  u])  with  impositions  on  the  part  of  employees 
or  doing  without  them  altogether.  One  member  re- 
cited the  fact  that  he  had  inserted  an  advertisement 
for  a  repairman  and  did  not  have  a  single  reply.  In 
order  to  get  some  idea  of  the  remuneration  the  em- 
ployee was  entitled  to,  the  Association  will  draw  up 
a  schedule  of  prices  based  on  piece-work.  AMiile  the 
idea  might  not  be  practical  for  every  shop  it  would 
serve  as  a  basis  for  deciding  just  what  labor  is  worth. 
One  member  stated  that  he  has  paid  his  hands  on 
the  piece-work  basis  for  some  years,  and  has  found  it 
entirely  satisfactory.  For  preparing,  or  stocking,  the 
work,  he  paid  25  cents  for  men's  half  soles  and  heels, 
sewn  ;  20  cents  for  men's  soles  and  heels,  nailed  ;  16 
cents  for  all  kinds  of  women's  soles  and  heels;  boys', 
15  cents;  children's,  10  cents;  for  men's  heels  alone,  7 
cents ;  women's  heels,  5  cents  and  50  per  cent,  on 
patches,  rips,  and  so  on. 

The  suggestion  was  made  that,  in  connection  with 
the  proposed  federation  of  repairers  throughout  Can- 
ada the  adopted  design  of  the  Association  be  used  by 
all  branches,  simply  changing  the  name  of  the  city. 


Tell  the  Public  Why 

"Although  prices  for  shoe  repairing  are  gradually 
improving  in  Montreal,  the  trouble  is  that  a  majority 
of  those  with  machinery  outfits  do  not  calculate  their 
costs  and  put  up  the  prices  accordingly."  This  is  the 
opinion  of  a  proprietor  of  a  shoe  repairing  store.  "I 
find,"  he  continued,  "that  the  public  will  pay  a  fair 
rate  if  you  ex]dain  that  it  is  impossible  to  do  the  work 
on  the  old  basis,  with  leather  and  findings  aviating. 
Some  ])eople  i)rotest  vigorously  and  get  as  far  as  the 
dcjor,  but  I  generally  manage  to  get  the  business.  I 
frankly  tell  them  that  they  can  get  the  work  done 
at  a  chea])er  rate — it  will,  however,  not  be  first  class, 
and  will  prove  more  expensive  in  tlic  long  run.  I 
would  rather  do  work  at  the  old  rates,  for  1  made  more 
money  at  it;  I  now  have  to  stick  at  it  much  harder 


to  make  the  same  ]jrofit.  Business  is  good,  so  far 
as  cjuantity  goes,  cnving,  no  doubt,  to  the  public  want- 
ing more  repairs  in  view  of  the  advance  in  shoes.  I 
am  certain  that  if  shoe  repairers  would  only  do  a 
little  figuring  on  cost,  overhead,  and  labor,  their  eyes 
would  be  opened,  and  many  mcjre  would  insist  ancl 
get  better  rates." 

An  Opening  Announcement 

Ji.  J.  (ladsby  has  opened  a  new  shoe  repair  shop  at 
964  Uathurst  Street,  T(jronto.  In  announcing  his  store 
to  the  ])ublic  Mr.  Gadsby  made  use  of  a  small  booklet 


describing  the  Goodyear  welt  system  of  repairing,  and 
entitled  "New  Shoes  from  Old  Ones."  The  announce- 
ment is  reproduced  herewith. 


The  Repairer's  Chin 

No — this  is  not  a  discourse  on  the  gentle  little  gift 
of  gab.  On  the  contrary,  there  is  no  slang  intended. 
We  want  to  talk  about  chins  as  constructed  of  flesh 
and  blood  and  skin — and  whiskers.  The  very  first 
thing  the  eye  of  the  patron  encounters  on  meeting  the 
repairman  is  his  chin.  What  if  it  is  stubbly  and 
grimy?  What  is  the  impression  gained  by  that  cus- 
tomer of  the  repairman  with  a  chin  like  that?  Some 
chins  are  like  shoes — modelled  in  variations  from  ex- 
treme recede  to  bulldog  effects.  Some  are  inclined  to 
be  more  stubbly  than  others.  Some  beards  look  worse 
than  others.  However,  the  art  of  shaving  is  by  no 
means  a  dead  one  or  one  that  is  hard  to  acquire,  and 
with  razors  well  within  the  reach  of  every  repairman, 
it  would  seem  to  be  mighty  easy  for  him  to  get  the 
habit  of  taking  a  shave  along  with  the  morning  chores. 
It's  a  habit,  once  formed,  is  hard  to  break — it's  such  a 
good  one. 


Repair  Department  Strong  Trade  Puller 

In  the  opinion  of  a  Montreal  retailer,  the  repair  de- 
])artment  is  a  very  strong  puller  of  trade.  "I  Avould 
not  be  without  it  for  a  great  deal,"  he  said,  "as  it  not 
only  helps  to  hold  business,  but  brings  new  customers. 
In  ])articular,  it  brings  a  large  children's  trade;  parents 
are  now  in  tlie  habit  of  sending  their  children's  boots 
to  be  repaired,  and  1  also  get  their  orders  for  new 
goods.  It  is  indeed  difticult  to  luaintain  a  family  trade 
without  a  re])air  department,  and  although  there  is 
a  cerlaiu  amount  of  trouble  attached  to  it,  the  depart- 
ment more  than  repays  the  additional  trouble." 


I  wish  to  notify  the  Public,  that  I  have  installed  at 
964  BATHURST  ST.  a  modern  SHOE  REPAIR  BUSI- 
NESS. Having  erected  a  PLANT  RIGHT  UP  TO  DATE, 
and  employing  the  most  SKILLFUL  LABOR  in  this  par- 
ticular line,  I  am  in  a  position  to  GUARANTEE  THE 
WORKMANSHIP  in  every  respect. 

Special  attention  will  be  given  to  the  repairing  of  LADIES 
&  GENTS  FINE  BOOTS  &  SHOES. 

HIGHEST  GRADE  MATERIAL.  BEST  WORKMANSHIP 
WILL  BE   MY  MOTTO 

PRICES   RIGHT      -      .      .      .    PROMPT  DELIVERY 
SHOES  CALLED  FOR  AND  DELIVERED 

E.  J.  G  A  D  S  B  Y 
961  BATHURST  ST.  HILL  4919 


Ask  to  see  our  CUSTOM  SHOES  made  to  order 
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Use  Diplomacy  in  These    Strenuous  Times, 
Advises  President  Robertson  of  the 
Toronto  Association 

Much  care  and  diplomacy  should  be  used  in  these 
war  times  in  treating"  customers  with  courtesy.  INIany 
customers  are  lost  through  the  advanced  prices  of  re- 
-  pairing,  when  a  few  words  of  explanation  concerning 
the  increase  in  cost  of  our  materials  and  the  very  small 
increase  we  are  charging  the  public,  will  as  a  rule  give 
full  satisfaction  to  the  customer.  A  pleasant  smile 
wins  many  a  customer,  and  one  satisfied  customer  is 
worth  ten  dissatisfied  ones. 

There  are  many  little  points  to  learn  about  difi:er- 
ent  methods  which  all  make  for  pleased  patronage. 
For  instance,  in  attaching  fibre  soles,  particular  care 
should  be  taken.  The  best  way  to  attach  fibre  half- 
soles  is  to  clean  welt  and  give  it  a  good  coat  of  ce- 
ment, also  applying  a  coat  to  the  sole  and  let  dry 
before  adjusting.  I  find  it  a  good  plan  to  skive  fibre 
soles  on  the  top  instead  of  bottom,  which  tends  to 
overcome  strain  when  nailed  at  the  shank.  In  stitch- 
ing these  soles  I  have  found  that  by  applying  a  little 
paraffin  wax  on  the  sole  the  stitching  is  much  easier 
and  does  not  bind  the  presser  foot ;  also  a  little  oil 
on  the  tension  wheel  Avill  relieve  the  strain  on  the 
bottom  thread. 

I  think  it  is  advisal)le  for  every  repairman  to  push 
the  sale  of  rubber  heels,  not  particularly  as  a  money- 
maker, but  to  relieve  the  leather  market.  The  more 
rubber  heels  we  put  on,  the  cheaper  leather  will  be 
in  the  future.  Care  should  be  taken  in  adjusting  these 
heels ;  both  rubber  and  leather  should  be  well  rasped 
or  sand-papered,  so  as  to  get  a  suitable  surface  before 
cementing. 

Clean  and  sanitary  shops  and  careful  workmanship 
are  as  essential  to  the  success  of  the  repairman  as  is 
prompt  service.  If  the  customer  is  going  to  wait,  have 
a  pair  of  slippers  for  him  and  a  paper  or  magazine  to 
keep  him  occupied. 


A.  Sneddon,  shoe  repairer,  211  Danforth  Avenue,  To- 
ronto, has  installed  a  gearless  sole-cuttino;  machine. 


Practical  Hints  on  Repairing 

Repairers  should  have  a  large  demand  for  turn 
shoes  with  very  heavy  soles.  The  weight  of  the  sole  is 
limited  in  shoe  factories  on  account  of  the  difticulty  gf 
turning  right  side  out,  but  in  repair  shops  more  time 
could  be  put  in  at  tempering  very  heavy  soles  two  or 
three  times  in  succession,  until  the  leather  would  be 
very  soft,  and  then  turning  right  side  out  would  be  an 
easy  matter  on  the  regular  turning  iron,  which  sells  or 
is  rented  at  very  small  cost. 

Extra  heavy  soles  can  be  applied  to  turn  shoes  only 
in  repair  shops,  as  no  one  is  willing  to  turn,  day  in  and 
day  out,  such  heavy  soles,  but,  as  before  stated,  two  or 
more  tempering  processes  will  mull  down  the  heaviest 
and  toughest  leather,  so  that  what  is  not  practical  in 
shoe  factories  may  be  entirely  practical  in  repair 
shops.  Think  of  the  profit  in  putting  out  such  shoes ! 
Shoes  that  cannot  be  beat  for  fiexil>ility  and  so  much 
desired  by  the  average  women  folk  ! 

In  making  heavy  sole  turn  shoes  the  upper  must  be 
pulled  as  hard  as  in  welt  lasting,  so  as  to  relast  properly 
])v  having  the  upper  "hug"  the  last.  With  a  firm  pull 
lengthwise  and  a  firm  side  lasting  operation  that  result 
will  be  obtained  even  when  the  sole  is  twice  the  weight 
of  the  regular  turn  sole. 

Repairers  can  get  turn  uppers  all  fitted  b}'  contract 
shops,  and  buying  uppers  already  fitted  is  a  common 
thing-  in  Europe,  even  hy  welt  and  McKay  manufac- 
turers. Turn  shoes  are  quickly  made,  as  compared  to 
welts  or  McKays,  and  heavy  sole  turns  can  compete 
with  welt  shoes,  at  least  in  women's  makes.  Old-time 
shoemakers  would  hammer  down  the  sole  before  at- 
taching^ to  the  upper,  and  in  modern  practice  the  soles 
are  rolled  in  some  factories,  and  the  idea  is  O.  K.,  since 
rolling  will  condense  the  grain  of  the  leather  and  help 
toward  leveling,  sanding,  and  I)ottom  finishing. 

Modern  repairers  should  gi\e  this  matter  some 
thought,  as  a  splendid  trade  could  be  built  up  in  thai, 
line  of  footwear.  There  is  a  large  shoe  manufacturv.'r 
who  is  making-  heav}^  sole  turns  in  a  small  factory,  and 
the  demand  is,  of  course,  too  much  for  the  supplv. 
Who  will  l)e  bright  enough  to  start  somethiuQ-  in  that 


Shoe  machinery  for  every  requirement,  from  the  simple  cleaning  .shaft  up  to  the  most  elaborate  and  complete  outfit.   The  illustration 
shows  but  a  few  of  the  range  of  machines  manufactured  by  the  United  Shoe  Machinery  Co.  of  Canada,  Limited. 
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The  Mogle  Rapid  Repair  Jack  with  set  of  5J  lasts  suitable  for  every  requirement  — iManufacturtd  by  th 
Root-Heath  Manufacturing  Company,  Plymouth,  Ohio. 


^iiL'  .--o  that  the  welt  or  sule  may  quickly  and  positively 
adhere  to  the  tap  and  close  the  edi^^e  tight  all  around. 
The  welt  beating  machine  would  then  serve  to  con- 
dense the  edge  before  setting.  To  strike  directly  upon 
tlie  edge,  as  is  now  being  done  in  most  places,  will 
close  the'  edge,  of  course,  and  may  be  a  helpful  pro- 
cedure before  trimming,  l)ut  that  is  only  temporarily, 
as  during  wear  the  edge  will  bulge  and  open  up.  As  a 
matter  of  fact,  all  edges  do  open  up  during  wear  to 
some  extent,  birt  the  idea  is  to  have  it  so  made  that  it 
will  stay  close  for  the  longest  possible  time. — Shoe 
Repairer. 


Mogle  Rapid  Repair  Jack 

The  equi])ment  illustrated  herewith  is  manufac- 
tured In-  the  Root-Heath  Manufacturing  Company, 
i'lvmouth,  Ohio.  It  is  called  the  "Alogle"  Rapid  Re- 
pair jack,  and  is  furnished  with  a  set  of  53  lasts  suital^le 
for  cver\-  requirement.  This  jack  can  be  turned  in  any 
l)ossil)le  position  without  adjusting-,  to  sew,  nail,  trim, 
or  finish  an  edge,  heel,  or  bottom,  without  removing 
the  shoe  from  the  jack.  All  bearings  and  joints  are 
made  with  a  clam])  and  hand-set  screw,  rendering  loose 
juints  (jr  I)earings  in-ipossi])le.  Moreover,  it  can  be 
inslanth-  adjusted  to  suit  a  tall  or  short  man,  l)v  put- 
ting in  or  taking  out  as  many  collars  as  are  necessarv 
in  the  pedestal.  It  is  equipped  with  a  strap,  which 
works  with  a  le\  er,  this  being  instantly  put  on  a  shoe 
or  released,  and  always  holds  the  shoe  solid  on  the  last. 
The  jack  c;ni  he  used  by  either  a  right  or  left-handed 
man  e(|uall\'  w  ell.  '!"he  height  is  41  inches,  which  can 
be  adjusted  to  k)  inches.  This  jack  is  designed  for 
\\  iirk  w  hile  standing.  The  same  company  also  make  a 
small  jack  for  work  while  sitting.  This  jack  can  alsv) 
]h'  furnished  witli  a  set  of  lasts,  and  is  adjustable  in 
In'ighl. 


line?  Tile  onlv  l/ouble  will  be  to  sui)])ly  tlu  demand;- 
as  to  the  jirolit,  there  is  no  doubt. 

Don't  Overheat  the  Welt 

lieating  down  the  welt  to  make  it  stand  uj)  in  an 
old  shoe  must  be  done  judiciously,  as  the  overheating 
oj^eration  will  destroy  the  strength  of  the  w  elt  so  thai 
the  outsole  stitching  thread  will  cut  through.  The  old 
welt  should  be  stitched  dry,  and  when  in  poor  state  the 
l)ressure  of  the  i)resser  foot  of  the  machine  should  be 
stronger,  so  as  to  close  the  edge  by  ]M-essurc  and  not 
by  setting  of  stitches  and  therefore  pulling  on  the 
thread.  The  thread  should  be  accurately  measured  by 
the  set  screw  over  the  auxiliary  take-up,  nearest  the 
machine  table.  A  long  stitch  will  not  be  liable  to  cut 
in  so  much  as  a  short  one,  and  the  length  of  the  stitch 
should  be  governed  by  the  quality  of  the  welt  strip.  In 
shoe  factories  the  stitches  are  lengthened  at  the  shank 
l)art,  but  that  practice  is  not  the  correct  one  in  shoe 
repairing,  as  it  is  bettei-  to  have  reasonably  long 
stitches  all  around  and  to  lu-li)  the  feedii-ig  along  of  the 
shoe  in  the  shanks  than  to  ha\  e  a  loose  shank,  h'xtra 
long  stitches  are  boinid  to  ])roduce  on  an  old  shoe  a 
■ertain  weakness  in  the  shank. 

An  Idea  in  Nailing 
A  rei)airer  drove  in  the  nails  so  near  together  that 
once  ta])])ed  the  line  of  nailing  had  the  ai)l)earance  of  a 
stitching  line.  The  nails  were  line,  and  it  was  ex- 
l)lained  tli;it,  being  thus  placed  in  close  i)roximity. 
there  would  be  no  chance  for  the  oi)ening  of  tin'  edge, 
and  that  the  bottom  would  be  \vateri)roof.  W  hen  nail- 
ing a  tap  on  to  a  welt  shoe  the  idea  is  all  the  nioi'i- 
valuable,  since  the  nails  ha\-e  then  to  be  set  away  Ironi 
the  edge,  which  i)ermits  the  taj)  to  curl  awav  froni  the 
sole  at  the  end,  and  which  means  destmclion  of  I'le 
edge  setting  i)rocess.    Clue  may  be  api)lied  around  the 
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Who  Now  Doubts  the  Value  of  Findings 


As  an  Adjunct  to  the  Retailing  of  Shoes?    Brings  Trade  and  Pays  the 
Rent— Are  You  Going  About  it  the  Right  Way  ? 


TH  I"^,  pu1)lic  in  general  attaches  tuo  little  import- 
ance to  the  al)ility  of  any  certain  shoe  man  as 
a  shoe  fitter.  They  look  only  to  the  styles  he 
has  to  offer  and  the  monetary  value  of  his  wares, 
price  for  price,  as  compared  with  those  offered  l)y  his 
competitors.  Shoes  are  sold  entirely  upon  the  three 
selling  points  of  style,  wearing  quality  and  comparative 
])rice.  The  element  of  service,  of  ex])ert  fitting,  enters 
into  the  matter  to  only  a  very  small  degree,  whereas 
it  should  have  the  ])lace  of  honor  when  its  imjjortance 
is  considered. 

Why  is  this  so?  Largely  l)ecause  the  public  feels  that 
there  is  no  expert  service  involved  in  merely  .])icking 
out  the  proper  length  and  width  of  shoe  to  fit  a  par- 
ticular foot.  It  looks  too  simple  to  carry  any  weight. 
Hence,  the  ordinary  shoe  man  has  to  compete,  iKtt 
against  the  personality  or  professional  ability  of  his 
competitttr,  but  entirely  against  that  competitor's  mer- 
chandise. It  is  simply  shoes  against  shoes,  with  but 
little  individuality  or  psychology  involved.  Right  here 
is  the  i)lace  where  the  giving  of  attention  to  customers' 
feet,  and  the  correction  of  their  troubles,  begins  to 


loom  large  as  a  factor  in  comijctition.  To  illustrate: 
John  Jones  has  a  shoe  store  on  one  side  of  the 
street  and  John  Smith  has  another  on  the  opposite 
side.  The  stores  are  equally  attractive  and  cater  to 
the  same  class  of  trade.  Necessarily,  neither  can  af- 
ford to  allow  the  other  to  undersell  him,  so  their  prices 
are  the  same  for  goods  of  equal  style  and  value.  The 
prospective  purchaser,  seeing  no  advantage  to  be 
gained  in  the  one  store  or  the  other,  gravitates  to 
which  ever  one  happens  to  be  most  convenient. 

That  is  not  competition.  Neither  is  it  merchandis- 
ing. It  is  merely  order  filling.  Unless  each,  or  one,  of 
those  merchants  can  develop  some  interest  that  at- 
taches to  his  particular  store  and  make  people  come 
there  through  positive  choice,  rather  than  fickle  chance, 
l)oth  stores  will  decay  and  give  place  to  another  mer- 
chant who  does  individualize  his  business  through  the 
giving  of  Service. 

Now,  assume  that  Jones  adoj^ts  the  correction  of 
foot  discomforts  and  defects  as  a  part  of  his  business. 
He  either  studies  up  on  the  subject,  has  one  or  more 
clerks  do  so,  or  he  employs  an  exjierienced  foot  ex- 
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pert.  Soon  it  becomes  widely  known  that  Jones  does 
more  than  sell  shoes  ;  that  he  so  takes  care  of  his  cus- 
tomers as  to  relieve  them  of  all  foot  aches  and  pains. 
Immediately,  he  has  brought  to  I)ear  on  the  75  per  cent, 
of  adults  in  his  district  who  suffer  from  their  feet  a 
convincing  reason  why  they  should  come  to  him  rather 
than  to  Smith.  But  that  is  not  all.  It  is  not  merely 
to  those  with  foot  troubles  that  this  ai)peals.  It  at- 
tracts the  public  in  general,  because  the  psychological 
deduction  in  the  ])ublic  mind  is  that  this  Jones  is  a 
learned  man,  an  expert,  a  professional  man,  and  that 
his  is,  consequently,  the  better  place  to  trade. 

The  foregoing  is  not  mere  theory.  It  is  the  result 
of  observation  of  numerous  instances  where  the  \)hin 


Black  and  white  combination  ribbon  bow  for 
canvas  pumps— C.  A.  Browning  Co., 
Boston  Mass. 


has  been  tried  and  has  so  worked  out.  In  no  instance 
known  to  the  writer  has  this  Service  feature  failed  to 
increase  the  sales  of  shoes.  Besides,  the  profits  on  the 
sale  of  corrective  appliances  are  by  no  means  to  be 
despised. 

It  must  not  be  imagined,  however,  that  this  Service 
comes  into  existence  automatically  with  the  installa- 
tion of  a  stock  of  appliances.  It  will  recpiire  consider- 
able care  and  a  certain  amount  of  study,  but  the  re- 
sults are  worth  the  effort.  A  findings  jobber  remarked 
the  other  day,  "This  part  of  the  retailer's  business  is  a 
money-maker,  if  he  goes  at  it  the  right  way.  Too 
many  of  them  are  haphazard  in  their  methods,  and, 
naturally,  do  not  achieve  success. 

In  conversation  with  a  shoe  retailer  doing  a  fairly 
large  family  trade,  he  remarked  that  he  was  in  busin- 
ness  to  sell  shoes  and  couldn't  be  bothered  recommend- 
ing foot  corrective  appliances,  polishes  or  cleaners. 
Surely  this  is  a  mistaken  idea  for  any  retailer  to 
possess.  This  particular  dealer  is  an  enthusiastic  sup- 
porter of  the  repair  department  in  connection  with  his 
store  because  of  "the  service  it  gives."  He  does  not 
consider,  evidently,  that  pushing  the  sale  of  articles 
which  will  increase  his  customers'  foot  comfort  is 
anything  in  the  nature  of  "service." 

It  stands  to  reason  that  the  more  irons  a  retailer 
has  in  the  fire  (provided  he  can  watch  them  all)  the 
more  numerous  will  be  his  chances  for  creating  sales- 
building  service.  A  druggist,  with  whom  we  were  con- 
versing the  other  day,  told  us  he  was  doing  a  nice  lit- 
tle business  in  different  remedies  for  tired  and  aching 
feet.  This  business  might  just  as  well  go  to  the  re- 
tailer. 'J'hcre  are  still  many  people  who  do  not  realize 
that  these  remedies  are  sold  by  many  retailers,  simply 
because  the  retailers  have  been  slow  to  make  the  fact 
known.  Naturally,  then,  when  a  person  wishes  to 
make  a  ])urchase  he  thinks  of  the  drug  store.  The 
druggist  years  ago  saw  the  ])ossibilities  existing  in  the 
sale  of  different  little  side  lines  and  has  ])rofiled  to  a 
considc-ral)le  extent;  in  fact,  some  of  our  niodei-n  drug 
stores  have  every  appearance  of  carrying  drugs  only 
as  a  side  line.  A  shoe  retailer,  who  makes  money  in 
"findings,"  gives  the  following  advice  to  his  brother 


retailers:  "Consider  the  clever  druggist  and  how  he 
plncketh  the  i)elf — think  hard,  steel  thy  nerves — then 
go  thou  and  do  likewise." 

We  do  not  suggest  for  an  instant  that  any  type 
of  strong-arm  salesmanship  should  be  used  to  foist 
on  the  customer  anything  he  does  not  wish.  But 
many  people  buy  shoes  and  at  the  same  time  actually 
need  other  things  and  wish  to  purchase  them,  but  it 
is  not  suggested  by  the  salesman,  and  scj  the  customer 
sort  of  lets  it  slide  for  a  time.  When  a  man  buys 
shoes,  he  needs  polish  ;  perhaps  his  feet  are  tired  and 
hot — he  needs  something  for  them,  make  another  sale ; 
perhaps  he  would  like  a  pair  of  socks  to  match  his 
shoes,  make  another  sale,  and  so  on.  That's  the  cam- 
])aign  in  a  nutshell — the  power  of  suggestion.  It  need 
not  be  carried  out  in  a  "grabbing"  spirit  or  with  the 
feeling  that  the  customer  is  being  imposed  on,  but  in 
a  practical  and  sincere  manner  which  will  swell  your 
sales  and  establish  in  the  customer  a  feeling  of  grati- 
tude that  you  have  anticipated  his  wants  so  thoroughly 
and  added  so  materially  to  his  comfort. 


Findings  Difficulties 

The  situation  in  regard  to  the  supply  of  shoe  laces 
is  so  acute  at  the  present  time  that  manufacturers  are 
not  guaranteeing  delivery  under  six  months.  Shoe 
polishes  also,  imported  from  the  United  States,  have 
been  delayed  in  delivery  owing  to  the  recent  difficulty 
in  securing  transportation.  The  Canadian  Shoe  Find- 
ings &  Novelty  Company,  Toronto,  state  that  a  recent 
shipment  from  New  York  took  six  weeks  by  freight, 
which,  of  course,  caused  considerable  inconvenience  to 
many  retailers  who  were  waiting  for  supplies. 


Old  in  the  Findings  Business 

The  Narrow  Fabric  Company,  Reading,  Pa.,  en- 
joy, it  is  stated,  the  reputation  of  being  the  pioneers 
in  encouraging  the  shoe  retailer  to  establish  a  findings 
counter  and  discontinue  the  practice  of  giving  away 
such  items  as  shoe  laces,  shoe  polishes,  button  hooks, 
shoe  lifts,  trees,  etc.  In  1907,  1908  and  1909  this  com- 
pany conducted  a  very  strong  campaign  along  these 
lines,  circularizing  the  retailers  regularly  about  every 
sixty  days,  urging  them  to  put  an  attractive  show^  case 
in  the  front  of  the  store,  and  give  a  prominent  display 
to  the  small  items  that  the  customer  was  in  the  habit 
of  expecting  to  receive  gratuitously.  They  suggested 
placing  the  show  case  in  charge  of  one  clerk  and  in- 
structing all  clerks  to  refer  the  customers  for  such 
items  to  the  findings  counter  or  show  case,  in  this  way 
avoiding  the  request  for  "something  thrown  in"  and 
making  the  findings  counter,  or  show  case,  a  profit  pro- 
ducer. Such  slogans  as  "make  your  shoe  laces  pay 
your  light  bills,"  "make  your  polishes  pay  your  de- 
livery service,"  etc.,  were  used,  and  the  company  state 
that  during  the  past  few  years  nearly  every  shoe  store 
they  know  of  has  discontinued  the  practice  of  giving 
away  these  small  items,  and  that  at  the  present  time 
they  are  yielding  from  50  to  150  per  cent,  profit,  in- 
stead of  being  a  drain  on  the  Inisiness. 


Good  Business  in  Repairs 

(ieorge  11.  Morris,  of  the  (ioodyear  Shoe  l\e])airing 
Company,  623  Tender  Street  West,  \'ancou\er,  lately 
invested  in  an  automobile  and  so  great  is  his  xolume 
of  business  that  he  has  been  comi)elled  to  use  his  car 
for  deliverv  puri)oses.  Mr.  Morris  is  about  to  install  a 
McKay  stitcher. 
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BLANCO 


The  White  Cleaner 


IT  IS  PRIDE  ^ 

  or  woman  choose 

"Blanco/'  They  want  their  White 
Shoes  to  be  really  white  so  they  use  a 
never-failer  like  'BLANCO.'  Its  Quality 
never  moves  downwards ,  so  it  never 
disappoints.  "Once  a  'BLANCO'  user, 
always  a  ^BLANCO'  user." 

If  you  are  proud  *^^P"t^ 

  or  your  store, 

you'll  see  to  it  that  in  White  Cleaners 
its 'BLANCO'— and 'BLANCO' all  the  time, 

SUPPLIES  may  not  go  all 
the  way  round. 

Better  get  your  share  NOW.   

Your  Jobber  has  it. 


'Keeps  white 
shoes  white. 


Manufactured  by  - 

Joseph  Pickering  &  Sons,  Ltd.  Sheffield,  England. 
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AiM-il,  I'.tlT 


Ml 
with 
Walk- 


On  the  Road  with  "  Walk-Over " 

".  J-  D.  McRobbic,  w'ln  is  niaisiii.i;  lii 
\\'alk-0\-er.s  throu.L;]!   Canada,  has 
(  )\  cr  expcriciU'c.  I  lis  lirsl  iiileresl  ii 
ulicii  Ir"  sold  ihein  in  his  father's 


serdud  trij 
lad  a  ionj. 
thfsc  sIk ic'^ 
>ture  in  St 


J.  D.  McRobbie 

John,  X.ll.,  and  later  whik'  connected  willi  his  broth- 
er's \\'all<-(  )\er  Ixiot  sli(i|)  in  \'ancon\er.  Mr.  .McKob- 
bic  started  mit  this  si)rin,i4  full  of  enthusiasm,  and  said 
the  more  he  saw  of  the  \\  all<-(  )\ er  line  the  better  lie 
liked  il. 


A  Prosperous  Year 


The  A\'.  1.  Younj;-  IMachinery  C(im])any,  for  the 
twelve  months  ending  March,  1917,  closed  the  most 
successful  year  in  the  history  of  their  long  career,  sur- 
passing all  ex])ectations.    The  Young  line  of  counter. 


heel  and  box  toe  machiner}'  are  known  throughout 
the  world  as  standard;  also,  because  this  hrm  with 
their  large  foreign  ofiices  are  capable  of  giving  the 
|)roinptness  (jf  serxice.  ^hov  manufactm-ers  all  (jver 
the  world  and  also  the  manufacturers  of  heels,  count- 
ers and  box  toes  are  familiar  with  this  line  of  shoe  ma- 
chinery. The  rettu-ns  from  the  Canadian  territory  in 
recent  nionths  have  been  very  fratifying  t(j  the  mem- 
bers of  this  lirm,  as  the_\-  are  always  ready  to  su])]>l}- 
new  e(|uipment  or  ])arts  at  a  moment's  notice. 


The  llrcilhani)t  Leather  Company  are  distributing 
a  \er\-  convenient  vest  jjock^-t  size  memorandum  bcjok, 
bound  in  limp  leather.  It  is  different  from  most  such 
souvenirs  in  that  the  book  is  actually  what  it  ])ur])orts 
to  be,  and  not  merely  an  advertising  medium.  It  is  a 
real  memorandum.  handsomel\-  bound,  and  such  that 
an\  man  c(jnnected  with  the  leather  trade  ma_\-  well  be 
pr(  )ud  to  carr\-. 


Colonial  pump  made 
by  Donn  D.  Sargent 

Co.,    Salem.  Mass.. 

Louis  covered  wood 

heel  with  Vaug- 
han's  white  fibre  top 
lift.    Vaughan  ivory 

sole. 


FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


.\  .shot-  .store  lias  Ijeen  upenetl  in  Listuwel.  ()iit.,  ])y  J.  I'. 
W  alter,  fornicrh'  of  Goderich,  Ont. 

Spurgeon  &  Co.,  shoe  retailers,  Picton,  Ont.,  are  inovin,i> 
to  Canip])ellfocd,  Ont. 

A  shoe  store  has  Ijeen  opened  in  Collingwood,  (  )nt.,  h}' 
Mcintosh  &  Nimmo. 

The  Hamilton  store  of  the  Slater  Shoe  Company  is  hein.y 
discontinued.  Mr.  Smeeze,  who  was  on  the  staff  for  some 
time  is  now  with  the  W  alk-Over  store,  Toronto. 

William  Sliarmaii.  shoe  retailer,  of  (iodericli.  Hnt.,  is 
spendin;;^  some  time  in  C'alifornia, 

(  ohou^,^  ratepayers  recenth-  carried  a  by-law  .^rantin^- 
thc  Cohourg-  ]<'elt  Company  a  loan  of  $10. 000.  This  is  to  he 
repaid  in  ten  annual  consccutixe  payments. 

.\  shoe  repair  shop  has  been  opened  at  ll.>.-)  ^ Onge 
Street.  Toronto,  known  as  the  Rosedale  Shoe  Repair  Com- 
pany. Mr.  (  harles  (  ulhertson  is  the  proprietor,  and  has 
etiuiijped  his  shop  with  a  2:.'-f(iol  (lutlit.  with  slitehtT,  I  .S.M. 
make. 

A  lu-w  shoe  store  has  been  opened  in  Trenlon.  ')nl.,  b\- 
James  lifdmes  and  C.  11.  Mur(h)IT. 

l-;ieiiardson's  LimHi'd,  :,'ni  I'^iylilli  Avciine  West,  Calgary, 
bave  o]H-ned  a  brancdi  s\nvv  at  h'-igluh    \\enne.    This  is 

made  necessary  b}-  their  rajiidls-  expanding  Imsiness. 

II.  I)e\-.)r,  shoe  I'elaiier,  .Si.  ( 'athai-ine>,  <  •lit.,  is  now  in 
his  new  premises  at  fi:;  St.  I'anl  Sireel. 


-\  new  store  front  is  being  installed  ]jy  George  H.  Wil- 
kinson, of  Windsor.  Ont.  It  will  have  two  doors — one  lead- 
ing into  the  store  and  the  other  direct  to  the  repair  depart- 
ment in  the  basement. 

J.  T.  Walters,  10:i  Shuter  Street,  Toronto,  has  installed  a 
12-foot  repair  outlit.  Model  X. 

Chisholni  Brothers,  shoe  retailers,  Toronto,  have  moved 
into  their  new  store  at  Kiso  Dundas  Street,  wdiich  is  just 
opposite  their  old  stand. 

^\'.  (;.  Damer,  of  the  \\'eston  Shoe  Company,  left  on 
April  14  on  his  semi-annual  trip  to  the  prairie  provinces  and 
llritish  Columbia. 

Dan.  Leonard,  of  the  .\merican-British-Canadian  Distri- 
butors. Tor(uito.  left  on  the  l.)th  of  .April  for  his  trip  to  the 
West  Cciast. 

(ieorge  .\.  l-'ortin  has  been  appointed  superintendent  of 
La  I'arisienne  Shoe  Company.  Maisonneuve.  Mr.  Fortin  is 
well  kn(jwn  in  the  shoe  trade,  and  has  had  a  wide  e.xperience 
in  the  manufacturing  end. 

Tlie  Scholl   Manufacturing  Company  ha\e  moved  from 

King  h'.ast  to  11:2  Adelaide  luisl,  Toronto. 

Jack  Applic.  of  the  \ dlv  Shoe  Store.  Winnipeg,  was  re- 
I'enlly  in    Toronto  on  business. 

Mr.  I-:.  M.  W  right,  of  Si.  Thomas,  has  l)een  on  a  visit  to 
K'.Hkland.  Mass.  Mr.  Harry  Wright,  of  the  E.  T.  Wright 
Com|iany,  of  Rockland,  recently  spent  some  time  at  the  St. 
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BOSTON    NEW  YORK    CHICAGO    ST.  LOUIS 

WINSLOW  BROS.  &  SMITH  CO. 

ESTABLISHED  IN  1776 

Tanners  and  Manufacturers 

SHEEPSKINS  and  CABRETTA 

Also  Woolskins   in  Bark   and   Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


X  TRADE   MARK  ^  ' ^^^JL^  , 

"INSYDE"   HEEL  GRIP 

The  Arrowsmith  "Insyde"  Heel  Grip  is  made  of 
para  rubber  and  when  cemented  to  the  counter  of 
low  shoes  or  pumps,  absolutely  prevents  the  heel 
of  the  foot  from  slipping-    up    and  down.  The 
"Insyde"  Heel  Grip  is  prepared  with  cement  on 
the  reverse  side  and  to  attach  it  is  only 
necessary  to  moisten  the  cement  with 
water.     Made  in   three  colors,  white, 
black  and  tan. 

Retail  price  25c  per  pair. 

Canadian  Arrowsmith  Mfg.  Co.,  Limited 

J.  W.  Arrowsmith,  Pres        NIAGARA  FALLS,  ONT.  Elmer  Poyer,  Mgr. 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 

Manufactured  by 


THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 

ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW        -         23  Scott  Street,  TORONTO 
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Thomas  factory.  All  tra\elk'r.s  of  this  company  arc  now  on 
their  ground. 

James  Grant,  Montreal,  Kastern  representative  of  the 
American-British-Canadian  Distributors,  was  recently  in  'To- 
ronto ])rior  to  starting  on  his  spring  trip. 

James  Kcenan,  a  well-known  shoe  clerk  in  Toronto,  died 
recently  in  St.  Michael's  Hospital,  following  an  operation. 
He  had  been  employed  in  the  Slater  store  for  many  years. 

Mr.  McAllister,  of  the  liramhin  Shoe  Company,  llrant- 
ford,  left  recently  for  tlie  coast  nn  his  regular  trip. 

Charles  A.  IJlachford,  of  the  lUachford  Shf)e  Manufac- 
turing Company,  Toronto,  has  returned  from  New  Yoii<,  ;ifier 
spending  several  days  in  the  centres  of   shoe  fashion. 

H.  15.  Magee,  representing  the  Minister-Myles  Shoe  Com- 
pany, has  just  returned  from  a  three  weeks'  trip  to  the  West, 
and  reports  conditions  exceptionally  good. 

Robert  Foster,  local  representative  for  the  John  Mcl'her- 
son  Shoe  Company,  Hamilton,  Ont.,  is  also  agent  for  the 
Canadian  Shoe  Findings  and  Novelty  Company,  of  Toronto, 
and  handles  their  complete  line  of  polishes  and  findings. 

I'Ved  H.  Ahrens,  of  Charles  A.  Ah  reus,  Lt<l.,  of  Ivitchener, 
Ont.,  along  with  Mr.  L.  Hanson,  of  the  Toronto  office  of  the 
United  Shoe  Machinery  Company,  is  visiting  factories  in  Cin- 
cinnati, Columbus,  and  Portsmouth,  Ohio,  manufacturing 
stitchdown  shoes.  Charles  A.  Ahrens,  Ltd.,  are  meeting  with 
great  success  with  their  stitchdowns. 

Fred  I^.  Ahrens,  of  Charles  A.  Ahrens,  Ltd.,  Kitchener, 
Ont.,  for  the  coming  season  will  cover  that  portion  of  West- 
ern Ontario,  which  was  until  recently  covered  by  J.  J.  Lembke. 

]'■.  Jackson,  of  the  Pilachford  Shoe  Manufacturing 
Company,  Toronto,  has  left  with  a  complete  range  of  sum- 
mer and  early  fall  samples  for  the  Maritime  Pro\'inces. 

AJ)rass  talilet  has  just  l)een  erected  in  the  rotunda  of  the 
Central  Y.M.C.A.,  Montreal,  to  the  memory  of  the  late  Mr. 


L.  H.  Packard,  the  treasurer  for  twenty-live  years  of  the  Y.M. 
C.A.,  by  one  of  his  intimate  friends,  to  coninienKjrate  his  zeal- 
ous work  in  the  interests  of  the  association.  Mr.  Packard 
was  at  the  time  o!  his  death  i)resi(lent  <tf  L.  H.  Packard  & 
(_'().,  Ltd.,  Montreal. 

]\.  J.  Trethewcy,  co\ering  Western  Ontario,  and  Mr.  S. 
A.  Bell,  covering  Eastern  Ontario,  for  the  Blachford  Shoe 
Manufacturing  Company.  I^td.,  Toronto,  are  again  visiting  the 
trade  for  the  coming  season's  placing  business. 

W.  C.  Myers  is  now  at  the  Queen's  Hotel,  'loronto, 
showing  the  samples  of  James  Robinson,  of  Montreal.  The 
lines  are  \  cry  extensive,  and  include  the  latest  models  of 
footwear  sold  by  this  well-known  jobbing  house. 


AGENTS  WANTED 

in 

London 

Kingston 

Halifax 

St.  John 

Quebec 

Ottawa 

We  want  a  live  agent  or  jobber  in  each  of  the 
above  cities,  as  well  as  other  cities  and  all  large 
towns,  to  sell  the  famous  GrifiRn  Polishes.  Will  give 
exclusive  territory.  Write. 

Canadian  Shoe  Findings  &  Novelty 
Company 

Trinity  Square  -  -  TORONTO 


WRITE   FOR   OUR    CATALOG  "X' 


CANADIAN  MATHEWS  GRAVITY  CARRIER  COMPANY,  LIMITED 


484  RICHMOND  STREET 


TORONTO 


April,  1917 
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PACK  IT  RIGHT 


Corrugated  Shipping  Cases 

]\Iany  of  the  largest  shoe  houses  in  Canada  have  adopted 
these  modern  shipping  containers — and  more  are  coming  to 
the  idea  each  week.  Tliey  are  best  for  boots,  shoes,  rubbers, 
felts  and  findings. 

Corrugated  cases  will  eliminate  about  one-half  of  your 
present  packing  expense.  One  hundred  ])acked  flat  in  stor- 
age can  be  placed  inside  ten  set  up  wood  boxes.  They  are 
one-third  cheaper  and  are  accepted  l)y  railroads  at  the  same 
rate  as  wooden  boxes.  They  weigh  one-sixth  as  much  as 
wood.  A  1)oy  can  set  up  and  ])ack  these  containers  (juicker 
than  a  man  can  pack  wooden  boxes. 

Write  us  for  prices  and  details 

The  Thompson  &  Norris  Co.  of  Canada,  Limited 

NIAGARA  FALLS,  CANADA 

Factories:       Brooklyn,  N.Y.      Boston,  Mass.      Brookville,  Ind.      London,  Eng.      Montreal,  Que. 
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SHOWING  'EM  UP 

After  the  Battle 

Is  the  surest  way  to  prove 
the  value  of 

Columbia 
Fibre  Counters 

COLUMBIA  FIBRE  COUNT- 
ERS are  ADAMANTINE  in 
Strength  and  Texture  of  Fibre. 
They  are  indestructible  during 
the  life  of  a  shoe. 

Always  made  of  the  best  fibre- 
board  produced,  they  readily 
conform  themselves  to  any 
style  or  last.  Once  moulded 
to  the  desired  shape— the  form 
is  permanent. 

Canadian 
Columbia  Counter  Co. 

348  Delorimier  Avenue 

MONTREAL,  QUE. 
COLUMBIA  COUNTER  CO.,  Boston,  Mass.,  U.S.A. 


Upper 
Leathers 

and 

Shoe  Felts 


"Made  in  Canada'' 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain 
and  Ooze  in  Black  and  Tan. 

Shoe  Cottons  of  all  kinds 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 
Buckrams,  Sateens  of  all 

kinds 
Sole  Leather  Flanks, 

Shoulders  and  Pads 

Our  shoe  supplies  and  findings  have  a 
"cash-in-hand"  value  that  will  be  worth 
a  great  deal  to  your  shoes.  You  want 
to  o^et  samples  and  try  them  out  with 
your  own  product.  Then  }'Ou  will  know 
why  we  hold  the  cream  of  the  business 
in  Canada.  Write  us  for  prices,  samples 
and  any  information  that  interests  you. 


April,  I'.UT 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  distance  of  the  shopping  di^trid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


2450  12450  12450 

:                  ■  : 

f  I 

Kill 

//]  WELLS  ^ 

7  VISIBLE 

/MATE  MARKS 

roR. 

SHOES  AND  CARTON 

Tiiey  <lo  a  man's 
work  on  a  busy  day. 
and  are  just  as  im- 
portant on  the  bot- 
tom of  a  pair  of 
shoes  as  tlie  size  and 
A\  idth   on  the  carton. 

Voii  can  liandle 
!i  ve  pai  rs  of  shoes 
with  numbeis  on  to 
one  witliout.  ()nce 
used-  vou    would  not 


GUS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 

Ite  witliout  tliem  for  ten  tinits  ttu-ir  cost. 

'I'rijdicate^  —  ()ne  for  the  Carton 
They  are  iiut  up  in  l)ool<  form  like  postage  stani| 
always  balance.     Xcj  mis-mates). 
COLOR  PRICES 
White  on  Black    White  on  Blue         2,500  in  Triplicate 
White  on  Tan       White  on  Red         5.000  in  Triplicate 
White  on  Green  10,000  in  Triplicate 

The  cost  is  a  trifle  -111, (iliu  in  tri]ilicate  ."ftl..">'l  (Jil  iiairs  for  one  cent). 
Why  "stall"  arounil  in  the  dark.  With  my  ininibering  on,  it's  like 
having  an  electric  sign  on  the  end  of  every  carton  in  the  store. 


(and  tile  casli 


$3.00 
4.50 
6.50 


Where  to  buy 


Box  Strapping 


I' 


There  is  only  one  place— at : 
ACME  STEEL  GOODS  COMPANY 


OF  CANADA,  LIMITED 
MONTREAL 


V.D.t\.RMSTR<OM0 

ENCRAVEROF  FINE  STEELSTAMPS  &DIES 

230,c,^>NES^M0NTREALPH0/w^  675 
CR^^^c^^tr^  Q  QUE,  c)  c^i^'^  Main 


MY  STAMPS  ARE  UPTO  DATE  IN  DESIGN 
&  ADO  AN  ARTISTIC  FINISHTO  VOUR  SHOES 
•  WHICHWILL  INCREASE  YOUR  SALES 


•1 


NON  RIP  SANDALS 

Made  in  Canada 

To  insure  special  discount 
on  early  deliveries  you 
should  order  Humber^lone 
Sandals  now. 
They  are  built  on  the  latent 
laSts  and  are  non-rip. 

JOBBERS- WRITE  US  FOR  SAMPLES 

Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT 


Leather  and  Rubber  Cutting  Dies 

1 


Our  steel  dies  are  keen  and  hold  their  ed.^e  like 
good  razor  steel.  We  make  specials  for  cuttin,;;'  Ruh- 
her.  Leather,  Cloth,  Canvas.  Linings,  etc. 

Write  us  for  information  as  to  quality,  prices,  etc. 
VVe  supply  many  of  the  leadino  ruliber  and  leather  foot- 
wear com]ianies  in  Canada. 

Dominion  Die  Co. 

MONTREAL 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Acme  Steel  (looils  C'oniiiaiiy   1-1 

Aero-Peils   ManufacturiiiB  Company   

Alli  ens,  ( "lias.  A   1  ' 

Air.l        Son   ^li 

Al.len  Slioe  (.Ciniiany,        11   I'-iT 

Amcs-I  loMen-McCready,    l.imilecl    ■")•'! 

Armstrong,   W.   I>   1-1 


Heardmore  &  Company  

I'eckwith  Box  Toe  Company  

lioston  lUackinn  Company   ■">" 

Moston   Felt   (  <impaiiny    KIS 

lioston  Leather  Slain  Coniiiany   -fj 

llnitliaupt   Leather  Company    .l-i 

Kr.Mie  &  Harvie   .  .    ;  .  .    UO 

llrowniiig  &  Compiany.  C.  A   l'!-' 


Canadian   Ai  i  owsniitli    Coiiipany   117 

Canadian   Ci ms.  ili.laU d    Uuldn  i    Co   ^-(Hi 

Canadian  Matluw  s  ( ;ra\ ily   (  ai  rier  Co  IIS 

Clianiiiion    Shoe    Machinery   C'o  141 

Chaihonneau  cS:  1  )e  (Inise   <i 

Clapp  tS:  Sons.  I'Mwin  1.>S 

Clarke  &  Company,  .\.   K  40-41 

('(jliourg  Felt  ("oiiipany    •>7 

Columbia  Counter  Company  12l> 

Commercial  l-l'-' 

t'ote.  J.  A.  &  M   47 

Crystal  Store  Fixture  Company   12."> 


Daoust,  Lalonde  &  Company   7 

Dominion  Die  Company   121 

Doyle,  Thos.  C   4() 

Diiclos  &  Payan   28 

Dnfresne  &  Calipean   4.S 

Dtnilop  Tire  &  Rubber  Cioocls  Co   !•! 

Dnpont  &  F'rere   44 


I-'ortiina  Machine  l"ompany   12li 

Evans'  Son  Company,        I!  l.'!7 

Excelsior  Shoe  Company   (i4  (Jo 


CaKiuni.  Lachapelle  \-  llebeit   H 

Calt  Shoe  Cimipany  

Citterman  &  Company,  Henry   14 

Cireb  Shoe  Com]iany   I'^'l 

(luay,   Eugene   l''-' 


Hamilton  Ilrown  Shoe  Company    IS 

Hauthaway  &  Company,  C.    1   1-jl 

Hinde-Dauch  Paper  Conijiany   l-H' 

Humhcrstone  Shoe  Company   121 

Hydro  City  Shoe  Comiiany    140 

Independent    I'.iitton    Machine   Company    ....  124 

Independent  Rubber  Company   ;!2 

International   Supply   Company    •'!<; 

Kawneer  Mfg.  Company   14.'! 

Keith  Coni])any,  Geo.  E   K!7 

KietTer   P.ros   145 

Knox  &  Comiiany,  J.  E   12^i 

La  Duchesse  Shoe  Comjiany   10 

Lady  I'elle  Shoe  Company   27 

Laiiig,  Ilarrar  &  Chamberlin  125 

Landis  Machine  Companny  14:i 

Lawrence  Leather  Company,  A.  C  i:i2-i:!H 

Lewis  Leather  Company,  A.  C  l:i4 

McLaren  &•   Dallas   lit 

McMartin,  E.   W  14.". 

Miner  Rubber  Comjiany  

Miner  .Shoe  Company  4  5 

Mooney  Company,  A.  G   4.'! 

Muir,   Jas  147 

Narrow  Fabric  Company   14.5 

National   Cash    Register   Com])any   .54 

New  Castle  Leather  Company   14.5 

Nugget  Polish  Compiany   5S 

Odell,  L.  S  12(1 

( )scar-Onkcn  Com])any  l.'Jlt 


I'anther    Rublier    Comiiany    2 

I'ickeriiig  &  Sons,  Joseph  115 

Puritan  Manufacturing  Company  l.'iO 

Regal  Shoe  Comiiany  2(1-21 

Uena  Footwear  Company   12 

Robinson,  James  .5!t-(iO-01-(i2 

Robson  Leather  Company   42 

Root-Heath  Manufactui ing  Company   55 

Slater,  Chas.  E   -'A 

Slater   Shoe  Company    HU 

Scheuer,  Normandin  &  Company   W 

.Scboll  .Manufacturing  Company   '■'>'.) 

Sewing  Machine  .Supplies  Co   l.'iC 

.Sisman  Shoe  Company,  T   <'•■'> 

Spauhling  &  Sons,  F.  J   129 

Tebbutt   .Shoe  &   Leather   Company    1.5 

Tetreault  Shoe  Mfg.  Co  49-.50-51-52 

Thompson  &  Norris  Co  110 

Toledo  Button  Machine  Company  148 

Trudeau,  G.  J   5(i 

Underbills  Limited    17 

United  States  Hotel  121 

United  Shoe  Machinery  Co   142-144-14<) 

Utz  &  Dunn  12:{ 

\'aughan,  Geo.  C  120 

X'ermilyea   Manufacturing  Company   14.5 

\'ul-Tex  Company  140 

Wardlaw,  T.  D   117 

Wells,  Gus  V   121 

Wheeler  &  Cummings   i;i4 

White  .Shoe  Company   2;! 

Williams  .Shoe  Company   45 

Winslow   Bros.   &  .Smith   117 

Wright  Company,  E.  T                                 . .  25 

^'oung  Machinery  Company,  W.  T  l.'!4 


Subscribers'  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date  1917 

'FOOTWEAR  IN  CANADA" 

347  Adelai(ae  Street  West,  Toronto. 


Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible) 


Name 


Address 


April.  1917 
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F  347  O    $8.00 

Women's  silver  gray  kid  Diplomat  lace 
welt  boot,  whole  fox,  square  throat 
vamp,  8  inch  height.  Juanita  last,  up- 
per stitched  in  white.  Vaughan's  white 
ivory  welting,  regular  leather  sole,  close 
bevelled  edge,  2!.4  inch  covered  full 
Louis  heel  with  white  celluloid  plate. 

AA,  4  to  7;  A,  3  to  7;  B,  Zy^  to  7; 
C.  2%  to  6%. 


F  194  E    $3.25 

Women's  white  canvas  flexible  McKay 
boot,  8  inch  height,  full  quarter  lace, 
plain  toe,  regular  leather  sole,  wood 
covered  half  Louis  heel.    Belmont  last. 

A,  31/^  to  7;  B,  Zy^  to  7;  C,  Zy,  to  7; 
D,  2y,  to  7. 


F  334  J    $4.25 

Women's  white  Reignskin  welt  boot,  8 
inch  height,  full  quarter  lace,  Vaug- 
han's white  ivory  sole  and  welting,  close 
edge  welt,  Zyg  inch  wood  covered  half 
Louis   heel.     Touraine  last. 

AA,  4  to  7;  A,  3  to  7;  B,  3  to  7;  C, 
3  to  7;  D,  3  to  6;^. 


F  0384  E    $5.50 

Women's  white  Delhi  calf,  welt  boot, 
8  inch  height,  whole  fox  lace,  imita- 
tion wing  tip,  perforated  vamp  and 
lace  stay,  regular  leather  sole,  close 
edge  welt,  wood  covered  half  Louis 
heel.     Touraine  last. 


A,  3  to  61/4;  B,  214  to  654;  C,  2^4 
7;  D,  314  to  7. 


to 


The  Next 
Train  Going 
Your  Way 

'^HAT  is  the  service  offered 
on  these  attractive  Spring 
boots.  No  delay  is  permitted 
under  any  circumstances — 
the  shoes  must  be  on  the 
next  train  going  your  way, 
without  fail. 


F  347  G    $6.00 

Women's   hazel   brown   kid  lace  boot, 

welt,  8  inch  height,  whole  fox,  plain 
toe,  fudge  edge  welt,  2  inch  leather 
Louis  heel.     Ritz  last. 

AA.  4  to  6"4:   A.  3  to  7;    B,  4  to  7 ; 

C,  i'i   to  7;   D,  Z--2   to  614. 


But  the  big  feature  about  these  shoes  is  their  worthiness— the  splendid  way 
they  perform  in  the  wearing— the  stylish  fit — the  fine  stuff  in  them  —  their 
long-lasting  good  looks,  caused  by  the  fact  that  they  hold  their  shape.  These 
are  the  things  which  make  them   profitable,  and  make  customers  friends. 


UTZ  &  DUNN  CO.,  Rochester,  N.Y. 


DENVER  OFFICE 
218   Charles   Bldg.,   Denver,  Colo. 
Tiger   &    Voorvaart,  Representatives 


NEW   YOJ?K  OFFICE 
200  6th  Ave.,  5th  Ave.  Bldg.,  R.  40S 
S.  A.  McOmber,  Representative 


LOS  ANGELES  OFFICE 
319  Story   Bldg..   Los   Angeles,  Cal. 
G.    C.   McAtee,  Representative 
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Independent  Shoe  Button 
Attaching  Machine 


Economy 


Represents 

Efficiency 

For  the  Shoe  Retailer 


service 


'I'lii--  niacliim-  rJi)resi-iU,s  the  his^licst  (k'\el( )])inent  uf  a  Shoe  I'.uttoii 
AttacliiiiL;  Machine,  and  meets  e\  er_\-  demand  required  1)\  a  modern,  up-to-date 
shoe  stiire. 

A  machine  thai  will  set  all  sizes  of  hntton--  c|nickl\-  and  neat]\-. 

SOLD  OUTRIGHT 
with  100  coils  wire  (100,000  Fasteners) 

We  .guarantee  to  maintain  and  keejj  this  machine  in  i^ood  working-  order 
for  one  year,  without  any  cost  to  the  user,  from  our  service  station  at  Tcjronto, 
where  repairs  are  effected  and  machines  returned  same  day. 

WRITE  TO-DAY 

Independent  Button  Fastener  Machine  Co. 

5  Wellington  Street  East  -  -  Toronto,  Ont. 


WE  ARE  WORK  SHOE  SPECIALISTS 


MAKENG  EXCLUSIVELY 


MEN^S 


High  Grade 
Standard  Screw 


STAPLES 


LOOK  FOR  THIS 


TRADE  MARK 


TRADE  >^MARK 
REGISTERED 


"  No  Better  Shoes  Built " 


GREB  SHOE  COMPANY,  LIMITED 

KITCHENER         -  ONTARIO 


April  1."..  I'.ii: 
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CRYSTAL 


The    only    practical    high  grade 
glass   fixture  on   the  market. 
All   parts  interchangeable. 
No    cement    or  glue. 
Always    clean  and 
bright.     Do  not 
tarnish.  ^ 


w 


FIXTURES 


Have   you  seen  our  new  pedestal 
and  heel  rest?    A  bulletin  descrip- 
tive of  the  same  will  be  cheer- 
fully mailed  upon  request. 

Crystal  Fixture 
Co. 

614  W.Adams  St. 
CHICAGO 
ILL. 


Join  the  Up-to-date  Merchant  and  Adopt  Them  as  Your  Standard 


SPATS 

Are  Fashion's  Dictate  for  Fall 

The  wise  and  progressive  merchant  will  buy  now  before  prices  advance,  and 
while  stocks  are  complete.    He  will  be  the  man  that  can  "deliver  the  goods." 

We  have  the  right  goods  and  the  right  prices. 


Extra  fine  broadcloth  women's  8  button  white 
chamois,  8^  ins.  high,  sizes  13/6.  $18.00 
net  per  dozen  pair. 

Fine  boxcloth,  women's  9  button,  8^  ins.  high. 
White,  fawn,  pearl  gray,  and  dark  gray, 
sizes  1/6.    $16.50  net  per  dozen  pair. 

Extra  fine  felt,  women's  10  button,  9  ins.  high, 
white,  chamois,  fawn,  pearl  gray  and  dark 
gray,  sizes  1/6.    $15.00  net  per  dozen  pair. 


Extra  fine  felt,  women's  8  button,  8^/^  ins.  high, 
white,  chamois,  pearl  gray,  dark  gray, 
champagne  and  Havana  brown,  sizes  1/  6. 
$12.00  net  per  dozen  pair. 

Fine  felt,  8  button,  8  ins.  high,  white,  chamois, 
pearl  gray,  dark  gray,  sizes  1/  6.  $10.50  net 
per  dozen  pair. 

All  packed  single  pair  cartons,  and  are  strict- 
ly up  to  the  minute  in  every  particular.  Also 
have  men's  in  black  and  colors,  ranging  in 
price  from  $9.00  to  $15.00  per  dozen. 


Laing,  Harrar  &  Chamberlin,  phLdXh 

Importers  and  Manufacturers  Findings  and  Shoe  Store  Supplies 


Third  St., 

ia,  U.S.A. 
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Fortuna  Skiving  Machine 


This  new  model  "Fortuna"  Skiver 
is  the  most  modern  skiving  and 
splitting  machine  made  today. 
Gives  finest  results  with  Leather, 
Felt,  Cork,  Rubber  or  Paper. 
Now  used  extensivelyjjby  manu- 
facturers of  Shoes,  Box  Toes,  Trim- 
ming, Insoles,  Ankle  Supporters, 
Welting,  Arch  Supporters. 

Write  for  prices,  terms,  etc. 
Sole  agents  for  Canada. 


Fortuna   Machine  Company 

127  Duane  Street  -  -  NEW  YORK 


April,  i!)ir  FOOTWEAR    IN    CANADA  127 


ALDEN'S  BOOTS  FOR  MEN 


Necessary  in  the  building  of  a  substantial  business 
is  lasting  worth.  In  the  making  of  and  selling  foot- 
wear, the  staple  features  in  and  to  such  an  end,  are 
gentility,  comfort  and  service,  paramount  character- 
istics of  the  men's  boots  made  by  the  C.  H.  Alden 
Company,  Abington,  Mass.,  U.  S.  A. 


SPRING  1917 
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1855  1917 

The  Oldest  Die  Manufacturers  in  the  World 


The  Best  United  States  Insurance  Companies  Endorse 

Knox  ^^Safety  Diamond  Edge"  Dies 

YOU  CANNOT  BEAT  "KNOX  DIES'* 

They  are  sold  all  over  the  world  and  have  no  successful  imitators. 

"The  House  of  Excellence 

JOSEPH    E.    KNOX&  COMPANY 

380  Broad  Street  Boulevard  LYNN,  MASS.,  U.S.A. 


April.  1917 
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PAOLWriG 


Makes  a  more  durable,  more 
comfortable  and  more  uniform 
shoe. 

Better  than  leather  innersoling 
and  saves  you  from  5  cents  to 
10  cents  per  pair. 

No  Sorting  for  Quality 
No  Grading  for  Thickness 

Made  by  the  same  Spaulding  that  manufac- 
turers Spaulding's  Guaranteed  Fibre  Counters. 

J.  Spaulding  &  Sons  Co. 


PHILADELPHIA 
John  G.  Traver  &  Co. 
329  Arch  St. 
CHICAGO 
J.  E.  D.  McMechan  &  Co. 
217  W.   Lake  St. 


Main  Office  and  Factory 

NORTH  ROCHESTER,N.H. 

Boston  Office 

203-B  ALBANY  BUILDING 


CINCINNATI 
The   Taylor-Poole  Co. 
410-412  E.  8th  St. 
ST.  LOUIS 
The  Taylor-Poole  Co. 
1692  Locust  St. 


SEVEN  FACTORIES 
Tonawanda,  N.Y.  Rochester,  N.H.  No.   Rochester,  N.H.  Milton,  N.H. 

Townsend  Harbor,  Mass. 
English  Agents  ;   J.  Whitehead  &  Co.,  Ltd.,  Leicester,  England. 
Canadian  Agents  :    International  Supply  Co.,  Ontario  and  Quebec  City; 
V.  Champigny.  Montreal. 


FOOTWEAR    IN    CANADA  April,  i-jir. 


Stop 

Your  Ta^  Troubles 

By  Using 

SM.S.  Co.  Ta^  Holders 

They  have  been  approved  by  the  best  shoe  factories  of  the  coun- 
try.    The  most  practical  hne  of  tag  holders  ever  invented. 


"Excelsior"  "National"  "Lincoln"  "Standard" 


Always  carried  in  stock.     No  waiting.     Send  in  a  trial  order, 
you  will  be  pleased  with  them. 


S.  M.  Supplies  Co. 

121  Beach  Street  BOSTON,  MASS. 
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You  Will  Be  Proud  of  Your  Shanks  and  Bottoms 

If  You  Use 

Whang-Ho  Shank  Blacking 

It  will  give  you  a  jet  black  finish  with  a  high  lustre  that  won't 
dull  down— it  produces  a  hard  finish  that  won't  peel  or  chip  oft. 


The    One    Perfect    Shank  Ink 
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ORIGI 


iTORS 


Originators  of 

NUBUCK 

(Reg.  U.S.  Pat.  Off.) 

Makes  cool,  com- 
fortable shoes. 

Easiest  to  keep 
clean  of  any  suede 
finished  side  leath- 
er. 

While  and  popu- 
lar shades. 


Originators  of 

ACLOSUEDE 

and 

ACLOTAN 

Chrome  tanned. 

Predominant  in 
the  domestic  glove 
leather  field. 


Originators  of 


BLACK 
DIAMOND 

(Rvi:.  U.S.  Pat.  Off.) 

Chrome  Patent  Sides 

The  most  exten- 
sively sold  Chrome 
Patent  Sides  on 
the  market. 

Originators  of 

GUN  METAL 

(Reg.  U.S.  Pat.  Off. I 

CALF 

The  Old  Reliable 

No  other  calf 
leather  has  ever 
approached  the 
deg  ree  of  popular- 
ity established  by 
Gun  Metal  Calf. 

Black  and  Colors 


Originators  of 

WEILDA 

(Reg.  U.S.  Pat.  0(T.) 

Suede  finish  Calf. 
T  w  e  n  t  y -e  i  g  h  t 
colors. 

Very  popular  with 
our  export  trade. 

Originators  of 

GUN  METAL 

(Reg.  U.S.  Pat.  Off.) 

SIDES 

Color  s —  Tan, 
Brown  and  Ma- 
hogany. 

Originators  of 

"HUB" 

Pigskin  Welting 

"HUB" 

Pigskin  Sole  Leather 
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A  C-LAWRENCE  LEATMER  CP 

BOSTON.  MASS.  U.S.A. 

NEW    YORK         CHICAGO  ST  LOUIS  CINCINNATI 

RGCMESTITR  GLOVER  S  VI LLE 
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Lawrence  Leathers 

Are  Known  and  Used  the  World  Over 

A.  C.  LAWRENCE  LEATHER  CO. 

BOSTON,  MASS.,  U.S.A. 


1.14 
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A.  C.  LEWIS  LEATHER  CO.,  LYNN,  Mass.,u.s.A. 


SflOC  StOCk"^^^^^'  ^^''^  ^"'^  pasted  —  Taps— Sock  Linings  and  Innersoles— Leather 
Hi^^^MH^^^^^^H     Covered  Board— Sheepskins  and  Skivers— Split  Leather  for  Covering 

Fibre  Welt  Innersoles. 


Wheeler  &  Cummings 

SHOE  PATTERN 
MAKERS 

AND 

DESIGNERS 

For 

High  Grade  Shoes 


BOSTON,  Mass.,  U.S.A. 

179  Lincoln  Street  89  Beach  Street 


Grover  Heel 
Building  Machines 

We  Manufacture  a  COMPLETE 
LINE  of  Machines  for  the  Man- 
ufactureiof  COUNTERS,  HEELS 
and  BOX  TOES. 

Our  machines  have  a  habit  af  keeping  in 
good  condition.  They  are  ready  for  busi- 
ness all  the  time,  with  their  best  work. 
Makers  of  fine  shoes  give  these  machines 
the  highest  praise  possible  that  is  —  abso- 
lutely hide  grade  work  and  absolutely  no 
trouble. 

S;nd  for  illustrated  Catalogue  and  prices. 

W.  J.  Young  Machinery 

Company 
LYNN,  Mass.       -  U.S.A. 


April,  1917 
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Pattern  414 

Pattern  1056 


for  canvas  pumps. 

Coarse  Wale  Gros  Grain,  inverted  centre. 
Special  value  65c  doz,  pr. 

Chandler's  Fairy  Tip,  Tubular  and 

Round  Laces 


■ 

f               —"--rEC-^IOK  I 

"fairy  lip"  Tubular  Um  \ 

Cut  represents  our  Pattern  540,  popular  priced  narrow  tubular  lace  that  has 
no  equal  for  perfection  of  weave.  You  may  procure  them  in  all  colors,  in- 
cluding- the  newer  shades,  viz..  Field  Mouse  Gray,  Colonial  Buff,  Light  Gray, 
Cordovan,  etc. 


Chandler's  Cut  Steel  Buckles 


Cut  represents  our  Pattern  111.5,  cut  steel  riveted  points,  at  9.00  doz.  pr. 

Our  line  of  buckles  includes  imported  riveted  cut  steel;  also  steel  buckles 
with  cut  riveted  steel  points.    Stocked  in  a  great  variety  of  designs. 


Introducing  Chandler's  Perfection  Shoe  Requisites 
to  the  Canadian  Shoe  Trade 

Our  line  embraces  Gros  Grain  and  satin  ribbons,  pure  silk  and  mercerized  shoe  laces  in 
round,  tubular  and  wide  Oxfords. 

Flexo  Pump  Bows,  rosettes,  and  a  large  variety  of  slipper  ornaments. 

Chandler's  line  of  metal  and  leather  covered  buckles,  also  the  tongue  and  buckle  combin- 
ations for  colonials  should  interest  CANADIAN  TRADE. 


Write  for  a  better  acquaintance. 


,  30  Franklin  Street, 

.  A.  Browning  Co.,  Boston,  Mass.,  U.S.A. 


ft 
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Poole  Innersole 


Patented  April  27,  1915 


For  Medium  Grade  Goodyear  Welt  Shoes 

A  proven  success  in  many  of  the  largest  shoe  factories  of  the 
country. 

The  process  of  making-  this  innerscjle  is  simple  and  rapid.  The 
result  is  a  strong,  lirm  and  e\  en  lip,  and  a  flexible  innersole.  Any 
suitable  material  such  as  fibreboard,  buckram,  canvas,  or  even  light 
weight  leather  as  used  in  McKays  can  be  used  for  these  innersoles 
eft'ecting  a  big  saving  over  other  methods. 

Any  shoe  manufacturer  who  is  interested  in  this  process  is  invited  to 
send  us  a  few  pairs  of  innersoles,  which  we  will  be  glad 
to  tape  and  return  for  his  inspection. 


The  Puritan  Machine 

(CHAIN-STITCH) 


The  Two-Row  Vamper  shown  here  is  one  of  the  best  known  of 
the  Puritan  family. 

The  clean,  even  work  of  this  machine,  and  the  ease  with  which 
it  operates  at  high  speed,  makes  it  a  time  saver  and  money  maker  in 
any  factory.  Both  rows  may  be  run  with  same  weight  of  thread,  or 
one  row  of  light  weight  and  one  of  heavy,  if  preferred. 

There  are  many  types  of  Puritans,  for  all  classes  of  work. 


Write  us  for  any  information 
regarding  special  requirements 


PURITAN  MFG.  CO.,  boston,  MAk 


International  Supply  Co.— Agents 

Kitchener,  Ont.      and      Montreal,  Can. 


April,  19i: 
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WE  are  glad  to  announce  that 
the  Walk-Over  Fall  samples 
are  ready  and  are  being  shown  by 
salesmen. 

Both  the  Men's  and  Women's 
line  show  much  thought  and  care  in 
the  originality  of  design  and  selec- 
tion of  stock. 

Surely  1917  Models. 
GEO.  E.  KEITH  COMPANY 

Home  Office— CAMPELLO,  (BROCKTON)  Mass. 

U.  S.  A. 

Branch  Stock  Department  ► 

1117  Locust  St.,  St.  Louis,  Mo. 


We  make  a  specialty 
of  all  kinds  of 


FELT 


for  the 
SHOE  TRADE 


Upper  Felt 
Insole  Felt 
Shoe  Toppings 


Lining  Felt 
Cushion  Felt 
Filler  Felt 


Sole  Felt 
Heel  Pad  Felt 
Shoe  Roll  Felt,  etc. 


SUPERIOR  LINE  OF  FELT  FOR  BOX  TOES 
THE   BEST   FELT  FOR   EVERY  PURPOSE 

Write  us  for  Samples  and  Prices 

Boston  Felt  Mfg.  Co, 

112  Beach  Street,  BOSTON,  MASS. 
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Keproduction  of  Catalog  No.  11— Cover  fix!i  in. 


EVANS'  IN-STOCK  LINES 
ARE  READY 


120  Lines 


Catalog  No.  11 

Mailed  Immediately  Upon  Request 
Illustrating  White  Spring  and  Summer  Styles 


Pumps 

Sport  Low  Cuts 
Sport  Boots 
Ankle  Straps 
English  Sandals 

Play  Shoes 


Strap  Sandals 

Juliets 

Princess 


Romeos 

Fausts 

Operas 


House  Oxfords  Everetts 
Comfort  Boots        Dress  Pumps 


Dress  Oxfords 

Ladles',    Girls',    Misses',    Children's,   Men's,  Boys' 


"100  Years  of  Good  Shoemaking" 


L.  B.  EVANS'  SON  COMPANY  Wakefield,  Mass. 

Boston— 110  Summer  Street 


April.  11)17 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  lireaking  the  seal. 


4.  — Tliey  save  time  in  packing. 

5.  — Tliey   save  storage  space. 

(j. — Tliey  have  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
sped  hcations. 

S. — Their  first  cost  is  lower 
than  wood. 

Our  booklet  "Howr  to  Pack 
It"    e.xplains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  tlie 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  slices 
— there  are  no  exceptions.  No  exclusive  slioe  paper  can  interest  tliis 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


riWWUKLY  riNANCUL.COMMDUUAL  SL 

Over  33  years  in  its  field 

CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


37  Years  Making  Display  Fixtures. 


YOU  1?^° 

For  This  Catalog 


NO  MATTER  WHAT  BUSINESS 
YOU  ARE  IN 

We  make  a  set  of  Window  Display  Fixtures,  that  has  been  specially 
designed  to  suit  your  line  of  goods,  with  which  you  can  trim  your 
windows  most  beautifully.  We  have  over  50000  of  these  sets  in  daily 
use. 

They  are  certainly  a  big  help  to  the  man  who  has  to  trim  the 
windows,  especially  if  quick  changes  are  desired.  You  can  make 
Hundreds  of  standard  fixtures  without  the  aid  of  a  tool. 

^Nhich 
Catalog 
Do  You 
Want? 

Here  are  some  of 
the  different  Show 
Window  Sets  we 
make. 


MAKEkYoURSnOwWlNDOWS 


Pay  Your 
Rent 


Set  for  Shoes   Windows 

Set  for  Clothing  ....Windows 
Set  for  Furnishings  Windows 
Set  for  Dry  Goods  Windows 
Set  for  General  Store  Windows 

Let  us  know  your  business. 
We'll  send  right  catalog. 

Can  order  through  Jobber. 


The  Oscar  Onken  Co.  4thst.  Cincinnati,  O.,  U.S.A. 

stock  carried  in  Hamilton,  Ont.,  England  and  Australia 


Guay  Counters 


All  Leather  Fair  Stitching. 


Outwear  the  Shoe 

That's  our  claim  for  Guay  All- 
Leather  Counters.  We  will 
pay  cash  for  every  pair  of  shoes  in 
which  our  counters  are  used,  and 
which  they  fail  to  outwear. 
ALL  LEATHER  INSOLING 
a  large  stock  of  all  kinds  always 
on  hand. 


Prices  and  Samples  on  Application 

230  St.  Margurite  Street 
MONTREAL 


EUGENE  GUAY,^ 


We  also  make  Union,  Standard  and  Leather  Board  Counters 
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Brodie's  Patent 
Flour  Paste 


Tliis  is  the  most  satisfactory  paste 
for  all  shoe  manufacturers.  It  never 
dries  out  or  releases  its  hold.  Spreads 
evenly.  Nicely  i)erfumed.  We  have 
been  making  this  famous  i)aste  for 
some  time  past  and  are  now  supply- 
ing many  of  the  most  particular  shoe 
makers  in  this  country.  Paste  is 
put  up  in  kegs,  half  barrels  and  bar- 
rels. 

Write  for  price  on  sample 
shipment 


BRODIE  &  HARVIE 

Limited 

14  Bleury  St.  MONTREAL 


HYDRO  CITY 

Solid  Leather  Shoes 

These  solid  leather  shoes  are 
srowing  in  favor  every  season. 
People   in   Canada   realize  tliat 
the  solid  leather  idea  gives  them 
greater  footwear  value.  "Hydro 
City"  footwear  sells  easily  ant 
surely  allows  the 
retail  shoe  man 
a    good  profit. 
W'hb  shoe  prices 
away    up  your 
customers  vvill 
not  forget  their 
loss  when  they 
buy  $.')..'')0  font- 
wear      with  a 
"cheaper  tiian  leather"  counter.     Better  to  sell  them 
"Hydro  City"  solid  leather  shoes  in  the  first  place. 

Write  us  for  further  details 
and  prices. 

Hydro  City  Shoe  Manufacturers 

Limited 

Formerly  O.  V.  Oberholtzer  Co.,  Ltd. 

KITCHENER,      -  ONT. 


THE  VUL-TEX  COMPANY 


Manufacturers  of 


High  Grade  Alternates  for  Leather 

VUL-TEX 


Soles,  Taps,  Heels  and  Squares 

Longer  wearing  than  leather,  do  not  burn 
the  feet,  water-proof  and  slip-proof. 


Akron  Rubber  Heels 

Very  resilient,  tough  and  long  wearing. 


Corrugated  Rubber  Squares 

For  repairing  boots  and  overs. 


All  goods  absolutely  guaranteed. 

THE  VUL-TEX  CO.      -      AKRON,  OHIO 


April,  11)17 
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Standard  Straight  Needle  and 
Awl  Shoe  Stitcher. 


The 
Best 
Mechanical 
Principles 


Combination  Harness  and 
Shoe  Stitcher. 


CHAMPION 

Shoe  Repair  Machinery 

If  you  have  not  as  yet  equipped  yourself  with 
Shoe  Repair  Machinery,  if  you  intend  to  do  so, 
here  are  some  facts. 

CHAMPION  Line  of  Shoe  Repair  Machinery  is 
the  Largest  and  Most  Complete  in  the  Market. — 
Over  15,000  in  use,  Consisting  of  Shoe  Stitchers, 
Combination  Harness  and  Shoe  Stitchers,  Repair 
Outfits  and  Nailing  Machines. 


Champion  Repair  Outfit. 


Write  us  for  Catalog,  Price  and  Terms 


Ideal  Curved  Needle  and  Awl 
Shoe  Stitcher. 


Working 

Efficiency 

Ease  of 

Operating 


Distinguish  CHAMPION 

Ma- 

chines  over  all  others  in 

the 

market. 

CHAMPION  Machines 

are 

sold  Outright  for  Cash  or 

on 

Time  Payments. 

Clincher  Fastener  or 
String  Nailer. 


Champion   Shoe   Machinery  Company 


CHAMPION 

SHOE  MACHINERY  CO. 

ST.  LOUIS.  MO. 

Give  particulars 

3723-3741  Forest  Park  Boulevard 

St.  Louis      -      -  Missouri 

BRANCH  OFFICES: 

Boston,  Mass.— 65  High  Street 
San  Francisco,  Cal.— 65  McAllister  Street 
New  York,  N.  Y.— 209  Centre  Street 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

I  If  there  is  anything 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 

122  Adelaide  St.  W.  179  King  St.  W.  28  Demers  Street 

Toronto  Kitchener  Quebec 


April,  1917 
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Landis  Outfits  are  Money-Makers 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.  Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  n.  25thst.,  St.  Louis,  U.S.A. 


IHHirABOimOIIRtROIlII? 


Do  you  realize  the  vast 

difference  between  a  mere 
front,  a  store  front  and  a 
REAL  SALES-PRODUCING, 
KAWNEER  STORE  FRONT? 
Just  stop  and  think. 

If  you  would  like  to  know,  just  tear 
ofF  the  coupon  and  we  will  send  you 
our  Booklet  "Boosting  Business." 

This  little  book  will  show  you  what 
we  have  done  for  56,000  merchants, 
several  thousand  of  them  in  your  line. 

Remember,  we  have  an  efficient 
sales  organization  which  will  be  glad  to 
solve  YOUR  commercial  problem  in 
designing  a  SALES- PRODUCING, 
KAWNEER  STORE  FRONT 

Kawneer  Mfg.  Co.,  Ltd. 

Guelph,  Ontario 


youR 

LETTER. 
HEAD 


PI/EASE  ME 

(  WITHOUT      OBLIG  AT  lOrsJ  ) 


  .  _  J 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting'  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines ;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  We.t,  TORONTO  MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demers  St.,  QUEBEC. 


April,  ; 
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To  help  along  H 
your  sales 

of  Nufashond  No.  10  Shoe 
Laces,  we  have  a  set  of  four 
lantern  slides  which  we  will 
gladly  send  upon  request. 


■ZIPlTSere^lheordinao' 

shoe  lace  _i(kI  ytxihs  in  a  hunjcloo  j 

AVOID  Shoe  t>ctVM)r/j^ 


Dealers  Name  Here 


Shoe  Laces 

for  every  requirement.  Finished 
with  Nufashond  Fabric  Tips. 
Samples  and  prices  gladly  furnished. 
Narrow  Fabric  Co.  Reading,  Pa. 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 


lE^     Size  of 
pulley 
5  inches 


This  machine 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


BOOKS  FOR  SALE 

Store  Management,  an  illustrated  book  of 
252  pages,  by  Frank  Farrlngton,  price 
50  cents. 

Advertising  by  Motion  Pictures,  by  Ernest 
A.  Dench.  Just  published~255  pages. 
Price  $1.00. 


Footwear  in  Canada 


347  Adelaide  St.  W. 
TORONTO 


You'll  Want 

WHITE  BOOT  LACES 

Better  Order  Early 

I  have  stock  now.   These  laces  will  be  hard 
to  get  later  on. 

I  carry  in  stock  the  quantities  needed  both  by  the 
findings  trade  and  for  factory  use. 

I  also  have  both 
ROUND  and  SQUARE  CUT  LEATHER  LACES 
PORPOISE  LACES,  BLACK  and  TAN 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory:— Wilmington,  Del.,  U.S.A. 


TOE-KOMFORT 


D?VERMILYEA'S 


CURES 
FOOT 
AILMENTS 

MADE    IN  CANADA.: 


SNAPPY 
ADS 
FOR  YOU 


DEALERS  who  are  showmg  our  Toe-Komfort 
Foot  Ointment,  Arch  Supports,  etc.,  are  getting 
results  from  our  general  publicity. 

VERMILYEA  MFG.  CO. 


231  8th  Ave.  W. 


Calgary,  Alta. 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 


Aliril,  r.)lT, 
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Muir  Made  Shoes 
for  Satisfaction 

Our  manufacturing  processes,  in  making 
Muir  Men's  Shoes,  are  constantly  under  the 
most  careful  supervision.  We  believe  in 
improvement  and  betterment  and  do  not 
hesitate  to  install  new  equipment  if  a  test 
proves  it  will  make  Muir-Made  Shoes  any 
better.  We  use  the  very  finest  grade  leather ; 
we  make  shoes  that  mean  satisfaction. 
These  facts  are  well  reflected  in  the  excellent 
product  we  are  now  shipping.  Write  us  for 
more  information  on  Muir-Made  Shoes. 


THE  JAMES  MUIR  COMPANY 


FOOTWEAR    IN    CANADA  April,  y.ni. 


Vol.  VII.-No.  5 


Toronto,  May,  191 


YOU  find   more   people   every  day 
looking  to  the  shoe  retailer  for  con- 
venience in  buying,  for  service  in 
fitting,  for  range  of  choice — and  to  the  maker 
for  styles,  for  leathers  and  workmanship. 

The  alert  shoe  retailer  keeps  step  with 
this  growing  public  thought.  He  wants  a 
well  known  make  of  shoe — a  line  people 
believe  in  before  they  come  into  the  store. 
It  means  quicker,  easier  selling — more  new 
customers  and  a  permanent  business. 

Twenty-six  years  of  success  stand  be- 
hind Regal  Shoes — the  most  popular  shoes 
in  Canada.  Write  for  our  exclusive  Regal 
Dealer  proposition. 

REGAL  SHOE  CO.,  LIMITED 

472  Bathurst  Street  -  TORONTO,  CANADA 

Executive  Offices :   Boston,  Mass.,  U.S.A. 


Alphabetical  Index  to  Advertisers  Page  64 
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PANTHER 


Tested  Fibre  Soles 


Panther  Soling  is  composed  of  Fibre  and  Rubber  that  have  been  thoroughly  tested 
to  give  maximum  wearing  qualities.  The  result  is  a  sole  for  all  footwear,  that  is 
greatly  superior  to  leather.  Panther  soles  look  like  leather  and  can  be  worked  in 
the  same  way.  In  addition  they  wear  longer  than  leather  ;  they  are  waterproof  and 
and  much  easier  on  the  feet,  than  the  best  leather.  They  hold  the  stitching  per- 
fectly and  do  not  crack.    Panther  ''Sure  Step" 


Tread  Rubber  Heels  are  another  excellent  pro- 
duct for  your  business. 


Write  us  for  information. 


Panther  Rubber  Co. 

Limited 

SHERBROOKE,  QUEBEC 


May,  11)  IT 
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When  you  show  RINEX-soled  shoes  to  a 
customer  you  can  say: — 


RINEX  is  a  composition — mostly  vegetable 


RINEX  contains  just  enough  rubber  to  make 
it  waterproof. 

RINEX  Soles  are  wholly  different  from  either 
rubber  or  leather  soles. 

RINEX  is  flexible  as  rubber,  but  will  not 
draw  the  feet,  or  slip  on  wet  pavements. 

RINEX  wears  better  than  leather  and  is 
waterproof. 

RINEX  never  squeaks. 

Any  shoe  repair  shop  can  resole  (or  half 
sole)  shoes  with  RINEX. 

RINEX  requires  no  breaking  in.  It  is 
flexible  from  the  start. 


If  you  are  a  shoe  manufacturer  and  have  not 
tried  RINEX  vSoles,  write  at  once  for  full 
information.      If  you  are  a  shoe  dealer,  send 


fibre. 


and  see  for  yourself  what  the  sole 


The  Walpole  Rubber  Co.  of  Canada^  Limited 

14  Papineau  Ave.  MONTREAL 
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Open  Your 
Doors  to 
Ready 
Profits 


Shoes  for  Men  and  Women 

Ready  profits ;  quick  turn  overs ;  active 
stock  ;  a  combination  of  good  shoes  and 
intelligent  selling  will  bring  the  business. 
W e  ofifer  you  the  attractive  fo(it\vear  ;  you 
must  have  the  selling  ability  to  stay  in 
business.  The  style  we  illustrate  is  a 
mahogany  bal  with  pointed  toe,  sand 
color  nubuck  top  and  white  fibre  sole  with 
rubber  heel.  It  is  being  worn  where  good 
shoes  are  appreciated.  You  should  open 
your  doors  to  these  ready  profits. 

Write  us  at  once  for  prices,  etc. 

DUPONT  &  FRERE 

301  Aird  Ave. 

MONTREAL 


IllllllllllllllllllllllllllllUlllllllllllllllllllllllillllllll^ 
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Specialties 

Are  you  handling 
our  Cushion  Soled 
Goods  for  Women? 

Are  you  handling 
Thompson  Cushion 
Soled  Kiddies? 

''They  are  just  a 
little  better'' 


No.  59— Black  India  Goat,  8  in.  Bai,  M.S. 

No.  147— Grey  Ooze,  8  in. 
Bals,  M.S. 

No.  151 — Brown  or  Grey 
India  Goat,  8  in.  Bals. 


IN  STOCK 

Thompson 

has 
White 
Canvas 
Goods 
of  all  Kinds 
in 

STOCK 

We 
will  prepay 
Express 
on 

ORDERS 

FOR 
SAMPLES 

Write 
Your  Descriptions 
Plainly 

IN  STOCK 


White 


Goods 


Have  you  received 
our  catalog  of 
White  Leisure 
Brand  Rubber 
Soled  Goods? 

(f  not,  let  us  send 
you  one. 


They  are  just  a 
little  better'' 


No.  232— Women's  White  Canvas 
Colonials,  M.S.,  White  Heel 

231—  As  above,  Leather  Heel. 

238— White  Canvas  Pump,  M.S. 

240— White  Canvas  Pump, 

Leather  Heel. 


Thompson  Shoe  Company,  Limited 

36  St.  Genevieve  Street  -:-  MONTREAL 
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Your  best  foot- 
wear proposition 

The  longer  your  experience  and 
and  the  better  your  class  of  busi- 
ness, just  by  so  much  will  you  ap- 
preciate business  dealing  with 
James  Robinson.  For  many 
years  we  have  had  an  opportun- 
ity to  choose  the  best  m  footwear 
of  all  kmds,  for  our  dealer  cus- 
tomers. And  each  year  we  have 
had  our  judgement  backed  by 
those  same  customers.  They 
have  confidence  in  our  ability  to 
stock  the  season's  best  selling 
styles  and  best  values.  You  will 
have  the  same  confidence  when 
you  give  our  house  a  trial  this 
season. 

James  Robinson 

MONTREAL 


Mav,  I'Jl' 
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Get  your  rubbers  from 

James  Robinson 


There  has  been  a  tremendous  in- 
crease in  our  business  handled 
for  Independent  Rubbers,  of  all 
kinds,  this  spring.  We  can  ac- 
count for  this  only  by  the  fact 
that  the  Canadian  public  know 
excellent  quality  and  are  prepared 
to  demand  that  quality  in  their 
Rubbers.  We  have  the  ideal 
range  of  styles  for  old  and  young 
in  every  part  of  Canada.  Kant 
Kract,  Dainty  Mode,  Royal," 
Bull  Dog,  Dreadnaught,  Veri- 
best — These  are  the  names  by 
which  you  can  safely  distinguish 
good    Rubber  footwear  quality. 

Write  us  for  information  on  any 
lines  of  footwear  that  may  inter- 
est you. 


James  Robinson 

MONTREAL 
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Are  you  in  the 
"Independent" 
class  ? 


Did  yousecure  yoursummer  lines 
of  Independent  Rubber  Footwear 
in  plenty  of  time?  Right  this 
very  month  your  customers  will 
commence  to  buy  Independent 
Tennis  Shoes.  Are  you  ready  ? 
Write  us  at  once  if  you  delayed 
your  placing"  orders.  Any  one 
of  the  following  shoe  houses  will 
be  glad  to  handle  your  order  for 
Independent  Tennis  Shoes  and 
then  you  will  be  sure  of  giving 
satisfaction  to  your  customers. 


The  Amherst  Boot  &  Shoe  Co., 
The  Amherst  Central  Shoe  Co., 
A.  W.  Ault  Co.,  Limited  - 
White  Shoe  Co.,  Ltd.  - 
Kilgour,   Rimer   Co.,  Limited 
The  J.  Leckie  Co.,  Limited 
The  London  Shoe  Co.,  Limited 
McLaren  &  Dallas 
James    Robinson  .      .  . 

Brown,  Rochette,  Limited 
McFarland   Shoe   Co.  - 
T.   Long  &   Brother  - 


Limited 
Limited 


Amherst,  N.S. 
Regina,  Sask. 
Ottawa,  Ont. 
Toronto,  Ont. 
Winnipeg,  Man. 
Vancouver,  B.C. 
London,  Ont. 
Toronto,  Ont. 
Montreal,  Que. 
Quebec,  Que. 
Calgary,  Alta. 
CoUingwood,  Ont. 


The 


Independent  Rubber 

Company,  Limited 

MERRITTON        -  ONTARIO 


May.  1917 
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It  takes  Real  Sole  Leather 
to  Stand  This 

The  Allies  are  fighting  their  way  to  victory  on  founda- 
tions of  real  sole  leather.  Trench  warfare  is  the  acid 
test  for  footwear,  and  leather  has    made  good.'' 

If  leather  is  good  enough  for  ''the  Soldiers  of  the 
King,"  it  is  good  enough  for  your  customers. 

Our  sixty  years'  experience  in  the  manufacture  of  Sole 
leather  in  our  various  tanneries,  enables  us  to  intelli- 
gently cater  to  every  demand  of  shoe  manufacturer  . 
and  sole  leather  jobber  with  our  six  well  known  tan- 
nages. 

THE  BREITHAUPT  LEATHER  CO.,  LIMITED 

Head  Office         -         -         -         KITCHENER,  CANADA 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ontario 

Oak,  Hemlock  and  Union  Oak  Tannages 
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"IN  STOCK" 
SERVICE 


Slater  Shoes  Dominate 

The  Canadian  Field 


It  is  a  matter  of  record  that  Slater  Shoes  are  the  largest  selling 
shoes  in  Canada  today.  This  splendid  volume  is  a  direct 
result  of  quality  plus  value  to  the  buying  public.  You  get  the 
vast  benefit  of  the  Slater  name  when  you  handle  Slater  Shoes, 
and  this  in  itself  is  a  feature  highly  prized  by  the  knowing  shoe 
men  today.  But  back  of  all  this  is  the  actual  dollar  value  in 
Slater  Shoes  that  is  so  superior  as  to  command  the  bulk  of 
trade  in  Canada.  Would  it  not  be  well  to  investigate  this 
headline  shoe  proposition?  Our  travellers  are  now  showing 
new  styles. 


SLATER  SHOE  COMPANY 

LIMITED 

MONTREAL 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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In  any  of  the  following  supplies  you  will  find  the  same  high  standard  of 
quality  that  has  always  characterized  Trudeau  products.  We  manufac- 
ture these  lines  in  our  own  factories  and  know  them  to  be  good 
under  all  conditions. 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 
Fibre  Counters 
Leatherboard  Counters 

Our  Shoe  Counters  are,  without  question,  the  finest  product  made  in 
this  country,  and  furthermore,  they  are  the  most  inexpensive  to  buy. 

We  make  two  kinds  of  Felt  Box  Toes — one  to  supply  the  demand  for 
a  stitched  in  Box  Toe,  and  also  one  made  a  little  harder  that  is 
not  to  be  stitched. 

O.  J.  Trudeau  6  Ltd 

365-36-7 -371,  Otilario^t.  Montreal, Ouc. 
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Protect  the 
Style,  Service  and  Comfort 
of  your  footwear  by  using 


s 


PAULDING'S 

Fibre  Counters  ^ 

0uaran  feed 


Made  by  the  same  Spaulding 
that  manufactures  Spaulding's 
Oak   Tan    Fibre  Innersoling 

J.  Spaulding  &  Sons  Co. 

Main  Office  and  Factory  Boston  Office 

NORTH  ROCHESTER,  N.  H.  203.B  ALBANY  BUILDING 

PHILADELPHIA  CINCINNATI  ST.  LOUIS  CHICAGO 

John   G.   Traver   &    Co..  Taylor-Poole   Co..  Taylor-Poole  Co..  J.  E.  D.  McMechan. 

329  Arch  St.  410   E.   8th   St.  1602  Lccust  St.  217  W.  Lake  St. 

SEVEN    FACTORIES  :  English  Agents:  J.  Whitehead  &  Co.,  Ltc'.,  Leicester.  England. 

Tonawanda.  N.Y.  Rochester.  N.H.  No.  Rochester.  N.H.  ,  •      ,   c     C3"aijian  Agents  : 

„  ,         ,  International   Supply  Co..   Ontario  and   Quebec  City. 

Milton,  N.H.  Townsend   Harbor,   Mass.  V    Champigny.  Montreal. 
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A  Remarkable  Showing 

"DOCTOR'S" 
"PROFESSOR" 

These  footwear  styles  have  shown  a  very 
remarkable  sales  record  in  the  hands  of 
our  many  dealers,  this  past  season. 
You  would  be  surprised  at  the  great 
number  of  people  who  are  looking  for 
these  very  ideas  in  sensible  shoes. 

Tebbutt's  Shoes 

Tebbutt  shoes  have  special  antiseptic 
features  that  keep  the  feet  ventilated  all 
the  time.  Air  means  health  and  com- 
fort in  Winter  and  Summer.  These 
ideas  are  more  desirable  because  of  the 
exclusive  sensible  styles  of  all  Tebbutt 
footwear.  Write  us  immediately  for  the 
complete  detail. 

Carried  in  stock  by  good  jobbers. 

Tebbutt  Shoe  &  Leather 

Company,  Limited 
THREE  RIVERS,  QUEBEC 


May,  1917 


FOOTWEAR    IN  CANADA 


15 


"METROPOLITAN 


Men's  Welts,  Women's  McKays 

"PATRICIA 

Women's  Welts  and  Turns 


"PARIS 

Women^s  McKays 
Men's  Welts 


When  it  comes  to  a  question  of  an  ample 
supply  of  good  leather,  we  are  m  a  very  for- 
tunate position.  Our  leathers  are  produced  in 
our  own  tanneries.  We  depend  on  our  own 
efforts,  and  for  this  reason  we  are  well  equip- 
ped to  handle  your  orders  promptly.  Also 
we  are  sure  of  the  very  best  quality  in  all 
the  Hnes  we  are  makmg  for  1917. 

Write  for  styles  and  prices. 


Daoust,  Lalonde  &  Co.,  Ltd. 

MONTREAL 


7n 


Branch- 


The  Metropolitan 
Shoe  Company 


91  St.  Paul  St.  East 
MONTREAL 
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The 

VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 


BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 


May.  H)ir 
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DISTINCTIVE  FOOTWEAR 


6825 
UNBRANDED 


6734 
UNBRANDED 


New  footwear  creations  are  in  vogue  as  much  to-day  as  ever  before. 

We  offer  these  designs  to  those  merchants  who  desire  to  keep  abreast  of  the  times  in 
supplying  the  demands  of  their  particular  and  exclusive  clientele. 


No.  6825 — Is  a  dark  coffee  brown  button  boot  with  light 
coifee  brown  kid  top.  plain  toe,  light  welt  sole, 
leather  Louis  heel.  Fern  last.  3/7  A  and  B.  2 '7  C. 
1/7  D.  $8.00 

No.  6734 — Is  an  ivory  colored  cloth  top  polish  boot,  with 


ivory  kid  wing  tip  and  heel  foxing,  light  welt  sole, 
ivory  covered  Louis  heel.  Fern  last,  3  7  A  and  B 
2  7  C,  1  7  D.  $6.26. 
This  design  also  comes  in   Grey   Colored   Cloth  and 
White   Reign  Skin  Cloth. 


Hamilton-Brown  Shoe  Co.,  mo:,'u"s.a 

Representatives — W.  J.  Chinnick,  Winnipeg,  J.  A.  Vallary,  Toronto 
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AERO-PEDS 

Pneumatic  Tires  for  the  Feet 

The  soft  resiliency  of  Aero-Peds  under  the  heel 
is  what  makes  them  sell.  Just  slip  one  in  a 
customer's  shoe  and  have  him  try  it  —  it  will 
mean  a  sale  every  time. 

Aero-Peds  are  made  up  of  several  sections  of 
rubber  tubing.  That  is  why  we  call  them 
''Pneumatic  Tires  for  the  Feet." 

Ask  your  jobber,  or  write  us  direct 
Our  new  proposition: 

$2.00  per  dozen  to  retail  at  25  cents 
Men's  or  Women's 

Aero  -  Peds  Manufacturing  Company 

30  Adelaide  St.  East  -  -  TORONTO 


May,  1917 
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the  next  three  pages  you  will  find 
full  particulars  concerning  "ACME" 
— "the  Sole  of  Perfection" — an  exclusive 
Dunlop  product. 

The  facts  presented  ought  to  be  read  by 
every  boot  and  shoe  manufacturer  and 
dealer  in  Canada. 


Dunlop  Tire  &  Rubber  Goods  Co. 
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"A  C  M  E" 


WAR  Ijieaks  down  many  precedents.  The 
(ircat  War  has  made  leather  a  scarce 
commodity.  For  hundreds  of  years 
peoi:)le  have  worn  leather-soled  shoes.  Any 
other  kind  of  sole  had  to  flight  for  recognition. 


*  * 
changed 


Now  that  is  all 
leather  is  on  the  market 
mands  a  higiier  price. 


Much  inferior 
and  even  that  de- 


People  no  longer  are  getting  the  same  res- 
suits  from  leather-soled  shoes,  unless  they  pay 
extraordinaril}'  high  prices,  and  complaints  are 
becoming  world-wide. 


We  saw  the  inevitable  change  coming.  For 
over  two  years  we  have  been  turning  out 
"Acme'' — "the  Sole  of  Perfection" — made  in 
only  one  grade — the  highest — hence  the  name 
"Acme." 

*  *  * 

Month  by  month  the  call  for  "Acme"  has 
been  getting  greater ;  yet  we  waited  until  the 
present  time  to  tell  the  public  the  story.  We 
knew  there  would  be  a  prejudice  in  their  minds 
about  forsaking  leather. 

Now  we  feel  that  leather  scarcity  is  so 
•widespread;  and  the  recognition  of  "Acme's" 
superiority  is  so  emphatic,  that  the  public 
merely  want  sufficient  facts  to  make  them  im- 
mediately give  orders  to  "Acmetize"  their 
shoes. 

*  *  * 

A  great  number  of  manufacturers  in  all  the 
great  shoe  centres  of  Canada  have  been  using 
"  ACME  "  Soles  right  along. 


Dealers  have  been  re-soleing 
shoes  with  "Acme"  for  months. 


boots  and 


Now  we  have  the  verdict  of  these  manufac- 
turers and  dealers,  and  we  feel  the  present  is 
the  time  to  give  you  the  good  news. 


"The  Sole  of  Perfection" 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited,  Toronto 
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Unanimously  these  men  say  "Acme"  Soles 
are  not  only  all-round  better  soles,  but  they  will 
outserve  and  outwear  leather  soles. 


*    *  * 


Unanimously  they  say  there  is  complete 
freedom  from  dampness. 


*    *  * 


Unanimously  they  say  there  is  never  a  crack 
at  the  bending-  point  of  the  sole. 


*    *  * 


Unanimously  they  say  that  in  "Acme"  the 
hia:h  cost  of  soleing-  is  solved. 


"Acme"  Soles  prevent  slipping  because  they 
never  get  that  shiney  surface  that  leather  does. 
This  will  not  only  mean  quietness  and  no 
scratching  of  the  floor  at  home,  but  a  lightness 
and  "giveness"  to  the  shoes — which  mean  an 
end  to  feet  troubles. 

*  *  * 

A  tremendous  feature  in  connection  with 
"Acme"  Soles  is  the  fact  that  they  are  so  made 
by  the  Dunlop  process,  that  the  stitches  are 
just  as  positive — just  as  secure  to  the  end  of 
the  wear — as  those  on  the  regular  leather  sole. 

*  *  * 

Everybody  knows  how  annoying  is  that 
squeak  which  even  gets  into  good  boots  in  the 
re-soleing  with  leather.  The  public  can  banish 
their  fears  by  wearing  "Acme" — no  squeak  pos- 
sible. 

*  *  * 

No  "breaking-in"  necessary  with  "Acme" — 
''the  Sole  of  Perfection" — the  pliability  is  the 
same  from  the  beginning — a  feature  never  ob- 
tainalile  with  leather. 

H=    *  * 

The  very  merits  of  "Acme"  Soles  would 
have  gained  them  recognition  anyway,  but  the 
scarcity  of  good  leather  hurried  along  the  in- 
troduction. 

(Continued  on  next  page.) 
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ACME 


Our  ne\v,si)a])cr  advertising-  will  commence 
at  once.  It  will  tell  the  public  to  get  "Acme" 
Soles  on  the  new  boots  or  shoes  they  buy  or  to 
order  them  from  their  repair  man  for  that  re- 
soleing;  job  next  time  it  comes  around. 


Made  in  all  sizes,  and  in  colors  black,  white, 
and  tan,  for  men's,  women's,  and  children's 
boots  and  shoes. 


Special  Note  to  Dealers. — Your  manufactur- 
er will  lill  \  our  order  for  boots  and  shoes  fitted 
with  "Acme"  Soles. 

For  repair  purposes  "Acme"  can  be  supplied 
in  sheets  3/16  in.,  j4  i"-,  or  5/16  in.  thick. 


Write  for  sample. 

"ACME" 

"The  Sole  of  Perfection" 

An  Exclusive  Dunlop  Product 

By  the  way,  Dunlop  Peerless  Rubber  Heels 
are  selling  in  great  style. 

Dunlop  Tire  &  Rubber  Goods 

Company,  Limited 

Head  Office  and  Factories:  TORONTO 

BRANCHES : 

Victoria,  Vancouver,  Edmonton,  Calgary,  Saskatoon,  Regina, 
Winnipeg,  London,  Hamilton,  Toronto,  Ottawa, 
Montreal,  St.  John,  Halifax. 

Makers  of  High-Grade  Tires  for  Automobiles.   Motor  Trucks.  Bicycles, 
Motorcycles,  and  Carriages:  and  High-Grade  Rubber  Belting,  Packing, 
Fire  Hose  and  General  Hose,  Dredge  Sleeves,  Military  Equipment, 
Mats,   Tiling,    Horse   Shoe   Pads,    Cements,   and  General 
Rubber  Specialties. 


The  Sole  of  Perfection 
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LEATHER 


Patent  leather  for  vamps 
and  trim  is  the  coming 
thing  in  stylish  footwear. 

When  buying  be  sure  the 
patent  leather -is  made  by 
CLARKE. 

Tell  your  customers  of  the 
extra  good  wearing  quali- 
ties of  patent  leather. 


The  question  of  keeping 
footwear  looking  smart  is 
easily  solved  by  patent 
leather.  In  these  busy 
days  your  customers  will 
appreciate  patent  leather 
footwear  because  of  the 
ever-new  appearance  and 
good  wearing  qualities. 

Be  sure  it's  CLARKE'S. 


A.  R. 

CLARKE 

&  Company 

Limited 

TORONTO 
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SHOES 

Now  is  the  time  to  get  your  ''Fleet  Foot" 
Shoes  to  the  front.  More  than  ever  will 
''Fleet  Foot"  Shoes  be  worn  this  summer. 
It  IS  going  to  be  a  big  season  for  white 
shoes  and  "Fleet  Foot"  IS  the  one  complete 
line  to  meet  every  demand. 


big  and  little, 
old  and  young, 
work  and  rest, 
sport  and  play. 


every  day  wear, 
fine  dress  wear. 

Write  our  nearest  branch  if  your  stock  is  not  complete 


Canadian  Consolidated  Rubber  Co,,  Limited 

Head  Office:         -         -  MONTREAL 
28  Service  Branches  throughout  Canada. 
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Big  Prize  -'^  discussion  just  now  very  much 

Competition  for      to  the  fore  in  shoe  retail  stores 

Shoemen  everywhere  is  "What  is  the  most 

satisfactory  and  fairest  way  to  remunerate  the  sales- 
men." The  agitation  is  doubtless  born  of  ambition, 
of  the  feeling  that  a  salesman  is  something  better 
than  a  mere  machine ;  that  his  work  calls  for  skill 
and  ability,  and  that  these  qualities  deserve  recogni- 
tion. The  day  of  the  mere  "order-taker"  is  past,  and, 
consequently,  the  supply  is  far  in  excess  of  the  de- 
mand. His  place  is  better  filled  by  the  "cafeteria"  or 
serve-self  type  of  store. 

But  the  big  demand  is  for  salesmen — men  who  can 
sell  shoes  plus  service — men  of  resource,  of  honest  pur- 
pose and  high  business  ideals,  with  brains  to  back  it 
up.  They  should  be  paid  in  some  way  according  to 
their  value  to  the  business  they  are  associated  with. 
They  should  be  recognized  as  in  a  distinctly  different 
class  from  the  mere  "order-takers." 

It  is  because  we  have  confidence  in  this  newer 
type  of  shoeman,  this  real  salesman  ;  because  we  be 


lieve  that  in  seeking  to  improve  his  own  condition  he 
also  improves  that  of  his  employer  and  raises  the 
standard  of  the  whole  shoe  trade,  that  we  are  seeking 
to  arouse  still  more  interest  in  this  cjuestion  by  mak- 
ing it  the  subject  of  a  big  prize  essay  competition. 
Read  carefully  the  terms  set  forth  elsewhere  in  this 
issue.  It  will  be  seen  that  the  prizes — cold  cash  in 
every  case — are  very  liberal.  Also  it  is  an  open  con- 
test, for  though  specially  interesting  to  shoe  retailers 
and  their  employees,  any  person  associated  with  the 
footwear  trade  may  compete.  Our  idea  is  to  bring 
out  ideas  so  that  the  whole  matter  may  be  presented 
in  a  clear  light.  High  sounding  sentences  will  not 
count — just  hard  facts.  So  read  the  conditions  care- 
fully and  make  up  your  mind  to  be  a  "winner."  In 
addition  to  the  actual  money  prize  you  will  profit, 
in  no  slight  degree,  ])y  the  very  ei¥ort  of  arranging  your 
thoughts  and  arguments  in  concrete,  telling  shape. 


The  Leatherless 
Shoe 


In  the  not  very  distant  past  it  was 
a  matter  of  considerable  pride 
with  many  manufacturers  to  pro- 
claim their  product  as  being  of  "all-leather"  construc- 
tion. To-day  this  attitude  is  very  seldom  encountered. 
Shoemakers  have  learned  that  there  are  parts  of  al- 
most every  kind  of  shoe  that  can  be  made  of  other 
materials,  at  equal  or  less  cost,  without  impairing  the 
service  in  any  way.  When  leather  was  selling  at  nor- 
mal prices  it  could  be  used  with  a  free  hand  and  there 
was  little  advantage  in  experimenting  with  other  ma- 
terials, but  with  leather  at  a  premium,  invention  has 
been  forced  by  necessity.  The  fibre  sole,  fibre  counter, 
fibre  innersole,  rubber  heel,  and  so  on,  have  undoubt- 
edly contributed  very  materially  to  the  conservation  of 
leather,  and  have  been  accepted  with  very  little  ques- 
tion, but  the  more  radical  departure  in  favor  of  the 
all-fabric  shoe  is  a  harder  nut  to  crack,  both  for  the 
manufacturer  and  the  retailer.  It  appears  to  be  the 
general  opinion  of  retailers,  however,  that  there  are 
few  shoes,  except  those  for  hard  winter  wear,  that 
cannot  be  made  largely  of  fabric  ;  many  manufacturers 
declare  that  this  will  be  absolutely  necessary  if  the 
price  of  shoes  is  to  be  kept  within  bounds.  It  would 
seem  to  be  the  wise  course  for  the  retailer,  therefore, 
to  advocate  at  every  opportunity  the  use  of  fabric,  at 
least  until  the  war  is  over  and  the  leather  markets 
become  normal. 

*         =K  * 

Prepare  for  the      Until  comparatively  recently  the 
Coining  electric  fan  was  looked  upon  as 

Hot  Weather  luxury  by  the  average  shoeman 

— something  that  might  be  used  by  the  high  class 
down-town  store,  but  out  of  question  for  the  man  do- 
ing business  in  a  smaller  way.  Slowly,  but  surelv, 
however,  the  electric  fan  is  becoming  an  essential  part 
of  the  equipment  of  every  store,  large  or  small  ;  it  is 
justifying  its  existence  by  the  i)romotion  of  greater 
efficiency  in  the  sales  staff  and  added  comfort  to  the 
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customer  during  the  "dog'-days"  when  slioc-fitting  is 
often  an  exasperation.  A  fan  is  as  useful  to  kee])  the 
air  pure  as  to  keep  it  cool.  The  matter  of  g'ood  ven- 
tilation is  one  that  should  be  considered  by  every  re- 
tailer, since  the  best  results  cannot  be  hoped  for  from 
salesmen  working  in  a  vitiated  atmosphere,  to  say  no- 
thing of  the  effect  on  the  customer. 


The  electric  fan  —  synony- 
mous with  efficiency,  good 
ventilation,  customer  com- 
fort and  store  service. 


Order  your  fans  early  this  year — it  is  important 
that  this  detail  receive  prompt  attention  for  various 
reasons.  The  supply  is  likely  to  be  less  easily  avail- 
able than  in  normal  years  on  account  of  the  scarcity 
of  all  kinds  of  materials.  Deliveries  are  likely  to  be 
delayed  and  uncertain  ;  added  to  this  there  is  bound  to 
be  a  natural  increase  in  the  demand  for  fans,  which 
will  accentuate  the  difficulty.  Get  your  order  in  as 
soon  as  possible  and  when  the  hot  weather  comes  turn 
them  on  and  keep  them  on  ;  get  some  fresh  air  into 
your  store.  The  cost  of  operation  is  trifling,  not  more 
than  a  cent  or  two  a  day.  This  amount  will  be  saved 
many  times  over  by  simply  overcoming  the  natural 
lassitude  of  employees  in  hot,  impure  air,  to  say  no- 
thing of  putting  your  customers  in  a  better  humor. 
Then,  as  a  drawing  card,  the  fan  is  a  most  useful  asset. 
The  tired,  hot  shopper  thinks  gratefully  of  your  cool 
store  and  walks  an  extra  block  or  two  to  enjoy  it. 
Make  your  customer  comfortable — it's  "service." 


Universal 
Early  Closing 


*      *  * 

The  members  of  the  Shoe  Retail- 
ers' Association  of  Toronto  are 
now  actively  engaged  in  an  earn- 
est endeavor  to  bring  about  earlier  closing  certain  days 
of  the  week.  This  city  has  been  backward  in  a  re- 
form that  has  been  in  effect  in  the  majority  of  other 
cities  for  years.  The  merchants  where  early  closing- 
is  in  vogue  are  astonished  that  Toronto  did  not  fall 
into  line  long  ago.  Some  of  the  Toronto  merchants, 
perhaps,  are  prejudiced  in  exactly  the  same  manner 
as  were  those  in  other  cities  before  early-closing  was 
inaugurated.  In  Quebec,  for  example,  the  desire  o{ 
the  salesmen  to  close  and  the  effort  of  the  retailers 
to  keep  open  often  ])reci])itated  small  riots.  At  the 
present  time,  with  early-clcjsing  in  effect,  e\erything 
is  going  along  smoothly  and  no  one  would  think  of 
reverting  to  the  old  conditions.  Nine  or  ten  hoiu's  a 
day  should  be  the  limit  oi  working  time  for  any  man — 
it  is  imreasonable  to  expect  more,  'i'he  retailer  who 
is  tied  d(jwn  to  his  stctre  fonrleeii  or  fifteen  hours  every 
day  of  the  week  is  not  h'ving  a  natural  life-  sooner  or 


later  he  will  ])ay  the  price  by  a  general  break-d<jwn  in 
health.  The  business  day  of  normal  length  is  surely 
strenuous  and  exacting  enough  without  adding  several 
hours  overtime.  Likely  enough  there  would  be  some 
loss  of  trade  and  inc(jn\enience  during  the  initial  re- 
adjustment, but  the  resultant  benefits  when  the  pub- 
lic become  accustomed  to  the  change,  will,  we  are 
convinced,  more  than  offset  any  trade  disturbances. 
It  is  to  be  hoped  that  the  Toronto  association  will 
carry  their  measure  through  to  success.  The  pro- 
])osals  are  very  conservative, — the  suggestion  being  to 
close  two  nights  a  week  at  7  o'clock— and  while  this 
may  not  meet  the  wishes  of  the  extremists  either  way, 
it  should  work  out  to  the  benefit  of  the  whole  trade. 


The 

Spring  Clean»up 


In  spring  the  retailer's  fancy 
should, turn  seriously  toward  the 
business  of  store-cleaning  and  san- 
itation. Much  useless  material,  probably  the  accumu- 
lation of  years,  is  to  be  found  in  almost  every  base- 
ment, along  with  the  ashes  and  other  dirt  of  the 
winter  months.  Articles  which  are  of  no  use  to  the 
retailer  should  be  given  to  somebody  who  can  use  them 
and  rubbish  should  be  destroyed  immediately.  Fires 
of  apparently  unknown  origin  are  frequently  traced  to 
accumulations  of  material  in  out  of-the-way  places. 
The  clean,  well-maintained  store  is  seldom  in  fire 
danger  unless  through  sheer  carelessness. 

Next,  use  a  little  paint.  Many  shoe  retailer's  stores, 
very  attractive  on  the  inside,  are  dull  and  dingy  cui  the 
outside.  It's  worth  while  spending  a  few  dollars  to 
freshen  up  a  bit,  since  it  is  upon  the  outward  appear- 
ance of  the  store  that  the  merchant  must  depend  for 
a  certain  amount  of  his  trade. 

Kill  the  flies  as  soon  as  you  find  them,  and,  if  pos- 
sible, burn  them.  The  killing  of  one  fly  now  prevents 
thousands  later  on.  Flies  seem  to  thrive  best  where 
there  is  dirt,  and  by  keeping  your  store  clean  and  san- 
itary the  annoyance  will  be  considerably  lessened. 
This  means  a  few  screen  windows  and  doors,  but  it  is 
money  well  spent,  both  in  improving  sanitation  and  in 
adding  to  your  own  and  your  customers'  bodily  com- 
fort. 


A  Massachusetts  manufacturer  is  showing  a  patri- 
otic shoe  of  red,  white  and  blue  leather.  The  vamp  is 
of  red  kid,  with  \vhite  washable  kid  top  and  a  blue  kid 
collar.  The  heel  is  of  wood,  covered  with  red  kid. 
Widths  are  in  B.,  C.  and  D.,  and  deliver}-  is  promised 
in  three  to  four  weeks. 


The  next  thing  to  being  a  genius  is  being 
able  to  make  use  of  the  genius  possessed  by 
others.  Don't  overlook  the  ideas  you  may  se- 
cure from  your  trade  paper. 
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The  Business  of  Retailing  As  It  Should  Be 

Don't  Apologize  for  Taking  a  Just  Profit— Demand  Cash  and  Get  It — 
Some  Dollars  Worth  More  Than  Others. 


THERE  are  a  num-ber  of  theories  and  lii^h1)ro\v 
discussions  being-  circulated  ail)out  tlie  mercan- 
tile business,  but  the  more  I  study  and  the 
closer  I  observe  it  the  more  I  am  impressed  that 
there  is  nothing-  bi.";  or  complex  about  it.  It  is  made  up 
of  a  multitude  of  very  small  things  and  actions,  and  no 
one  big-  thing  will  make  a  merchant  prince.  It  is  dis- 
tributing merchandise — hundreds  of  small  things — to 
the  consumer  satisfactorily,  and  making  a  reasonable 
charge  above  the  cost  for  the  service. 

This  is  the  opening  paragraph  of  an  address  by 
Norman  H.  Johnson,  before  a  gathering  of  merchants 
at  Huntington,  Va.   He  g-oes  on  to  say : 

My  friends,  don't  ever  apologize  to  any  man  for 
making  a  profit.  A  merchant  who  doesn't  make  a  pro- 
fit cannot  give  service.  You  must  make  a  profit,  and  a 
man  who  does  not  make  a  profit  is  a  disgrace.  A  man 
who  will  not  stand  up  for  himself  cannot  be  of  service 
to  anybody  else.  The  worth-while  stores  are  an  asset 
to  a  community,  and  the  store  that  is  not  is  a  liability, 
a  drain  and  a  loss.  Do  not  apologize.  See  that  you  are 
making  a  profit,  but  remember  that  with  a  profit  goes 
the  highest  and  best  service. 

The  retailer  wants  credit  accommodations.  He  ap- 
plies to  a  joibber.  What  does  he  do?  He  catechises 
you  thoroughly.  He  finds  out  your  real  name,  your 
business  ability,  your  moral  character,  how  much 
money  you  have  in  the  bank,  who  you  owe,  and  so  on. 
He  does  not  stop  at  your  statement.  He  writes  to 
everybody  that  you  have  done  business  with  and  to 
prominent  men  in  your  community.  Then,  if  satisfied, 
he  gives  you  terms  to  fit  your  showing,  and  a  limited 
Hne  of  credit.  But  if  any  old  dead-beat  is  a  new  arrival  in 
your  town,  and  puts  up  any  old  statement  about  himself 
and  his  income,  you  put  as  much  energy  as  you  have 
or  wish  just  as  regularly  that  he  would  open  a  charge 
account  at  your  store.  Let  me  tell  you  the  basis  of 
modern  competition  is  founded  on  confidence  broug-ht 
about  by  the  liberal  exchange  of  business  experiences. 
Emulate  your  factors — the  jobbers.  When  a  person 
wants  to  open  an  account,  investigate  first.  Every  time 
you  lose  $10  you  have  thrown  away  the  net  profits  on 
sales  amounting  to  $200.  Investigate.  Follow  the  man 
higher  up.    Go  and  do  likewise. 

You  Are  Entitled  to  Your  Money 

When  your  bills  become  due  you  don't  hear  any- 
body apologizing  when  thev  ask  you  for  their  monev. 
They  say :  Pay.  If  you  don't,  some  machinerv  is  set  in 
motion  that  if  it  don't  get  iblood  it  will  get  the  turnip. 
Every  day  after  maturity  you  are  charged  interest. 
Now,  what  is  your  custom?  About  the  only  terms  you 
have  are  printed  on  the  statement,  and  nobody  believes 
them.  Let  a  man  get  deeply  in  debt  to  you — a  custom- 
er is  lost.  You  have  not  only  lost  a  customer,  but  you 
have  made  an  enemy.  Nine-tenths  of  the  people  who 
harp  about  tradesmen  increasing-  the  cost  of  living  arc 
those  who  have  been  beatintr  merchants.  What's  llic 
use  of  creating  abuse?  Emulate  vour  jol^ber.  He  lia> 
educated  you  to  observe  terms  and  to  pav  when  due. 
Don't  you  know  that  you  have  confidence  in  the  lii>us(> 
that  does  its  business  in  fairness  and  with  order 


^  cars  ago  }'ou  got  into  the  habit  of  selling  farmers 
on  six  months"  time.  Conditions  have  changed,  and 
you  should  keep  abreast.  The  average  good  farmer 
could  now  buy  your  store  and  stock,  and  put  it  in  a 
corner  of  his  farm  and  use  it  as  a  commissary.  The 
farmer  can  come  a  darned  sight  nearer  financing  a  mer- 
chant than  a  merchant  can  finance  a  farmer. 

Ninety-six  per  cent,  of  the  people  engaged  in  the 
retail  business  have  no  business  in  it.  They  have  no 
more  knowledge  about  mercantile  methods  than  they 
have  about  the  practice  of  law,  medicine,  or  surgery. 
Incompetence,  inexperience,  lack  of  capital,  unwise 
granting  of  credits,  personal  extravagance,  neglect  of 
business,  laziness,  and  the  lack  of  study  are  tragedies 
in  the  mercantile  life.  It  makes  your  heart  bleed  to  see 
a  prosperous  farmer  sell  his  all  and  look  to  the  merca.n- 
tile  field  as  something  easy.  In  the  name  of  business, 
let's  get  somewhere  associated  with  the  meaning  of  the 
term. 

Business  education,  whether  gained  in  the  schools 
of  exi^erience  or  elsewhere,  is  founded  on  costs.  You 
must  know,  and  know  that  you  know,  the  cost  of  doing 
business.  Knowing  is  the  opposite  of  guessing.  When 
you  g-uess  you  are  more  lial^le  to  be  wrong  than  right. 
You  can  inaugurate  a  system  yourself.  You  keep  so 
busy  doing  non-essentials  you  make  no  time  for  mer- 
chandising-. 

How  many  loafers  have  you  in  your  store?  I  have 
always  associated  human  loafers  with  mercantile  loaf- 
ers. They  generally  hang-  around  the  same  place.  Do 
vou  know  what  merchandise  is  handled  that  does  not 


A  handsome  model  for  summer 
by  Hazen  B.  Goodrich  Co. 
Haverhill.  Mass. 


pay  a  profit?  Do  you  know  the  exact  number  of  times 
that  each  class  of  merchandise  turns  o\-er?  What  are 
you  doing  to  eliminate  non-profitable  lines.  Are  you 
watching  the  small  things? 

How  Much  Is  a  Dollar? 

There  is  system  in  a  well-conducted  business.  A 
dollar  is  not  necessarily  a  dollar.  Some  men  get  more 
for  their  dollar  than  others.  Thev  know  the  use  and 
the  language  of  the  dollar.  The  shiftless  and  the  dis- 
interested never  learn  the  language.  Xo  man  can  learn 
this  language  except  by  hard  work  and  self-denial.  It 
is  more  difificuU  to  master  than  all  other  tongues.  It 
takes  a  child  two  years  to  make  itself  understood  b\ 
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simple  words.  You  cannot  tell  the  exact  day  you 
beg'in  to  connect  words,  nor  can  you  tell  just  when  jcu 
are  acquiring"  this  lan<^uage,  but  you  do  know  that  you 
learned  instinctively  from  }our  associates  to  s])eak 
their  words.  It  is,  I  re])eat,  harder  to  learn  the  lan- 
,<uage  of  a  dollar  than  any  other.  It  can  be  done  and 
it  should  be  done.  If  merchants  woidd  only  do  the 
thing's  they  know  how  to  do  there  would  be  better 
business. 

I  say  to  you:  S'to]^  cussing-  the  catalogue  houses  so 
much  and  do  the  good  things  they  do.  ^Ou  have  every 
advantage  over  them,  but  so  many  are  either  tcjo  lazy 
or  too  self-satisfied  to  use  their  advantage.  Neither 
your  ])rofanity  nor  your  wailings  will  convince — most 
often  it  detracts.  Get  one  of  these  big  catalogues  and 
study  it.  It  is  designed  by  an  e.\i)ert.  Each  ])agc  is  a 
salesman.  If  you  know  your  business,  if  you  know  the 
language  of  the  dollar,  you  can  learn  something  from 
each  page.  There  is  vast  knowledge  in  all  text-books, 
but  vou  must  learn  to  sttul\-  them  before  the  truths 
they  contain  are  revealed.  These  fellows  have  their 
whole  hand  exposed.  Considering-  your  ad\-antag-e  of 
service,  personal  contact,  quality  for  cjuality,  and  abil- 
ity to  sell  at  a  lower  or  equal  delivered  cost,  you  are  a 
self-confessed  failure  if  you  can't  sur\i\-e  such  com- 
petition. 

If  these  jobbers  ha\  eu't  any  other  plea  than  "1  am 


a  home-town  merchant,  and  you  should  buy  from  me 
because  I  pay  taxes  and  li\  e  here,"  I  want  t(j  say  that 
that  is  neither  reason  nor  good  business.  Buy  your 
merchandise  wherc\  er  you  can,  whenever  you  can,  at 
the  lowest  i)rice  and  the  ])est  quality  suited  for  your 
needs,  no  matter  where  }'ou  buy  it.  I'ut  if  the  local 
men  can  give  you  (jualitv  and  ])rice,  his  facilities  for 
giving  you  the  (juantities  for  complete  assortments  is 
an  economical  factor  that  will  greatly  reduce  the  cost 
of  doing-  business  and  im])rove  y(jur  service  to  your 
customer.  .\  good  local  jobber  is  the  greatest  economy 
to  a  retailer. 

Merchandise  is  now  both  scarce  and  high.  Retail- 
ers are  now  and  have  ibeen  selling  merchandise  too 
cheaj).  Whenever  the  niarket  slum])s  3'ou  fall  with  it, 
but  too  maiiv  lack  the  backbone  to  ff)llow  the  market 
when  it  rises.  Sell  your  goods  based  on  the  price  which 
would  duplicate  your  stock,  b-xpenses  are  increasing, 
and  vou  must  kee])  abreast  day  by  day. 

"liusiness  ain't  what  it  used  to  be,"  said  a  merchant 
to  me  in  a  whining  \  oice.  Xo,  it  isn't — not  by  a  darned 
sight!  Years  ago  when  you  got  a  customer  he  stuck 
like  a  Hy  on  fly-])aper.  To-day  you  are  not  only  in 
comi^etition  with  the  fellow  across  the  street,  you  are 
in  comi)etition  with  the  whole  world.  Business  to-day 
is  scientific.  It  is  wf)rk.  It  requires  energ-y,  thought, 
])lanning-,  and  action.  It  certainlv  "ain't  what  it  used 
to  be." 


Commission  and  Drawing  Account  System  for  Sales 

Some  Retailers  are  Discarding  the  P.M.  Method  —  Give  the  Clerks  an  Interest 
in  Bulk  Sales  —  Some  Advantages  Outlined. 


A TORONTO  retailer  who  has  used  the  p.  m. 
system  in  his  store  for  a  number  of  years  has 
been  having-  a  little  difficulty  in  the  matter  of 
new  clerks  who  try  to  push  these  goods  at  the 
wrong  time.  The  really  good  salesman  can  usually 
tell  at  a  g-lance  just  whether  the  p.  m.'d  shoe  he  has  in 
mind  will  suit  the  customer  and  not  react  to  the  store's 
disadvantage,  but  many  apprentices  to  the  selling- 
game  think  it  is  their  sole  duty,  as  well  as  their  finan- 
cial gain,  to  try  and  force  out  the  shelf-warmers.  No 
retailer,  of  course,  wants  to  lose  an  opportunity  to  dis- 
pose of  a  sticker,  but  there  are  times  when  the  strenu- 
ous efforts  of  salespeople  do  nothing  but  antagonize 
the  customer. 

The  remedy,  or  alternative,  adopted  by  many  mer- 
chants is  the  commission  system,  with  a  weekly  draw- 
ing- account  of  some  fixed  amount.  The  straight  sal- 
ary, these  retailers  believe,  tends  to  put  some  salesmei-i 
into  a  rut,  but  having-  a  drawing;  account  of  so  much  a 
week  and  an  imderstanding  that  they  are  to  receive  at 
the  end  of  each  month,  or  three  months,  the  difTerence 
between  their  drawing  account  and  a  certain  percent- 
age of  their  sales  for  the  entire  period,  spurs  them  to 
continuous  efi'ort.  To  find  the  i)erccntage  allowable  it 
is  only  necessary  to  keej)  track  of  the  sales  for  a  shcjrt 
period  before  putting  the  system  under  way. 

If  a  salesman's  drawing  account  is  $15  a  week,  or 
for  three  months  $180,  and  on  the  commission  basis  he 
has  made  $2.50,  you  owe  hiui  dififcrence,  amounting 
to  $70.  A  salesman  on  this  plan  knows  it  is  \  ery  nmch 
more  tr)  his  advantage  to  increase  his  sales  irrespective 
of  sticking  lines,  thus  catering  more  to  the  satisfaction 
of  the  customer,  lie  is  interested  in  his  jxjcketbook 
the  same  as  you  are,  and  why  shouldn't  he  profit  as  he 


serves?  He  will  under  the  commission  plan,  and  so 
will  you.  On  the  other  hand,  he  may  profit  better  than 
he  serves  under  the  straight  salary  plan. 

Takes  More  Interest  in  the  Store 

The  commission  salesman  is  usually  more  inter- 
ested in  everything-  about  the  store,  for  he  shares  in 
the  results  of  the  store.  He  serves  customers  more 
satisfactorily  because  he  is  interested  in  selling  them 
suitable  goods  and  having-  them  come  back  to  him  the 
next  time.  The  chances  are  he  will  invite  his  friends 
to  come  and  make  their  purchases  from  him  ;  he  will 
try  to  increase  his  clientele  of  customers  so  as  to  pro- 
portionately increase  his  commision. 

There  is  always  the  feeling  among  salaried  men 
that  they  are  doing  much  more  for  the  firm  than  they 
are  getting-  paid  for,  and  in  some  cases  it  is  entirely 
justified.  A  good  salesman,  were  he  working-  on  a 
commission  basis,  -would  often  increase  his  regular 
salary  by  a  third  or  half  during  good  seasons.  The 
man  is  indeed  in  a  rut  who  does  not  appreciate  this 
fact,  and  it  will,  in  time,  have  a  tendency  to  embitter 
him  toward  his  employer,  who,  he  believes,  is  getting 
the  big-  end  of  the  stick.  True,  he  is  putting  nothing 
into  the  business  but  his  time,  while  his  emjjloyer  has 
provided  capital,  brains,  and  energy;  but,  just  the 
same,  it  is  human  nature  for  the  salesman  to  feel  that 
he  might  be  getting  a  little  more  out  of  it. 

A  certain  amount  of  effort  is  required  on  the  part 
of  the  retailer  to  gel  the  commission  S3'stem  into  good 
running  order.  It  must  be  fully  and  clearly  under- 
stood Ijy  the  men — they  must  be  shown  where  they  can 
make  more  monev  for  themselves — tell  them  how  to 
increase  their  sales — get  them  enthused  over  the  pro- 
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position — secure  tlieir  Ijest  co-operation.  It  is  stated 
by  one  retailer  that  the  most  beneficial  results  will  not 
become  apparent  for  several  months,  but  after  some  of 
the  salesmen  have  started  to  draw  commissions  they 
will  all  be  hungry  for  more,  and  the}^  will  work  frir  it. 
After  the  first  three  months,  when  the  first  commissi  m 
is  paid,  the  plan  will  begin  to  work  better — the  men 
will  see  the  advantages  and  quickly  get  out  of  the  old 
rut. 

After  the  commission  plan  is  put  into  operation  it 
is  sometimes  a  good  plan  to  post  a  bulletin  each  day 
or  week,  showing-  how  much  each  man  has  sold  and 
his  relative  standing.  This  will  produce  good-natured 
rivalry  to  lead  and  keep  up  their  interest.  With  this 
information  they  can  figure  how  much  they  are  mak- 
ing each  week. 

The  p.  m.  Too  if  You  Want  It 

Some  merchants  who  employ  the  commission  also 
make  use  of  the  p.  m.  One  of  the  objects  of  the  corn- 
mission  system  is,  of  course,  to  get  away  from  the 
method  of  ena])ling  salesmen  to  make  a  little  extra 
money  onl}^  on  dead  lines,  but  in  extreme  cases  a  p.  m. 
can  be  added  in  addition  to  the  commission. 

•  A  good  way  to  keep  salesmen's  records  is  to  ha\  c 
a  l)ook  Avhich  will  show  their  sales  bv  day,  week, 
month,  and  year.  Comparisons  with  ])re\-i()us  months 
or  years  are  quickly  made,  and  a  check  is  i)ossible  on 
the  selling  power  of  each  individual  man.  With  a 
record  of  this  kind  you  are  in  a  position  to  talk  facts 
to  the  men,  either  in  praise  or  constructix'e  criticism. 
Figures  cannot  lie. 

The  writer  recalls  a  method  used  by  the  president 
of  a  very  large  manufacturing  concern  who,  naturally, 
was  often  approached  by  his  employees  for  salary  in- 


creases. On  his  desk  he  kept  a  book  containing  the 
exact  monthly  record,  or  producing  power,  of  each  of 
his  men.  If  the  record  showed  a  figure  below  what  it 
should  be  the  employee  was  told  that  his  case  would 
be  considered  when  his  record  was  improved. 

Keeping;  accurate  and  tabulated  data  on  all  matters 
pertammg  to  stock  and  sales  is  a  factor  of  importance 
too  little  realized  in  the  past,  but  which  is  speedily 
coming  to  the  front  in  the  present  scientific  age. 

It  is  much  more  satisfactory  for  salesmen  to  earn 
their  money  and  for  you  to  know  that  they  have  earned 
It  than  to  have  them  ask  for  it  when  you  are  in  doubt 
as  to  their  ability.  It  is  better  that  commissions  be 
paid  frequently— with  too  long  periods  between  the 
men  may  lose  their  enthusiasm — but  the  regular  pay- 
ment serves  to  increase  their  determination  to  work 
for  that  which  we  cannot  do  without — money. 


Limiting  Concessions  for  Women's  Trade 

The  following  rules  have  been  adopted  bv  tlic  shoe 
retailers'  branch  of  the  Retail  Merchants'  l^ureau  De- 
troit, Mich.: 

1st— Shoes  that  have  been  i)urchased  or  taken  from 
tile  store  on  a])proval  will  not  be  accepted  for  credit 
or  exchange  unless  returned  the  first  business  day  fol- 
lowing (leliverv. 

2n(l— I'atent  leather  shoes,  fabric  shoes  and  wooden 
heels  are  not  guaranteed,  and  no  concessions  can  be 
made  thereon. 

3rd— Merchandise  which  has  been  altered,  or  shoes 
ui)on  which  toe  or  heel  plates  have  been  attached  or 
buttons  reset,  will  not  be  accepted  for  credit  or  ex- 
change. 
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Mr.  Fegan  Makes  the  "Big  88"  Bigger 


k 


I 


o 


7i 


T 


fact, 


"Wig  88"  and  "Warren  T.  I'Y'^an"  have  been 
synonymous  terms  iri  the  sh(je  l)usiness  on 
Oueen  Street  West,  'J'oronto,  for  some  31  years. 
I'^rom  now  on,  however,  it  will  be  known  in 
if  not  in  name,  as  the  "Bigger  88,"  for  Mr.  h'egan 
is  just  i)utting  the  finishing  touches  to  a  fine  exten- 
sion which  will  almost  double  his  capacity  and  will 
admit  of  mucli  more  commodiovis  sales  space,  a  bet- 
ter dis])lay  of  stock  and  added  comfort  for  both  em- 
ployees and  customers. 

Mr.  Fegan  lias  l)een  at  88  Queen  Street  West  for 
31  years,  the  last  17  of  which  he  has  l)een  the  sole 
])roprietor.  These  years  have  been  good  to  him,  both 
financially  and  also  as  regards  his  own  physical  fitness. 
l^)-day,  Mr.  Fegan,  with  fifty  years  to  his  credit,  most 
of  them  strenuous  ones,  moves  with  the  vigor  and  snap 
of  the  average  man  of  thirty.  May  the  blessing  of 
good  health  remain  with  him  in  his  increased  activities. 


Mr.  Warren  T.  Fegan. 

A  plan  of  his  extended  store  as  now  completed  is 
shown  herewith.  The  total  ground  floor  space,  in- 
cluding the  addition,  measures  113  ft.  by  25  ft. 

Simultaneously  with  the  extension  to  the  store  an- 
other event  of  even  greater  importance  is  taking  shape 
at  the  "Big  88."  For  many  years  Mr.  Fegan  has  re- 
tained on  his  staff  the  same  three  men  ("boys,"  he 
calls  them),  Messrs.  F.  C.  Henry,  H.  O.  Doran  and 
E'.  C.  Tripp.  Mr.  Henry's  service  dates  away  back  to 
1897,  and  Mr.  Doran's  to  1900.  This  long  association 
may  well  indicate  that  Mr.  Fegan,  as  a  "boss,"  has 
the  faculty  of  winning  and  holding  the-  confidence  of 
his  men.  It  also  shows,  however,  that  these  three 
men  are  good  men  and  have  the  kind  of  stufif  in  them 
that  makes  real  shoemen.  And  now  they  are  learning, 
in  earnest,  that  faithful  service  has  its  reward,  for  the 
other  day  Mr.  i'cgan  called  these  three  employees  to- 
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Mr.  E.  C.  Tripp 


Mr.  F.  C.  Henry. 


Mr.  H.  O.  Doran. 


gether  and  advised  them  that  he  propused  in  future 
to  take  Hfe  a  Httle  easier,  (if  he  felt  so  disposed),  and 
that  he  was  going  to  throw  some  more  of  the  re- 
sponsibihty  on  their  shoulders — in  other  words,  he 
was  going  to  take  them  into  partnership.  We  under- 
stand Mr.  Fegan  has  not  yet  worked  out  the  details 
of  the  arrangement,  but  that,  in  any  case,  it  will  not 
involve  the  capital  investment  of  a  dollar  by  the  new 
members  of  the  firm.  The  co-partnership  will  date 
from  January  1,  1918. 

Success  to  the  new  firm  and  the  new  partners  I 


ing  to  l)rmg  j^eople  to  the  store  is  largely  wasted.  The 
house  is  known  b\-  thj  customers  it  keeps,  not  those  it 
gets.  That  brand  of  salesmanship  which  borders  on 
hypnotism,  unduly  persuading  people,  is  dangerous.  It 
does  not  tend  to  tlie  u])buil(ling  of  confidence  in  the 
mind  of  the  customer.  P^x  ery  unit  of  the  institution 
which  is  selling  gcjods  should  remember  that  the  inter- 
est of  the  Imyer  and  seller  are  mutual. 


Salesmanship  the  Life-Blood  of  Business 

PERSONAL  salesmanship  and  advertising  are 
twin  sisters,  said  Arthur  F.  Sheldon,  of  the  Shel- 
don School  of  Salesmanshi]),  recently.  .Vdvertis- 
ing  may  be  defined  as  salesmanship  by  the  writ- 
ten method.  Advertising  is  the  most  potent  possible 
power  in  introducing  into  the  mind  of  the  prospective 
patron  at  least  two  of  these  four  processes,  namely, 
favorable  attention  and  interest.  It  is  the  most  potent 
because  of  the  possibility  of  widespread  impressions. 
The  advertising  man,  as  a  salesman  bv  the  written 
word,  can  reach  thousands,  and  even  millions,  where 
the  personal  salesman  can  reach  one. 

But  in  most  businesses  to  make  th^  first  in\est- 
ment  of  salesmanship  through  advertising  effective  it 
must  be  backed  up  l)y  the  right  kind  of  personal  sales- 
manshi]), which  is  persuasion  ])y  the  spoken  word, 
when  the  customer  reaches  the  store.  The  prospective 
customer  may  or  may  not  truly  desire  the  product, 
although  he  may  be  interested  sufficientl}'  to  come  to 
look  it  over.  It  is  the  province  of  the  salesman  to 
change  interest  to  desire  and  desire  to  action. 

If  the  individual  who  reads  the  advertisement  hap- 
pens to  meet  an  order-taker  at  the  store  instead  of  a 
salesman  he  may  have  his  interest  changed  to  indififer- 
ence,  indilTerence  to  disgust,  and  disgust  to  repulsion. 

Salesmanshi])  is  the  lifeblood  of  business,  and  the 
heart  that  j^umi^s  the  life-blood  is  service.  Unless  the 
service,  functioning  in  quality,  quantity,  and  mode  of 
conduct  is  right  the  first  investment  made  in  advertis- 


A  Time-Saving  Method 

When  one  wants  to  save  time  in  a  shoe  store  is 
when  the  store  is  full  of  customers  waiting  to  be 
served.  Others  come  into  the  store  and,  seeing  they 
cannot  get  quick  service,  say  to  the  floor-walker  as 
they  go  out,  "Will  be  back  in  a  minute."  Nine  out  of 
ten  times  these  "walk-outs,"  if  they  are  cash  custom- 
ers, will  be  found  in  the  ne.xt  shoe  store. 

One  man  can  do  the  work  of  five  if  the  shoes  have 
niate-marks  on  them  where  thc\'  can  be  seen  at  a 
i.;iance. 

The  shoe  man  that  knows  what  he  knows  well  is  a 
wise  man.  He  savs:  "Save  time  during  the  rush  hours, 
when  it  is  valua])le  ;  then  it  is  money."  The  people  of 
this  day  and  age  require  quick  scr\  ice,  and  will  spend 
their  money  where  they  get  it.  Ten  salesmen  on  the 
floor  will  save  200  minutes  each  da\'.  Think  of  the 
sales  that  can  be  made  in  that  time,  and  the  ])rofit  on 
the  time-saved  sales.  The  1)est  shoemen  in  this  coun- 
try say  that  their  help  get  l)etter  acquainted  with  the 
stock  b}'  taking  it  down  and  i)utting  mate-marks  on 
than  any  other  way,  and  that  is  worth  twice  what  the 
marks  cost  in  the  wa\-  of  closing  oul  the  odd  lots 
found.  The  manager  of  one  of  the  largest  shoe  stores 
in  this  country  says  that  mate-marks  do  what.it  is 
im])osible  for  the  wisest  shoe-men  to  do — kee])  the 
shoes  mated  as  the\  come  from  the  factorv. 


High-grade  McKay  s!u)es  arc  being  retailed  in  \cw 
York  for  $12.00  a  jjair,  which  is  said  to  ])c  the  record- 
breaking  price. 
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Keep  Your  Chin  up 


If  you  are  going  up  we  all  boost;  if  you  are  going  down  we  all  pusti 

By  Dr.  Frank  Crane 


IT  is  wonderful  what  you  can  do  if  you 
will  only  keep  your  chin  up.     This  is  a 
strange  world,  and  one  of  the  strangest 
things  about  it  is  the  way  it  sympa- 
thizes with  success.    We  are  supposed  to 
sympathize  with  failure  and  grief,  but  we 
don't. 

I  am  going  to  tell  you  the  truth  about 
this  naughty  world,  and  the  truth  is  that 
which  ever  way  you're  going — up  or  down — 
people  want  to  help  you  along.  If  you  are 
going  up  we  all  want  to  boost;  if  you  are 
going  down  we  all  want  to  push.  That  is 
what  we  call  sympathy. 

You  hear  complaints  that  the  rich  are 
growing  richer  and  the  poor  poorer.  That 
has  always  been  the  case,  simply  because  it 
is  human  nature.  Society  has  always  been 
organized  to  increase  the  wealth  of  the 
wealthy  and  power  of  the  powerful ;  also  to 
make  the  weak  weaker.  The  rule  is  that 
"to  him  that  hath  shall  be  given,  and  from 
him  that  hath  not  shall  be  taken  away,  even 
that  he  hath."  There  is  no  use  whining 
about  it.  It  is  simply  one  of  the  flinty  laws 
of  nature.  The  only  thing  to  do  with  na- 
ture's laws  is  to  adjust  oneself  to  them  and 
not  to  complain. 

This  might  be  called  the  law  of  the  in- 
ertia of  prosperity. 

You  are  guilty  yourself.  Whom  do  you 
want  to  see?  The  man  everybody  wants  to 
see.  And  you  read  the  book  everybody's 
reading,  and  go  to  the  store  where  it  is  "the 
place"  to  go.    "Follow  the  crowds,"  says  the 


advertiser,  with  his  shrewd  knowledge  of 
our  makeup.  If  you  have  a  hundred  dollars 
ahead  to  whom  do  you  want  to  hand  it?  To 
the  poor  man  who  needs  it?  Not  at  all,  but 
to  the  rich  banker  who  doesn't  need  it. 

If  I  ask  you  for  the  loan  of  a  dollar  you 
will  pass  it  over  to  me  without  a  word  if  you 
think  it  is  a  trifling  matter  to  me ;  but  if  you 
suspect  I  really  am  in  want  and  need  the 
money  to  buy  a  little  food  with,  that's  quite 
another  affair;  you  can't  encourage  that  sort 
of  thing;  I  should  go  to  the  Associated 
Charities. 

Now,  the  way  to  use  this  law  is  to  feign 
prosperity  even  if  you  have  it  not.  Keep 
your  chin  up.  Wear  good  clothes.  Don't 
withdraw  from  the  society  of  the  prosper- 
ous. Look  pleasant.  Don't  let  yourself  get 
down  at  the  heel.  Don't  get  that  poor-beg- 
gar look  on  your  face. 

It  isn't  hypocrisy.  It  isn't  pretence.  It 
is  sheer  courage.  It  is  letting  the  world 
know  that  while  you  live  you  propose  to 
fight,  and,  like  old  General  Taylor,  you  don't 
know  when  you're  licked. 

Keep  smiling  and  an  unfriendly  universe 
will  not  know  what  to  do  with  you  ;  so  it  will 
crown  you.  Says  Alfred  to  Vigney:  "All 
those  that  struggle  against  the  unjust  heav- 
ens have  had  the  admiration  and  sacred  love 
of  men." 

Fate  is  a  bluff.  Face  her,  defy  her,  and 
she  will  fawn  on  you.  Fate  is  cruel,  but 
only  to  the  quitter. 


Shoeshining  in  Hamilton 

The  Greek  shoeshiners  of  Hamilton,  Ont.,  liave  ac- 
(|uired  tlie  present-day  hal)it  of  jirice-raisiiig  and  many 
of  them  have  cards  displayed  which  announce:  "Ow- 
ing to  the  high  cost  of  materials  the  ])rice  of  sliining 
l)lack  shoes  on  Saturdays  will  l)e  10  cents,  but  other 
(lays  tlie  ])rice  will  l)e  5  cents,  excepting  on  liolidays." 

In  Toronto  the  usual  price  for  shining  Ijlack  shoes 
is  5  cents  and  for  tan  shoes  10  cents  in  some  stores 
and  5  cents  in  others.  I<>equently  when  the  shine  is 
5  cents  a  five  cent  tip  is  given,  making  the  shine  cost 
10  cents  anyway,  l)ut  where  the  initial  cliarge  is  10 
cents,  few  men  are  inclined  to  add  the  usual  5  cent 
ti]),  which  would  bring  the  total  to  15  cents.  Raising 
llie  ])rice  of  the  shine  to  10  cents,  therefore,  does  not 
make  as  nnich  (lii'ference  to  the  average  ])atron  as 
would  a])pcar  at  first  thought,  l)Ut  works  out  to  the 
disadvantage  of  the  sinner,  who  is  deprived  of  his 
tip.  On  tlie  other  hand,  e\en  with  tlie  price  of  the 
shine  at  10  cents,  a  conscientious  shiner  could  so  |)er- 
forni  his  work  that  his  ])atrons  would,  in  many  eases, 
add  a  tip.  In  oni'  of  the  cities  across  tlu'  hordiT  there 
is  a  shoe-shine  parlor  of  the  better  sort  in  which  the 


price  has  always  been  10  cents  for  black  shoes  and 
15  cents  for  tan,  and  there  is  rarely  a  time  when  the 
store  is  not  filled  \vith  customers.  With  very  few  ex- 
ceptions, too,  the  patrons  add  a  5  cent  tip,  making  the 
])rice  15  cents  for  black  shoes  and  20  cents  for  tan. 
If  a  shoeshiner  can  "deliver  the  goods,"  5  or  10  cents 
is  neither  here  nor  there  with  the  average  customer, 
but  when  he  is  expected  to  pay  10  cents  for  a  shine  that 
is,  at  best,  merely  a  "lick  and  a  rub,"  his  soul  rebels. 


Prefer  Male  Salespeople 

"From  a  long  experience  I  find  that  women  prefer 
to  be  waited  on  by  men,"  said  the  manager  of  a  Mont- 
real shoe  store.  "The  only  reason  I  can  give  is  that 
they  think  that  men  are  more  com])etent  than  w^omen 
clerks,  have  had  more  experience.  Oftentimes  women 
customers  will  wait  to  be  served  by  men  rather  than 
l)uy  from  women  clerks."  Another  retailer,  owning 
;in  eNclusix  e  store  for  men's  shoes,  said  that  he  found 
it  more  difTicult  to  make  a  sale  when  a  male  customer 
was  accompanied  by  a  lady,  'i'he  latter  was  more 
critical  than  the  mere  man.  and  was  nnich  harder  to 
])lease. 


Mav,  1917 


FOOTWEAR    IN  CANADA 


33 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

I  The  Summer's  Latest  | 

I    Offerings— Low  Heels  | 

I       are  Conspicuous  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


Upper  cut — Men's  nuliuck,  while  welt  and 
Neolin  sole  and  heel.    English  last. 

Middle  cut — Women's  semi-sport  hoot, 
comhining  tan  Russia  calf  with  gray 
huck  top;  stay  and  collar  of  calf:  long 
wing  tip,  one  inch  square  heel. 

Lower  cut — Young  ladies'  white  canvas  lace 
o.xford,  white  rubber  sole  and  lieel. 
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Patent  Leather  from  the  Standpoint  of  Economy 


SOME  haiulsomc  models  in  ])atent  leather 
combinations  are  being  shown  in  many  of 
the  stores  and  are  already  marked  as  style 
leaders  for  the  coming  season.  This  is  \rdv- 
ticularly  true  of  pnnips  in  which  ])atent  leather 
is  conspicuously  featured.  There  is  one  excel- 
lent selling  point  in  connection  with  patent  lea- 
ther, the  force  of  which  was  unconsciously  expressed 
to  "Footwear"  by  a  retailer  the  other  day  in  a  dis- 
cussion of  prevailing  styles.  "Why  is  it,"  he  asked, 
"women  will  not  clean  their  boots?  So  many  girls 
buy  fancy  kid  shoes  and  then  seem  to  forget  that  it 
is  at  all  necessary  to  refresh  them  from  time  to  time 
with  cleaner  and  polish.  The  colored  kid  shoe,  in 
such  a  condition,  looks  inrtnitelv  worse  than  a  ])lain 
black  boot." 

This  retailer's  observation  is  all  too  true.  The  im- 
l)ortance  of  maintenance  is,  with  some  people,  an  un- 


Ouite  aside  from  the  factor  of  reduced  effort  in 
cleaning  for  the  person  who  ])erforms  the  work  him- 
self, there  is  the  element  of  ecenomy  for  the  man  or 
woman  who  patronizes  the  shoe  shine  parlor.  Let  us 
see  just  what  this  saving  amounts  to.  We  will  say,  as 
a  conservative  estimate,  that  the  average  is  one  shine 
every  three  days  for  three  months  at  10  cents  a  shine. 
This  figures  out  at  about  $3.00,  or  possibly  more,  for 
maintaining  the  appearance  and  life  of  a  $6  to  $8  shoe. 
Ouite  a  formidable  outlay  in  black  and  white,  and 
one  which  the  consumer  would  strenuously  object  to 
if  the  terms  were  "in  advance." 

At  the  present  time  our  watch-word  should  i^e 
"economy,"  and  if,  by  the  use  of  a  certain  kind  of 
leather  in  our  shoes,  we  can  avoid  the  spending  of 
several  dollars  on  each  pair  in  shoe-shine  parlors, 
mostly  of  the  foreign  element,  we  should  not  hesitate 
to  do  so. 

Patent  Leather  for  Children 

Patent  leather  for  children,  while  not  a  universal 
jjanacea  for  all  of  the  perplexing  footwear  problems 
confronting  the  parent,  offers  a  quick  and  easy  solu- 
tion to  the  problem  of  having  the  "kiddies"  appear  to 
the  best  advantage  with  the  least  effort.  It  is,  of 
course,  a  tiresome  task  for  the  mother  to  clean  shoes 
for  three  or  four  children,  and,  if  they  are  entrusted 
to  the  task  themselves,  their  clean  white  hosiery  and 
clothing  suffers  in  the  attempt.  Patent  leather  re- 
quires little  more  than  dusting  off  with  a  clean  rag. 
White  hosiery  is  at  the  crest  of  its  popularity  at  the 
present  time,  and  there  can  hardly  be  any  doubt,  black  • 
shoes  are  most  in  demand  for  children.  As  a  means, 
then,  of  increasing  the  satisfaction  of  the  parent,  why 
not  advocate  the  more  general  use  of  patent  leather? 
For  general  purposes  it  gives  just  as  good  wear  and 
is  as  comfortable,  in  general,  as  any  other  leather. 

For  the  man  who  wishes  to  economize,  the  woman 
who  hasn't  the  time  or  inclination  to  clean  her  shoes, 
or  the  parent  who  feels  that  the  burden  of  keeping  the 
children's  shoes  presentable  is  bigger  than  it  should 
be,  patent  leather  offers  a  solution  towards  permanent 
relief. 


known  (juantity.  There  ar^^^  ^w  house-owners,  for 
example,  who  freshen  their  homes  with  paint  from 
year  to  year,  keeping  them  spick  and  span  in  appear- 
ance, but,  the  majority  neglect  the  vital  element  of 
maintenance  until  the  very  last  minute,  when  it  is 
quite  likely  considerable  damage  has  been  caused  by 
the  action  of  the  elements.  Consequently,  in  such  a 
case,  the  house  that  will  apj^ear  to  the  best  advantage 
at  the  end  of  a  certain  ])eri()d  is  the  one  that  started 
with  the  most  suitable  finish  to  counteract  want  of 
care. 

Little  Effort  Required  to  Maintain 

As  a])plied  to  fof)twear  our  argument  is  that  the 
shoe  requiring  a  minimum  of  effort  to  appear  to  good 
advantage  for  the  maximimi  length  of  time  is  the 
f»ne  that  started  life  with  the  most  suitable  type  of 
leather.  Patent  leather  a])i)ears  to  be,  so  far,  (|uite 
the  most  satisfactory  from  a  maintenance  viewpoint. 


New  Sample  Room  for  C.  M.  and  R.  H.  Mills 

Messrs.  C.  M.  and  R.  H.  JNlills  have  opened  a  sample 
room  at  313  Mappin  and  ^\'ebb  Building,  St.  Catherine 
Street  West,  Montreal,  where  they  are  showing  com- 
I)lete  ranges  of  the  shoes  manufactured  by  the  firms 
they  represent — Amherst  Boot  and  Shoe  Company, 
Amherst,  N.S.,  standard  screw  and  pegged  goods;  J. 
M.  Stobo,  Quebec  (representatives  of  the  Toronto  to 
Quebec  territory),  men's  welts,  and  men's,  boys'  and 
youth's  McKays  and  standard  screws  and  women's, 
misses'  and  children's  McKays ;  Macfarlane  Shoe  Com- 
])any,  Montreal  (Eastern  townships  territory),  chil- 
dren's turns  and  women's  welts  and  turns ;  the  James 
Muir  Company,  Maisonneuve  (Eastern  townships  and 
Eastern  Ontario),  men's,  boys'  and  youth's  welts  and 
McKays.  The  sample  room  is  large,  well  fitted  up, 
and  nicely  furnished.  The  interior  trim  and  the  fit- 
tings are  in  natural  oak  finish.  Retailers  will  find 
the  sample  room  both  convenient  and  attractive. 
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Vancouver  Viewpoint  Encouraging  for  1917 


Johnston's  Big  Shoe  House  reports  "Business  for 
^January,  February  and  March  was  not  much  in  ad- 
vance over  last  year,  but  commencing  April  1st  and 
up  to  the  present  time  it  is  about  25  per  cent,  better 
than  it  was  a  year  ago.  Men's  trade  is  fully  10  per 
cent,  better  than  it  was,  which  goes  to  show  that  there 
are  no  idle  men,  they  are  getting  good  wages  and  pay- 
ing big  prices  for  shoes.  No  trouble  in  getting  the  high 
prices.  Ladies  are  buying  better  shoes  than  they  have 
ever  bought ;  high  prices  do  not  seem  to  scare  them 
at  all.  The  demand  for  white  footwear  is  greater  than 
ever  in  the  history  of  the  business.  Even  with  the 
wet  weather,  we  have  sold  to  date  more  white  shoes 
than  in  any  other  full  season  ;  one  reason  for  this  is 
that  the  prices  are  much  lower  than  kid  shoes,  which 
naturally  would  have  a  tendency  to  increase  sales.  The 
outlook  fo.r  the  summer  is  very  bright  and  we  antici- 
pate the  biggest  summer  trade  ever  had  in  Vancouver. 
As  far  as  buying  goes,  we  are  through  for  at  least 
twelve  or  eighteen  months,  with  the  exception  of  a 
few  specialties  which  we  might  have  to  buy  in  order 
to  size  up  our  stock.  We  bought  heavily  in  the  last 
year  and  carry  at  ])resent  from  $150,000  to  $160,000 
worth  of  shoes  which  we  bought  at  the  lower  prices, 


and  are  going  to  sit  pat  and  not  buy  any  more  till 
things  look  brighter.  Tennis  goods  and  sandals  of 
all  kinds  will  be  in  good  demand  owing  to  the  popular 
])rices  which  they  will  be  sold  at.  There  has  not 
been  much  advance  in  the  price  of  these  lines." 

Edward  Stark  Shoe  Co.,  Ltd. — "Conditions  have 
been  better  during  the  last  three  months  than  they 
have  been  since  1912.  Not  only  are  ladies  buying 
fancier  shoes,  but  they  are  buying  more  shoes ;  of 
course,  the  fact  that  footwear  is  playing  a  more  pro- 
minent part  in  the  dress  of  women  largely  accounts 
for  that,  as  they  have  to  have  shoes  for  every  occa- 
sion and  for  new  styles  of  dresses  as  they  come  in. 
In  this  store  we  are  showing  several  new  style  colored 
kid  leathers,  also  new  two-tone  effects.  White  is  also 
very  largely  shown.  We  regard  this  as  the  best 
"white"  season  Vancouver  has  ever  had.  Fancy 
pumps  will  be  in  demand  from  now  on.  Conditions 
are  better  and  people  are  more  hopeful  of  the  future. 
We  go  very  much  on  store  service  and  give  careful 
fitting  all  through.  We  take  care  of  the  children  just 
as  carefully  as  "grown-ups." 

Silencer's  Department  Store. — "Owing  to  the  wet 
weather  prevailing,  the  fine  lines  are  just  starting.  We 
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predict  a  big  wliite  season.  More  white  canvas  shoes 
than  white  kid  will  be  sold,  owing-  to  the  fact  that 
white  kid  lines  are  scarce  and  come  so  high  in  price 
that  the  trade  cannot  buy  them.  Colored  boots  are 
very  popular,  although  running  from  $9.00  to  $15.00 
a  pair;  mostly  colored  and  vici  leathers  are  sold,  but 
very  little  patents.  Leather  shoes  are  so  expensive 
that  we  figure  on  selling  a  lot  of  tennis  stuff,  both  in 
Vv'hite  and  dark  colors,  blue,  etc.,  especially  for  chil- 
dren. Mothers  do  not  feel  like  paying  $3.00  for  a 
child's  shoe  when  she  can  get  a  pair  of  tennis  shoes 
or  sandals  at  $1.25." 

Ingledew  Shoe  Co. — "Business  has  improved  100 
per  cent,  over  a  year  ago — in  fact  has  been  improving 
steadily  during  all  the  time.  The  outlook  for  fall  is 
good.  We  are  selling  (|uite  a  lot  of  suede  and  colored 
cloth  tops,  although  it  seems  to  be  hard  to  introduce 


the  cloth  tops,  as  ])eoplc  do  not  take  to  them  very 
readily." 

White  Easier  to  Clean 

McRobbie's  Boot  Shop. — "Business  ccjncliticjns  have 
very  much  improved  since  a  year  ago,  and  are  getting 
better  as  each  month  goes  past.  The  higher  cost  of 
shoes  ap]jarently  has  not  diminished  the  demand  to 
any  extent.  Women  still  insist  on  all  kid  shoes,  either 
in  black  or  fancy  tops;  white  shoes  are  selling  very 
strong,  although  the  season  has  been  wet  and  back- 
ward ;  white  cloth  shoes  are  finding  very  ready  accept- 
ance. Many  people  would  rather  have  the  white  cloth 
than  kid  shoes,  on  account  of  greater  ease  in  cleaning. 
In  men's  shoes  the  demand  is  heavy  for  tans,  especi- 
ally in  the  new  colors,  such  as  cherry  and  mahogany 
shades.  The  demand  in  men's  is  almost  entirely  in  the 
English  lasts." 


Keeping  Records  Straight  by  Perpetual  Inventory 

Simplified  Methods  of  Knowing  the  Day's  Business—  Of  Benefit  to  the  Merchant 

with  Large  Variety  of  Styles  and  Sizes 

 —  By  R.  H.  Butz*  —  


THERE  are  very  few  retail  shoe  merchants  who 
are  aware  of  the  advantages  that  can  be  gained 
by  the  keeping  of  an  accurate  inventory  that  is 
complete  at  all  times.  On  the  other  hand,  many 
merchants  have  realized  the  need  of  an  inventory  sys- 
tem, but  after  studying  a  large  number  of  different 
forms  and  methods,  none  of  which  were  exactly  suited 
to  their  needs,  they  have  arrived  at  the  conclusion  that 
there  is  no  practical  inventory  system  for  the  retailer 
who  handles  a  large  variety  of  styles  and  sizes.  In 
many  cases  the  manufacturers'  stock  records  have  been 
given  as  models,  and  there  are  very  few  instances 
where  a  merchant  can  use  the  same  system  which  the 
manufacturer  finds  sufficient  for  his  needs.  The  cleric- 
al work  required  to  keep  some  systems  renders  them 
practically  prohibitive.  The  merchant  does  not  care 
so  much  to  have  all  his  styles  and  sizes  listed  in  his 
record  book ;  it  is  the  value  of  his  stock  on  hand  that 
constitutes  the  important  problem.  A  glance  at  his 
stock  on  the  shelves  will  readily  tell  him  when  he  is 
running  short  of  different  sizes,  but  a  glance  at  the 
shelves  will  not  tell  him  the  value  of  his  entire  stock 
on  hand.  And  this  is  what  he  desires  to  know  when 
he  wants  to  make  a  financial  statement,  or  when 
changes  of  business  policy  occur.  It  is  on  account  of 
these  problems  that  the  following  system  has  been  de- 
vised, because  it  comprises  the  necessary  facts.  If 
ordinary  care  is  exercised  by  the  clerk  who  keeps  it, 
it  will  be  of  great  value  to  the  merchant  as  an  ac- 
curate record  of  his  business  each  day. 


and  to  the  wide-awake  merchant  it  is  of  vital  interest. 
Erom  this  record  he  can  see  at  a  glance  the  gross  profit 
for  the  day,  and  by  deducting  his  daily  expenses  he 
will  arrive  at  the  net  profit.  How  many  retailers  know- 
as  much  as  that  about  their  business?  The  amount 
of  the  cash  sales  as  added  for  the  day  should  agree 
with  the  cash  received  during  the  day,  and  all  charge 


Sales 

Cost 

Sales 

Cash 

Charge 

Slip 

Pair 

Price 

Price 

Sales 

Sales 

87 

1 

$2.10 

$3.15 

$3.15 

88 

2 

4.80 

6.20 

$6.20 

89 

1 

4.90' 

6.00 

6.00 

90 

1 

3.25 

4.00 

4.00 

91 

] 

1.35 

1.90 

1.90 

92 

2 

2.80 

4.25 

4.25 

93 

1 

7.00 

8.75 

8.75 

96 

1 

6.45 

7.60 

7.60 

97 

2.00 

2.80 

2.80 

98 

1.00 

1.45 

1.45 

99 

4.75 

6.00 

6.00 

100 

3.20 

4.50 

4.50 

101 

3.20 

4.50 

4.50 

102 

7.00 

8.75 

8.75 

103 

6.45 

7.60 

7.60 

104 

1.35 

1.90 

1.90 

10.5 

2.10 

3.15 

3.15 

106 

3.40 

4.50 

4.50 

Totals 

20 

$67.10 

$87.00 

$65.00 

$22.00 

Cost  Mark  on  Sales  Slip  Fig  l-Daily  sales  record. 

Every  time  a  sale  is  made  the  clerk  writes  a  sales  slii)s  should  be  checked  twice  to  prevent  any  errors 

ticket  in  dui)licate,  such  as  are  used  in  practically  every  that  might  occur  in  charo-ino-. 

retail  store.    The  original  sales  slip  goes  to  the  cus-         In  order  to  keep  the  "Cos't  Price"  column  accurate 

tomer  as  a  receipt  for  his  purchase,  and  the  duplicate  it  is  best  to  have  the  cashier  mark  the  cost  letters  on 

is  handed  to  the  cashier,  together  with  the  amount  of  the  duplicate  slip.    Eor  instance,  the  cost  mirk  on  a 

cash  stated  thereon.    If  it  is  a  charge  slip,  it  is  so  pair  of  shoes  mav  be  "T  L  S,"  and  these  letters  should 

marked  and  the  bookkee])er  will  charge  the  sale  to  the  be  marked  on  the  duplicate  slip.    The  clerk  who  has 

prtjjjcr  account.    luich  day  all  thesc:.  sales  slips  arc  charge  of  the  Sales  Record  knows  the  costing  key  and 

entered  on  a  form,  similar  to  the  one  here  given.  will  be  able  to  read  the  figures  which  the  letters  re- 

This  is  a  tabulated  record  of  the  day's  business  present. 

♦At  Pennsylvania  Retailers'  Convention.  After  lllC  daily  salcS  reCord  is  Completed,  the  tOtals 
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PURCHASES 

SALES 

BALANCE 

Purchase 

Sales 

Cost 

Date 

Invoices 

Pairs 

Value 

Date 

Pairs 

Price 

Price 

Pairs 

Value 

10-2 

Complete 

Inven 

tory 

3456 

$11,897.50 

10-2 

1176 

100 

$320.00 

3556 

12,217.50 

10-2 

1177 

150 

470.00 

3706 

12,487.50 

10-2 

20 

$87.00 

$67.10 

3686 

12,427.40 

Fig.  2— Inventory  record. 


for  the  day  are  then  entered  on  the  Inventory  Record, 
the  form  of  which  is  reprodnced  herewith. 

The  Records  in  the  Case 
At  the  time  this  record  is  started  a  complete  in- 
ventory should  be  taken,  and  the  totals  should  be  in- 
serted as  shown — 3,456  pairs,  value  $11,897.50.  All 
purchase  invoices  should  then  be  entered  singly,  to- 
gether with  the  number  of  the  purchase  invoice  which 
is  obtained  from  the  purchase  register,  where  such  a 
record  is  kept.  In  this  case  the  first  purchase  is  en- 
tered on  October  2.  The  number  of  this  invoice  is 
1176,  and  is  for  100  ])airs  of  shoes  valued  at  $320.  The 
next  purchase  invoice  is  on  the  same  date  and  the 
number  is  1177.  This  invoice  represents  150  pairs 
of  shoes  valued  at  $470.  These  totals  should  be  carried 
to  the  Balance  Columns  on  the  right  hand  side  and 
added  to  the  previous  balance. 


Telling  You  Where  You  Stand 

The  totals  from  the  Daily  Sales  Record  for  October 
2  should  now  be  entered  in  the  Sales  Columns  as 
shown.  The  total  pairs  sold  and  the  Total  Cost  Price 
must  now  be  deducted  from  the  Balance  Columns, 
which  leaves  the  total  amount  of  stock  on  hand  at 
the  end  of  business  on  October  2.  Care  must  be  taken 
that  the  Total  Sales  Price  is  not  deducted  from  the 
balance  figures,  as  this  would  leave  an  incorrect  bal- 
ance. The  value  of  stock  on  hand  has  no  connection 
with  the  value  at  the  selling-  price,  and  the  value  on 
the  Inventory  Record  must  be  the  Cost  Value,  not 
the  Sales  Value.  This  record  can  be  totaled  at  the 
end  of  each  month.  It  will  then  be  easy  to  issue  a 
trading  statement  showing"  the  gross  and  net  profit 
of  the  business  for  the  month.  Financial  statements 
can  also  be  issued  each  month  if  desired. 


Winnipeg  Early  Closing  Proves  Highly  Satisfactory 


WITH  reference  to  early  closing  in  the  west 
we  have  received  the  following  letter  from 
Mr.  C.  F.  Rannard,  of  Rannard  Shoe  Limit- 
ed, Winnipeg,  Man.,  as  well  as  the  copy  of 
by-law  used  in  that  city. 

I  herewith  attach  a  copy  of  By-law  No.  1853,  passed 
July  9th,  1900.  This  early  closing  has  been  very  satis- 
factory— it  enables  the  businesses  coming  under  this 
Bill  to  close  at  six  of  the  clock  each  day  in  the  week 
with  the  exception  of  Saturday,  when  they  close  at 
ten  of  the  clock,  provision  being  made  for  the  last 
three  weeks  in  December,  and  during  Exhibition  week. 
You  will  notice  the  days  preceding  holidays  the  stores 
are  allowed  to  stay  open  the  same  as  Saturdays.  This 
enables  the  employees,  and  those  engaged  in  mercan- 
tile trade,  to  have  more  time  for  recreation,  fresh  air, 
and  social  environment — which  enables  them  to  come 
to  business  after  the  holiday  better  prepared  to  give 
service,  and  there  is  just  as  much  business  for  every- 
one when  they  close  early  as  if  the  stores  kept  open 
according  to  their  wishes,  or  until  10,  11,  or  12  o'clock 
each  day.  Besides,  by  keeping  open  late  each  evening 
things  are  very  quiet,  and  it  is  harder  to  carry  on  the 
trade  than  when  it  is  done  in  shorter  hours  and  the 
business  got  over  quickly.  The  late  Saturday  even- 
ing, or  before  holidays,  enables  the  working  men  and 
women  to  do  their  shopping.  The  retail  merchants, 
and  the  clerks,  would  not  go  back  to  the  old  system 
for  anything.  In  concluding,  again  I  will  say  that  the 
early  closing  movement  has  been  very  satisfactory." 


By-Law  No.  1853 

A  By-Law  of  the  City  of  Winnipeg  to  Provide  for  the 
Early  Closing  of  Shops 
Passed  July  9th,  1900 

The  Municipal  Council  of  the  City  of  Winnipeg 
enacts  as  follows  : — 

1.  From  and  after  the  19th  day  of  July,  A.D.  1900, 
all  classes  of  shops  within  the  City  of  Winnipeg,  where 
or  wherein  goods  are  exposed  or  offered  for  sale  by 
retail  (but  not  where  the  only  trade  or  business  car- 
ried on  is  that  of  a  tobacconist,  news  agent,  hotel,  inn. 
tavern,  vitualling,  or  refreshmen  house)  shall  be,  and 
each  of  them  shall  be  and  remain  closed  on  each  and 
every  day  of  the  week,  between  six  o'clock  in  the  after- 
noon of  each  day  and  five  o'clock  in  the  forenoon  of 
the  following  day,  with  the  following  exceptions: — On 
Saturdays  and  during  the  last  three  weeks  in  Decem- 
ber, and  also  the  (lays  immediately  preceeding  the 
following  days,  namely ;  New  Year's  Day,  Good  Fri- 
day, the  Twenty-Fourth  Day  of  May,  and  Dominion 
Day:  and  all  classes  of  shops  in  the  City,  as  afore- 
said, shall  be  and  remain  closed  from  ten  of  the  clock 
in  the  afternoon  of  the  days  hereinl)oforc  mentioned 
as  excepted,  namely  :  Saturdays,  the  week  days  in  the 
last  three  weeks  in  December,  and  the  days  immedi- 
ately i)receding  the  following  days : — New  Year's  Day, 
Good  iM-iday,  the  Twenty-Fourth  Day  of  Mav,  and 
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Dominion  Day,  until  live  o'clock  in  the  afternoon  of 
the  following  day. 

2.  This  By-I_.a\v  shall  take  efifect  on  the  19th  day 
of  July,  A.D.  1900. 

3.  By-Laws  Nos.  1606,  1607,  1608,  1609,  1610.  1611, 
1612,  and  1613  of  the  City  of  Winnipeg  are  to  be  read 
as  subject  to  and  g()\-crned  by  the  i)rovisions. 

4.  Any  person  found  guilty  of  an  infraction  of  any 
of  the  provisions  of  this  By-Law  shall  be  liable  u])on 
conviction  therefor  to  a  fine  of  not  exceeding  fifty 
dollars,  together  with  the  cost  of  ])rosecution,  and  in 
default  of  payment,  or  of  sufiicient  distress  therefor, 
to  imprisonment  for  a  period  not  exceeding  twenty-one 
days. 


Banquet  to  Mr.  T.  H.  Rieder 

The  Kitchener  Manufacturers'  Association  recently 
held  a  banquet  in  the  Masonic  Hall  at  Kitchener  to  do 
honor  to  Mr.  T.  H.  Rieder,  recently  appointed  presi- 
dent of  the  Canadian  Consolidated  Rivbber  Company. 
About  two  hundred  members  and  friends  were  present, 
and  the  incident  will  hi  rememliercd  for  its  unicpieness 
and  good-fellowshi])  for  some  time  to  come.  Ad- 


Mr.  T.  H.  Rieder. 


dresses  were  delivered  by  Rev.  C.  A.  Sykes.  Mr.  T.  II. 
Rieder,  Mr.  Williams,  Mr.  E.  C.  Kabel,  Mr.  R.  W.  Ash- 
croft,  Mr.  Nyherg,  and  others.  Mr.  S.  j.  Williams 
presented  a  huge  gilt  key  to  Mr.  Reider,  symbolical  (jf 
his  status  in  the  hearts  of  his  townsmen,  and  outlined 
briefly  what  Mr.  Rieder  had  done  for  the  city.  In 
reply,  Mr.  Rieder  voiced  full  confidence  in  Kitchener's 
future  as  a  manufacturing  centre.  lie  helieved  tliat 
Kitchener's  jjroblem  to-day  was  to  ])ropare  for  after  the 
war,  the  result  of  which  would  bring  about  the  coming 
of  the  greatest  levelling  infiuence  the  \yorld  had  ever 
seen.  To  the  city  and  its  loyal  supporters  his  final 
message  was  tcj  invest  heavily  in  educational  institu- 


tions, as  on  these  would  depend  the  success  of  the  city's 
industries.  Make  the  city  attractive  for  the  working- 
man,  and  see  to  it  that  taxes  were  kept  at  the  minimum. 


Keep  the  Money  Moving 

The  basis  of  ])rolitable  l>usiness  is  active  money; 
sloth  in  money  is  the  ]jrelude  to  failure.  Money  is 
active  if  the  ca])ital  inyested  is  constantly  turning. 
Provided  overhead  charges  are  kept  at  a  reasonable 
figure,  the  annual  profit  in  any  business  will  depend 
upon  the  number  of  turnovers  of  stock  secured  during 
the  year.  It  is  the  rolling  capital  that  gathers  the 
moss.  The  test  of  a  business  is  the  number  of  times 
the  .stock  is  turned  at  a  profit  each  year.  It  is  obvious 
that  if  you  get  enough  turnovers  during  the  year,  even 
a  very  small  profit  per  turnover  will  make  a  satisfac- 
tory total  profit  for  the  year. 

The  answer  to  rising  costs  is :  more  sales.  If  you 
have  reduced  your  costs  to  the  practicable  minimum 
and  still  your  profits  are  unsatisfactory,  the  only  ans- 
wer is :  increase  your  rate  of  turnover. — J.  Ogden 
Armour. 


The  Canadian  Shoe  Company 

The  Canadian  Shoe  Company,  Montreal,  are  now 
handling  the  line  of  shoe  store  accessories  and  over- 
gaiters  manufactured  by  Laing,  Harrar  and  Chamber- 
lain, of  Philadelphia.  They  specialize  also  in  the  sale 
of  specialties,  hockey  shoes,  and  so  on,  for  J.  E.  Sam- 
son, Enr.,  Quebec,  and  "Fredelta"  working  shoes  man- 
ufactured by  Underbills,  Limited,  Aurora,  Out.  A  very 
active  business  in  all  lines  is  reported  by  Mr.  A.  E. 
Saucier,  general  and  sales  manager  of  the  company, 
especially  in  hockey  lines  for  fall. 


Hub  Pigskin  Welting  Saves  Money 

The  A.  C.  Lawrence  Leather  Company,  Boston, 
Mass.,  state  that  the  sales  of  Hub  Pigskin  Welting 
show  a  steady  increase  each  season  over  and  above  the 
business  of  the  previous  season.  The  reason  for  its 
popularity  seems  to  be  in  its  undoubted  merit  as  re- 
gards working  qualities,  along  with  the  fact  that,  when 
using  it,  manufacturers  are  able  to  save  on  each  pair 
of  shoes  without  sacrificing  anything  in  quality. 


New  Heel  Enamel 

The  Canadian  Shoe  Findings  and  Novelty  Com- 
pany, Toronto,  announce  they  are  now  supplying  a 
new  Griffin  heel  enamel  in  light  and  dark  gray  and 
white.  It  is  guaranteed  not  to  crack  or  peel  off,  and 
is  waterproof.  Retailers  will  find  it  of  special  value 
in  touching  up  shoes  that  may  have  become  soiled, 
and  a  good  sale  to  customers  is  looked  for. 

This  firm  has  also  been  granted  trade  mark  patent 
on  their  "Kidine"  cleaner. 


Breithaupt  Company  Open  Montreal  Branch 

The  Breithaupt  Leather  Company,  Kitchener,  Ont.. 
arc  opening  a  warehouse  in  Montreal,  and  have  secured 
a  building  on  the  corner  of  Lemoine  and  Helen  .Street. 
This  location  is  very  central  and  quite  close  to  a  num- 
])er  of  la/ge  shoe  factories. 


"There  is  a  crying  demand  for  a  substitute  for 
leather." 

"Then  I  think  our  cook  is  on  the  right  track." 
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Starting  Campaign  to  Educate  tlie  Consumer 


WHEN  is  a  bootblack  not  a  bootblack?  The 
answer  would  seem  to  be,  when  he  is  called 
on  to  renovate  a  pair  of  shoes  that  are  not 
black.  And  it  is  just  in  such  a  case  that  he 
too  often  justifies  his  right  to  the  title  of  "bootblack." 
His  equipment  usually  consists  of  black  polish,  tan 
polish,  a  few  pictures  of  Greek  or  Italian  monarchs, 
and — gasoline.  The  black  polish  is  for  ])lack  shoes, 
the  tan  polish  for  tan  shoes,  the  pictures  to  look  at 
when  it  is  your  misfortune  to  have  to  patronize  the 
average  store,  and  the  gasoline  is  for  cleaning  every- 
thing and  anything  that  cannot  be  approached  with  the 
black  and  tan  polishes.  There  are,  of  course,  such  inci- 
dentals as  dirty  brushes  and  much  dirtier  rags. 

Many  people  have  found — as  has  the  writer — that 
this  not  very  comprehensive  equipment  is  often  called 
into  action  with  disastrous  effects  to  their  footwear. 
Women  in  particular  suffer  frequent  annoyance  and 
financial  loss  when  they  essay  to  have  their  fancy  boots 
freshened  up  in  the  average  shoe  shining  parlor. 

A  case  came  to  the  writer's  attention  the  other  day 
of  a  gray  suede  boot,  stained  and  hardened  by  a  shoe- 
shiner's  attempt  to  clean  it  with  gasoline. 

In  another  case  a  lady  wearing  a  pair  of  $12  white 
and  gray  kid  boots  attempted  to  get  them  cleaned  at  a 
"hig'h-class'  shoe  shining  parlor.  The  cleaner  they 
used  entirely  ruined  the  toe-caps  b}-  souic  chemical 
action  on  the  stiffener. 


Lloth  t()i)s  of  all  colors  ha\  c  been  h()i)elessly  ruined 
by  the  injudicious  use  of  gasoline  and  other  injurious 
cleaners. 

An  Advertising  Campaign 

In  the  hope  of  remedying  this  condition  to  some 
extent  by  educating  the  consuming  jniblic  to  the  im- 
portance of  proper  cleaners  and  methods  for  the  care 
of  fancy  footwear  the  Canadian  Shoe  Mndings  and 
Novelty  Company  of  Toronto  are  commencing  an 
active  nevvsi^aper  campaign  in  the  larger  cities  of 
Eastern  Canada.  It  is  ]M-oposed  to  recommend  the 
purchase  of  suitable  polishes  from  the  shoe  retailer, 
instead  of  running  the  risk  of  having  their  shoes  ruined 
by  the  "bootblack."  The  idea  is  good  and  extremely 
timely.  By  a  better  knowledge  of  the  requirements 
of  their  footwear  customers  will  learn  to  patronize  the 
shoe  retailer  for  their  polishes  and  do  the  work  them- 
selves, rather  than  run  the  chance  of  having  them 
spoiled  by  the  bootl^lack.  It  is  often  because  people 
do  not  know  the  importance  of  suitable  cleaners  that 
they  submit  to  the  ignorance  of  the  bootblack.  There 
is  just  as  much  folly  in  such  a  course  as  there  would 
be  in  entrusting  the  adjustment  of  an  expensive  motor 
car  to  a  blacksmith. 

The  shoe  of  to-day  is  much  too  expensive  to  trille 
with,  and  a  gfood  many  tears  have  been  shed  by 
women  who  have  discovered  this  ])v  experience.  Any 
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The  Rise  of  Workson  Hustles 


I  never  will  forget  the  day  that  Workson 
Hustles  trailed  this  way  to  take  that  dinky  job. 
He  had  the  reddest  kind  of  hair  and  freckles 
sprinkled  everywhere — he  was  some  awkward 
slob!  And  he  would  keep  right  at  his  work  when 
all  of  us  guys  would  shirk  to  talk  about  baseball. 
He  didn't  chum  with  us  a  bit — somehow  the  poor 
gink  didn't  fit  in  our  gay  crowd  at  all. 

And  say,  you  talk  of  tightwads — gee!  That 
guy  was  too  darned  tight  for  me!  He  hoarded 
every  bean!  I  guess  he  thought  it  was  a  crime 
for  him  to  blow  a  single  dime  to  watch  a  movie 
screen.  And  you  can  bet  the  good  Lord  knows  I 
wore  at  least  three  suits  of  clothes  to  Workson 
Hustles'  one.  And  yet  the  cuss  looked  clean  and 
neat,  and  never  hung  around  the  streets  when 
office  hours  were  done. 

And  Workson  Hustle  slaved  like  sin,  and  every 
week  he  banked  his  tin;  he  didn't  celebrate.  I 
guess  he  was  at  home  in  bed  when  all  us  guys 
were  raising  Ned  out  on  a  happy  skate.  I  never 
knew  him  to  be  late;  he  said  that  word  "pro- 
crastinate" was  one  he  didn't  know.  And  from 
the  way  he  got  to  work  and  hustled  like  a  sweat- 
ing Turk  I  reckoned  that  was  so. 


It  was  a  shame  the  way  that  cuss  just  walked 
right  on  ahead  of  us  who'd  been  there  years  and 
years.  He  got  promoted,  with  a  raise,  before  he'd 
been  there  ninety  days — you  talk  of  fast  careers! 
But  Workson  Hustle  just  said  "thanks"  and  kept 
a-climbing  up  the  ranks  ahead  of  all  us  guys. 
The  boss  just  seemed  to  like  the  way  he  slaved 
and  hustled  every  day  and  showed  such  enter- 
prise. 

That  gink  would  simply  disregard  our  tips  to 
"not  to  work  so  hard"  and  "slow  up  a  bit."  He 
didn't  seem  content — the  dub — unless  he  stayed 
right  on  the  job  when  all  the  rest  had  quit.  It 
seems  he  figured  out  some  way  to  save  the  boss 
a  lot  of  pay  on  overhead  expense.  And  I'll  be 
hornswiggled,  that  cuss  in  one  year  made  the 
rest  of  us  look  worse  than  thirty  cents! 

All  this  was  years  and  years  ago.  I  hold  the 
same  old  job,  you  know,  and  draw  the  same  pay, 
too.  I  guess  I'll  never  get  a  raise  unless  some- 
how I  change  my  ways  and  prove  a  raise  is  due. 
But  hark!  the  boss  has  come,  I  think;  it's  Work- 
son  Hustles — he's  the  gink  that  owns  this  whole 
darned  bis!  Say,  don't  it  beat  the  Dutch,  old 
scout,  how  some  of  these  darned  yaps  turn  out 
in  business  life!    Gee  whiz! — System. 
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acti\-c  endeavdr,  therefore,  to  coinince  tlie  consumer 
that  there  is  a  iM-o])er  cleaner  and  ])olish  for  e\  ery  l\'])e 
of  fancy  boot  is  wortli}'  of  tlie  most  enerj^etic  sn])i)ort 
of  every  retailer.  The  advantaj^es  to  be  <^ained  are 
many — excellent  profits  in  polishes  and,  not  less,  .gen- 
eral satisfaction  to  the  customer. 

'J'he  retailer  should  make  a  point  of  doin,^'  his  bit  to 
sec  that  the  shoe  is  provided  for  after  it  leaves  his 
store,  for  it  is  then  that  the  worth  of  the  merchandise 
is  tested.  This  constitutes  "service."  Alanv  ])eoplc 
are  not  willing-  to  admit  that  they,  themselves,  are  re- 
sponsible for  the  unsatisfactory  service  of  a  shoe  if 
they  are  not  made  to  a])preciate  the  necessity  of  pro- 
perly providin,^'  for  maintenance.  Consequently  the 
blame  reverts  to  the  shoe  retailer.  In  the  interests  of 
his  business,  even  if  he  considers  the  profit  of  negli- 
j^ible  quantity,  he  should  ever  have  in  mind  the  el¥ect 
that  poor  service,  rendered  b}'  ill-cared-for  shoes,  will 
have  on  his  .store.  It  is  a  matter  of  growing-  import- 
ance each  day  as  the  range  of  fancy  styles  becomes 
more  varied. 


Most  Manufacturers  Active 

The  Labour  Gazette,  of  the  Department  of  Labour, 
contains  the  following  report  relative  to  the  leather, 
boots,  shoes  and  rubber  industries  in  Canada : 

Halifax  reported  an  active  demand  for  boots  and 
shoes  and  factories  busy  on  spring  lines.  Tanneries 
and  shoe  factories  at  St.  John  reported  business  good. 
Montreal  reported  the  boot  and  shoe  manufacturers 
fairly  busy,  but  the  output  of  tanneries  was  reduced 
by  a  shortage  of  labor  and  materials.  Tanneries  and 
shoe  factories  at  Quebec  were  active.  Toronto  re- 
ported boot  and  shoe  factories  well  employed  and  trunk 
and  bag  factories  short  of  helj).  At  Hamilton,  also, 
manufacturers  of  boots  and  shoes  and  harness  and 
leather  goods  were  active.  St.  Catharines  reported  the 
Maple  Leaf  and  Independent  Rubber  companies  well 
employed.  At  Kingston  tanneries  were  active  and  boot 
and  shoe  manufacturers  fair.  Peterborough  reported 
the  leather  business  active,  and  at  Brantford  the  Bran- 
don Shoe  Company  was  very  busy.  Kitchener  report- 
ed boot  and  shoe  factories  busy  and  trunk  and  bag 
factories  advertising  for  help  ;  both  the  large  rubber 
factories  were  very  busy,  with  a  number  of  positions 
open.  Tanneries  at  Owen  Sound  were  very  active,  and 
at  Orillia  the  tannery  was  increasing  its  output.  Bran- 
don reported  tanneries  fairly  active,  but  manufacturers 
of  trunks  and  horse  goods  were  dull.  At  Calgary 
manufacturers  of  trunks,  bags  and  harness  were  fully 
em])loyed.  The  boot  and  shoe  factory  at  Vancouver 
was  busy. 


Boots  vs.  Veal  and  Lamb 

A  woman  signing  herself  "A  Mother,"  recently 
wrote  to  one  of  the  Toronto  ])a])ers,  in  answer  to  a 
resolution  ])assed  at  a  meeting  of  the  War-time  Thrift 
Committee  asking  women  to  abstain  from  the  use  of 
veal  and  s])ring  lamb,  as  follows: 

"P>etter  jjass  a  resolution  to  abstain  from  wearing 
the  extravagant  and  senseless  footwear  now  fashion- 
able. All  one  needs  is  to  walk  up  Yonge  .Street  and 
glance  from  the  ])rice  marks  on  the  boots  in  the  shop 
windows  to  llic  feet  of  the  women  (many  of  them  at- 
tracting altenlioii  a  block  away),  t<t  see  how  many 
])ounds  of  veal  and  lamb  have  gone  into  boots  lit  only 


for  velvet  car])ets  instead  of  to  the  nourishment  of  the 
body." 

In  commenting  on  this  communication  the  editor 
of  the  women's  page  remarks  that  the  present  time  de- 
mands both  the  saving  of  calves  and  lambs  for  full 
maturity  and  the  saving  of  money  by  buying  only  boots 
that  are  of  reasonable  height  and  that  can  be  reno- 
vated b_\-  the  a])plication  of  the  blacking  brush. 


Color  Harmonizing 

Below  is  a  list  of  colors  that  harmonize  and  which 
will  be  of  value  to  those  desiring  tcj  make  attractive 
displays,  either  in  the  show  window  or  in  the  store. 
The  list  should  also  be  valuable  to  the  shoe  salesman  in 
suggesting  colors  that  will  be  suitable  for  different 
color  garbs : 

Blue  and  white. 

Blue  and  gold. 

Blue  and  orange. 

Blue  and  salmon. 

Blue  and  maize. 

Blue  and  brown. 

Blue  and  black. 

Blue,  scarlet  and  lilac. 

Blue,  scarlet  and  black. 

Blue,  brown,  crimson  and  gold. 

lied  and  gold. 

Red  and  black. 

Scarlet  and  purple. 

Black  with  white  or  yellow  and  crimson. 
Scarlet,  black  and  orange. 
'  Crimson  and  orange. 
Yellow  and  purple. 
Green  and  gold. 
Green,  orange  and  red. 
Purple  and  gold. 
Purple,  scarlet  and  gold. 
Lilac  and  gold. 

Lilac,  scarlet  and  white  or  black. 
Lilac,  gold,  scarlet  and  white. 
Lilac  and  black. 


How  Times  Have  Changed 

"Tn  the  days  before  the  war,"  said  a  Montreal 
dealer,  "if  a  man  came  in  and  asked  for  a  pair  of  shoe 
laces  I  very  rarely  charged  him  for  them.  Now,  of 
course,  it  is  a  different  proposition.  The  increase  in 
the  cost  of  raw  material  has  caused  an  increase  in  cost 
of  the  manufactured  article  to  the  dealer.  Here  now 
is  a  i)air  of  shoes  which  used  to  cost  me  $3.  Now  this 
same  shoes  costs  me  $4.80  laid  down  in  the  store.  A 
retail  dealer  must,  of  course,  make  his  profit.  In  the 
case  of  a  down-town  store  the  margin  need  not  be  so 
great  as  in  the  case  of  the  uptown  dealer  who  had  to 
ineet  heavier  expenses. 

"I  ha\e  been  in  the  business  for  nigh  a  half  a  cen- 
tury," he  continued.  "I  have  seen  the  days  when  I  had 
4.5  men  engaged  here  making  boots  to  order — for  in 
those  days  everybody  who  was  anybody  had  his  boots 
made  to  order.  Now,  with  the  ])erfection  reached  in 
the  manufacture  of  footwear,  it  is  onl}'  people  with 
bad  feet,  cripples,  or  cranks  who  have  their  shoes  made 
to  order.  And  J  may  say  that  never  have  I  known 
footwear  to  be  so  dear.  The  best  class  of  men's  boots 
are  now  selling  at  aroiuid  $10,  and  what  with  the  desire 
of  the  gentler  sex  to  disi)lay  the  sha])eliness  of  their 
limbs,  women's  boots  are  costings  anywhere  from  $12 
to  $1.5.  And  the  end  is  not  )'et.  \\'hy  a  few  years  ago 
if  yon  asked  a  young  lad}'  to  ])ay  more  than  $3  or  $3.50 
for  a  i)air  of  boots  she  would  think  you  were  a  high- 
way robber.    Now  times  ha\e  changed!" 
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Shoe  Repairers  Discuss  the  Welded  Sole 


Association  Notes — Popular  Equipment 
—  Repair  Advertising 


the  last  meeting  ot 
the  Toronto  Shoe  Re- 
pairers' Association,  on 
April  26,  an  evening  of 
particular  interest  was  enjoyed 
by  a  good  attendance  of  mem- 
bers. The  constitution  and 
by-laws  of  the  association  were 
distributed  and  considerable 
discussion  centered  around  the  matter  of  early  closing 
and  weekly  half  holidays.  The  meml:)ers  of  the  asso- 
ciation already  close  their  stores  at  8  o'clock  each 
evening  and  on  Wednesday  afternoons  throughout  the 
summer  months,  but  a  petition  is  being  circulated 
among  the  non-members,  so  that  in  the  event  of 
securing  sufficient  signatures,  a  civic  l)y-law  can  be 
arranged.    This  petition  is  as  follows : 

"The  officers  and  members  of  the  Toronto  Shoe 
Repairers'  Association  appeal  to  every  shoe  repairer  in 
Toronto  to  close  his  store  every  Wednesday  at  1  p.m. 
during  the  months  of  May,  June,  July  and  August  and 
September,  and  at  8  o'clock  each  evening,  except  Sat- 
urday, throughout  the  entire  year.  W^e  feel  that  these 
hours  are  long  enough  for  any  man  to  work,  and  will 
help  to  better  the  conditions  of  the  shoe  repair  man 
without  entailing  any  financial  loss.  Therefore,  we 
ask  your  co-oi)eration  in  the  matter." 

New  Process  for  Repairing  Shoes 

The  most  important  event  of  the  evening  was  the 
reading  of  a  letter  from  Mr.  Geo.  Edwards,  of  the 
New  Way  Shoe  Store,  511 A  Fourth  Avenue,  Medicine 
Hat,  a  shoemaker  of  26  years  experience,  who  claims 
to  have  discovered  a  process  of  welding  soles  to  Good- 
year welt  shoes,  doing  away  entirely  with  stitching 
and  nailing.  The  exact  method  of  procedure  is  not 
available  at  the  present  time,  but  he  has  invited  the 
Toronto  Association  to  send  him  a  pair  of  shoes,  which 
he  will  repair  by  his  process  and  return  for  inspection 
and  test  by  wear.  The  welding  system  has  been  used 
by  Mr.  Edwards  for  some  time  and  has  been  highly 
satisfactory.  He  has  also  advertised  his  method  in 
the  daily  papers,  although  he  states  that  the  business 
he  receives  as  a  result  of  pleased  patronage  is  just 
about  all  he  can  handle.  He  explains  that,  by  the  use 
of  his  method,  the  Goodyear  welt  stitching  is  done 
away  with  entirely,  yet  the  welt  is  left  and  the  new 
sole  welded  to  it — not  sewn.  This,  he  says,  does  away 
with  rips  and  tears  that  are  bound  to  occur  in  the 
welt  when  stitched  a  second  time.  The  welt  is  not 
marred  or  injured  in  any  way.  The  Toronto  Associa- 
tion members  are  looking  forward  with  much  interest 
to  an  examination  of  the  sample  pair  which  has  been 
sent  to  Mr.  Edwards  for  repair,  and  which,  it  is  ex- 
pected, will  be  available  at  the  next  meeting  on  May  17. 

Securing  New  Quarters 

The  Association   arc   securing  larger  and  lietter 


rooms  in  their  present  location  on  College  Street,  and 
will  have  a  piano  to  contribute  to  the  social  atmos- 
phere. It  is  intended  to  have  some  songs  and  music 
and  thus  avoid  proceedings  entirely  concerned  with 
rivets  and  nails.  Many  new  members  have  been  se- 
cured during  the  last  month  and  various  communica- 
tions indicate  that  manv  more  are  becoming  interested. 


Constitution  and  By-Laws 

Article  I. 

This  organization  shall  be  known  as  the  Toronto 
Shoe  Repairers'  Association. 

Article  II. 

The  objects  of  this  Association  shall  be  to  further 
the  interests  of  Shoe  Repairers,  of  Toronto  and  dis- 
trict ;  by  a  better  personal  acquaintance  between  the 
members,  by  taking  such  action  as  shall  be  deemed  ad- 
visable for  securing  the  adoption  of  such  measures  and 
such  changes  or  modifications  of  existing  customs  as 
will  best  promote  the  welfare  of  the  trade  in  general. 

Article  III. 

The  membership  shall  be  restricted  to  bona  fide 
shoemakers  and  repairers  of  Toronto  and  district. 

Article  IV. 

The  management  shall  be  vested  in  the  following 
officers :  President,  Vice-president,  Financial  Secre- 
tary, Recording  Secretary  and  an  Executive  Commit- 
tee of  six  or  more  members  who  shall  be  elected  at 
the  annual  meetings.    The  president,  vice-president. 


The  repair  shop  of  Mr.  A.  Buttfrworlh.  smclaiv  ol  llu'  Toronto 
Shoe  Repairers'  Association.   Mr.  Butttrvvorth  is  the 
gentleman  on  the  right. 
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rinancial  secretary  and  recording  secretary  shall  be  ex 
officio  members  of  all  committees. 

Article  V. 

Section  1. — The  subscription  shall  be  $3.00  yearly, 
payable  half-yearly,  in  advance. 

Section  2. — Any  member  who  is  in  arrears  with  his 
subscription  three  months  from  annvial  meeting  shall 
(after  written  notice  from  the  secretary)  lose  his  mem- 
bership (therefore  his  voting  power)  unless  reinstated 
by  paying  his  entire  dues. 

Article  VI. 

The  Executive  Committee  shall  have  power  to  deal 
with  any  irregularities  committed  by  any  member  of 
the  Association. 

Article  VII. 

The  regular  meeting  of  the  Association  shall  be  held 
at  the  Foresters'  Hall,  College  Street,  on  the  second 
and  fourth  Thursdays  in  each  month  at  8.30  promj^t. 

The  annual  meeting  shall  be  held  on  the  third 
Thursday  in  January. 

Article  VIII. 

Section  1. — The  duties  o(  the  President  shall  be  to 
preside  at  all  meetings  of  the  Association,  and  all  meet- 
ings of  committees,  and  exercise  general  supervision 
over  all  Association  business  matters.  If  wishing  to 
speak  on  any  question  he  may  appoint  a  chairman  pro 
tern  to  maintain  order. 

Section  2. — The  Vice-president  shall  perform  in 
the  absence  of  the  President  all  the  duties  of  the  Presi- 
dent. 

Section  3. — The  Recording  Secretary  shall  record 
the  proceedings  of  all  meetings,  conduct  the  corres- 
pondence of  the  Association,  and  make  an  annual  re- 
port. 

Section  4. — The  Financial  Secretary  shall  disburse 
all  funds  of  the  Association  and  deposit  all  monies  in 
such  bank  as  the  members  may  decide.  Disburse- 


ments to  be  made  by  an  order  of  the  ccmimittee,  and 
all  cheques  shall  be  signed  by  the  Financial  Secretary 
and  ccnmtersigned  by  the  President  or  Vice-president. 

Section  5. — The  Financial  Secretary  shall  make  an 
annual  statement  and  rejjort  or  at  any  time  u])on  re- 
quest of  the  Executive  Committee. 

Section  6. — The  Executive  Committee  shall  have  the 
general  business  management  of  the  Association,  ap- 
])rove  all  jnirchases  and  accounts,  directing  their  pay- 
ment if  found  correct. 

Section  7. — The  Executive  Committee  shall  have 
])ower  to  appoint  such  sub-committees,  entertainment 
committee,  membership  committee,  grievance  com- 
mittee, auditing  committee,  etc.,  from  time  to  time, 
as  it  may  seem  l)est  in  their  judgment,  considering  the 
growth  of  the  Association. 

Article  IX. 

The  order  of  business  shall  be : 

1.  — Roll  call. 

2.  — Reading  of  minutes  of  last  meeting. 

3.  — Ccjmmunications  and  correspondence. 

4.  — Reports  of  various  coinmittees. 

5.  — Unfinished  business. 

6.  — New  business. 

7.  — Applications  for  membership. 

8.  — General  discussion  for  the  good  and  welfare  of 
the  trade. 

9.  — Adjournment. 

Article  X. 
Amendments 

lliis  Constitution  and  By-Laws  may  be  amended  in 
whole  or  part  by  a  two-thirds  majority  vote  of  those 
l)resent  at  any  regular  meeting  upon  two  weeks'  writ- 
ten notice  given  to  members  prior  to  such  vote. 

Article  XI. 

No  member  of  this  Association  doing  stitching  for 
the  trade  shall  stitch  work  for  non-members. 


Four  Practical  Suggestions  for  Repairmen 


I  IE  manager  of  a  repair  shop  employing  five  to 
ten  men  the  vear  round  states: 

"We  use  this  three-tag  system:  Green,  yel- 


low, and  red  tags  are  purchased.  The  yellow  is 
put  on  ])arcel  post  and  delivery  work;  the  red  is  for 
"rush,  wanted  within  an  hour";  tlie  green  is  for  work 
whichwill  l)e  called  for  in  a  reasonaljle  time. 

"W  e  can  gi\e  customers  l;etter  ser\'ice  in  this  way, 
for  there  are  times  wlicn  a  rush  comes,  and  we  must 
know  wliere  we  are.  We  also  have  a  box  system, 
marked  with  the  al])ha])et.  Work  is  put  away  every 
tiiree  hours. 

Sewing  Composition  Soles 

"1  iia\e  liad  trouble,  and  I  know  others  who  have 
had  troul)le  in  sewing  com])o>ition  soles  on  the  stitch- 
er, especially  in  sewing  t'.ie  sole  side  down.  The  trou- 
ble is  that  sometimes  the  sole  will  not  feed  ])roperIy, 
and  it  breaks  the  sole. 

"1  know  of  one  case  where  a  man  ruined  two  i)airs 
of  soles  on  this  account.  It  does  not  ])ay  the  repairer 
t(;  take  chances  on  anything  like  that.  Here  is  a  sure 
cure  for  this  trouble,  according  to  my  experience: 
i'efore  startiu"'  to  sew  on  a  comixjsition  sole,  co\  cr  the 


bottom  of  the  sole  well  with  French  chalk  or  dip  the 
sole  in  water  and  then  put  the  chalk  on  if  you  are  going 
to  make  a  close  stitch. 

Renovating  French  Heels 

"To  bring  an  old  French  heel  back  to  proper  shape, 
remove  the  to])  lift,  pull  out  the  long  nails  that  give 
support.  One-half  of  the  heel  will  then  drop  ofif.  Re- 
move the  other  half.  Open  up  the  sole  from  the  count- 
er, half  an  inch,  and  drn  e  a  spring  into  the  arch  in  case 
the  old  one  is  broken. 

"Put  the  half  heel  back  in  place  and  put  a  wedge 
between  the  heel  and  sole,  on  the  inside  of  the  arch. 

"Drive  the  nails  l^ack  in.  Put  back  the  other  half 
heel.    The  heel  is  now  back  in  the  right  place. 

"This  condition  is  caused  by  breaking  the  spring 
which  causes  the  heel  to  run  under  the  arch. 

Cementing  Rubber  Soles 

"In  the  ])rocess  of  cementing  rubl^er  soles  on  rubber 
l)oots  nearlv  everv  shoe  repairer  follows  directions  on 
the  ])ottle  or  ca  ,  but  1  find  ni\-  own  way  more  eft'ective. 
tive. 

"See  that  the  i)arts  to  ])e  cemented  are  perfectly 
clean  and  sanded  down  well  into  the  ru1)her.    If  the 


May,  1917 


FOOTWEAR    IN  CANADA 


43 


'boot  comes  in  contact  with  oil,  sometimes  it  is  almost 
impossible  for  the  tap  to  hold. 

'''Apply  one  heavy  coat  of  cement.  Let  your  boots 
and  taps  dry  from  two  to  three  hours  before  placing 
together  and  you  will  have  a  job  that  will  last.  We 
know  by  practical  experience  that  the  cement  does  not 
reach  the  right  consistencv  in  fifteen  minutes." — Mod- 
ern Shoe  Rei)airing. 


Difficulties  of  the  Repairman 

THE  difficulty  of  the  modern  rei)airer  is  to  secure 
competent  labor.  "We  are  forced  to  accept 
present  day  repairing  to  be  performed  by  work- 
men with  ten-year  old  ideas  and  training,"  said 
a  large  Toronto  repairer.  "There  never  has  been  suf- 
ficient inducement  in  the  business  of  repairing,  or 
'cobbling,'  as  it  was  called  years  ago,  to  attract  very 
many  men.  To-day  we  are  're-makers'  of  footwear — 
not  'cobblers,'  but  we  cannot  secure  men  who  are 
capable  of  turning  out  the  class  of  work  you  fellows 
ask  us  for.  I  am  paying  three  men  $16,  $18  and  $20 
a  week,  respectively,  but  when  a  woman  brought  in 
a  pair  of  white  boots  to  be  repaired  the  other  day  and 
told  me  also  that  she  wanted  them  cleaned,  I  had  to 
tell  her  I  couldn't  do  it — my  men  would  more  likely  get 
them  dirtier  than  ever.  I  had  in  mind,  some  time  ago, 
training  my  help  as  is  done  in  many  other  trades,  but, 
as  a  general  rule,  men  prefer  the  other  trades  to  shoe 
repairing.  Nowadays,  with  the  quantity  and  class  of 
work  we  receive,  we  can  afil'ord  to  i)ay  helpers  good 
wages,  but  some  men  are  of  the  same  opinion  as  one 
who  replied  to  an  advertisement  of  mine  and  told  me 
that  he  didn't  think  any  rei)air  store  could  afford  to 
pay  $20  a  week. 


Taking  Larger  Quarters 

The  B.  C.  Leather  &  Eludings  Company,  Limited, 
Vancouver,  on  April  7th  removed  from  169  Pender 
Street  W^est,  to  No.  117  Duncan  Building,  on  same 
thoroughfare,  where  they  occupy  tw^o  full  stores,  or 
12,000  square  feet  of  floor  space.  The  change  was 
necessitated  by  the  marked  increase  in  business  during 
the  past  year,  which  in  the  case  of  this  particular  firm, 
at  any  rate,  has  been  phenomenal.  In  the  new  pre- 
mises a  large  area  is  devoted  exclusively  to  leather, 
shoe  findings  and  shoe  store  su])plies,  and  the  com- 
pany are  also  carrying  one  of  the  largest  stocks  of 
trunks,  bags  and  travelling  goods  in  the  West,  being 
agents  for  L.  McBrine  Company,  of  Kitchener,  Out. 
R.  B.  Francis,  managing  director,  is  busy  fitting  up  the 
new  store,  which  already  presents  a  fine  appearance. 


Vancouver  Happenings 

As  the  regular  monthly  meeting  day  for  March  of 
the  Vancouver  Shoemakers'  Association  fell  on  the 
day  prior  to  Good  Friday,  it  was  decided  to  call  a 
special  meeting  on  April  19th.  The  chair  was  taken 
by  Geo.  H.  Morris,  and  the  meeting  was  full  of  in- 
terest from  beginning  to  end.  It  was  decided  to  re- 
duce the  prices  of  men's  Neolin  soles  to  $2.50,  and  of 
ladies'  Neolin  soles  to  $2.25.  For  white  Neolin  a 
charge  of  25c  above  these  prices  was  settled  upon. 
A  vote  of  thanks  was  accorded  the  president  and  sec- 
retary for  the  able  manner  in  which  they  had  founded 
such  a  successful  association. 

*      t-  * 

The  B.  C.  Commercial  Travellers'  "War  Dance" 
is  now  causing  much  excitement,  and  the  shoemakers 


intend  to  work  in  support  of  the  good  cause.  Geo.  H. 
Morris,  of  the  Goodyear  Shoe  Repairing  Company,  has 
given  several  prizes  and  has  ordered  a  very  elaborate 
float  to  be  built  for  the  carnival  parade  on  May  2nd. 
*      *  * 

In  spite  of  the  high  cost  of  leather  we  are  very 
pleased  to  see  our  old  friend,  J.  Lott  (Jimmy),  of  the 
English  Bay  Shoe  Repairing  Company,  still  flourish- 
ing. He  is  a  great  Association  worker,  and  very  popu- 
lar amongst  all  the  members. 

*  *  * 

Congratulations  have  been  pouring  in  from  far  and 
near  to  Mr.  Mecredy,  of  the  20th  Century  Shoe  Re- 
l)airing  Company  on  the  arrival  of  a  young  shoemaker 
at  his  home  on  Robson  Street. 

*  *  * 

News  is  travelling  that  Mr.  T.  Biglin,  of  the  Gran- 
ville Family  Shoe  Re])airing  Company,  is  about  to  in- 
stall a  late  model  Champion  Stitcher.  We  believe  his 
enterprise  will  win  him  new  customers. 


Champion  Shoe  and  Harness  Machinery 

We  have  just  received  from  the  Champion  Shoe 
Machinery  Company  one  of  their  new  1917  catalogs 
No.  27.  They  draw  our  special  attention  to  their  three 
new  model  stitchers,  namely, — The  Peerless  straight 
needle  and  awl  shoe  stitcher,  the  Universal  model  four 
cam  curved  needle  and  awl  shoe  stitcher,  and  their 
standard  double  tread  tire  stitcher. 

This  addition  of  stitchers  to  their  lines  gives  this 
company  seven  distinct  models  of  stitchers,  consisting 
of  the  following: — The  Standard  straight  needle  and 
awl  shoe  stitcher,  the  New  Peerless  straight  needle  and 
awl  shoe  stitcher.  The  Ideal  curved  needle  and  awl 
shoe  stitcher,  the  New  Universal  model  curved  needle 
and  awl  shoe  stitcher,  the  Standard  harness  stitcher, 
the  Combination  harness  and  shoe  stitcher,  and  the 
Standard  double  tread  tire  stitcher. 

Their  new  No.  27  Catalog,  we  are  informed,  con- 
tains their  entire  line  of  machinery.  It  includes  shoe, 
harness  and  tire  machinery,  among  which  we  note  are 
forty  different  model  shoe  repair  outfits,  twelve  dis- 
tinct models  finishers,  two  types  power  nailers,  a  tire 
trimmer,  a  rasp  and  brush  machine  for  double  tread 
tire  work,  and  a  number  of  small  auxiliary  machines 
for  the  repair  shop,  such  as  sole  leather  cutter  Model 
No.  5  hand  power  skiver,  hand  jjower  fudger,  hand 
power  channeler. 

Altogether  this  1917  line  of  Champion  machines 
numbers  about  seventy  distinct  types  of  machines.  It 
constitutes  an  extraordinary  line,  both  as  to  variety 
and  number,  and  affords  the  prospective  customer  aii 
unusual  opportunity  to  make  his  selection. 

We  are  informed  by  the  sales  manager  of  the  com- 
pany that  their  total  output  of  its  various  machines 
to  date  exceeds  a  total  of  over  twenty  thousand  mach- 
ines. It  indicates  an  extraordinary  recognition  of 
merit  and  quality. 


A  novelty  in  the  way  of  a  Goodyear  shoe  repair 
outfit  has  just  been  purchased  by  Mr.'  James  Gardiner 
(The  Goodyear  Shoe  Repair  Compaiiy),  Edmonton. 
This  is  a  22  ft.  outfit,  nickel  plated  and  white  en- 
amelled, made  by  the  United  Shoe  Machinery  Com- 
pany of  Canada,  Maisonneux  c.  It  is  the  only  one  of 
its  kind  in  Canada,  and  placed  in  a  conspicuous  place 
in  the  store  will  undoubtedly  prove  a  splendid  adver- 
tisement for  Mr.  Gardiner. 
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Shoe  Repairs  vs.  Cost  of  New  Shoes 

We  are  reproducing  lierewith  a  recent  advertise- 
ment of  the  Leather  &  Balata  Shoe  Repair  Ccnnpany, 
Toronto,  as  re])resentative  of  good,  live  publicity  for 
the  repairman.    The  opening  argument  is  timely  and 


ShoeRepairs 


vs. 


WAITING  SERVICE. 

Rubber  heels  put  on,  10 

mins  50c 

''Leather  heels  rebuilt,  10 

mins  '  40c 

Leather  heels.  Ladies'  10 

mins.  .  .     ,   30c 

Half  soles  and  Leather 

heels,  20  mins.  .  .  .  $1.60 
Half  soles    and  rubber 

heels,  20  mins.  .  .  .  $1.70 
Full  soles  and  heels,  30 

mins  $2.25 

Slippers,  a  newspaper,  and  a 
comfortable  seat  and  then 
§0  out  with  good  points  on 
your  feet. 


Cost  of 
New  Shoes 


Shoes  with  any  degree  of 
quality  cost,  from  $8  to  $12, 
and  how  long  is  it  before  the 
outer  sole  is  worn  through 
and  the  heels  worn  down.' 
However,  in  90  per  cent,  of 
cases  the  uppers  are  in  good 
condition  and  well  worth 
while  expending  20  per  cent, 
of  the  original  cost  and  get 
the  full  value  of  the  shoes. 

OUR  SPECIALTY: 

We  put  on  a  whole  sole,  right 
under  heel--as  per  cut,  Good- 
year sewn  process  with  new 
leather  or  rubber  heels  in- 
clusive— otherwise  an  entire- 
ly new  bottojii  to  your  shoes. 
Hydrauljp^'p^essed  oak  tanned 
leather,,'  neolin  '  or  Tenax. 

Balata-^X?''  l^e^vy  CO  OC 
rough  wear  .  .  . 


Leather  &  Balata  Shoe  Repair 


Cor.  Arcade  &  Victoria. 


Phone  M.  433 1 


well-worded  and  the  concluding  paragraph  is  well  cal- 
culated to  bring  the  reader  to  a  definite  decision  to  fol- 
low the  suggestion  immediately.  This  repair  shop  has 
been  a  consistent  advertiser  for  a  number  of  years. 


Montreal  Repairers  Balk  at  Early  Closing 

Shoe  repairers  in  Montreal  who  des^ire  to  close  at 
anything  like  a  reasonable  hour  are  up  against  a  stiff 
proposition.  All  over  the  city  there  are  repairers  of 
alien  nationahties  who  work  to  any  hour — some,  it  is 
stated,  draw  the  blinds  and  work  on  Sundays — a  form 
of  competition  difficult  to  combat.  This  class  of  man, 
too,  as  a  rule,  will  cut  i)rices,  which  he  is  able  to  do 
owing  to  the  long  linur.s  he  works,  being  content  to 
labor,  sometimes  until  nearlv  12  o'clnck  at  night,  for 
rates  which  net  him  a  bare  lixing.  lie  has  only  the 
vaguest  idea  cjf  the  cost  of  materials  ])ut  into  a  given 
job,  and  his  business  methods  are  of  the  rough-amb 
ready  order.  It  is  difticnh  to  ron\incc  such  men  that 
they  arc  nnnecessaril v  \\drkiiig  too  nianv  hours  and 
are  cutting  i)rices  to  theii-  own  detriment.  l'"lforls 
have  been  made  to  form  an  ori^anization  to  prevent 
this  (jbjectionabU'  form  of  trading,  but  so  far  these 
lla^e  not  produced  an\  marked  results. 


Popular  Stitching  Machines 

The  attention  of  the  shoe  trade  is  called  to  the  fact 
that  the  well-known  I'uritan  line  of  chain-stitch  ma- 
chines made  by  the  I'uritan  Manufacturing  Company 
(jf  Boston,  is  represented  by  the  International  Sup]jly 
Comi)an\-,  of  Kitchener,  (Jnt.,  and  Montreal,  Que.  The 
I'uritan  machines  have  a  world-wide  re])Utation.  Over 
five  thousand  of  these  machines  are  ikjvv  in  operation. 
Various  ty]>es  are  built  for  the  shoe,  bag,  harness, 
trunk,  and  leather  novelty  trades,  b'or  the  shoe  trade 
they  consist  of  the  closers,  vam])ers,  strappers,  and  the 
fair-stitch.  Machines  are  also  built  to  order  when  de- 
sired. The  bag  line  consists  of  the  alligator,  the  high 
post,  the  suitcase,  and  the  bag  machines.  It  is  the  larg- 
est and  most  complete  line  of  chain-stitch  machines 
manu  factured. 


A  New  Idea  in  Rubber  Heels 

There  is  now  appearing  on  the  market  a  new  heel 
de\  ice  intended  to  su]5])lement  the  ])opular  rubber  heel. 
These  devices  are  known  as  "Treds,"  and  are  made  of 
fine-grade  rubber.  As  shown  in  the  illustration,  these 
"Treds"'  attach  to  the  rear  of  the  leather  heels,  the 
leather  being  cut  away  so  as  to  make  the  surface  oi  the 
"Tred"  come  flush  with  the  b(jttom  of  the  heel.  A 
sort  of  aprcju  of  comparatively  thin  rubber  extends 
under  the  surface  layer  of  the  leather  heel  and  insures 
the  securit}-  of  the  "Tred."  The  obvious  advantages 
are  that  the  shock  of  each  stejj  is  taken  up  by  the  little 


"Tred"  just  as  by  a  whole  rubber  heel  and  yet  one 
stands  upon  the  solid,  unyielding  leather  part  of  the 
heel.  The  tendency^  to  "running  over"  is  claimed  to  be 
less  than  in  rubber  heels  and  the  wear,  therefore,  to  be 
better.  They  are  manufactured  by  The  SchoU  ^Manu- 
facturing  Company,  having  been  originally  designed 
by  Dr.  Scholl  to  be  worn  by  people  whh  weak  ankles. 
Their  larger  field,  for  general  wear,  was  little  thought 
of  until  it  was  found  that  quite  as  many  were  being 
sold  to  people  with  normal  ankles  as  to  those  who  had 
such  trouble. 


High  Prices  for  Laces 

A  jobber  of  shoe  findings  states  that  certain  shoe 
retailers  are  taking  advantage  of  the  public  by  charg- 
ing exhorbitant  ])rices  for  laces.  He  has  heard  of  cases 
where  women  ha\e  been  charged  25  cents  for  laces 
that  could  be  profitably  sold  for  15,  or  even  10,  cents. 
The  result  of  this  i)ractice  can  only  be  t.)  discourage 
])eople  from  buy  ing  at  these  stores  when  thcv  learn 
that  they  can  get  the  same  article  so  much  cheaper 
elsewhere.  It  is  much  better  to  establish  the  good- 
will of  customers  and  increase  the  \-olume  of  sales  thai: 
make  an  enemv  of  the  store  by  putting  on  an  unreascju- 
al)le  percentage  ol  ])roiit. 


( iold  stockings,  to  be  worn  with  white  shoes  and 
sport  skirts,  are  being  shown  in  New  York. 
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Pro  Patria 


Mr.  J.  A.  McLaren,  of  McLaren  &  Dallas,  whole- 
sale boots  and  shoes,  Toronto,  recently  received  an 
official  telegram  announcing-  the  death  of  his  son.  Lieu- 
tenant John  F"erouson  ^McLaren.  Lieut.  McLaren  took 
l)art  in  the  Ijrilliant  Canadian  victory  at  Vimy  Ridge, 
and  it  was  during  that  engagement  he  was  fatally 
wounded.  He  was  24  vears  of  age,  educated  at  the 
Oakwood  Collegiate  and  University  School,  and  is  the 
second  son  of  Mr.  McLaren  to  give  his  life.  His 


Attractive  Summer  Goods 

The  Thompson  Shoe  Company,  Ltd.,  36_  St.  Gene- 
vieve Street,  Montreal,  are  showing  a  very  tine  Hne  of 
men's  and  women's  white  shoes,  with  rul>ber  soles  and 


Lieut  J.  F.  McLaren. 

brother,  Major  William  H.  McLaren,  fell  at  Cource- 
lette.  Lieut.  McLaren  had  been  at  the  front  about  four 
months,  and  a  short  time  ago  was  married  at  Hastings, 
England,  to  Miss  Rita  Harvey,  daughter  of  Mrs.  W. 
E.  J.  Dixon,  Toronto.  Three  days  after  his  marriage 
he  was  recalled  to  France.  As  a  citizen  Lieut.  Mc- 
Laren was  highly  esteemed  by  all  with  whom  he  came 
in  contact,  latterly  being-  associated  with  his  father  in 
the  shoe  business.  As  an  officer  he  had  gained  the  re- 
spect of  all  who  served  under  him,  and  his  death  is 
sincerely  regretted  by  his  many  friends. 

Mr.  A.  L.  Locke  Marries 

Congratulations  to  Mr.  A.  L.  Locke,  sales  manager 
of  the  Slater  Shoe  Company,  Montreal,  on  his  mar- 
riage to  Miss  M.  V.  Ohlsen,  of  Brooklyn.  Mr.  Locke, 
who  has  done  his  part  in  placing  the  products  of  his 
company  on  their  present  strong-  basis,  surprised  many 
of  his  friends  by  quietly  slipping  away  to  New  York 
for  the  marriage.  His  wide  circle  of  friends  wish  him 
the  best  of  luck. 


Women's  white  poplin  Peggy  pump ;  rubber  sole 
and  Louis  cover  heel ;  steel  shank  shown 
by  the  Thompson  Shoe  Co..  Montreal. 

heels.  These,  known  as  the  Leisure  Brand,  are  claimed 
to  be  a  little  better  than  the  ordinary  class  of  goods  of 
this  kind.  The  company  is  sending  to  its  many  cus- 
tomers an  illustrated  catalogue  showing  the  goods  they 


Men's  white  canvas  bal,  rubber  sole  and  heel, 
steel  shank— also  in  Oxfords— Thompson 
Shoe  Co.,  Montreal. 


are  carrying-  in  stock.  Retailers  can  secure  a  copy  of 
this  folder  by  writing  to  the  company,  who  carry  a 
very  large  stock  of  white  canvas  goods  in  addition  to 
their  other  lines. 


Thos.  C.  Doyle,  Registered,  dealers  in  special  shoe 
machinery,  and  agents  for  the  Reece  rapid  buttonhole 
machine,  have  removed  from  71-73  St.  Alexander  St., 
Montreal,  to  their  own  building  at  the  corner  of  Dur- 
ocher  and  Prince  Arthur  Streets.  The  Toronto  offices 
have  been  removed  from  73  Adelaide  Street  West  to 
455  King  Street  West. 


"Before  the  war,"  said  a  large  retailer,  "I  used  to 
get  several  dollars  a  week  for  the  old  shoes  left  in 
my  store  by  customers  who  wore  their  new  ones.  Now- 
adays, however,  the  old  shoes  are  all  taken  away ;  some 
want  them  for  fishing  trips  and  others  for  gardening 
— many  have  them  repaired." 


A  Boston  dealer  is  showing  "pup  kid"  leather, 
which  is  made  of  dog  skins. 


We  are  in  touch  with  an  experienced  travelling 
salesman  who,  for  the  past  few  months,  has  been 
recuperating  after  an  active  selling  campaign. 
He  is  now  anxious  to  get  back  into  the  game,  and 
we  shall  be  glad  to  place  him  in  communication 
with  any  jobbers  or  manufacturer;:  who  may  be 
desirous  of  adding  to  their  staff. 
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A  New  Stock  Record  System  for  Retailers 


IN  our  last  issue  we  mentioned  the  co-operative  en- 
deavor of  the  Geori^'e  A.  Slater  Company  to  im- 
press on  shoe  retailers  the  value  of  knowing-  their 
stock  by  means  of  a  stock  record  S3^stem. 
We  are  reproducing^-  herewith  the  card  suggested 
by  the  Slater  Company,  and,  as  I)riefly  as  possible,  de- 
tails of  operation : 

1.  Give  stock  number  to  every  line  of  shoe.  These 
are  usually  classified  according  to  style.    For  example: 

1  to    49— Bals. 
50  to    99— Bluchers. 
100  to  149— Button. 
150  to  199 — Oxfords  and  iJumi)s. 
200  up       — Sundries. 

2.  Mark  stock  number  clearly  on  the  label  of  each 
carton,  just  above  the  factory  lot  number. 

3.  Make  stock  record  card  (form  illustrated)  for 
each  stock  number  and  for  each  width  of  that  stock 
number. 

4.  Make  entries  daily  on  stock  record  cards  of  sizes 
sold.  This  can  be  done  at  the  same  time  entries  are 
made  on  daily  sales  sheet  (if  you  use  one). 

5.  When  Poods  are  ordered  make  entry  of  date  and 
sizes  in  the  "On  Order"  column  of  record  card. 

6.  When  the  goods  are  received  make  entry  in  red 
ink  in  the  first  blank  line — that  is,  the  line  just  below 
that  marked  "On  Hand."  Record  each  size  received 
and  total  number  of  i)airs.  The  date  received  can  be 
entered  on  the  same  line  in  the  "On  Order"  column 
and  a  red  line  drawn  through  the  em-order  entry  on  the 
line  above. 


7.  It  is  suggested  that  each  Monday  morning,  fol- 
lowing receii>t  of  goods  and  retailer  should  fill  in  (with 
l)encil)  the  first  vacant  "On  Hand"  line,  exclusive  of 
sizes  received;  then  add  balance  to  sizes  received,  and 
fill  in  totals  (with  black  ink)  on  the  next  x'acant  "On 
Hand"  line. 

8.  lialance  of  sizes  on  hand  should  be  struck  every 
week. 

9.  When  goods  are  returned,  enter  them  as  ])ut  into 
stock,  but  mark  "returned"  on  the  same  line  entr\'  is 
made. 

10.  Styles  should  be  indicated  by  a  short  stroke, 
which  can  be  crossed  through  as  indicating  its  sale. 

To  make  up  stock  numbers  it  is  suggested  to  have 
the  upi)er  leather  represented  by  letters.  For  example: 
ami)le  : 

A  for  black  calf  shoes. 
K  for  kid  shoes  (black). 
P  for  patent  shoes. 
R  for  colored  shoes. 

W  for  sundry  shoes,  special  window  shoes,  etc. 
Slipsole  is  represented  by  X. 
Full  double  sole  is  represented  b}'  XX. 
Last  is  re])resented  by  the  manufacturer's  last  num- 
ber. 

For  example:  Gun  metal  calf,  single  sole  bal.,  last 
58,  would  be  A  20/58.  AVith  slipsole  the  number  would 
be  AX  20/58 ;  with  double  .sole,  AXX  20/58. 

In  using  this  system  it  is  advisable  to  employ  black 
ink  for  balances  and  sizes  ordered ;  black  pencil  for 
marking  sizes  sold,  and  red  ink  for  sizes  added. 


STOCK  RECORD. 


BALANCE  ON  THIS  CARD  MUST  BE  CHECKED  WITH  STOCK  EVERY  MONTH 
RECORD    DAILY.    SIZES    SOLD      STRIKE    BALANCE  EVERY 


PRS 
SOLD 
WEEK 


CTOCK  NO  

COST  PRICE   

SELLING  PRICE— 
ON  ORDER 


ON  HAND 


ON  HAND 


ON  HAND 


ON  HAND 


ON  HAND 


ON  HAND 


ON  HAND 


ON  HAND 


USE  OTHER  SIDE 


Card  used  for  stock  record— slightly  reduced  in  size. 
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Kuddle  the  Kickers 

E\"l^RV  dav  uf  our  li\e.s  we  should  offer  prayers 
of  thaukfulness  that  this  s^uod  old  world  ct)n- 
lains  a  healthy  army  of  kickers,  for  kickers  are 
^ood  for  the  soul.  They  are  the  physicians  that 
])oint  out  and  heal  our  mental  ills.  They  straighten  our 
personally  praised  point  of  view.  They  act  as  a  bal- 
ance wheel  for  a  delightful,  Imt  what  is  often  an  un- 
warranted, enthusiasm. 

The  real  dyed-in-the-dope  kicker  is  both  earnest 
and  honest.  Personally  we  don't  like  to  associate  with 
him  too  much,  but  at  regular  intervals  his  \iews  are 
the  best  we  can  possibly  listen  to. 

But  the  real  kicker,  if  we  eliminate  the  tyi^e  who  is 
not  honest  with  himself  or  the  mure-to-be-niourned- 
than-sand-bagged  kicker,  whose  point  of  view  is  basic- 
ally war]:>ed  and  narrow,  has  a  useful  place  in  this  busy 
though  humdrum  world.  Here  is  the  optimistic  view- 
point of  a  writer  in  "Playthings": 

Kickers  Good  for  the  Soul 

Considering  all  the  other  kickers,  especially  those 
who  patronize  our  retail  establishments  (and  all  of 
them  must  buy  somewhere,  why  not  in  the  right 
place?)  these,  we  say,  are  good  for  the  soul. 

'I'he  kicker,  rightly  handled,  is  the  most  loyal  of 
customers.  Me  insists  upon  full  value,  for  which  reason 
we  must  admire  him  ;  and,  once  we  have  earned  lii.:> 
good-will,  he'll  become  the  biggest  booster  on  earth, 
though  he  may  not  admit  his  approval  to  us. 

It  is  well  to  remember  that  it  is  easier  to  say  pleas- 
ant things  to  people  than  things  that  are  unpleasant.  It 
is  human  to  desire  praise,  and  it  is  a  very  difficult  art 
to  voice  criticism  intelligently. 

The  kicker  does  not  voice  honest  criticism  in  an 
artful  manner,  but  that  is  no  reason  why  we  should  not 
be  broad  enough  to  receive  criticism  for  the  real  worth 
that  is  in  it  in  order  that  we  may  directly  beneht. 

But  here  is  the  biggest  point  of  all — the  kicker 
comes  back  and  kicks,  while  the  pleasant  fellow  who 
does  not  want  to  appear  small  or  grouchy  curses  us  out 
as  pirates  and  does  not  come  back  to  our  store.  We  do 
not  see  him  again. 

Now,  which  is  the  more  desirable  man.''  Which  one 
means  more  to  the  business?  The  kicker  who  points 
out  faults,  allows  chance  for  reparation  and  the  build- 
ing of  a  basis  for  good  business,  or  the  good-natured 
fellow  who  slips  away  like  the  Arab  of  old? 

The  kicker  has  a  message  that  it  is  good  business 
to  heed. 


Vancouver  Manager  Optimistic 

Viewing  the  business  situation  in  British  Columbia 
for  1917,  it  certainly  shows  a  most  marked  change  o\  cr 
the  two  previous  years.  .After  the  inevitable  slump, 
caused  partly  by  speculation  in  real  estate  and  the  un- 
wise promotion  of  a  great  many  over-capitalized  indus- 
tries, business  took  a  turn  for  the  better  early  last  year, 
and  a  gradual  improvement  in  conditions  has  been 
quite  perceptible. 

This  year  should  prove  one  of  exceptional  activity. 
Our  three  big  industries,  viz.,  mining,  lumbering,  and 
fishing,  will  put  a  lot  of  money  in  circulation.  This  is 
easily  understood  when  we  take  into  consideration  that 
the  mineral  output  is  well  over  the  forty  million  mark. 
Our  lumbering  and  allied  industries  will  total  thirt\  - 
five  millions,  and  the  fishing  companies  arc  shipi)iug 
more  than  ever  before. 


l>esides  the  aforementioned  enterprises  we  are  on 
the  eve  of  a  new  factor  which  should  tend  to  increase 
the  prosperity  of  the  province,  and  that  is  the  start 
already  made  in  shipbuilding.  W  e  have  wocjden  lum- 
ber-carrying boats  on  the  ways  and  others  already 
launched,  and  contracts  signed  for  steel  cargo  boats  of 
8,000  tons  and  upwards.  This  initial  start  should 
develop  into  a  permanent  industry,  and  will  probably 
lead  to  the  development  of  our  iron  ores.  All  the  fore- 
going enterprises,  coupled  with  the  agricultural  output, 
must  have  a  permanent  eftect  on  trade  in  British  Col- 
umbia. 

These  activities  are  on  a  sound  and  real  basis.  The 
volume  of  money  put  into  circulation  will  be  derived 
from  our  natural  resources  to  a  great  e.xtent,  and  we 
can  now  look  with  optimism  to  vastly  better  business 
conditions  for  the  coming  year,  and  there  seems  no 
reason  why  it  should  not  continue. 


Too  Busy  to  Read 

.V  familiar  type — the  fussy,  fretful  merchant  who 
imagines  that  he  is  about  the  busiest  fellow  in  town. 
He  often  dumps  into  the  waste  basket  unwrapped 
copies  of  business  or  technical  magazines  that  contain 
valuable  articles  bearing  directly  on  his  problems.  He 
fondly  believes  that  he  is  too  busy  practising  to  bother 
with  what  others  are  "^preaching." 

The  trouble  with  this  type  of  man  is  that  he  has  not 
learned  that  the  real  executive  is  the  man  who  so  plans 
his  work  as  to  leave  a  reasonable  amount  of  time  for 
reading  and  planning. 

There  are  shoals  and  breakers  ahead  when  the  ac- 
cumulation of  new  ideas  ceases.  The  man  who  de- 
clares he  has  no  time  to  read  is  unconsciously  adver- 
tising his  small  calibre,  his  slavery  to  detail,  his 
arrested  development. — Printer's  Ink. 


More  Military  Boots  Could  be  Repaired 

It  is  stated  that  notwithstanding  repeated  instruc- 
tions which  have  been  issued  regarding  repair  and  pre- 
servation of  boots.  Militia  Headquarters  have  draw^n 
attention  to  the  fact  that,  in  consequence  of  neglect 
to  observe  such  instructions,  boots  have  been  con- 
demned by  boards  of  ofTicers  that  are  still  capable  of 
repair,  and  for  this  reason  the  Department  is  at  the 
loss  of  a  large  amount  of  money.  The  Headquarters 
boot  expert  has  visited  Ordnance  Depots  at  various 
points,  and  is  said  to  have  reported  that  fifty  per  cent, 
of  the  boots  condemned  would  have  given  double  the 
wear  if  they  had  been  properly  cared  for  and  repaired 
at  the  proper  time.  An  issue  of  boot  repairing  materi- 
al is  authorized,  but  advantage  does  not  appear  to  have 
been  taken  of  it. 


The  Baby's  Medicine 

The  mistress  of  the  house  had  been  to  a  concert, 
and,  when  she  returned,  was  met  by  the  servant  with : 
"Baby  was  very  ill  while  you  were  out,  mum." 

"Oh,  dear!"  said  Mrs.  Youngwife.    "Is  he  better?" 

"Oh,  yes,  mum ;  he's  all  right  now,  but  he  was 
l)ad  at  first.    I  found  his  medicine  in  the  cupboard." 

"Good  gracious!  What  have  you  given  the  child? 
There's  no  medicine  in  the  cupboard." 

"Oh,  yes  there  is  ;  it's  written  on  it."  And  the  girl 
triumphantly  produced  a  bottle  labeled  "Kid  Reviver." 
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DUTING 


Two  of  a  series  of  newspaper  cuts 
supplied  the  trade  gratis  by  the 
Kaufman  Rubber  Company.  Lim- 
ited,   Kitchener,  Ont. 


ADMIRAL 


1.IFE-BU0/ 


Finding  a  "Square"  Retailer 

An  intere.stiiii^  experience  liappen^-d  not  lon<4  aj^o  to 
a  Toronto  shoe  man  located  some  distance  from  the 
down  town  district.  "A  Hebrew  came  in  yesterday,"' 
he  told  us,  "to  buy  a  pair  of  shoes.  I  anticipated  some 
little  trouble  reoardin^'  price,  but  nevertheless  went 
ahead  and  j^ot  him  fitted  out,  and  he  asked  the  price. 
Six  dollars,  1  told  him,  at  which  he  threw  u])  his  hands 
in  dismay.  Five-fifty  he  offered  me,  sayini;  tliey  were 
not  worth  a  bit  more,  and  were  not  exactl\-  what  he 
wanted.  I  explained  to  him  that  L  only  had  one  price, 
and  it  would  be  the  same  to  him  or  the  ^layor  of  To- 
ronto. Nothinf;-  daunted,  he  offered  me  $.^.60.  'Can't 
do  it,'  I  told  him.  Finally  he  got  up  to  $5.90,  and  I 
was  oetting-  somewhat  impatient,  so  1  informed  him, 
quite  forcibly,  that  he  couldn't  even  buy  the  shoes  for 
$5.99,  and  that  he  was  wastino^  his  time  and  mine,  too. 
You  can  imagine  my  surprise  when  he  told  me  it  was 
'all  right,  mister' — he  was  just  trying  me  out  to  find 
whether  or  not  I  was  a  'square'  retailer.  It  seems  that 
he  had  just  moved  to  the  neighborhood  and  that  was 
his  little  trick  of  sounding  out  the  merchants.  He 
promised  to  send  me  in  other  customers,  and  I  think  he 
has,  ])ecause  I  never  before  noticed  so  many  Hebrews 
in  m\-  store.  IMoreover,  none  of  them  question  the 
]jrice,  but  pav  me  just  what  I  ask.  The  first  man.  too, 
has  been  in  se\eral  times  since,  and  is  a  good  cus- 
tomer."' 


Go  Thou  and  Do  Likewise 

The  following  rules  are  to  be  adopted  by  the  shoe 
merchants  of  a  large  city  in  the  southern  states,  as  a 
means  of  protecting  themselves  from  unfair  trade 
abuses : 

"We,  the  undersigned  firms,  do  mutually  agree  to  adopt 
and  rigidly  enforce  in  our  respective  stores  the  following  rules 
in  relation  to  the  sale  of  shoe  merchandise. 

"First,  merchandise  that  has  been  purchased,  or  taken 
from  the  store  on  approval,  will  not  be  accepted  for  credit 
or  exchange,  unless  returned  on  the  first  business  day  fol- 
lowing." 

"Second,  patent  leather  shoes,  fabric  shoes  and  wooden 
heels  are  not  guaranteed,  and  no  concessions  can  be  made 
thereon." 

"Third,  merchandise  which  has  been  altered,  or  shoes 
on  which  toe  or  heel  plates  have  been  attached,  or  buttons 
reset  will  not  be  accepted  for  credit  or  exchange." 

"Provided,  however,  that  any  firm  subscribing  to  this 
agreement  may,  in  case  of  misfit,  defective  merchandise,  or 
other  warrantable  circumstances,  waive  the  above  rules,  make 
cash  allowance  or  f)ther  proper  adjustment,  in  which  case 
the  firm  so  doing  shall  jjromptly  reiiort  tlie  Iransaclicm  to 
the  Retail   Merchants'  Bureau. 

"It  is  fnrtlier  agreed,  that  each  firm,  party  to  this  agree- 
ment, shall  by  means  of  instructions  to  clerks,  printed  slips 
placed  in  packages,  signs,  advertisements,  etc.,  do  everything 
possible  to  impress  the  provisions  of  the  rules  upon  the  pur- 


chasing i)ublic,  and  that  each  firm  shall  co-operate  in  h(j!d- 
ing  this  agreement  by  immediately  reporting  jnirporated  viola- 
tions thereof  to  the  secretary,  who  shall,  without  divulging  the 
source  of  his  information,  investigate  and  advise  the  firm  so 
reporting." 


Truthful  Advertising  Pays 

A  shoe  retailer  recently  advertised  "Shoes  up  to 
$5,  to-morrow  special,  $1.48."  Contrary  to  his  expecta- 
tions the  annotmcement  brought  unsatisfactory  re- 
turns. On  thinking  the  matter  over,  he  revised  the 
statement,  announcing  that  he  had  shoes  which  former- 
ly sold  for  $2.50  to  $5,  were  not  strictly  up-to-date, 
but  were  good  value  for  those  who  did  not  especially 
care  for  style,  and  offered  them  at  $1.48.  He  sold  all 
he  had  because  he  told  the  people  his  real  reason  for 
the  cut,  and  they  believed  it.  Selling  $5  shoes  for 
$1.48,  without  giving  some  reason,  looks  too  suspici- 
ous to  the  modern  shopper.  The  day  of  the  "sucker 
born  every  minute"  has  passed,  and  instead  we  have 
to  deal  with  a  public  who  know  that  sensational  talk 
of  this  kind  is  mostly  "bunk"  unless  for  some  very 
radical  reason.  Truthful  advertising  is  the  only  kind 
that  pays. 


Wholesale  Prices  Up 

A  Hamilt(tn  retailer  states  that  the  manufacturers' 
prices  being  quoted  by  travellers  are  just  about  as 
much  as  his  present  retail  prices,  which  will  mean  a 
big  jump  in  prices  to  the  consumer.  The  prices  of 
children's  shoes,  he  says,  have  risen  to  such  an  ex- 
tent that  many  of  the  poorer  classes  will  find  it  al- 
most impossible  to  provide  them  for  their  families  next 
winter.  He  looks  for  a  big  season  in  Avhite  canvas 
shoes,  which  will  relieve  the  situation  to  some  extent. 


James  F.  Clark,  of  Clark  Brothers,  Limited,  St. 
Stephen,  N.B.,  was  recently  in  Montreal  with  refer- 
ence to  negotiations  for  the  firm  to  build  a  factory  in 
Montreal  East.  This  would  be  a  branch  plant  for  the 
manufacture  of  white  goods,  and  its  erection  is  con- 
tingent on  exemi)tion  from  taxes  and  other  concessions 
being'  granted. 


There  is  no  better  measure  of  the  worth  of  a 
store  than  the  comparison  of  what  it  advertises 
with  what  it  does. 
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^^Footwear  "  Pr  ize  Contest 

Closes  July  5,  1917 

How  Should  Retail  Shoe 
Salesmen  be  Paid  ? 

The  method  of  comi)utin^-  the  salaries  of  shcie  clerks  is  not  only  a  live  f|iiestion,  but  it  is  an  import- 
ant one.  There  is  much  discussion  about  it,  and  much  difference  of  opinion.  Shoe  Merchants  and  Shoe 
Clerks  alike  are  t^ivin^-  the  subject  serious  thoui^iit.  The  publishers  of  this  journal  desire  to  encourage 
the  development  of  a  plan  \vhich  will  be  fair  to  all,  and  at  the  same  time  furnish  an  equitable  basis  for 
remuneration  according  to  sales  ability.  Prizes  to  the  amount  of  $100  will  be  given  for  the  best  contri- 
I^utions  on  the  subject.    The  various  plans  include: 

Salary  only. 

Salary  with  commission  on  all  sales. 

Salary  with  commission  above  certain  amount. 

Commission  only — uniform. 

Commission  only — sliding  scale 

The  above  are  only  suggestions,  and  the  Contestant  may  submit  any  \)\nn  he  favors.  It  is  essential 
that  he  state  his  ideas  clearly,  and  .give  his  reasons  why  he  considers  his  plan  the  best,  as  the  judges  will 
be  influenced  in  their  decision  largely  by  the  arguments  showing  wherein  the  method  possesses  advan- 
tages over  other  methods. 

Terms  of  the  Contest 


All  Shoe  Merchants,  Shoe  Salesmen,  and  Shoe  Tra- 
velling Salesmen  who  are  snhscribers  to  "hootwear  in 
Canada"  are  elis'ible  to  enter  the  contest.  Any  person 
not  a  subscriber  may  qualify  by  sending  in  his  subscrip- 
tion before  the  closing  date.  The  Contestant  must,  ii' 
required,  gi\e  satisfactory  evidence  that  he  is  actively 
connected  with  the  shoe  business. 

The  Essay  must  be  plainly  written,  and  must  not 
comprise  more  than  ."jOO  words.  The  Contestant's 
knowledge  or  use  of  the  English  language  will  not  lie 
an  important  factor  in  making  the  award. 


No  Contestant  may  enter  more  tlian  one  Essay. 

Each  Contestant  must  give  his  name  and  address  on 
a  separate  sheet,  and  it  must  not  appear  on  the  Essay. 

Tile  Contest  will  close  Thursday,  July  .").  Xo  Essay 
received  after  that  date  will  lie  considered.  Essays 
must  he  a(hlressed  to  the  Editnr  nf  "iMxitwear  in  Can- 
ada," :!47  Adelaide  Street  W  est,  'I'oronto. 

The  judges  in  the  Contest  will  he  two  well-known 
retail  shoe  merchants  and  a  shoe  manufacturer,  whuse 
names  will  he  published  when  the  awards  are  made. 


One  Hundred  Dollars  in  Prizes 

1st  Prize,  $30.00  2nd  Prize,  $20.00  3rd  Prize,  $15.00 

4th  Prize,  $10.00  Five  Prizes,  each  $5.00 

Nine  chances  to  win  a  prize,    besides,  you  will  be  Ijcncfitcd  bv  ihc  study  you  gi\'c  to  the  (|ucstiou. 
DECIDE  AT  ONCE  TO  ENTER  THE  CONTEST. 


Footwear  in  Canada 

347  Adelaide  Street  West  -  -  -  Toronto,  Ont. 
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What  Does  It  Cost  the  Shoeman  to  do  Business? 


By  Robert  Sturgeon,  before  Iowa  Dealers'  Association 


BUSINESS  men  face  facts  not  theories,  so  ont  of 
l)usiness  has  come  a  nation-wide  questioning- — 
National  bodies  of  business  men  are  asking  not 
only  why  profits  are  dwindling  in  many  lines, 
but,  with  conditions  as  they  exist,  how  to  stop  this 
steady  gain  of  expense  upon  selling  prices  which  con- 
stantly threatens  to  narrow  profits  down  to  nothing. 

Never  before  has  it  been  possible  to  obtain  figures 
from  American  merchants,  as  they  have  jealously 
guarded  "trade  secrets."  It  has  been  a  blind  race 
against  rising  expense  with  "the  devil  take  the  hind- 
most." 

No  magic  figures  should  be  expected,  but  just  as 
all  men  are  very  close  to  the  average  man,  so  out  of 
the  investigation  of  many  men's  efYorts  to  do  business 
at  low  expense  and  with  high  profit — merge  reasonable 
standards  for  single  expense  items,  and  fair  averages 
for  the  total  expense  of  doing  business  in  one  line  or 
another,  above  or  below  which  the  average  dealer  in 
that  line  is  unwise  to  go. 

Knowing  Versus  Guessing 

Cost  standards  enable  the  merchant  to  match  his 
disadvantages  so  accurately  that  he  can  pick  the  top- 
lieavv  items.    It  is  fortunately  coming  to  be  rccog- 


Speeding  up  business  means,  first,  developing 
co-operation  among  your  sales  people.  You  can- 
not increase  business  without  it. 


nized  as  the  most  imperative  fact  in  business  that  an 
article  costs  more  and  probably  is  worth  less  every 
day  it  lies  on  your  shelf. 

A  three  to  five  per  cent,  net  profit  taken  three  or 
four  times  is  better  than  10  to  15  per  cent,  taken  once 
as  formerly.  Failure  or  success  depends  on  the  ex- 
actness of  the  merchant's  knowledge  of  his  cost  and 
gross  profit  margins,  because  slight  variations  fre- 
quently mean  loss.  Guessing  at  costs  partially  ex- 
plains why  merchants  complain  that  when  the  year 
is  over,  the  balance  struck,  profits  are  smaller  than 
anticipated.  When  the  pay  roll  grows  too  large,  the 
merchants  need  to  know  two  things — how  much  too 
large  it  is  and  just  how  other  men  have  overcome  the 
same  difficulty. 

The  Rising  Tide  of  Costs 

Rising  expenses  of  doing  business  are  shown  to 
be  advancing  with  equal  rapidity,  in  both  large  and 
small  stf)res.  Figures  for  three  lines  each  representing 
an  actual  retail  concern  are  all  but  parallel.  The  ex- 
penses of  a  de])artment  store,  with  annual  sales  of 
seventeen  million  increased  from  fifteen  per  cent,  in 
1890  to  twenty-five  per  cent,  in  1915. 

A  dry  goods  store  with  annual  sales  of  $150,000  in- 
creased from  8  ])er  cent,  to  17  per  cent,  and  a  small 
store,  we'll  say  of  $25,000  frcjm  7  per  cent,  to  16.)4 
])er  cent,  in  the  same  length  of  time. 

It  might  be  interesting  to  know  that  in  difTercnt 
localities,  the  gross  profit,  average  ex])ense,  and  aver- 
age net  ])rofits  dilYcr. 

The  highest  gross  ])rofits  arc  made  in  the  cities  of 


75,000  to  100,000,  the  highest  expense  of  doing  busi- 
ness in  the  cities  of  the  same  size  and  the  highest  net 
profits  in  cities  of  300,000  and  over.  The  lowest  aver- 
age expense  is  also  found  in  cities  of  300,000  and  over. 
The  lowest  expense  joins  with  the  highest  net  profits 
of  the  larger  cities  ;  and  not  with  the  highest  gross 
profits  of  the  cities  of  75,000  to  100,000. 

The  National  Average 

The  average  cost  of  retailing  shoes  set  for  the  coun- 
try at  large  carried  on  by  an  investigation  by  the  Sys- 
tem Company  is  22.22  per  cent.  This  is  distributed  as 
follows : 

Rent   :i.21  per  cent. 

Salaries   10..")] 

Advertisinf^   ],(;,") 

Heat  and  light   1.10 

Delivery   .40  " 

Supplies   .30  " 

Insurance  and  taxes   .03  " 

General  expense   4.36  " 

Depreciation  and  shrinkage  ....       .50  " 
Bad  debts  lo 

The  conclusion  follows  that,  under  normal  mark 
ups,  net  profits  are  weak.  Hence  your  success  de- 
mands closer  buying  of  styles,  frequently  re-ordering 
of  "In-Stock"  lines,  and  less  idle  time.  Therefore,  a 
shoe  dealer  is  forced  to  realize  through  his  entire  stock 
a  mark-up,  close  to  35  per  cent,  in  order  to  get  a  sound 
profit. 

Many  Lines  Compared 

Com])aring  the  cost  of  doing  twelve  different  kinds 
(if  business  will  give  an  idea  of  how  the  expense  of  the 
shoe  business  compares  with  other  lines : 

Mail  order  houses    13.92  per  cent. 

Groceries   15.91  " 

Vehicles   17.44  " 

Variety  store   17.76  " 

Hardware   20.41  " 

Shoes   22.22  " 

Dry  Goods   23.03 

Clothing   23.27 

Drugs    24.65 

Department  stores   26.18  " 

Furniture   26.51  " 

Jewelry   26.31 

We  are  therefore  forced  to  face  the  situation  of 
rising  costs,  and  it  seems  as  though  the  only  possible 
solution  is  to  fix  a  maximum  limit  for  stocks,  and  hold 
your  stocks  strictly  to  this  limit.  Locate  and  push 
fast  selling  lines.  Weed  out  slow  selling  lines,  and 
concentrate  your  buying  to  the  point  where  you  can 
still  keep  your  stocks  complete. 


A  firm  in  a  large  city,  who  take  particular  care 
to  get  the  addresses  correct  when  parcels  are  for 
delivery,  not  alone  ask  the  street  number  and  repeat 
it  to  the  customer,  but  they  enquire  if  it  is  a  house 
or  an  ajiartment,  and,  if  the  customer  is  an  apartment 
dweller,  the  exact  floor  is  indicated.  All  customers  are 
given  a  slip,  torn  from  the  bottom  of  the  sales  slip, 
which  serves  as  a  receipt  if  the  package  is  lost  or  mis- 
laid in  transit. 
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BLANCO 

The  White  Cleaner  ^ 


IT  IS  PRIDE         msikes  a  man 

  or  woman  choose 

"Blanco."  They  want  their  White 
Shoes  to  be  really  white  so  they  use  a 
never -failer  like  Blanco;  Its  Quality 
never  moves  downwards^  so  it  never 
disappoints.  "Once  a  'BLANCO'  user, 
always  a  'BLANCO'  user." 

If  you  are  proud  ^^^p^^ 

 ~   or  your  store, 

you'll  see  to  it  that  in  White  Cleaners 
its 'BLANCO'— and 'BLANCO' all  the  time. 

CUPPLIES  may  not  go  all 
^  the  way  round. 

Better  get  your  share  NOW. 
Your  Jobber  has  it. 


''Keeps  white 
shoes  white. 


Manufactured  by 

Joseph  Pickering  &  Sons,  Ltd.,  Sheffield.  England. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


C.  H.  Holmes  has  resigned  as  superintendent  of  the 
Kingsbury  Footwear  Company,  Limited,  Maisonneuvc.  He 
was  formerly  with  Getty  &  Scott,  Gait,  Ont. 

I^aul  Cartier,  of  the  Wayland  Shoe,  Limited,  Montreal, 
has  been  appointed  accountant  of  the  Canadian  Footwear 
Company,   Limited,  Montreal. 

F.  Delancey,  of  J.  &  T.  Bell,  Limited,  Montreal,  has 
been  on  a  visit  to  the  principal  shoe  and  leather  centres  of 
the  United  States. 

J.  B.  Delljrough,  shoemaker.  La  Fleche,  Sask.,  has  dis- 
continued business. 

Mr.  John  Afifleck,  president  of  the  Yale  Shoe  Store  Ltd., 
Winnipeg,  recently  returned  from  a  business  trip  to  Montreal, 
Boston  and  New  York.  During  his  trip  he  investigated  the 
leather  market  conditions  in  the  East.  Mr.  Affleck  stated 
that  people  in  the  United  States  are  paying  more  for  their 
shoes  than  they  do  out  in  Winnipeg  for  the  same  class 
of  shoes.  Mr.  Afifleck  predicts  further  advances  in  prices 
on  boots  and  shoes. 

L.  Godbolt  &  Co.,  Winnipeg,  have  recently  secured  thi' 
agency  in  Western  Canada  for  the  line  of  trunks  and  valises 
as  manufactured  by  the  Canada  Trunk  and  Bag  Company, 
Kitchener,  Ont. 

The  town  of  Terrebonne,  I'.Q.,  propose  to  erect  a  shoe 
factory  which  will  be  occupied  bj'  the  Globe  Shoe  Company. 
It  will  be  of  three  storeys,  on  a  site  100  x  4.").  The  founda- 
tions will  be  of  concrete  and  tlie  superstructure  of  brick. 
The  equipment  includes  elevators  and  fire  escapes,  and  a 
loading  platform  of  reinforced  concrete  will  be  built.  The 
company  will  manufacture  children's  shoes. 

G.  L.  Jarvis,  of  the  United  Shoe  Machinery  Company  of 
Canada,  has  been  appointed  salesman  at  the  Kitchener,  Ont., 
office  of  the  company,  in  succession  to  Mr.  O.  M.  Brooks, 
who  will  take  up  his  former  position  in  the  repair  depart- 
ment of  the  company,  with  headcjuarters  in  Montreal. 

A.  H.  Geuting,  secretary  of  the  National  Shoe  Retailers' 
Association,  Philadelphia,  announces  that  the  next  conven- 
tion will  be  held  in  Chicago,  on  January  T,  8,  and  9,  1918. 
Official  headquarters  have  not  yet  been  designated. 

The  work  of  erection  and  completion  of  the  Reliance 
Shoe  Company's  factory  at  Acton,  Ont.,  will  be  proceeded 
without  delay.  The  demand  for  this  company's  goods  has 
shown  a  large  increase. 

Beardmore  &  Co.,  leather  merchants,  Toronto,  have  sul)- 
scribed  $100, ()()()  to  the  Canadian  war  loan. 

Mr.  A.  ]5uttcrworth,  of  the  Practical  Shoe  Repair  Com- 
pany, has  just  returned  from  a  triji  through  New  York  and 
Rhode  Island.  He  states  that  repair  prices  in  New  York  are 
considerably  lower  than  they  are  in  Toronto,  although  in 
I'rovidence  they  are  aboul  the  same. 

Roy  E.  Wilson,  of  the  firm  of  Cloos  &  Wilson,  shoe  re- 
tailers, St.  Tliomas,  Onl.,  has  retired  from  the  business. 

Albert  Lasalle,  shoe  retailer,  Montreal,  was  recently 
burned  out.    Loss  fully  insured. 

With  an  almost  unbroken  military  service  of  over  half  a 
century  to  his  credit,  Shoemaker-Sergeant  Richard  W.  Greg- 
ory, of  the  2;jfith  Kilties,  I'Vedericton,  N.B.,  recently  cele- 
brated his  golden  wedding.  He  has  seen  service  in  the  Fenian 
Raid  and  the  Russo-Turkish  War.  I  h-  lias  also  given  two 
sons  to  the  cause. 


'J'he  Cudmore  .Shoe  Conijjany,  Toronto,  has  been  succeed- 
ed by  Albert  Chadwick. 

The  C.  E.  McKeen  Shoe  Company,  Ltd.,  Mfjntreal,  have 
obtained  a  charter. 

Mr.  P.  J.  Kelly,  Stratford,  Ont.,  who  for  many  years  has 
handled  men's  and  boys'  furnishings,  has  broken  into  the 
shoe  game.  In  the  sun-room  at  the  rear  of  his  store  he  has 
litted  up  an  attractive  shoe  department,  and  now  advises  his 
customers  that  he  can  furnish  them  frrtm  "the  sole  of  their 
feet  to  the  crown  of  their  heads." 

The  New  Y^ork  Modern  Shoe  Repairing  and  Shoe  Shine 
I'arlor,  Montreal,  Que.,  have  registered. 

The  town  council  of  Terrebonne,  Que.,  have  awarded  the 
contract  for  a  shoe  factory  to  cost  $18,000.  It  will  be  of 
three  storeys,  100  x  45,  cement  and  brick  construction. 

To  relieve  the  congestion  of  the  Solid  Leather  Shoe 
Company's  plant  and  to  place  it  in  a  position  to  fill  orders 
more  promptly  a  large  addition  is  being  built  to  the  factory. 
Contracts  have  been  let  and  work  has  already  commenced. 

J.  L.  JefYerson,  shoe  retailer,  Annapolis,  N.S.,  has  opened 
a  very  attractive  new  store  for  ladies.  It  is  in  charge  of 
two  very  competent  sales  ladies  and  is  well  stocked  with 
up-to-date  lines. 

Walter  Burnill,  Queen  and  Church  Streets,  Toronto,  has 
returned,  feeling  very  fit,  from  a  prolonged  visit  to  Florida. 

A.  J.  Stephens  &  Son,  shoe  retailers,  187  Sparks  Street, 
Ottawa,  recently  celebrated  their  fiftieth  birthday. 

After  an  illness  of  several  months,  Mr.  Frank  J.  McKenna 
died  recently  in  Montreal,  from  consumption  of  the  throat. 
Mr.  McKenna,  who  was  43  years  of  age,  was  for  many  years 
connected  with  James  McCready  &  Co.,  and  subsequently 
was  purchasing  agent  for  Ames-Holden-McCready,  Ltd. 
Later  he  was  agent  in  Montreal  for  the  Murray  Shoe  Com- 
pany. Many  shoe  and  leather  firms  were  represented  at  the 
funeral,  and  his  trade  friends  also  sent  a  splendid  wreath, 

W.  J.  Thurston,  shoe  dealer,  of  Stratford,  has  donated 
a  handsome  bay  driving  horse  for  which  a  raffle  will  be  con- 
ducted.   Half  the  proceeds  are  to  be  given  to  Glen  Gordon 


A  new  type  of  rubber  heel  with  detachable  plugs  which  may  be 
replaced  with  a  minimum  of  effort  and  at  little  expense 
—  Marketed  by  the  Emery  Heel  Sales  Co. 
Boston,  Mass. 
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BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 


Tanners  and  Manufactureris 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins   in  Bark   and   Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


"MOGLE"  PATENTED  RAPID  REPAIR  JACK 


With  Set  of  53  Lasts 
Every  Last  Guaranteed  to  Fit  Perfectly 

Conceded  by  all  fir^t-class  Shoe  Repairers  to  be  in  a  class  by  itself — 
nothing  equal  to  it  on  the  market.  Send  for  full  descriptive  circular  and 
prices.   Order  from  your  Jobber — If  he  will  not  supply  you,  we  wilL 


This  cut  shows 
nailing  position. 
Dotted  hnes  show 

trimming  and 
sewing  position. 


a  a 


Turns  at  this 
bearing  for  sewing 
position  or  for  a 
left  handed  man. 


Lever  can  be 
worked  with  the 
foot. 


i®  Hi  ws 

THE  ROOT-HEATH  MFG.  CO.,  Ma™u7ers   PLYMOUTH,  OHIO,  U.S.A. 

NEW  YORK  OFFICE:  90-92  West  Broadway,  New  York.    D.  N.  WINNER,  Manager. 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 


I 
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Chapter,  Daughters  of  the  Empire,  and  the  remainiiiK  half  to 
the  Canadian  Patriotic  Fund.  It  is  understood  some  six 
hundred  tickets  have  l)ecn  sold  at  .'iOc  each. 

William  i'errault,  formerly  of  the  J.  &  T.  liell  Company, 
Montreal,  but  more  recently  with  the  M  1".  \\'ri,t>ht  Com- 
pany, of  St.  Thomas,  is  now  foreman  of  the  hnishingf,  treeing, 
and  packing  (le|)artments  of  the  Regal  Shoe  Company,  To- 
ronto. 

At  a  recent  meeting  of  the  members  of  the  Leather  Manu- 
facturers' Safety  Association,  which  was  held  in  Toronto, 
the  following  officers  were  elected  for  the  coming  year: — 
President.  A.  Brandon.  Brandon  Shoe  Co.,  Brantford;  vice- 
president,  A.  E.  King.  Dunlop  Tire  &  Rubber  Co.,  Toronto; 
secretary-treasurer,  F.  W.  Wegenast.  Toronto.  Committee — 
F.  L.  Langmuir,  800  King  Street  West,  Toronto;  J.  I.  F. 
Anthes,  Canadian  Consolidated  Rubber  Co.,  Kitchener;  J.  H. 
Winnett,  .3,50  Sorauren  Avenue;  R.  G.  Long,  727  King  Street 
West,  and  W.  A.  Beal,  53  Wellington  Street  East,  Toronto. 
The  inspector  of  the  Leather  Manufacturers'  Safety  Associa- 
tion is  D.  J.  Hay,  whose  office  is  in  the  Traders'  Bank  Build- 
ing, Toronto. 

J.  A.  Bragg,  boot  and  shoe  dealer,  I'arry  Sound,  Ont.,  is 
discontinuing  business. 

John  T.  Telibutt,  president  of  the  Teblnitt  Shoe  and 
Leather  Company,  Ltd.,  Three  T\ivers,  makers  of  the  "Doc- 
tor" and  "Professor"  shoes,  was  lately  in  Montreal,  meeting  a 
few  of  the  Western  jol>bers. 

T.  A.  Wilson,  shoe  retailer,  579  Bloor  Street  West, 
Toronto,  recently  received  word  that  his  son.  Private  Ro}'  R. 
Wilson,  and  his  son-in-law.  Dr.  ^V.  j.  McLean,  had  been 
killed  in  action.  Mr.  Roy  Wilson  had  been  associated  with 
his  father  in  business  for  some  time  previous  to  enlisting. 

The  McRobbie  Shoe  Company.  Ltd.,  wholesale  and  retail, 
St.  John,  N.B.,  suffered  fire  loss  rtccntly. 

Alex.  Chisholm,  who  retired  from  the  retail  shoe  busi- 
ness in  Toronto  a  short  time  ago.  has  been  appointed  Y.  M. 
C.  A.  purchasing  secretary  for  all  military  camps  in  Ontario 
and  Quebec. 

The  Brantford  knights  of  the  grip  have  decided  to  join 
the  Brantford  Board  of  Trade  as  a  section,  and  also  the  \\'ar 
Food  Production  League  and  take  their  holidays  on  the  farm. 

Thirty  shoe  factories  in  Lynn  recently  closed  as  a  result 
of  11,000  employees  going  on  strike.  The  demands  are  for  a 
wage  adyance  of  10  per  cent. 

David  Bain,  city  traveler  for  D.  D.  Hawthorne  &  Com- 
pany, is  convalescing  after  a  l>out  with  pneumonia. 

Ames-Holden-McCready.  Limited,  Montreal,  have  opened 
a  branch  office  at  122  St.  ^Antoinc  Street.  Montreal,  for  the 


purpose  of  serving  the  retail  trade  in  the  province  of  Que- 
bec and  Eastern  Canada.  The  office  contains  a  sample  room 
and  accommodation  for  carrying  a  large  stock. 

M.  J.  Sheehy,  of  the  Perth  Shoe  Company,  I^imited,  Perth, 
Ontario,  has  been  appointed  manager  of  the  John  Ritchie 
Company,  Limited,  Quebec,  in  succession  to  the  late  Mr. 
W.  P.  Francis. 

J.  M.  S.  Carroll,  sales  manager.  Canadian  Consolidated 
Rubber  Compan>-.  Limited,  was  in  Toronto  and  Kitchener 
recently. 

T.  H.  Rumford.     the     enterprising     shoe     merchant  of 
•  Georgetown.  (Jnt..  has  purchased  the  lot  between  the  Post 
Office  and  the  Merchants  Bank  and  will  erect  an  up-to-date 
shoe  store  this  summer.    When  located  in  his  new  premises 
he  will  be  better  able  than  ever  to  supply  his  many  customers. 

Mr.  Perry  Gerow,  of  the  Hartt  Boot  &  Shoe  Company, 
Fredericton,  N.B.,  was  recently  in  New  York  on  a  business 
trip. 

Joseph  Davis,  shoe  retailer,  330  Queen  Street  East, 
Toronto,  has  moved  into  larger  premises  a  few  doors  east 
of  his  old  location. 

N.  J.  Bordeau,  representing  the  Gait  Shoe  Manufacturing 
Company,  has  opened  sample  rooms  in  the  Lumsden  Build- 
ing, Toronto. 

Ed.  R.  Lewis,  leatlicr  merchant,  Toronto,  has  been  ap- 
pointed Canadian  representative  for  the  Rochester  Button 
Company,  of  Rochester,  N.Y.,  manufacturers  of  fancy  shoe 
and  over-gaiter  buttons  in  all  colors.  He  has  also  been  made 
selling  agent  for  cut  inner  soles  manufactured  by  the  Eagle- 
Ottawa  Leather  Company,  Grand  Haven,  Mich.,  cut  from 
their  Eagle  and  Ottawa  flexible  Goodyear  splits. 

R.  L.  Savage.  Ontario  and  Quebec  representative  of 
Clark  Bros.,  St.  Stephen,  who  maintained  a  sample  room  at 
3  Trinity  Square,  has  moved  to  Room  709  Lumsden  Build- 
ing. Toronto. 

Gordon  E.  Wight,  formerly  with  the  Quebec  division 
of  the  Canadian  Consolidated  Rubber  Company,  has  been 
transferred  to  the  Manitoba  division  and  appointed  manager 
of  the  Fort  William  branch. 

R.  E.  Jamieson.  director  in  charge  of  the  sales  depart- 
ment of  the  Canadian  Consolidated  Rubber  Company,  is 
on  a  trip  to  the  Pacific  Coast,  and  will  also  make  a  short 
holiday  trip  to  California. 

G.  A.  Gosselin,  formerly  of  J.  Spaulding  &  Sons  Com- 
pany. North  Rochester,  X.H..  has  been  appointed  superin- 
tendent of  the  Victor  Box  Toe  and  Counter  Company,  Ltd.. 
Montreal,  of  which  the  G.  J.  Trudeau  Company,  Ltd.,  Mont- 
real, are  the  selling  agents  fc'r  Canada. 


THE  NEW 
UNIQUE  TK.M)!-: 
MARK  OF  THE 
COBOURG  I'ELT 
CO.,  COnOURG. 
ONT.    THE  "K" 
IN  KIMMEL  HAS 
FOR  MANY 
YEARS  BEEN 
SYNONYMOUS 
WI'I'H  or.M.l'i  Y 

'I' I  lie  I'lci/r 

SHOE  liUSINESS 


MADE  IN 


THE 


C0B0UR6 

COBOURG 


^A.J.KIMMEL  Pres 


L 


CANADA  ^Xj 

FELT 


ONTARIO 


A.C.KIMMEL  Mor: 


May,  liiir 


FOOTWEAR    IN  CANADA 


51 


The  illustration  shown  here- 
with represents  one  of  the  new 
cards  in  colors  recently  issued  by 
the  manufacturers  of  "Life-Buoy" 
Rubber  Footwear.  Owing  to  re- 
.  cognized  imi)rovements  that  have 
recently  taken  place  in  Canvas 
Shoes  with  rubber  soles,  lines  are 
now  made  for  every-day  and  street 
wear,  as  well  as  for  sporting  pur- 
poses. The  increasing  cost  of  lea- 
ther footwear  has  influer.ced  this 
demand  to  a  large  extent,  and  as 
a  result  the  production  in  "Life- 
Buoy"  Canvas  Shoes  will  be 
trebled  for  the  coining  sea- 
son. 

Some  of  the  newer  lines  made 
are  intended  expressly  for  street 
wear  and  others  for  every-day 
wear  for  the  working  man.  The 

latter  are  made  with  unusuall}-  heavy  duck  and  with 
double  soles  and  solid  rubber  heels.  The  soles  on 
some  of  the  better  grades  will  outwear  the  soles  on 
the  average  leather  shoes,  which  has  been  repeatedly 
proven  by  test. 

Canvas  shoes  with  rubber  soles  have  certain  ad- 
vantages over  leather  shoes,  such  as  the  protection 


of  the  foot  against  dampness,  and 
the  extra  comfort  and  elasticity 
in  addition  to  their  more  econ- 
omical price.  These  shoes  are 
noiseless,  and  will  not  mar  floors 
like  the  heavier  grades  of  leather 
shoes  sometimes  do.  The  genuine 
leather  insoles  in  "Life-Buoy" 
lines  prevent  "drawing"  of  the 
loot,  which  inevitably  results 
where  only  cotton  insoles  are  used. 

There  is  little  doubt  that  the 
demand   for   this   class  of  goods 
will    keep    manufacturers  more 
than  busy  throughout  the  season, 
and   the   merchant   who   is  wise 
enough  to  j)rotect   himself  with 
a    good    stock    of    "Life- Buoys" 
now   will   have   reason    to  con- 
gratulate   himself  later 
good  judgment. 
Readers   of   Footwear   in    Canada  who 
stocked   witli    "Life-Buoy"  Rubber  Soled 
in  touch  immediatelv 


on 


his 


Footwear  should  get 


are  not 
Summer 
with  the 


Kaufman  Rubber  Company,  Limited,  either  at  their 
head  ofifice.  Kitchener,  Out.,  or  at  one  of  their 
branch  warehouses  at  London,  Toronto,  Ottawa  or 
Montreal. 


ED.  R.  LEWIS 


Phones— Office,  Main  2579 

Residence,  Beach  2298 
R.  Bennet  Junction  4775 


Representing 

Donnell,  Carman  &  Mudge,  Inc., 

Boston,  Mass. — Sheep. 
Helburn  Thompson  Co.,  Salem, 

Mass. — Fancy  Goat  and  Sheep. 
Duclos  &  Payan,  St.  Hyacinthe, 

Que. — Side  Leather,  Counters, 

etc. 

Standard  Kid  Mfg.  Co.,  Boston, 

Mass.  —  Kid,  Chrome,  Glazed 

and  Dull. 
Henry  Gitterman  &   Co.,  New 

York  —  Fabrics,  Imitation 

Leather. 

C.  Galibert  &  Sons,  Montreal- 
Fancy  Shoe  Calf. 

Boston  Woven  Hose  and  Rubber 
Co.,  Boston — Fibre  Soles  and 
Heels. 

Rochester  Button  Co.,  Roches- 
ter. N.Y.— Shoe  Buttons,  Or- 
naments. 


Leather 

21  Scott  St. 
TORONTO 

Call,  Phone  or  Write  for  Any- 
thing in 

Leather 
or 
Shoe 
Fabrics 


Prompt  shipments 
from  stock 


Offerings 

Fancy  Sheep,  Shoe  Sheep 
Side  Leather 
Chrome  and  Bark  Tannage 
Counters.  Leatherboard, 

Fibreboard 
Pancake   and  Flexibles 
Skivers 
Fancy,  Colors  and  Grains 
Glazed  and  Mat  Kid 
Full  Line  of  Shoe  Fabrics 
Fancy  Shoe  Calf 
Shoe  Ornaments 
Fibre  Soles,  Rubber  Heels 
Fancy  Shoe  Buttons 
Imitation  Leathers 
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FALL  AND  WINTER  MODELS 
SHOWN  BY 
M.  H.  SHIBLEY 


THE 
BROADWALK 


ESTABLISHED  1853 


THE  FOOTWEAR  MANUFACTURED  BY 
EDWIN  CLAPP  IS  OF  MORE  THAN  ORDINARY  MERIT 
AND  CONSEQUENTLY  ENTITLED  TO  MORE  THAN 
ORDINARY  CONSIDERATION. 


I  EAST  WEYMOUTH   -   MASS.,  U.S.A. 

iiiiimiiiiiiiiiiiimiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiimiimiiimiiiu 


For  Shoe  Manufacturers 


LACES 

BRUSHES 

THREADS 
CEMENT 


A  new  line  for  us.  We  have  them  now  in  stock — ready 
to  ship  —  Mercerized  Round  Laces,  in  Blacks,  Whites  and 
Colors;  all  lengths.     Let  us  show  these  to  you. 

We  carry  the  well-known  line  of  the  Essex  Brush  Co. 
Always  reliable  and  the  most  economical.  Patent  Brushes 
for  all  shoe  purposes. 

The  products  of  the  Globe  Thread  Co.,  Fall  River.  Kept 
in  stock  for  your  every  requirement. 

Ideal  Backing-  Machine,  Apex  backing  Cement,  Premier 
backing  Cement. 


LET    US    QUOTE    ON    ANY    OF    THE  ABOVE 

A.  G.  MOONEY  CO. 

220  Lemoine  Street  -  .  -  MONTREAL,  QUE. 


Ma),  I'Jir  FOO'^WEAR    IN  CANADA 


"BEADED  TIP"  SHOE  LACES 


Pattern  No.  139 

We  can  offer  you  special  inducements  on 

THE  GENUINE  "BEADED  TIP" 

English  Cord  Laces,  All  Lengths 
and  Colors 

This  Inducement  is  for  Thirty  Days  Only 
Get  On  The  Firing  Line 

C.  A.  BROWNING  CO.,  Agents 

Charge  Accounts  De-  30  Franklin  Street 

^etrJl BOSTON,  MASS.,  U.  S.  A. 


FOR  JOBBERS  1917 

Excellent  Values  in  Women's  Leather  Shoes 


There  is  a  great  field  ready  and  waiting  for  our  solid  leather 
footwear  for  women.  They  are  serviceable,  sensible  shoes  and 
will  sell  to  90%  of  your  retail  customers.  The  1917  styles,  we 
are  now  showing,  will  create  a  good  amount  of  business  for 
any  progressive  jobber.  We  have  an  interesting  proposition  to 
offer.  Write  for  it  today.  We  also  make  misses',  children's 
and  infants'  footwear. 


Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street  -  -  MONTREAL 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 


May,  1U17  FOOTWEAR    IN    CANADA  55 

pilllllliilllllllllllilllllllllllllllllllllllllillllllllilllllll^ 


THE  results  required  from  a 
Sole  Laying  Cement  are  surely 
so  important  that  a  good  one  should 
be  used.  Oftentimes  the  saving 
made  in  using  a  first  class  Sole 
Laying  Cement  is  so  much  that 
its  use  becomes  an  economy. 

Our  GEM  and  SOLE  CEMENT 
has  been  proven  by  long  use  to  be 
the  one  reliable  Cement  to  use. 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 


iiiilllllllllllllll^ 
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A  simple,  complete  system  for  retail  stores 


DCh-l.OO     -0015  JUN12-13 


DCh-1.00    -00  15  JUN12-13^ 
John  Blank 

Croc*'' 

Date        <0^^       191  ^ 
No  ^-4^<<^?^x^^ 


Am'i  R«'J.   CUrh 


=2Z 


The  electrically  operated 
National  Cash  Register 

Does  25  necessary  things  in  three  seconds. 
Simple  to  operate  — saves  time.  Forces  ac- 
curacy— gives  quick  service. 


The  new 
National  Credit  File 

Cuts  out  all  book-keeping  of  customers'  ac- 
counts. No  blotter — no  daybook — no  custo- 
mers' ledger.  Every  customers'  account  bal- 
anced to  the  minute. 


Stops  leaks,  satisfies  customers 
Increases  profits  in  stores 


Our  new  model  cash  registers  do  more  effectively 
and  more  quickly  all  the  necessary  operations  in  the 
handling  of  money.  They  save  time,  stop  losses, 
prevent  mistakes  due  to  carelessness  or  inaccuracy. 
They  safeguard  your  profits.  They  are  indispens- 
able to  the  efficient  management  of  the  modern 
store. 

The  credit  file  is  a  new  N.  C.  R.  invention  as 
important     to    you    as    your     telephone    or  cash 


register.  It  is  so  simple  that  anyone  can  operate 
it.  h  is  speedy  and  convenient.  U  is  so  complete 
that  a  record  of  the  whole  credit  business  is  al- 
ways available,  h  is  safe,  records  being  in  sight, 
but  locked  away  from  all  tampering.  There  is 
nothing  else    like  it. 

Inform  xtion  about  National  Cash  Registers  and 
National  Credit  Files  can  be  obtained  easily  from 
any  N.  C.  R.  office  or  from  us. 


The  National  Cash  Register  Co.  of  Canada,  Limited 

Christie  Street        -  Toronto 


May,  1917 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  withm  easy  walking  distance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


ii 


>  TRADE   MARK  ~  -'^Slk. 

INSYDE"    HEEL  GRIP 


The  Arrowsmith  "Insyde"  Heel  Grip  is  made  of 
para  rubber  and  when  cemented  to  the  counter  of 
low  shoes  or  pumps,  absolutely  prevents  the  heel 
of  the  foot  from  slipping^    up    and  down.  The 
"Insyde"  Heel  Grip  is  prepared  with  cement  on 
the  reverse  side  and  to  attach  it  is  only 
necessary  to  moisten  the  cement  with 
water.     Made  in  three  colors,  white, 
black  and  tan. 

Retail  price  25c  per  pair. 


Canadian  Arrowsmith  Mfg.  Co.,  Limited 


J.  W.  Arrowsmith.  Pres          NIAGARA  FALLS,  ONT. 


Elmer  Poyer,  Mgr. 


BEST  GRADE  STEEL  DIES 

Dominion  Steel  Dies  are  the  very  finest  grade  tools 
for  Shoe  or  Rubber  Manufacturers.  For  cutting-  all 
grades  of  leather,  rubber,  fibre,  card,  etc.,  we  can  supply 
a  perfect  steel  die  with  an  edge  that  will  stay  keen  and 
cut  smoothly  longer  than  any  tool  you  ever  used.  Write 
us  for  estimates  and  prices  on  special  designs,  etc. 

Dominion  Die  Co. 

MONTREAL 
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are  BUILT  on  the  same  Plan  as  the  HUMAN  BODY— First 
emphasizing  a  Strong  Spine  to  Build  upon. 

All  the  knowledge  and  experience  resulting  from  a  half  century  in 
the  Building  of  a  FOUNDATION  of  a  Shoe  has  enabled  us  to 
offer  Shoe  Manufacturers  the  Best  Backbone  yet  produced  — 
COLUMBIA  FIBRE  COUNTERS. 

We'll  Back  up  our  claims — if  ever  called  upon  to  do  so. 

Columbia  Counters  are  scientifically  Moulded,  Most  Economical 
to  use  and  give  longer  service  than  necessary. 

COLUMBIA  FIBRE  COUNTERS  have  no  superior. 

Canadian  Columbia  Counter  Company 

348  Delorimier  Avenue  ....  MONTREAL,  QUE. 

Columbia  Counter  Company,  Boston,  Mass.,  U.S.A. 


"The  Best  Everyday  Shoe"  Sells  Easily 

You  can  sell  "The  Best 
Everyday  Shoe"  to  your  best 
friend  with  all  the  confidence 
in  the  world  of  giving  satis- 
faction We  make  solid 
leather  footwear  good  all  the 
way  through.  We  have 
sensible,  serviceable  styles 
and  the  best  leather  money 
can  buy.  Shoe  prices  are 
naturally  way  up  this  season, 
but  we  are  still  selling  "The 
Best  Everyday  Shoe"  at  ver}' 
reasonable  prices.  They 
stand  a  good  mark  up. 

See  your  jobber  at  once  and 
ask  for  our  lines. 

The  T.  Sisman  Shoe  Co.,  Limited 

AURORA,  ONTARIO 


May.  191  ~ 
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"REECE  RAPID" 

Button  Hole  Machine 

This  famous  REECE  RAPID  Button  Hole  Machine  eliminates  a  separate 
barring  motion  in  finishing  the  button  hole.  It  makes  a  perfect  button  hole, 
with  a  strong  bar  at  the  end,  all  in  one  operation.  This  saves  much  time  in  a 
run  of  work.  Apart  from  this,  the  machine  is  very  economical  in  the  use  of 
thread,  as  it  does  not  sew  in  the  thread  ends.  It  will  use  Silk,  Cotton,  or 
Mercerized  Thread  equally  well. 

Write  us  immediately  for  samples  of  work  and  terms 


Thos.  C.  Doyle  (Regd.) 


Sole  Distributor 
for  Canada 


NOTE   NEW  ADDRESS 
Corner  Durocher  and  Prince  Arthur  455  King  Street  West 

MONTREAL  TORONTO 
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2450  2450  12450 

lis  Ecdi 

//I  WELLS  ^ 

7  VISIBLE 

/mate  marks 

FOR. 

SHOES  AND  CARTON 

They  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  the  bot- 
tom of  a  pair  of 
shoes  as  tlie  size  and 
M'idth   on   the  carton. 

liaiulle 


GUS  V 

be  wi 

Tliey 


White 
White 

The  c 
Why 
haviiic 


five 
with 
one 
>ised 


Vou 


can 


pairs  of  shoes 
numbers  on  to 
without.  Once 
you   would  not 


WELLS,  531  14th  St.,Des  Moines,  Iowa 

tliout  tliem  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
are  put  up  in  book  form  like  postage  stamps  (and  the  cash 
always  balance.     No  mis-mates). 

PRICES 
2.500  in  Triplicate  -  -  -  $3.00 
5,000  in  Triplicate  -  -  -  4.50 
10,000  in  Triplicate  -  -  -  6.50 
St  is  a  trifle— in  triplicate  .fCSO  (20  pairs  for  one  cent), 
stall"  around  in  the  dark.  With  my  numbering  on,  it's  like 
an  electric  sign  on  the  enil  of  eveiy  carton  in  tlie  store. 


COLOR 
on  Black    White  on  Blue 
on  Tan       White  on  Red 
White  on  Green 


Jobbers 

Men's  and  Boy's 
Standard  Screw 
and 
Loose  Nail 


We  have  the  stock  and  can  double 
our  output. 

W^rite  for  our  special  proposition. 

MILTON  SHOE  CO. 

MILTON,  ONT. 


BOOKS  FOR  SALE 

Store  Management,  an  illustrated  book  of 
252  pages,  by  Frank  Farrington,  price 
50  cents. 

Advertising  by  Motion  Pictures,  by  Ernest 
A.  Dench.  Just  published— 255  pages. 
Price  .$1.00. 

Footwear  in  Canada  ^'^^o'r'oSt^^^ 


Note  these 

No.  38  (?»,•) 

EDGE  INK 


No.  22  i'Z^) 

EDGE  INK 

No.  56  (heavy) 

HEEL  INK 

These  are  especially  adapted 
for  getting  best  finishing  re- 
sults with  the  sole  leather 
now  obtainable.  It  is  dry 
and  porous  and  requires  a  heavy 
ink  that  will  fill  the  pores  and 
won't  peel  off  or  turn  red 
under  the  iron. 

With  these  and  EXTRA 
WHANGHO  SHANK  your 
shoes  will  certainly  have  beauti- 
ful heels,  edges  and  bottoms. 

Samples  will  be  sent 
on  request. 


Mav,  I'.ir 
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Women's,  Misses'  and  Child- 
ren's Shoes  for 

JOBBERS 

Our  footwear 
lines  will  interest 
yon  as  one  of  the 
best  business  pro- 
positions to  be 
had  today.  "  La 
Duchesse"  Shoes 
are  made  in  Mc- 
Kays for  Women, 
Misses  and  Chil- 
dren; Turn  slip- 
pers for  men  and 
women,  a  n  d  a 
number  of  Nov- 
elties   for  ladies. 

.Samples  ready 
S(  inn. 

Write  for  the 
latest  information. 

"La  Duchesse"  Shoe  Co. 

Registered 

MONTREAL 


Adelard  Guay 


Eutrope  Guay 


MANUFACTURERS  OF 


Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  Si.  James  St.  MONTREAL,  QUE. 


You'll  Want 

WHITE  BOOT  LACES 

Better  Order  Early 

I  have  stock  now.   These  laces  will  be  hard 
to  get  later  on. 

I  carry  in  stock  the  qualities  needed  both  by  the 
findings  trade  and  for  factory  use. 

I  also  have  both 
ROUND  and  SQUARE  CUT  LEATHER  LACES 
PORPOISE  LACES,  BLACK  and  TAN 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quality,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


ENGRAVERofFINE  STEELSTAMPS&DIES 
230,^^>NES;^M0NTREAL.PHo/v.  675 

CR^^^C^^f?^    Q   QUE,  c)    C^S^'^  '^AIN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&ADD  AN  ARTISTIC  FINISH  TO  YOUR  SHOESO 

•  WHICH  WILL  INCREASE  YOUR  SALES  • 
Ox>.^....»  ntSIGNS        -  SUBMIT  E  O  " 
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New    Peerless    Straight    Needle  and 
Awl  Shoe  Stitcher 


Ideal    Model   Curved    Needle   and  Awl 
Shoe  Stitcher 


CHAMPION 

Shoe,  Harness 

and 

Double  Tread 
Tire  Machinery 

Over  20,000  Champion  Machines  of  various 
types  in  use.  THAT  MEANS  MERIT  AND 
QUALITY. 

Three  new  model  Stitchers  have  just  been  added 
to  the  Champion  Line,  making  seven  distinct  type 
Stitchers — Forty  Repair  Outfits — Two  Models  Power 
Nailers  and  Twelve  Models  Finishers. 


Champion 
Machines 
are  not 
sold  on  a 
Royalty 
Basis 


Champion 
Machines 
are  Sold 
for  Cash 
or  on 
Time 
Payments 


Double  Tread  Tire  Stitcher 


Mlechanical  construction  and  working  efficiency 
distinguish  Champion  Machines  above  all  others 

Fill  out,  sign  and  send  us  attached 
coupon  for  our  new  No.  27  Catalog.  It 
tells  you  all  about  Champion  Machines 

Champion  Shoe  Machinery  Co. 

3723-3741  Forest  Park  Boulevard 
St.  Louis,  Missouri 


CHAMPION 

SHOE  MACHINERY  CO. 

ST.  LOUIS.  MO. 

I'lcfise  aivc  part 

Address   

BRANCH   OFFICES  : 
Boston,  Mass. — 65  High  Street 
San  Francisco,  Cal. — 65  McAllister  St. 
New  York,  N.Y. — 209  Centre  Street 


Standard  Straight  Needle  and  Awl 
Shoe  Stitcher 


Universal  Model  Curved  Needle  and 
Awl  Shoe  Stitcher 


Combination   Harness  and  Shoe 
Stitcher 


Mav.  I'JV, 
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Good   Paste   for  all 
Shoemakers 

Careful  manufacturers  want  good  supplies. 
Nothing  but  the  best.  That  is  what  our 
customers  say  when  they  buy 

Brodie's  Patent 
Flour  Paste 

This  paste  spreads  evenly  at  all  times.  It 
never  dries  out  or  releases  its  hold.  Per- 
fumed. Supplied  in  kegs,  half  barrels  and 
barrels. 

Write  for  prices  on  trial 
shipment 

BRODIE  &  HARVIE 

Limited 

14  Bleury  St.  -  MONTREAL 


Years  Making  Display  Fixtures. 


YOU  i?sr 

For  This  Catalog 


NO  MATTER  WHAT  BUSINESS 
YOU  ARE  IN 

We  make  a  set  of  Window  Display  Fixtures,  that  has  been  specially 
designed  to  suit  your  Hne  of  goods,  with  which  you  can  trim  your 
wmaows  most  beautifully.    We  have  over  50000  of  these  sets  in  daily 

They  are  certainly  a  big  help  to  the  man  who  has  to  trim  the 
windows,  especially  if  quick  changes  are  desired.  You  can  make 
Hundreds  of  standard  fixtures  without  the  aid  of  a  tool. 

Which 
Catalog 
Do  You 
Want  ? 

Here  are  some  of 
the  different  Show 
Window  Sets  w  e 
make. 

Set  for  Shoes   Windows 

Set  for  Clothing  ....Windows 
Set  for  Furnishings  Windows 
Set  for  Dry  Goods  Windows 
Set  for  General  Store  Windows 

Let  us  know  your  business. 
We'll   send   right  catalog. 

Can  order  through  Jobber. 


MAKEkYoURSHOwWiNDOWS 


Pay  Your 
Rent 


The  Oscar  Onken  Co.  4thst.  Cincinnati,  O.,  U.S.A. 

stock  carried  in  Hamilton,  Ont.,  England  and  Australia 


ARC4DE  FRONTS 

Bic|  and  Little  ones 

Merchants  of  today  recognize  the 
efficient,  sales-creating  power  of  a 
well  planned  ARCADE  STORE  FRONT 

An  ARCADE  FRONT,  compared  with  any 
ordinary  store  front  of  the  same  width,  will 
increase  your  display -space  several  hundred  per  cent. 

It  will  also  permit  you  to  CONCENTRATE  the  display  of  your 
various  lines  at  one  point.  This  is  called  UNIT' DISPLAY,  and 
a  store  front  so  constructed  is  bound  to  produce  great  results. 

Another  thing — )ust  think  of  the  ease  in  re-dressing  your  front,  one  show 
case  today,  another  one  tomorrow,  and  so  on.  Your  ARCADE  STORE 
FRONT  is  never  idle.    That,  in  itself,  is  worth  money  to  you. 


P 

m 


Don't  thinit  that  this  type  of  front  is  suitable  for  big  fronts  only — it 
is  suitable  for  big  and  liule  ones  alike,  and  for  al/  lines  of  business. 

We  make  ARCADE  STORE  FRONTS.  Let  us  send  you 
our  booklet  "Boosting  Business  "  It  is  yours  for  the  asking. 

Kawneer  Mf  g,  Co.,  Ltd. 

Guelphy  Ontario 


Please 
send  without 
any  oblijiaiion  a 
opy  of  your  booklet 
boosting  Business ' 


■Rn4D  L/bur 
letter  nead 
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Duclos  &  Payan   (ifi 

Dunlop  Tire  &  Rub1>er  (ioods  Co.  .. 

  i9-2()-;3i-:i:> 

Dupont  &  Frere   4 


F"ortuna  Machine  Company    07 

(iagnon,   Lachapelle  &  Hebert    ....  '>'■'> 

(iuay,   luigene    01 

Hamilton  Brown  .Shoe  ( 0   17 

Hauthaway  &  Sons,  C.  L   00 

Hinde  &  Daucli  Paper  Co   07 

Huniberstone  Shoe  Company   (>(> 

Independent    Rubber    Company    ...  8 

International  Supply  Co  

Kawneer  Mfg.  Comi)any   liii 

Kaufman  Rubber  ('o   .">! 

KicfTer  Bros   (19 

La  Ducliesse  Shoe  .Co   01 

Lambert,  Inc.,  .\lfred   ()."> 

Landis  Machine  Company   07 

Lewis,  l'2d.  R   .jl 

McALirtin,        W  (ii 

Milton  Shoe  Company    00 

Mooney  Company,  A.  G   :>:> 

Muir,  James   7] 

Narrow  Fabric  Company   (10 

National  Cash  Register  Co   .5(1 


New  Castle  Leather  Comjjany  ....  61 
Nu.gget  Polish  Company  

Odell.  L.  S   09 

Oscar  (hiken  Co   03 

Panther  Rubber  Company  Cover 

Pickering  &  Co..  Joseph  47a 

Regal  Shoe  Company   1 

Robinson,  J  as   0-7 

Root-Heath  Mfg.  Company   49a 

Sclndl  Mfg.  Company  

Sisnian  Shoe  Company    .58 

Slater  Shoe  Company   10 

Sijaulding  &  Sons,  J   13 

Tebbutt  Shoe  &  Leather  Co   14 

Thompson  Shoe  ('o   5 

Toledo  Button  Machine  Co   72 

Trudeau  Company,  G.  J   13 

United  Shoe  Machinery  Co.,  Ltd. 

  54-08-70 

United  States  Hotel,  Boston   57 

\\  ardlaw,  T.  D  49a 

W  ells,  Gus  \'   GO 

W'inslow  Bros.  &  Smith   49a 


For  Jobbers 

^^IRD  McKays  for  Men,  Women,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling.  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.    We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


May, 


1917 
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To  Manufacturers  and  Tanners  : 


FOR  SALE 


1  Laurie  Steam  Engine  25  H.P. 
1  Jenckes  Steam  Boiler  50  H.P. 
1  Belt  Splitting  Machine  57  inc.  (Turner 

Tanning  M.  Co.) 
1  SalFord  Sole  Leather  Skiver  15  inc. 


The  following  Machines 
in  perfect  order — 

1  Watson  Counter  Skiver 

1  Ross  Foot  Power  Heel  Breaster 

1  Crimping  Machine 

1  24  inc.  Roller 

Shafts,  Belts,  Pulleys,  Hangers 


Prices  and  full  details  on  application. 


For  Shoe  Dealers : 


We  have  Women's  High  Cut  Bals  for  quick  deHvery — in  solid  colors  or  combinations. 

We  are  showing  the  largest  range  of  Women's  Combination  High  Cut  Bals  for  immediate  deliv- 
ery.   Catalogue  and  prices  on  application. 

There  will  be  a  big  demand  for  these.    Remember  we  can  ship  the  goods  AT  ONCE. 

Purple,  Burgundy,  Champagne,  Ivory,  Canary,  Pearl  Grey  Kid,  Pearl  Grey  Buck,  Olive  Buck, 
Battleship  Grey,  Havana  Brown,  Tony  Red. 


ALFRED  LAMBERT,  Inc. 


MONTREAL 


Factory — Acton  Vale,  Que. 


Cote  Shoes  for  Continuous  Wear 

Men's,  Boys',  Youths', 
Women's,  Misses',  Children's 

We  can  supply  you  with  the  shoes  that 
are  in  constant  demand  every  day.  Cote 
shoes  are  solid  and  substantial,  and  repre- 
sentthe  best  wearing  value  that  it  is  possible 
to  manufacture,  For  more  than  fifty  years 
we  have  specialized  on  this  class  of  footwear, 
and  our  experience  points  to  a  largely  con- 
tinued increase  in  the  popularity  of  the  Cote 
idea  in  shoes.  McKays  and  Standard 
Screwed.  Write  us  direct  or  enquire  from 
representatives. 

La  Compagnie 

J.  A.  &  M.  COTE.  St.  Hyacinthe,  Que. 

Montreal  Sample  Rooms,  Room  14  "La  Patrie  Building"   Mr.  Henry  Marti  neau,  Representative 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  ihe  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustles?, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading,  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co, 

HUMBERSTONE,  ONT. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


l  o  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

riie  (iciieral  Mejcliants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Mercliant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER:' 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  tlie  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Canadian-made  Fibre  Counters 

Our  Fibre  Counters  are  made  from  the  very  best  fibre  board  produced, 
and  they  positively  outlast  the  shoe  in  which  they  are  used.  They  hold 
their  shape  perfectly,  and  give  satisfaction  wherever  used. 

Upper  Leathers 
Sole  Leathers 

We  are  in  a  splendid  position  to  take  care  of 
your  requirements  in  upper  leathers  and  sole 
leather.     Write  for  our  proposition. 

DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE,  P.Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto, 
Ontario  SellinjJ  Agent 


Sales  Offices  and  Warehouses: 
224  Lemoine  St.,  MONTREAL 

Richard  Freres,  Quebec, 

Selling  Agents  for  Quebec  City 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  sliipment 

against  loss  from  dampness 
and  water. 

2.  — Tliey    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


-They  save  time  in  packing. 

-They  save  storage  space. 

-Tliey  liave  strong  adver- 
tising value. 

-They  can  be  made  to  your 
specifications. 

-Their  first  cost  is  lower 
than  wood. 


et  "How  to  Pack 
ns   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


Jortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  1515  N.  25th  St.,  St.  Louis,  U.S.A. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  We.t,  TORONTO  MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 


May,  1917 


FOOTWEAR 


IN  CANADA 


6!) 


Upper  Leathers 
Shoe  Felts 
Supplies 

Patent,  Dongola,  Box  Sides,  Gun  Metal,  Tongue 
and  Wax  Splits,  both  Plain  and  Ooze  in  Black 
and  Tan. 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

fVrite  for  Samples   and  Prices, 


137  McGill  Street, 
WONTREAL 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

ig     Size  of 
pulley 
5  inches 


This  machme 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


Quick  Deliveries  of  Steel  Dies 


For  cutting 

Leather, 
Paper 


For  cutting 

Rubber, 
Cloth, 
etc. 


VI  T^E  are  the  largest  makers  of  Steel  Dies  in  Canada,  and  have 
^  '  had  a  very  extensive  experience  in  supplying  fine  Dies  for 
Shoe  Manufacturers  and  Rubber  Makers.  We  guarantee  all  our 
work  and  can  give  you  satisfaction  at  all  times.  Write  us  today 
for  estimates  and  all  information. 

Jas.  Clelandj  Reg'd 

16  St.  George  St.        -  Montreal 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 
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The  Men's  Shoes  in 
Big  Demand 


We  make  our  shoes  in  the  modern  Muir  factory.  Let  us 
show  you  what  real  money-makers  these  "INIuir-Made"  shoes  are 
proving-  themselves.  At  a  time  when  good  leathe.^  is  the  excep- 
tion rather  than  the  rule  you  will  find  our  leather  selection  grati- 
fying" to  all  your  customers.  In  styles  we  have  selected  the  more 
conservative  models  that  leave  no  question  about  their  being  in 
g'ood  taste.  There  are  other  points  about  "RIuir-AIade"  shoes 
for  men  that  assure  a  permanent  and  general  demand. 


Write  us  for  complete 
particulars. 


THE 


James  Muir  Co. 

MONTREAL 
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Panther 

Tested  Fibre  Soles 


This  is  ])resent-day  soliui;'.  This  is  the  common- 
sense,  ])ractical,  economical  soHn^-  that  brings  greater 
nnml)ers  of  satisfied  customers  to  manufacturer  and 
retailer  alike.  If  you  have  not  already  made  an  inves- 
tigation covering  "l^anther"  Tested  Fi])re  Soling,  do 
so  at  once  by  all  means. 

Sure  Step^^  Tread  Rubber  Heels 

In  combination  wath  Panther  Soling  these  "Sure  Step" 
Rubber  Heels  ofYer  the  ideal  wearing  surface  for  all 
footwear.  They  are  a  well-known  product.  Panther 
Soles  look  like  leather,  and  can  be  supplied  in  black, 
white,  or  tan.  They  can  be  worked  up  the  same  as 
leather,  but  they  wear  better.  They  are  crack-proof 
and  slip-proof.  They  are  comfortable  and  resilient  the 
first  time  worn.  They  are  waterproof.  Write  us  im- 
mediately for  information  that  will  be  to  your  advan- 
tage. 


Panther  Rubber  Co. 


i  6 


Limited 


Sherbrooke,  Quebec 
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RINEX  SOLES 


Rinex  is  a  composition  fibre  material,  possessing  ingredients  that  ensure 
the  most  serviceable  wear.  It  has  the  advantages  of  both  leather  and  rubber, 
yet  decidedly  different  from  either.  Although  developed  by  the  world's 
largest  rubber  manufacturers,  it  is  not  a  rubber  product. 

Rinex  differs  from  all  of  the  many  and  varied  shoe  sole  materials  of  times 
past,  in  that  it  is  manufactured  solely  for  soles.  It  is  not  a  material  made 
for  other  purposes  and  simply  used  by  the  shoemaker  for  soles. 

Rinex  is  deliberately  made  for  the  express  and  exacting  requirements  of 
shoe  soles,  and  without  a  doubt  is  the  most  practical  and  economical  sole 
in  the  world. 


RINEX 
Soles  are 


Light  and  comfortable  like  papyrus. 
Wear-resisting  and  strong  like  metal 

and  wood. 
Tough  like  leather  but  more  flexible. 
Waterproof  like  rubber. 
Uniform  in  quality  and  thickness. 
Unlimited  in  supply. 


RINEX  is  recommended  and  guaranteed  for  all  kinds  of  shoes,  for  all 
purposes  where  wear  and  comfort  are  desired.  Shoes  soled  with  RINEX 
are  non-squeaking  and  can  be  resoled.  For  your  Fall  and  Winter  trade 
insist  that  the  manufacturers  use  RINEX  Soles  on  the  shoes  you  are 
ordering. 

Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office  -  -  MONTREAL 

28  ^'Service^^  Branches  throughout  Canada 


4 


FOOTWEAR    IN  CANADA 


June,  1917 


Antiseptic 

Tebbutt  Shoes  are  Healthful 


Treat  }  iiur  customers  to  a  ])leasant  surprise  by  tryiii<:j  on  a  ])air 
of  Tel)l)utt  SlToes  wiien  they  ask  for  a  "(iood"  pair  of  comfortable 
shoes.  Just  one  trial — that's  all  you'll  need  to  convince  you,  and 
your  customers  too,  that  Tebbutt  shoes  have  the  right  principles 
inbuilt. 


Proper  air  circulation, — that's  the  secret.  Tebbutt  Shoes  are 
sensible  in  style,  comfortable  in  wear  and  surprisingly  substantial 
in  length  of  service.  There  are  a  considerable  number  of  Can- 
adian men  and  women  who  wouldn't  wear  an  "old  style"  shoe  at 
any  price.  They  know  the  value  of  foot  health  as  well  as  shoe  style. 
Write  for  our  prices  and  details. 


Tebbutt  Shoe  &  Leather 

Company,  Limited 
THREE  RIVERS,  QUEBEC 
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^The  new  Dunlop  product  that  takes  the  place  of  leather 
for  boot  or  shoe  soles. 

^The  public  are  now  being  told  all  about  "Acme"— why 
it  is  entitled  to  be  called  "The  Sole  of  Perfection,"  and 
why  it  will  outwear  and  outserve  leather. 

^Colors  Black,  White  and  Tan. 

^Prepare  for  the  demand.  Specify  "Acme"  Soles  on  your 
boot  and  shoe  orders,  and  your  manufacturer  will  be 
glad  to  fill  them. 

^"Acme"  is  suppHed  in  sheets  iV,  V^"  and  iV'  thick  for 
repair  purposes. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

Head  Office  and  Factories:  TORONTO 
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\Next  time  you  are  in  need  of  a  shipment 
of  footwear  to  fill  up  your  lines,  try  my 
*'In  Stock"  Service.  Get  acquainted 
with  *'The  Bostonian  Shoe".  You  will 
develop  a  friendship  that  will  make 
money  for  your  business  almost  immed- 
iately. 
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Tennis  Shoes 

This  is  the  big  season  for  summer  shoes. 
''Speed  King"  Tennis  Shoes  have  al- 
ready fulfilled  our  promise  of  a  record 
breaking  season.  Try  a  sample  ship- 
ment next  time  you  are  out  of  sizes. 
The  country  is  demanding  good  Tennis 
Shoes  and  ''Speed  King'"  is  the  best 
proposition  anyone  can  offer.  Write  us 
at  once. 


James  Robinson 

MONTREAL 


8  FOOTWEAR    IN    CANADA  ju„e,  hut 
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What  we  offer  in  our 


Heel  Blackings 
Shank  Blackings 
Edge  Blackings 

is  quality,  and  with  that  goes  the  best  service 
we  can  render  to  our  customers. 

We  are  not  making  second  grade  Blackings. 
We  are  making  only  the  best,  which  a  trial  in 
your  factory  will  prove. 


Boston  Blacking  Co 

152  McGill  Street 

Montreal    -  Canada 


iiifiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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From  the  Highest  Grade 
Dress  Shoe  to  the  Low- 
est Grade  Work  Shoe 

PAULDirtG 


Gives  the  Same  High  Degree  of  Satisfaction 

MADE  BY  THE  SAME  SPAULDING  THAT  MANUFAC- 
TURES SPAULDING'S  GUARANTEED  FIBRE  COUNTERS 

J.  Spaulding  &  Sons  Co. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 


PHILADELPHIA 
John   G.   Traver   &  Co., 
329  Arch  St. 


CINCINNATI 

Taylor-Poole  Co., 
410   E.   8th  St. 


ST.  LOUIS 

Tavlor-Poole  Co., 
1602  Locust  St. 


Boston  Office 

203-8  ALBANY  BUILDING 

CHICAGO 
I.  E.  D.  McMechan. 
217  W.  Lake  St. 


SEVEN    FACTORIES  : 
Tonawanda,  N.Y.  Rochester,  N.H,  No.  Rochester.  N.H. 

Milton,  N.H.  Townsend  Harbor.  Mass. 

Canadian  Agents : 
International  Supply  Co.,  Ontario  and  Quebec  City. 


English  Agents:  J.  Whitehead  &  Co.,  Ltd., 
Leicester,  England. 


V.  Champigny,  Montreal. 


10 


FOOTWEAR    IN  CANADA 


June,  1917 


AMES 
HOLDEN 
McCREADY 

 LIMITED  


June,  1917 


FOOTWEAR    IN  CANADA 


11 


$500 


00 


IN  PRIZES 

For  Best  Window  Trims  During 

DR.  SCHOLL'S  FOOT  COMFORT  WEEK 

June  18th  to  June  23rd,  1917 

The  competition  is  open  to  all  merchants.  All  you  have  to  do  to  win  a  prize  (remember  every  win- 
dow wins  one)  is  to  trim  your  show  window  with  Dr.  SchoU's  Foot  Comfort  Goods  during  Dr. 
Scholl's  "Foot  Comfort  Week,"  June  18th  to  23rd,  1917. 

Merchandise  and  material  for  trimming  window  supplied  without  any  charge.  After  you  have 
trimmed  the  window,  send  us  a  photograph  stating  that  the  display  was  made  during  "Foot 
Comfort  Week,"  and  mail  photographs  not  later  than  July  7th,  1917. 

The  judges  of  the  contest  will  be  announced  later  in  trade  papers. 

Don't  fail  to  compete  and  not  only  win  a  prize,  l)ut  take  ad^■antage  of  the  most  remarkable  adver- 
tising campaign  ever  conducted  on  foot  comfort.  Millions  of  people  will  read  of  Dr.  Scholl's  Foot 
Comfort  Week  and  the  international  slogan  "Watch  Your  Feet"  through  the  full-page  advertising 
in  the  Saturday  Evening  Post  and  the  advertisements  in  such  other  leading  magazines  as  Literary 
Digest,  McClure's,  Cosmopolitan,  and  big  Metropolitan  dailies.  Get  one  of  these  prizes  and  also 
get  the  extra  profits  that  are  sure  to  accrue  from  a  display  during  this  Big  Week.  Send  the  coupon 
quick. 

The  SchoU  Mfg.  Co.,  Ltd.,  Also:  Chicago  -  New  York  -  London 


LIST  OF  PRIZES 

1st  prize,  $100.00  in  Gold 
2nd  prize,  50.00  in  Gold 
3rd  prize,  25.00  in  Gold 
4th  prize,  20.00  in  Gold 
10  tuitions— The  Scholl  Orthopedic  Training  School,  $20.00 
course. 

10  Elgin  Gold  Watches,  value  $15.00  each. 

10  Gillette  Safety  Razors  (Gold  Plated  DeLuxe  Model). 

20  prizes  "The  Human  Foot" — a  400  page  book. 

And  a  Special  Prize  will  be  given  to  each  contestant 
whose  window  is  not  awarded  one  of  the  above  prizes  by 
the  judges. 

In  event  of  two  windows  being  of  equal  excellence  the 
capital  prize  will  be  divided. 


F.C. 

ENTRY  COUPON 

The  Scholl  Mfg.  Co.,  Ltd., 

U2  Adelaide  St.  E.,  Toronto, 
Gentlemen  : 

Please  enter  me  as  a  competitor  in  the  Prize  Window 
Trim  Contest  and  send  free  display  mateiial. 

Name   

Street  and  r^umber   

City    Province   
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In  any  of  the  following  supplies  you  will  find  the  same  high  standard  of 
quality  that  has  always  characterized  Trudeau  products.  We  manufac- 
ture these  lines  in  our  own  factories  and  know  them  to  be  good 
under  all  conditions. 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 
Fibre  Counters 
Leatherboard  Counters 

Our  Shoe  Counters  are,  without  question,  the  finest  product  made  in 
this  country,  and  furthermore,  they  are  the  most  inexpensive  to  buy. 

We  make  two  kinds  of  Felt  Box  Toes — one  to  supply  the  demand  for 
a  stitched  in  Box  Toe,  and  also  one  made  a  little  harder  that  is 
not  to  be  stitched. 

O.  J.  Trudbau  (§  Ltd 

ses-ser-ari,  Oritapio^t>.  Montreal, One. 
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TRADE  MARK 


TRADE  MARK 


RUBBER 
CEMENTS 

Hot  weather  troubles- 
Avoid  the  usual  troubles  this  Summer  by  usuig 
WOODWARD'S   CEMENTS.      You  can 
depend   upon   them   sticking.    Always  in  stock 
ready  to  ship. 

Gem;  Sole  Laying;  Chrome  Folding;  and  Channel 

WOODWARD'S 

Canvas  Insoling 

Special  for  McKay  Shoes — 

Make  up  some  of  your  samples  with  this  light, 
flexible  special  insoling.  They  will  be  ready 
sellers  and  give  better  satisfaction  than  any  other. 
Used  exclusively  by  some  of  Canada's  best  man- 
ufacturers.    Let  us  show  you. 


All  Paper 
and 

Rubber  Coated 

Cloth  for 
Covering  Shoes 
during  making. 


— Imitation  Ooze  for  button 
fly  liningsy  and  quarter  lin- 
ings— 


F.  E.  Woodward  &  Sons 

Lachine,  P.Q. 

232  Lemoine  St.        -  MONTREAL 


Sateen  and 
Morren  Top 
Facings;  Fish 
Glue ;  Imitation 
Leather  Plump- 
ing Cloth, 
Auto  Top 
Remnants 
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Keeping  Faith 

With  The  Public 


PICTURED  above 
is  a  distinctive 
style  for  this  sea- 
son's wearing.  A  style 
that  will  appeal  to 
every  man  who  appre- 
ciates style,  comfort 
and  wearing  qualities 
combined.  The  saddle 
straps  give  an  individ- 
uality that  makes  it 
distinctive  and  pleas- 
ing. 


No.  1397 

In  spite  of  the  scarcity  of  leather,  the 
risings  cost  of  all  raw  material,  labor, 
etc.,  the  quality  of  all  Hamilton-Brown 
Shoes  has  been  maintained. 

"Keep  the  Quality  Up"  has  always  been 
the  standard  and  will  always  remain  our 
standard. 

The  result  is  you  can  today  obtain  from 
your  dealer  absolutely  the  same  well 
made,  good  looking,  long  wearing 
Hamilton-Brown  Shoes  you  have  always 
bought. 

Most  shoe  dealers  can  meet  every  shoe 
requirement  with  Hamilton-Brown  Shoes. 
If  your  dealer  cannot  supply  you,  write 
us  and  we  will  direct  you  to  a  dealer 
who  can. 


Hamilton-Brown  Shoe  Co.,  St.  Louis 

Makers 

American  Lady  Shoes    -    Security  School  Shoes    -    American  Gentleman  Shoes 

AMERICA'S    FINEST  FOOTWEAR 


Representatives — W.  J.  Chinnick,  Winnipeg,  J.  A.  Vallary,  Toronto 
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The 

VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 


BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 
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Information 

and 

Protection 


THE  N.C.R.  DETAIL  STRIP  gives  you  as  a  merchant  a 
definite  control  of  your  business. 

It  gives  you  information  you  can  get  in  no  other  vs^ay.  It 
gives  it  easily,  quickly,  unerringly. 

Every  transaction  w^hich  takes  place  in  your  store  is  re- 
corded on  the  detail  strip.  This  record  is  complete  covering 
every  detail  of  every  transaction.  It  is  as  safe  as  though  lock- 
ed up  in  your  safe. 

It  records  the  amount,  date  and  consecutive  number  of 
each  transaction. 

It  tells  you  which  clerk  makes  each  sale  and  which  clerk 
makes  most  sales. 

It  gives  you  a  mechanically  perfect  record  of  all  these 
details. 

At  the  same  time  it  protects  your  clerks  against  temptation. 

It  stops  mistakes.  It  saves  loss  of  money  you  could  not  other- 
wise save. 

The  result  is  a  complete  mechanical  record,  available  at  any  hour 
of  the  day,  of  every  detail  of  the  day's  business.  The  store  is  protect- 
ed, so  are  the  clerks,  so  are  the  customers.  The  information  obtained 
gives  absolute  protection  to  all. 

It  gives  you  time  to  attend  to  duties  more  profitable  than  book- 
keeping — inside  the  register  you  will  have  all  the  totals  faultlessly  added. 


A  ★-5.55 
BRc-9.00 
D*-6.68 
EPd-2.00 
ACh-8.65 
BRc-4.50 


APd 
E*- 
BCh- 
D*- 
APd- 


•0.50 
•2.43 
•3.50 
•5.48 
1.00 
0.43 


ECh10.50 


-0125 
-0126 
-0127 
-0128 
-0129 
-0130 
-013  1 
-0132 
-0133 
-0134 
-0135 
-0136 
-0137 


Section  of  Detail  Strip 

Line  1  indicates  ttiat  clerk  A.  sold 
goods  for  cash  to  the  amount  of  $5.55 
— transaction  No.  125. 

Line  2  shows  that  clerk  B.  received 
$9.00  on  account  —  transaction  No. 
126. 

Line  3  tells  you  that  clerk  D.  made 
a  cash  sale  amounting  to  $6. 68 — trans- 
action No.  127. 

Line  4  indicates  that  clerk  E.  paid 
out  $2.00— transaction  No.  128. 


It  is  of  the  greatest  importance  that  you  investigate  our  system. 
National  Cash  Registers  will  save  time,  money,  and  build  your  business. 


Write  your  nearest  N.C.R.  agent  today.  Offices  at 
Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Hamilton, 
London,  Toronto,  Winnipeg,  Regina,  Saskatoon,  Cal- 
gary, Edmonton,  Vancouver. 


The  National  Cash  Register  Company 

of  Canada,  Limited 
Christie  Street  -  -  -  Toronto,  Ontario 


June,  1917 
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"REECE  RAPID" 

Button  Hole  Machine 

This  famous  REECE  RAPID  Button  Hole  Machine  eliminates  a  separate 
barring  motion  in  finishing  the  button  hole.  It  makes  a  perfect  button  hole, 
with  a  strong  bar  at  the  end,  all  in  one  operation.  This  saves  much  time  in  a 
run  of  work.  Apart  from  this,  the  machine  is  very  economical  in  the  use  of 
thread,  as  it  does  not  sew  in  the  thread  ends.  It  will  use  Silk,  Cotton,  or 
Mercerized  Thread  equally  well. 

Write  us  immediately  for  samples  of  work  and  terms 


Thos.  C.  Doyle  (Regd.) 


Sole  Distributor 
for  Canada 

NOTE  NEW  ADDRESS 
Corner  Durocher  and  Prince  Arthur  455  King  Street  West 

MONTREAL  *  TORONTO 
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A  trial  would  be  most 

convincing 

Our  Summer  Footwear  is  a  Winning  Line 


PATRICIA 

Women's  Welts  and  Turns 


PARIS 

Women's  McKays,  Men's  Welts 


METROPOLITAN 

Men's  Welts,  Women's  McKays 

The  most  convincing  testimony  of  the  vaU:e  of  our 
Footwear  lines  is  a  trial.  We  are  quite  willing  to 
allow  your  future  orders  to  depend  solely  upon  that 
basis.  From  experience  we  know  these  shoes  will  do 
their  own  selling  if  given  any  opportunity  whatever. 
They  are  made  from  leather,  tanned  in  our  own 
plants.  From  start  to  finish  we  exercise  the  most 
rigid  care  to  uphold  a  quality  that  has  never  been 
other  than  high  grade  since  the  inception  of  our 
])usiness.  We  would  welcome  that  trial.  Write 
us  about  it.  . 

Daoust)  Lalonde  &  Company 

Limited 


MONTREAL 


Branch :      Metropolitan  Shoe  Co.,  91  St.  Paul  St.  East,  MONTREAL 
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Speed  King 

Tennis  and  Sport  Shoes 


Get  ready  for  the  big  "Sport"  season.  Go  over  your 
Tennis  Shoes  carefully  and  make  very  sure  of  having 
plenty  of  Speed  King  in  all  sizes.  This  will  be  a 
regular  hummer  of  a  season  for  Sport  Shoes  and  the  de- 
mand will  be  after  your  stock  almost  before  you  know  it. 


Don't  delay  for 
not  ready.  Phone  or 
below  and  he  will 
stock  of  Speed 
as  possible. 


as  soon 


The  Amherst  Boot  &  Shoe  Co. 
The  Amherst  Central  Shoe  Co. 
A.  W.  Ault  Co.,  Limited  - 
White  Shoe  Co.,  Ltd.  - 
Kilgour,   Rimer  Co.,  Limited 
The  J.  Leckie  Co.,  Limited 


moment  if  you  are 
wu'e  the  nearest  dealer 
see  that  you  get  your 
King   Tennis  Shoes 


Limited 
Limited 


Amherst,  N.S. 
Regina,  Sask, 
Ottawa,  Ont. 
Toronto,  Ont. 
Winnipeg,  Man. 
Vancouver,  B.C. 


The  London  Shoe  Co.,  Limited 
McLaren   &  Dallas 
James    Robinson  - 
Brown,   Rochette,  Limited 
McFarland   Shoe   Co.  - 
T.   Long  &   Brother  - 


London,  Ont. 
Toronto,  Ont. 
Montreal,  Que. 
Quebec,  Que. 
Calgary,  Alta. 
Collingwood,  Ont. 


The  Independent  Rubber  Co.,  Ltd. 

Merritton         -  Ontario 
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LATEST 

Jet  Buckles  on  White  Buck  or  Canvas 


A  Full  Line 
of  Jet  Buckles  in 
All  Styles 


Ask  for  our  new 
Catalogue 


CHANDLER'S 
Perfection  Buckle  and 

Tongue 
Colonial  Combinations 


25  Styles 
of  Jet  Buckles  on  White 
Tongues,  Kid,  Nubuck, 
Canvas 


C.  A.  BROWNING  CO.,  Sole  Agents 


Send  for  our  1917  Lace 
and  Buckle  Folder 


30  Franklin  Street 

BOSTON,     -  MASS 


Women's 

Leather 

Shoes 

Misses',  Children's, 
Infants'  Footwear 


JOBBERS 


^^ET  samples  of  our  Women's  Footwear 
if  you  are  looking  for  some  popular 
lines  this  season.  Canadian  women  want 
shoes  that  will  wear,  and  we  can  supply 
them.  These  shoes  will  bring  you  ad- 
ditional business  that  should  be  very  pro- 
fitable. We  will  arrange  to  show  you 
samples.     Drop  us  a  line. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street  -       .  -  Montreal 


June.  1!)17 
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Sorting  Orders 


Greyhound 
Tennis 
Shoes 


Greyhound  Brand  Tennis  Shoes 
represent  ultimate  design  for  191  7 
Summer  business.  Write  us  for 
catalogue,  if  not  already  in  your 
hands,  or  better  still,  mail  your 
order  and  be  sure  of  the  finest  ei'^de 
Sporting  Shoes  made  in  Canada. 


The  Miner  Rubber  Co,  Ltd.,  Montreal,  P.Q. 


EDMONTON,  Alta.— The  Miner  Rubber  Co.,  Ltd. 
HAMILTON,  Ont.— R.  B.  Griffith  &  Co. 
LONDON,  Ont.— Coates,  Burns  &  Waniess. 
MONTREAL,  Que.— The  Miner  Rubber  Co.,  Ltd. 
MONTREAL,  Que.— The  Miner  Rubber  Co.,  Lta. 
OTTAWA,  Ont.— The  Miner  Shoe  Co.,  Ltd. 
OTTAWA,  Ont.— The  Miner  Rubber  Co.,  Ltd. 


QUEBEC,  Que.— The  Miner  Rubber  Co.,  Ltd. 
ST.  JOHN,  N.B.— J.  M.  Humphrey  &  Co. 
SYDNEY,  C.B.— J.  M.  Humphrey  &  Co. 
TORONTO,  Ont.— The  Miner  Rubber  Co.,  Ltd. 
TRENTON,  Ont.— C.  Weaver. 
WINNIPEG,  Man.— Congdon,  Marsh,  Ltd. 
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For  Jobbers 

^^IRD  McKays  for  Men,  Women,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling.  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.   We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


66 


INSYDE"    HEEL  GRIP 


The  Arrowsmith  "Insyde"  Heel  Grip  is  made  of 
para  rubber  and  when  cemented  to  the  counter  of 
low  shoes  or  pumps,  absolutely  prevents  the  heel 
of  the  foot  from  slipping  up  and  down.  The 
"Insyde"  Heel  Grip  is  prepared  with  cement  on 
the  reverse  side  and  to  attach  it  is  only 
necessary  to  moisten  the  cement  with 
water.  Made  in  three  colors,  white, 
black  and  tan. 

Retail  price  25c  per  pair. 


Canadian  Arrowsmith  Mfg.  Co.,  Limited 

J.  W.  Arrowsmith,  Pres  NIAGARA   FALLS,   ONT.  Elmer  Poyer,  Mgr. 


Tune.  1917 
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Ready  to  Ship  from  Our  Complete  Stock 

Our  complete  stock  of  high  grade  women's  All  Over  Black  Glazed  Kid  Boots,  All  Over  Colored 
Kid  Boots,  Two-tone  effects  and  other  popular  novelties  in  women's  footwear,  and  a  splendid  line  of 
men's  high  grade  shoes,  are  ready  for  immediate  shipment,  upon  receipt  of  your  order. 

This  means  you  get  shoes  made  in  the  very  latest  New  York  lasts  and  patterns  as  you  need  them, 
which  insures  quick  turnovers,  a  clean  stock  and  maximum  profits  from  novelty  footwear  in  both  men's 
and  women's  shoes. 


In  Stock 
June  16th 


0117  -Women's  Dark  Gray  Kid  SJ^-inch  Lace, 
{-lark  gray  clutii  toi),  plain  toe,  2-inch 
leather  Louis  lieel,  imitation  tin'n.  Dallas 
last.  A  width,  sizes  S^'.-S;  B  width,  sizes 
.3-7;  C  and  D  widths,  sizes  2J<^-)S.  ..  $4.G0 


D112 — Women's  Havana  lirown  Kid  .S/i-incli 
Lace,  hrown  Irunklad  cloth  top,  j^lain  toe, 
single  sole,  2-inch  leather  Louis  heel,  imi- 
tation turn.  Dallas  Last,  A  width,  sizes 
1!  width,  sizes  .'5-7;  C  and  D  widths, 
sizes  2y.-S  .$3.90 


DlKi — Women's  Light  Ciray  Kid  S^j-inch 
Lace,  light  gray  clulli  top,  ]ilain  lot-,  single 
sole,  2-incli  leather  covci  rd  wikmI  Lnuis 
heel,  imitation  turn,  Dallas  La^t.  A  wiilth, 
sizes  :?!4-S;  B  width,  sizes  ;  (  width, 
sizes  2^-8  fi.4.?,r> 


A'.W5  —  Women's 
Glazed  Kid  S-inch 
Lace,  plain  toe,  2- 
inch  leather  Louis 
heel,  turn,  State 
Street  Last,  AA 
and  A  width,  sizes 
4-7 ;  B  width,  sizes 
:i.7;  C  and  D 
widths,  sizes  2^- 
,S  .$5.1(0 


EG — Men's  Gun  Metal  Bal.,  Brownoak  Fibre 
Sole,  Swell  Last,  B,  C  and  D  widths, 
sizes  5-11  $2.75 

E;i — Same  with  leather  sole,  B,  C  and  D 
widths  .$2.9(1 


1559 — Men's  Havana  Brown  Kid  Bal.,  single 
sole,  ^-inch  heel,  welt,  Xcw  Yorker  Last, 
B,  (■  and  1)  widths,  sizes  5-11  l-l.-IO 


Send  for  our  Catalog  showing  our  complete  line.    This  will  be  sent  free,  upon  request. 


MANUFACTURERS 

ST.  LOUIS,       -  U.S.A. 
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Canadian  Consolidated 
Rubber  Co.,  Umited 


announce  the  removal  of  their  EXECU- 
TIVE OFFICES  and  the  SALES 
DEPARTMENT  of  their  MONT- 
REAL BRANCH  from  Notre  Dame 
Street  East  and  Papmeau  Square,  to 

The  Rubber  Building 

201  Inspector  Street 
MONTREAL 

This  central  location,  being  more  convenient,  will  in- 
crease the  facilities  for  a  better  and  quicker  service  to 
the  trade  when  in  need  of  rubber  footwear. 


June,  1917 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the   Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
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"Watch  your  Step"      r-M-^HERE  i.s  a  slang-  word 

that  has  been  going  the 
rounds  for  some  time 
which  is  very  harmless 
and  more  than  expressive  — 
"goat."  You  know  some  people 
work  on  your  sensibilities, 
make  you  irritable,  ruffle  you — 'in  short,  "get  your 
goat?"  Well,  that's  what  we  want  to  talk  about — 
are  you  keeping  your  goat  penned  up  tightly  enough. 
Everyone  has  a  temper — not  temperament,  for  that's 
a  rather  mythical  thing  at  best.  Everyone  must  have 
some  spunk  and  temper  or  he  would  be  like  something 
without  salt,  without  flavor.  Temper  is  an  indication 
of  character.  But  the  manner  in  which  you  control 
or  fail  to  control  your  temper  is  a  more  certain  indi- 
cation of  your  character.  Shoe  retailers  come  into  con- 
tact with  even  a  greater  percentage  of  annoying  inci- 
dents and  people  in  their  daily  business  than  others. 
Some  people  are  cross  and  irritable  and  expect  when 
they  buy  a  pair  of  laces  or  a  dollar  pair  of  cacks  they 
should  be  presented  with  the  world  and  a  little  red 
fence  aroimd  it.  Every  retailer  can  call  to  mind  a 
number  of  instances  that  have  "got  his  goat."  The 


point  is,  did  he  let  the  customer  see  that  he  was  ruf- 
fled? For  after  all,  is  it  not  merely  the  customer's 
belief  in  the  efficiency  of  the  modern  store  that  is  the 
cause  of  their  making  "unreasonable"  requests.  A 
great  many  times  it  is,  and  it  is  up  to  you  as  a  mem- 
ber of  the  shoe  trade  to  do  your  bit  toward  upholding 
the  dignity  of  your  calling.  Don't  let  any  customer 
get  your  goat,  even  if  he  does  go  a  bit  under  the  skin 
once  in  a  while. 

Reading,    Travel-  ^'"^^  ^  ^^^-^ 

ling  and  Action  merchant ;  one  of  the  live  wires  of 
an  aggressive  and  very  live  little 
city,  and  we  asked  this  man  the  old  question :  "To 
what  do  you  attribute  your  success?"  Instantly  he 
replied:  "Reading,  travelling  and  action."  Elaborat- 
ing this  trio  of  activities,  which  somewhat  resembles 
that  recommended  by  Henry  Ford,  he  proceeded  to 
say  that  the  reading  of  trade  and  business  magazines 
occupied  him  fully  ten  hours  every  week,  often  much 
more.  An  equal  amount  of  time  was  spent  in  travel- 
ling, although  with  not  the  same  regularity  as  in  read- 
ing; his  travelling  having  for  its  sole  object  the  inter- 
viewing of  other  merchants  as  to  their  methods. 

"When  I  go  to  a  city  that's  new  to  me,"  he  said, 
"1  begin  by  asking  people  what  is  the  best  shoe  store 
in  town.  I  soon  learn,  and  I  go  there.  I  tell  the  pro- 
])rietor  that  his  is  voted  the  best  store  in  the  place. 
Being  a  shoe  merchant  myself  I  know  that  it  is  no 
accident  that  has  made  him  a  leader,  so  I  have  come 
to  him  for  advice.  I  ask  him  what  is  the  best  thing 
he  has  'put  across'  recently.  He  tells  me  that,  and 
a  lot  more.  I  tell  him  a  few  things  that  have  worked 
well  with  me,  show  him  some  photographs  of  win- 
dows and  interior  displays  and  show  him  photographs 
of  my  s])ecially  designed  delivery  car.  Does  my  visit 
pay?  It  never  fails.  I  read,  I  travel,  and  I  act  uj)on 
the  knowledge  thus  gained." 

How  many  retailers  can  say  the  same  thing-.  How 
many  make  a  practice  of  calling  on  their  fellow  re- 
tailers when  in  other  towns  or  cities?  How  many  even 
attend  conventions  and  trade  gatherings  in  their  own 
cities?  Candidly,  is  there  not  a  real  lesson  to  learn 
from  this  simple  and  plain  advice? 


Toronto  Early 
Closing 


The  Shoe  Retailers'  Association 
of  Toronto  are  persistently  fol- 
lowing u])  their  movement  lin- 
early closing.  The  petition  being  circulated  is  said  to 
be  finding  ready  favor  with  almost  all  retailers,  and  it 
will  be  only  a  short  while  I^efore  the  entire  matter 
will  be  ready  to  place  before  the  city  council. 

If  it  is  moving  slowly  it  is  rather  because  the  men 
who  are  lending  their  assistance  to  the  proposal  natur- 
ally can  spare  only  a  limited  amount  of  time  from  their 
businesses,  and  not  because  of  any  lack  of  co-opera- 
tion from  the  retailers  who  have  Iieen  aj^proached  with 
the  petition.    It  cannot  I)e  denied  that  there  are  some 
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retailers  ein])liatically  opposed  to  it,  hut  they  are  the 
exception  and  not  the  rule.  W'c  are  of  the  opinion 
that  the  consummation  of  an  early  elosinj^'  jjy-law  in 
the  city  of  Toronto  will  react  to  the  s^eneral  ])etter- 
ment  and  u])lift  of  the  entire  trade. 

Are  you  .q"oin<^-  to  "do  it  electric- 
Electricity  in  the  ,        ,  . 

jjj^^g  ally    this  summer  and  modernize 

}-our  store,  or  do  you  calculate  uj)- 
on  [;ettin<^-  alon<^-  in  the  old  way  for  another  \'ear  or 
so?  We  are  referring-,  df  covn-se,  principally  to  your 
store  lig'htiui;-  and  ventilation.  ['Electricity  is  so  low 
in  cost  and  so  faithful  as  a  ser\-ant  to  mankind  that  its 
application  should  he  more  j^'eneral  in  many  stores 
than  it  now  is.  At  all  times  of  the  year  a  t^nod  light 
is  husincsslikc  and  ])leasing',  and  in  the  electric  fan 
you  have  at  your  command  a  means  of  keei)ing  the  air 
circulating,  thereby  promoting  the  efficiency  of  your 
sales  staff  and  increasing  the  comfort  of  your  custo- 
mers. Carrying  the  electric  idea  a  little  farther,  there 
is  the  electrically  operated  cash  register,  the  handy 
portable  \acuum  cleaner  for  the  shelving  and  rugs, 
and  so  on.  Of  greatest  \  alue,  however,  is  the  matter 
of  store  lighting  and  ventilation.  If  you  haven't  al- 
ready done  so,  make  it  a  jjoint  to  insure  the  efficiency 
of  these  two  highl_\-  important  factors. 

*        *  * 


Decided  Opinion 
on  Early 
Closing 


We  api)reciated  that  shoe  retail- 
ers in  other  cities  are  surj)rised 
at  the  reluctance  of  Toronto  mer- 
chants to  adopt  some  measure  of  early  closing,  but 
one  of  the  Toronto  retailers  even  goes  so  far  as  to 
say  that  they  are  the  laughing  stock  of  the  country. 
"The  idea,"  he  said  indignantly,  "of  having  all  this 
fuss  to  get  men  to  close  their  stores  at  night ;  it  is  a 
satire — one  might  just  as  well  imagine  having  to  get 
a  petition  signed  to  close  our  stores  on  Sunday.  We 
are  lowering  ourselves  in  the  estimation  of  all  who 
know  us — instead  of  trying  to  elevate  the  shoe  busi- 
ness, we  are  making  a  joke  of  it." 


Thought  It  Was  a  Skin-Game 

Id  ere  is  an  exjjerience  related  to  Footwear  by  a 
prominent  Torcjuto  retailer.  A  woman  came  into  the 
store  and  bought  a  ])air  of  fancy  shoes  for  $10.  She 
returned  a  couj)le  of  days  later  with  the  shoes,  one 
of  which  was  ripped  up  the  back.  The  retailer  ex- 
amined them  and  found  that  she  had  not  unlaced  them 
sufificiently  in  ])utting  them  on  and  taking  them  off 
and  the  residt  was  oidy  natural.  However,  he  said 
he  would  ha\e  them  li.xed  for  iier  and  tliey  would  l)e 
read}'  in  a  da}-  or  so.  Tiic  woman  asked  if  he  could 
deli\-er  tiieni.  Yes,  he  couhl  do  t'.iat.  Could  he  de- 
h\-er  them  before  12  on  the  followiiig  day?  Me  could 
also  do  that. 

The  following  da\-  \)v  sccurrd  the  shoes,  on  which 
a  very  nice  job  had  been  done,  costing  him  35  cents, 
and  delivered  them  between  10.30  and  11  o'clock.  The 
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Progressiveness 

O  be  a  little  more  courteous  than  is  neces- 
sary— 

To  pay  a  little  stricter  attention  to 
details  than  most  people  do  and  conse- 
quently be  a  little  more  accurate  than  they  are — 
To  be  a  little  better  informed  than  "the  aver- 
age"— 

To  work  a  little  harder  and  a  little  more  will- 
ingly than  "the  bunch" — 

To  be  neat,  modest,  and  yet  confident  and  ag- 
gressive— 

To  keep  the  mind  on  clean,  useful  thoughts — 
To  spend  a  little  less  than  is  earned — 
To  be  happy  and  yet  never  self-satisfied — 
Summed  up,  it  all  means  being  the  rare  person 
who  not  only  gives  most  but  gets  most  out  of  the 
"job"  and  out  of  life. 

For  such  people  the  latch-string  of  oppor- 
tunity hangs  out  at  many  doors. 


I 

„   1 


boy  returned  saying  there  was  nobody  at  home  and 
brought  the  shoes  back.  In  the  afternoon  the  woman 
telephoned  wanting  to  know  why  the  shoes  had  not 
been  delivered  as  ])rf)mised.  This  retailer  told  the  wo- 
man that  he  was  not  in  the  hal)it  of  breaking  his 
promises  and  that  the  shoes  had  been  delivered  as  ar- 
ranged. Thereui)on  the  woman  proceeded  to  get 
"nasty,"  saying  she  didn't  believe  the  shoes  were  de- 
livered at  all  and  that  it  must  be  a  "skin-game"  store 
she  was  dealing  with.  Our  friend  the  retailer  has 
some  ideas  of  his  own  on  the  matter  of  letting  cus- 
tomers put  it  over  him  and  promptly  retaliated  with 
a  little  plain  speaking,  finally  informing  the  woman 
that  she  would  have  to  come  for  the  shoes  herself, 
also  that  he  would  charge  her  50  cents  for  the  job, 
although  formerly  he  had  intended  to  stand  the  cost 
himself.  She  sent  another  woman  for  the  shoes,  who 
after  some  hesitation,  paid  the  50  cents. 

The  outcome  of  the  whole  matter  was  that  the 
woman  called  not  long  after,  apologizing  for  her  hasty 
remarks,  and  just  to  show  there  was  no  hard  feeling 
the  retailer  refunded  her  the  50  cents. 

"Does  it  pay  to  let  people  of  this  kind  sit  on  you?" 
he  asked.    "It  does  not." 


A  despatch  from  London  states  that  women's  boot 
tops  are  to  be  lower  this  summer.  It  is  rumored  that 
the  British  (jovernment  propose  to  economize  in  lea- 
ther by  prohibiting  the  manufacture  of  boots  exceed- 
ing seven  inches  in  height.  The  feeling  among  manu- 
facturers is  that  they  will  be  only  too  glad  to  omit  the 
high  top  leather  shoe,  but  that  they  ought  to  be  al- 
lowed to  make  high  to])s  of  materials  other  than 
leather.  (  )n  account  of  the  scarcity  of  fabrics  also, 
howe\'er,  it  is  possible  that  this  ])ernn"ssion  will  not 
be  given. 
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Correct  Window  Lighting  for  Shoe  Stores 

Largely  a  Matter  of  Reflector  Efficiency— Many  or  Large  Lamps  Not 
Necessarily  a  Sign  of  Good  Illumination 


WHIiX  cuiisitlering  the  prubk-m  of  wiiulnw 
lighting"  the  average  merchant  will  ask  some 
or  all  of  the  following  questions: 

Are  mv  windows  properly  lighted? 
Will  it  pay  me  to  change  the  lighting  s_\  stem? 
What  kind  of  lamps  shall  1  need? 
How  powerful  shall  they  be.'' 
What  kind  of  fixtures  shall  I  use? 
If  an}'  retailer  has  any  douljt  concerning  the  import- 
ance of  the  proper  lighting  of  windows  he  has  only  to 
select  two  stores  in  which  the  windows  are  similar  in 
all  respects  except  the  lighting  and  compare  the  num- 
ber of  customers  stopping  before  the  poorlv-lighted 
one  with  the  number  stopping-  at  the  w'ell-lighted  store, 
other  things  ])eing  ecpial,  he  will  be  attracted  to  the 
well  lighted  store  window. 

Consider  the  bright  morning  sunlight  and  how  it 
wakens  the  sleeper.  In  the  darkness  he  slum])ers  on, 
but  with  the  coming  of  the  bright  light  he  is  aroused  to 
attention  and  action.  So  it  is  with  the  perfectly-light- 
ed store  window — the  light  is  needed  to  arouse  the  pas- 
serby and  attract  his  interest. 

An  Example  of  Good  Lighting 

As  an  example  of  what  must  be  considered  almost 
perfect  window  illumination,  we  are  reproducing  here- 
with a  photograph  of  the  windows  of  the  Walk  Ch  er 
Shoe  Store,  Montreal,  and  also  a  plan  showing  the  ex- 
act fixture  arrangement.  Each  side  window  is  lighted 
by  ten  X-ray  scoop  No.  778  reflectors,  equipped  with 
72  watt  mazda  "C"  lamps.  In  the  centre  window,  at 
the  rear  of  the  entrance,  there  are  four  reflectors.  The 
space  betw-een  reflectors  is  18  inches.   One  of  the  illus- 


trations shows  the  tv])e  of  reflector  used.  It  is  most 
suitable  for  average  windows  8  to  10  feet  high  and  u\) 
to  6  or  8  feet  deep. 

A  Safe  Rule  for  Window  Illumination 

The  proper  rule  for  the  retailer  to  follow  when  de- 
signing a  show  window  lighting  system  is  to  arrange 
the  lamps  in  such  a  manner  that  the  light  will  be  pro- 
jected clirectly  on  the  goods  and  not  into  the  eyes  of 
the  person  looking  into  the  window.  This  necessitates 
locating  the  lamps  rather  high  in  the  window  and 
reasonably  close  to  the  glass  front.  Reflectors  should 
be  of  a  design  specially  constructed  for  the  particular 
window  to  l^e  lighted,  as  the  use  of  fixtures  designed 
for  other  purposes  usually  results  in  bad  illumination. 
It  must  be  remem])ered  that  good  lighting  is  not  neces- 
sarilv  provided  by. a  large  number  of  high-power  imits. 
Nearlv  e\  ervthing  depends  on  the  reflector,  and  there 
is  nowadays  a  reflector  to  meet  every  condition.  Un- 
less the  necessary  care  is  taken  in  the  selection  and 
placing  of  iM"oi)cr  reflectors  the  results  will  be  unsatis- 
factory. 

Something  of  our  meaning  can  be  gathered  by  a 
close  study  of  the  accompanying  photograjih.  This 
l)icture  was  taken  at  night,  entirely  by  the  light  of  the 
windows.  It  will  be  seen  that  every  shoe  stands  out  in 
bold  relief ;  there  is  no  excess  of  illumination  in  any 
one  particular  spot  and  no  light  is  reflected  into  the 
eyes  of  pedestrians. 

Different  Types  of  Reflectors 

Fig.  3  is  another  type  of  reflector  of  the  same  de- 
sign.  It  is  used  in  narrower  spaces  where  the  desire  is 


Handsome  exterior  of  the  Walk-Over  Shoe  Shop,  Montreal    An  ahiiost  peilcct  example  of  good  illumination  of  window  ccnlirls 
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Fig.  1— Diagram  showing  the  arrangement  of  lighting  units  in  the 
Walk-Over  Store,  Montreal. 


to  direct  the  light  rays  downward  almost  entirely,  in- 
stead of  down  and  back.  Other  styles  are  for  low  win- 
dows with  great  depth,  or  for  \  ery  large  windows  com- 
bining extreme  height  and  depth.    The  impcjrtance, 


Fia  2— The  X  Ray  Scoop  re-  Fig.  3- A  reflector  de- 

flector used  for  the  Walk-  signed  for  narrow 

Over  window.  spaces. 


therefore,  of  studying  the  situation  very  carefully  can- 
iKjt  be  overestimated  if  the  retailer  desires  to  maintain 
the  magnetic  efficiency  of  his  window  displays  at  the 
highest  point. 


Canadian  Consolidated  Change  Quarters 

The  Canadian  Consolidated  Rubber  Company,  Lim- 
ited, announce  the  removal  of  their  executive  offices, 
the  sales  department  of  their  Montreal  branch  and  the 
raincoat  manufacturing  department,  to  the  Rubber 
Building,  201  Inspector  Street,  Montreal. 


How  Should  Retail  Shoe  Salesmen  Be  Paid? 

Retailers  Have  Not  Given  Sufficient  Thought  to  This  Vital  Question— Commission  Plan 
Favored  by  Some ;  Straight  Salary  by  Others— Read  What  They  Say  About  it 


OUR  big  prize  contest  for  the  best  essay  on  the 
subject  "How  Should  Retail  Shoe  Salesmen  Be 
I'aid?"  is  well  under  way,  and  has  created  a 
degree  of  thoughtful  enthusiasm  quite  beyond 
our  expectations.  The  fact  of  the  matter  is  that  we 
have  selected,  a  subject  for  our  contest  that,  judging 
from  many  expressed  opinions,  has  not  in  the  past 
been  given  the  consideration  it  deserved.  Naturally, 
every  retailer  is  not  a  Henry  Ford,  who  can  divide  up 
huge  profits  in  the  form  of  bonuses  and  commissions 
and  still  have  enough  left  to  provide  a  suitable 
compensation  for  his  own  individual  efforts,  but, 
on  the  other  hand,  it  is  a  generally  admitted  fact  that 
some  little  extra  inducement  i's  advisable,  and  even 
necessary,  to  secure  the  utmost  productive  efi^orts  of 
the  sales-force. 

It  is  regarding  tlie  proper  method  of  applying  this 
extra  inducement  that  many  retailers  admit  they  have 
not  given  sufficient  thought.  The  merchant  who  em- 
ploys the  straight  p.m.  system  on  sticking  lines  may 
be  thoroughly  convinced  that  it  is  the  only  practical 
method.  I>ut  has  he  proved  to  his  own  satisfaction 
that  there  is  no  other  combination  that  would  work  out 
more  profitably  for  both  himself  and  his  salesman.  For 
exami)le,  suppose  in  addition  to  the  p-m.  on  sticking 
lines  lie  adds  a  commission  on  the  sale  of  all  accessor- 
ies,;— ])olis]i,  and  so  on.  Whereas  the  salesman  would 
care  very  little  wliclher  (jr  iiol  a  sale  of  polish  was 
made  under  the  old  condilion,  he  would  now  direct  his 
efiforts  also  toward  the  lindings  end  of  the  business. 
This,  it  may  be  ])ointed  mil,  would  ikjI  be  annoying  the 
cuslomcr  unduly,  but  rather  it  would  be  in  the  natin-e 


of  "store  service,"  .since  everybod}'  needs  a  polish  and 
many  really  want  it.  This  is  just  one  instance  to  which 
the  commission  plan  would  seem  to  be  particularly  ap- 
plicable. 

Various  Combinations  Possible 

There  are  numerous  variations  possible  in  the  mode 
of  applying  the  salary  and  p.m.  or  salary  and  commis- 
sion, or  all  three  together.  There  is  also  the  necessity 
of  determining  the  proper  amounts  in  each  case,  de- 
pending largely,  of  course,  on  the  amount  and  class  of 
business  done.  In  this  connection  it  is  of  the  utmost 
importance  that  the  retailer  know  his  stock  and  the 
ability  of  his  salesmen.  One  of  the  most  prominent  re- 
tailers in  Toronto,  who  at  present  pays  straight  salar- 
ies confided  to  us  that  he  would  like  nothing  better 
than  to  try  out  some  commission  form  of  remunera- 
tion also,  but  because  he  lacked  the  proper  knowledge 
of  his  stock,  profits  on  each  line,  and  the  ability  of  his 
clerks,  he  would  be  reluctant  to  take  the  step. 

A  Record  for  Each  Salesman 

A  Toronto  store,  paying  a  salary  and  commission, 
keeps  a  record  of  every  sale  made  by  each  clerk.  Not 
only  that,  but  they  also  keep  a  separate  record  of  the 
cost  of  each  line,  the  profit  made,  and  so  on,  in  addition 
to  the  regular  stock  record  showing  the  goods  in  .stock. 
They  consider  it  a])solutely  necessary  that  in  setting- 
salaries  and  l)a}'ing  commissions  they  have  this  infor- 
mation at  their  finger-tips  at  all  times. 

Some  systems  have  been  evolved  wherel^y  salesmen 
are  ])aid  a  commission  on  all  their  own  sales  over  a 
certain  amount.     Others  pay  a  commission,  divided 
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equally,  according"  to  the  sales  of  the  store.  In  the 
consideration  of  this  method  it  is  necessary  to  take  into 
account  jealousies  and  rivalries  that  may  arise  when 
two  salesmen  are  on  hand  to  take  care  of  a  known  good 
customer,  where  one  salesman  may  have  a  run  on  chil- 
dren's and  another  on  women's  high-price  lines,  etc. 

What  the  Retailers  Say 

With  a  view  to  finding  to  what  extent  retailers  have 
thought  out  this  problem  and  applied  it  to  their  own 
stores,  a  representative  of  Footwear  recently  called  on 
several  of  the  leading  Toronto  retailers.  In  the  first 
store,  in  the  down-town  district,  the  proprietor  thought 
the  salary  and  p.m.  method  good,  but  the  commission 
plan  might  be  all  right  if  worked  out  properly  to  suit 
the  special  conditions  of  the  store.  He  admitted  the 
inefhciency  of  the  p.m.  .system,  in  that  customers  were 
often  pressed  too  strongly  to  buy  certain  styles  they 
did  not  like. 

This  retailer  only  expresses  the  opinion  of  many 
others  who  have  found  the  same  difficulty  in  using  p. 
m.'s. 

Straight  Salary  Only 

Our  second  call,  on  a  long-established  down-town 
retailer,  led  to  our  discovering-  a  store  in  which  the 
straight  salary  only  was  used.  The  proprietor  firmly 
believes  that  no  extra  inducement  is  needed,  or  should 
be  offered,  to  salesmen.  "IJut,"  we  asked,  "how  do  voii 
get  rid  of  your  dead  lines?"  'T  ha\  en"t  any,"  he  an- 
swered, going  on  to  explain  a  system  he  has  used  for 
the  last  fifteen  years.  This  consists  in  displaying  every 
shoe  in  the  store  on  the  outside  of  the  cartons.    In  this 


way  he  has  found  that  shoes  in  all  lines  keep  moving 
out,  and  there  is  no  tendency  on  the  part  of  salesmen 
to  push  any  one  line  to  the  exclusion  of  another.  It 
may  be  pointed  out  in  passing  that  this  retailer  is  not 
particularly  keen  for  the  extreme  styles,  but  keeps  his 
stock  well  supplied  with  good,  serviceal:)le  staples.  He 
might  not  find  his  plan  worka])le  for  the  more  stylish 
shoes. 

Salary  and  Commission  Good 

Our  next  interview  was  with  a  salesman  in  a  store 
a  couple  of  blocks  from  the  one  above.  He  considered 
the  ideal  arrangement  to  be  salary  and  commission  on 
gross  sales,  the  amount  of  conimision  to  be  determined 
by  the  salary  figure.  It  might  not  work  out  so  good, 
he  thought,  in  the  stores  doing  a  smaller  volume  of 
business,  as  it  would  in  the  large  down-town  stores, 
hut  it  should  be  applical)le  in  some  way  or  other. 

Some  Weeks  Better  Than  Others 

In  one  of  the  Bloor  West  stores  we  secured  the 
opinion  of  a  salesman-  He  considered  the  straight  sal- 
ary best,  for  the  reason  that  trade  in  the  outlying  dis- 
tricts was  very  uncertain  at  times.  For  instance,  some 
weeks  they  might  have  a  big  run  on  children's  and  very 
few  large  sales  ;  other  weeks  there  might  be  very  little 
business  doing  at  all.  Consequently,  if  their  salary  was 
in  any  way  lower  than  the  average  on  account  of  the 
fact  of  their  receiving  a  commission,  they  would  suffer 
accordingly.  It  occurred  to  us  that  if  commissions  were 
figured  on,  say,  the  gross  figures  for  three  or  four 
months,  the  average  would  surely  work  out  sati.sfac- 
torily.    His  opinion  was,  however,  that  sales  must  be 


Special  department  given  over  to  white  shoes  in  a  fairly  large  store.  This  year  will  be  the  greatest  white  shoe 

season  in  the  history  of  the  trade.  courtesy  ShoeaRetailcr 
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good  day  in  and  day  onl  to  make  the  eoniniissiou  plan 
really  advantageous  to  the  salesman. 

No  P.M.'s — No  Commissions 

A  retailer  in  the  same  district  does  not  believe  in 
any  form  of  remunerating  salesiuen  other  than  the 
straight  salary.  His  objections  to  the  p.m.  were  the 
usual  ones — antagonizing  the  customer,  and  so  on. 
The  commission  system  he  did  not  think  workable  in 
the  outlying  districts,  on  account  of  the  irregularity  ol 
trade. 

Commission  on  Sales  of  Store 

One  way  of  getting  around  the  difficulty  of  xiuie 
clerks  having  good  weeks  and  others  poor  weeks  was 
suggested  by  another  lUoor  Street  merchant.  lie 
favors  the  commission  system  on  the  gross  sales  of  the 
entire  store.  Thus  if  one  salesman  has  a  nm  on  chil- 
dren's and  his  partner  takes  the  cream  of  tlie  trade,  he 
knows  that  he  will  figure  in  the  total  just  the  same  as 
if  he  had  been  doing  the  selling  himself.  Then  it  works 
the  other  wa}-  around  for  the  other  salesman  just  the 
same.  P-ni.'s  were  objected  to  because  they  were 
pushed  unduly. 

Pay  Good  Salaries 

A  Oueen  .Street  retailer  most  emphatically  declared 
himself  against  either  the  p.m.  or  conuuissiou.  What 
the  retailer  should  do,  he  thought,  was  to  ])ay  good 
salaries  in  the  hrst  place.  In  this  store,  also,  the  ]).m. 
is  banned  because  of  injudicious  use  by  salesmen.  The 
commission  should  not  be  needed  if  the  initial  salary 
is  a  good  one.  This  retailer  has  a  \  er_\-  handsome  store 
and  does  a  \  ery  stylish  trade. 

Treat  the  Salesmen  Right 

A  call  was  made  on  one  of  the  stores  nearer  the 
down-town  section,  doing  a  medium-price  trade.  The 
proprietor  considered  the  straight  salary  method  best, 
and  whether  or  not  salesmen  got  results  would  depend 
on  the  way  they  were  treated  by  the  management. 
Use  the  clerks  right  and  they  will  use  you  right,  was 
his  opinion.  The  commission,  or  p.m.,  should  not  be 
necessary  in  any  store.  However,  for  getting  rid  of 
odd  lines  and  stickers  this  store  has  frequent  bargain 
tables  and  price  reductions. 

Commission  and  Stock  Record 

In  the  opinion  of  another  retailer  in  the  down-town 
section  the  commission  plan  is  good,  and  he  would 
like  to  install  it  in  his  store  for  a  try-out,  but  first  of 
all  he  intends  getting  a  line  on  his  stock,  his  profits  and 
the  work  of  each  individual  salesman-  lie  will  base  his 
percentage  of  commission  on  his  profits  and  on  the 
ability  of  the  clerk.  He  will  keep  a  daily  record  of 
every  man's  sales  and  a  record  of  the  amount  paid  liim 
in  commissions  and  the  amount  owing.  The  p.m.  he 
did  not  approve  of. 

Commission  Creates  Ill-Feeling 

Our  last  discussion  was  with  a  clerk  in  one  of  the 
stores  in  the  eastern  part  of  the  city.  He  believed  the 
p.m.  was  good  on  certain  lines,  but  the  conuuissiou 
would  create  a  certain  amount  of  ri\alry  and  unfricnd- 
Iv  feeling"  between  clerks,  who  might  consider  thai  one 
man  was  doing  better  than  another;  also  there  would 
be  a  disagreeable  comi)etitiou  Id  secure  the  best  cus- 
tomers. (There  are,  howcwcr,  wa_\s  of  ai)plying  the 
commission  whii'h  sal  isfacti  iri ly  ox  ercome  this  diffi- 
cult}-.) The  p.m.  mi  ;i  lew  lines  and  ;i  good  ^lr,•ligllt 
salary  this  salesman  consideied  the  most  ideal  method. 


Would  She  Return  a  Hat? 

"The  inconsistency  of  women  in  expecting  a  fancy 
shoe  to  stand  up  under  all  sorts  oi  ccjnditions  is  amaz- 
ing," a  Toronto  retailer  remarked  to  Footwear.  "How- 
ever," he  continued,  "it  doesn't  take  me  very  long  to 
convince  them,  in  nine  cases  out  of  ten,  that  the  fault 
is  entirely  their  own.  A  woman  came  in  a  few  weeks 
ago  in  a  high  rage  because  a  j^air  (jf  fancy  boots  she 
had  jnu-chased  the  week  before  had  not  given  satis- 
faction. The  boots  were  in  a  sorry  looking  state  and 
1  asked  her  what  had  happened.  Well,  she  admitted 
she  had  been  caught  in  a  heavy  rainstorm  but  that 
shouldn't  have  hurt  them  at  all.  Now,  I  said  to  her, 
did  _\-ou  ha\  e  on  }'our  new  spring  hat  during  that 
storm?  \'es,  she  did.  Did  ycni  get  it  wet ?  Yes.  Well 
then,  did  you  think  of  taking  your  hat  back  to  the 
milliner  and  getting  a  refund  or  an  allowance?  No, 
she  hadn't  thought  of  anything  like  that.  Then  what 
is  the  use,  1  asked  her,  of  you  coming  back  to  me  for 
a  refund  on  shoes  that  are  as  fancy  as  your  millin- 
er}-, just  because  you  got  caught  in  a  rainstcjrm  and 
got  them  damaged?  If  you  wouldn't  take  your  hat 
back  to  the  milliner  can  you  exi)lain  why  I  should 
ha\e  to  make  gocjd  (tu  your  fancy  shoes? 

"That's  the  line  of  talk  1  hand  these  w(jmen  who 
expect  the  imjjossible.  In  almost  every  case  they  ap- 
preciate at  once  the  injustice  of  their  demands  and 
usually  end  up  by  a]jologizing  for  troubling  me.  If 
retailers  had  a  little  more  sand  in  their  make-up  and 
would  stand  u])  for  their  own  rights  the  business  of 
shoe  retailing  would  be  vastly  more  respected  than 
it  is  to-day." 


White  Selling  Strong 

Many  Toronto  retailers  have  told  us  during  the  last 
few  days  that  they  are  selling  white  to  fully  fifty  per 
cent,  of  their  women  customers.  There  is  in  this  situ- 
ation not  alone  the  element  of  style,  but  a  certain 
amount  of  economy.  With  white  buck  and  kid  at  their 
present  prices  the  white  fabric  and  canvas  shoe  is  be- 
coming a  universal  favorite.  One  retailer  believes  there 
will  be  a  strong  call  for  men's  wdiite  fabric  shoes  and 
the  demand  for  children's  is,  of  course,  well  estab- 
lished. 

Getting  after  the  white  shoe  business  to  tne  fullest 
extent  is  a  profitable  consideration.  For  one  thing  the 
woman  wdio  has  a  white  pair  must  also  have  a  dark 
pair  for  occasions  wdien  white  would  not  be  suitable, 
or  when  the  weather  is  bad.  P'urthermore,  there  is 
good  money  in  the  sale  of  white  cleaners.  All  indica- 
tions ];oint  to  a  record-breaking  season  in  all  lines  of 
white. 


France  May  Adopt  National  Shoe 

A  press  despatch  from  Paris  states  that  all  I^aris  is 
talking  of  the  "national  shoe,"  a  uniform  style  of  eco- 
nomical footwear  intended  to  chea])en  prices  and  save 
leather. 

The  goxernment  is  considering  a  project  of  this 
kind,  but  it  is  not  so  comprehensix  e  as  the  general  ])ub- 
lic  sui)])oses.  It  is  ])roposed  to  adopt  a  imiform  style 
of  chea])  shoe  for  the  benefit  of  refugees  and  i)eo])le  in 
modest  circumstances  vvlio  are  unable  to  i)aA-  .^0  francs 
a  pair,  fvxpensix-e  shoes,  with  high  to])s,  for  women 
will  slill  be  made  lor  those  w-lio  are  able  to  ])a\-  for 
them- 
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New  and  Tried  Materials  for  Shoe  Soles 

Fibre  Soles  Carefully  Designed  and  Thoroughly  Tested— Standard 
Quality  Assured— Supply  Almost  Unlimited 

 By  S.  H.  Cooper*  


WF.  are  living  in  an  age  of  advancement.  To- 
day we  have  the  automobile  which  replaces 
the  horse  in  a  mim1:)er  of  instances,  not  as  a 
substitute  1)Ut  as  a  necessity,  and  so  it  is  with 
fiber  soles  and  fabric  tops.  They  are  not  substitutes, 
but  they  are  materials  other  than  leather  and  should 
be  sold  on  their  merits.  Wool  is  a  very  necessary  pro- 
duct, but  cotton  is  a  cheaper  and  more  plentiful  pro- 
duct and  is  being  used  more  and  more,  and  to-day  we 
have  cotton  with  a  wool  finish,  a  linen  finish  or  a  silk 
finish.  No  one  would  presume  on  a  custoiuer's  intelli- 
gence to  sell  these  as  a  substitute  for  wool  or  for  linen 
or  for  silk,  but  they  are  materials  other  than  those 
products  which  answer  the  purpose  just  as  well  and 
in  a  number  of  instances  better.  Wool  is  getting 
scarcer  as  an  animal  product  and  will  continue  to  be 
scarcer;  cotton  is  a  vegetable  product  and  the  field  of 
it  is  practically  unlimited.  I'he  southern  states  can 
grow,  I  suppose,  millions  of  bales  more  than  they  are 
growing,  not  to  mention  the  amount  that  can  be  grown 
in  South  America. 

Fabric  Tops 

Fabric  tops,  according'  to  one  of  the  largest  manu- 
facturers of  that  material,  will  be  used  in  from  40  per 
cent,  to  50  per  cent,  of  ladies'  shoes  this  season.  Ma- 
terials other  than  leather  are  unquestionably  a  factor 
in  the  leather  market.  If  we  would  all  concentrate  on 
a  particular  leather,  like,  for  instance,  glazed  kid,  how 
long  would  it  take  us  to  exhaust  the  supply  and  make 
this  one  leather  soar  beyond  reach?  But,  having  fab- 
ric tops  enables  us  to  scatter  the  demand  over  a  broader 
field,  equalizing  the  demand  and  making  the  prices 
more  stationary. 

The  first  question  that  enters  our  minds  is  service. 
Is  it  practical  to  sell  every  one  a  fabric  top  shoe,  and 
are  all  fabric  top  shoes  alike?  W'e  can  answer  that 
very  quickly, — no!  To  my  mind,  it  would  be  unad- 
visable  to  sell  a  stout  lady  or  a  lady  with  weak  ankles 
a  fabric  top  shoe  unless  they  were  reinforced.  A  cheap 
fabric  top,  as  we  all  know,  or  all  of  us  who  have 
handled  such  a  shoe,  will  not  hold  its  color  and  will 
not  give  the  service. 

Prejudice  Against  Fiber  Soles 

Now,  as  to  fiber  soles, — the  luost  imj^ortant  thing 
for  us  to  do  is  to  get  rid  of  all  the  i)rejudice  and  stray 
bits  of  information  that  we  have  jjicked  uj)  here  and 
there  concerning  fiber  soles  and  make  up  our  minds  all 
over  again  on  this  important  subject,  with  one  con- 
sideration in  view,  the  best  interests  of  our  customers. 
After  all  is  said  and  done,  there  is  but  one  standard 
by  which  all  of  us  make  our  living  in  the  shoe  lousi- 
ness, and  we  should  judge  a  shoe  l)y  that  standard, — 
will  it  give  the  customer  satisfaction? 

I  remember  having  sold  a  few  years  ago  w  hen  1 
started  in  the  shoe  business  a  wash-lady  a  pair  of  turn 
soles.  They  were  fine  and  I  liked  to  sell  them,  and 
didn't  have  any  trouble  doing  it  at  all.  1  used  to  i)ut 
them  on  any  one  and  sell  them,  but  they  went  to  i)ieces 
in  about  a  week.    It  wasn't  the  fault  of  the  shoe,  it 

*  Before  Convention  of  Indianapolis  Retailers. 


wasn't  the  fault  of  the  lady;  it  was  my  fault.  I  sold 
the  wrong  shoe.  Some  people  recpiire  shoes  to  be  com- 
fortable above  everything  else,  others  require  long 
wear,  and  still  others  insist  on  style,  but  the  great 
majority  of  jjeople  want  a  combination  of  these  three, 
shoes  that  will  feel  right,  wear  well  and  look  well,  and 
our  work  as  shoe  salespeople  is  to  find  out  the  indi- 
vidual needs  of  each  customer  and  sell  the  shoe  that 
will  give  the  greatest  amount  of  satisfaction  for  the 
money  sjoent.  When  you  come  to  think  of  it,  this  is  a 
mighty  difficult  proposition,  requiring  shrewd  judg- 
ment of  human  nature  and  a  thorough  knowledge  of 
shoes  as  well  as  a  pleasing  manner  and  a  genuine  desire 
to  serve. 

Study  Each  Customer's  Needs 

All  of  these  things  are  essential  to  the  successful 
shoe  salesman  or  saleswoman.  The  real  live  salesman 
will  make  up  his  mind  before  he  has  spent  many  min- 
utes waiting  on  a  given  customer  that  one  certain  shoe 
in  stock  is  the  best  suited  to  that  customer's  need  and 
will  then  proceed  to  sell  the  customer  that  shoe  if  pos- 
sible. 1  think  all  of  us,  particularly  the  ones  who  wait 
on  their  own  trade,  will  sometimes  in  buying  a  line  of 
shoes  or  a  line  of  any  kind  of  merchandise  visualize 
a  certain  customer  whom  it  will  exactly  suit.  That 
is  one  thing  we  must  try  to  study  to  a  greater  extent. 

A.  C.  Mc(iowin,  president  of  the  National  Shoe  Re- 
tailers' Association,  and  manager  of  the  shoe  depart- 
ment in  the  great  Wanamaker  Stores  in  Philadelphia 
and  New  York,  said  that  it  had  always  been  the  policy 
of  his  firm  to  try  to  sell  a  customer  what  he  ought  to 
buy  rather  than  what  he  wanted  to  buy.    This  does 
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Three  of  the  most  recent  window  display  cards  issued  by  the  co-operative  window  trimming  department  of  the  Regal  Shoe  Company. 
They  are  handsomely  lithographed  in  colors  on  stiff  cardboard  and  are  about  11  inches  by  16  inches. 


not  mean  that  the  store  can  assume  an  arbitrary  atti- 
tude toward  the  customer  or  that  the  salesman  can 
take  any  liberties  with  the  customer's  opinion,  but  it 
is  obviously  true  that  we  shoe  people,  handling  shoes 
day  after  day  and  year  after  year,  know  them  much 
better  than  the  men  and  women  who  only  buy  them 
occasionally,  and  we  would  be  doing  an  injustice  to 
our  customers  if  we  did  not  give  them  the  benefit  of 
our  experience. 

Fiber  Soles  in  Twenty-Five  Brands 

First  of  all,  we  ought  to  know  something  about 
fiber  soles  and  what  they  are  made  of.  These  matters 
are  of  very  little  interest  to  our  customers,  but  we 
should  understand  them.  Then  we  should  go  on  to 
the  question  of  comfort,  durability  and  appearance  and 
determine  just  what  we  can  say  to  our  trade  on  these 
important  topics.  Fiber  soles  are  not  the  result  of 
an  accidental  discovery.  They  have  reached  their 
present  stage  of  perfection  through  the  deliberate  in- 
tention of  several  of  the  big  rubber  companies  to  pro- 
duce a  sole  which  would  wear  and  feel  and  look  as 
well  or  jjetter  than  leather.  These  big  companies  em- 
ploy highly  trained  chemists  who  do  nothing  but  ex- 
periment with  different  combinations  of  rubber  and 
other  materials,  and  their  investigations  cover  enorm- 
ous fields.  They  may  be  at  the  same  time  experiment- 
ing on  something  different,  like  automobile  tires,  or 
anything  that  rub1)cr  enters  into.  Every  experiment  is 
recorded  and  tested,  and  the  product  is  never  placed 
on  the  market  until  it  has  passed  every  service  test 
that  can  be  devised  for  it.  'Jliere  are  several  com- 
panies which  have  gone  into  the  manufacture  of  fiber 
soles  within  the  last  year  whose  ex])eriments  covered 
a  period  of  at  least  two  or  three  years.  One  concern 
tried  out  its  soles  on  a  hundred  policemen  and  letter 
carriers  in  New  York  City,  keeping  careful  records  of 
the  exact  ])ro])ortions  of  each  material  ])ut  into  each 
])air  of  soles  and  tlie  aniouiil  of  service  the  wearer  ob- 
tained from  tiieni.  'I  he  same  concern  em])]oyed  men 
to  walk  in  relays  along  a  rough  s])ecial  road  and  by 
working  these  men  in  two-hour  shofts,  subjected  each 
pair  of  soles  to  ten  hours  every  day  of  hard  usage. 


They  had  men  wearing  fiber  and  also  different  kinds 
of  leather  soles,  and  it  was  not  until  the  fiber  out- 
wore the  best  quality  of  leather  that  it  was  placed  on 
the  market.  During  this  convention,  I  saw  a  pair  of 
shoes  for  which  3,500  miles  was  claimed  on  fiber  soles, 
and  it  was  still  in  a  fair  state  of  preservation  as  far 
as  the  sole  was  concerned. 

Useful  Talking  Points 

In  spite  of  the  fact  that  fiber  soles  look  and  feel 
very  much  like  rubber,  they  really  contain  a  small 
proportion  of  that  substance.  Now,  there  is  something, 
gentlemen,  we  want  to  drive  home  in  selling  a  fiber 
sole  shoe.  Many  people  are  soured  on  rubber,  but 
when  you  explain  to  them  that  it  is  fiber  absolutely, 
with  enough  rubber  to  hold  it  together,  then  we  have 
a  talking  point  that  is  better  than  any  other  thing. 
One  of  the  big  manufacturers  of  fiber  soles  used  the 
statement  in  their  advertising  that  the  sole  contained 
just  enough  rubber  to  make  it  waterproof,  and  I  think 
it  is  a  perfectly  safe  statement  for  us  to  make  to  our 
customers. 

What  Killed  a  Good  Thing — Imitation 

Rubber  soles  wore  very  well  and  gave  pretty  good 
satisfaction  when  they  were  first  popularized  a  few 
years  ago,  but  the  manufacturers  tried  to  bring  down 
the  price,  and  eventually  they  cut  all  the  quality  out 
of  the  soles  too,  incidentally  killing  whatever  prospect 
they  may  have  had  of  establishing  rubber  soles  as  per- 
manent factors  in  the  shoe  business.  I  am  told  it  is 
possible  to  make  a  sole  that  looks  and  feels  very  much 
like  the  fiber  soles  which  I  have  mentioned  which  can 
be  sold  to  manufacturers  at  apjM-oximately  one-half 
the  price  they  are  now  paying  for  first-class  fiber  soles. 


Many  a  man  thinks  he  can't  intelligently  put 
his  ideas  into  black  and  white  until  he  is  bumped 
right  into  it.  We've  offered  a  pretty  strong  in- 
ducement to  try  in  our  $100  prize  contest.  The 
date  of  closing  is  July  5.    Don't  let  it  get  by  you. 
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Naturally,  these  cheap  soles  only  look  and  feel  like 
high-grade  goods,  and  when  it  comes  to  permanence, 
they  will  not  give  the  customer  satisfaction.  None 
of  us  can  tell  by  the  look  and  feel  of  a  fiber  sole  whe- 
ther it  is  good  or  bad. 

I  strongly  recommend  that  we  confine  our  selling 
efiforts  to  the  well-known,  advertised  brands  of  fiber 
soles  that  are  backed  up  by  thoroughly  reliable  con- 
cerns. Assuming  that  the  fiber  soles  we  are  now  sell- 
ing are  made  by  reliable  concerns,  I  believe  I  would 
be  perfectly  safe  in  saying  that  in  most  instances  they 
will  wear  as  well  as  leather.  They  will  wear  better 
than  cheap  leather.  This  is  a  very  important  point 
in  selling  medium  priced  shoes,  because  we  all  know 
that  sole  leather  that  goes  into  $2.00  or  $3.00  shoes 
to-day  is  pretty  poor  stufif,  whereas  the  fiber  sole  under 
a  trade  name  is  the  same  quality  regardless  of  what 
shoe  it  is  on.  There  is  only  one  quality  in  the  fiber 
sole. 

Flexibility  an  Asset 

A  fiber  sole  being  flexible  from  the  start,  is  easier 
to  break  in  than  the  average  leather  sole  and  for  the 
same  reason,  it  is  likely  to  give  more  solid  comfort 
week  after  week  than  leather.  Fiber  soles  are  water- 
proof. I  make  this  statement  without  qualification, — 
as  long  as  a  fiber  sole  lasts,  it  will  not  leak.  This 
does  not  mean  that  a  fiber  sole  is  waterproof  under  all 
conditions,  for  you  know  that  any  shoe  will  leak  if 
you  wear  it  in  deep  enough  water  and  stay  in  long 
enough.  Along  this  line,  one  salesman  for  fiber  soles 
told  me,  and  there  may  be  some  truth  in  it,  that  if  we 
wore  fiber  soles,  waterproof  soles,  we  would  be  with- 
out colds  and  grip  during  the  winter  months,  but,  of 
course,  that  remains  to  be  proven. 

Utilitarianism  in  Children's  Shoes 

In  children's  shoes  particularly,  the  fiber  sole  makes 
less  noise  and  clatter  about  the  house  and  is  less  likely 
to  damage  floors  and  furniture  than  leather  soles. 
The  stability  of  the  fiber  sole  for  children,  to  my 
mind,  is  still  a  question,  but  it  would  be  strange  in- 
deed if  a  product  of  this  kind  could  perfected  within 
two  or  three  years  to  which  not  a  single  objection 
could  be  raised.  I  expect  that  in  common  with  lea- 
ther soles  we  will  receive  some  kicks.  They  will  re- 
ceive harder  knocks  and  more  severe  usage  than  other 
shoes  because  they  are  new.  Some  customers  will  be 
afraid  to  break  away  from  the  traditional  leather  sole 
and  many  of  them  cannot  be  persuaded  to  try  even 
one  pair  of  fiber  sole  shoes.  Some  customers  will  feel, 
for  instance,  that  a  fiber  sole  will  burn  the  feet.  This 
idea  seems  to  be  associated  in  every  one's  mind  with 
any  substance  that  feels  like  rubber,  probably  because 
rubber  shoes  are  uncomfortable  to  many  people.  I 
am  wearing  a  pair  of  fiber  sole  shoes  myself.  It  be- 
hooves us  all  when  we  are  introducing  a  new  idea  to 
wear  it  if  we  can,  and,  while  the  summer  season  hasn't 
come  on  yet,  it  hasn't  given  me  any  discomfort  in  the 
way  of  burning  feet  or  anything  on  that  order  that 
would  be  commonly  found  in  a  rubber  shoe.  They 
do  not  draw  or  burn  the  feet. 

Non-Slipping  Features 

Some  customers  will  feel  that  fiber  soles  will  slip, 
but  they  will  not  slip.  I  have  tried  to  slip  on  a  pave- 
ment for  an  experiment,  and  they  will  not  slip.  We 
are  playing  absolutely  safe  in  assuring  the  customer 
that  fiber  soles  are  even  less  likely  to  slip  than  leather. 

As  to  the  future  of  the  fiber  sole,  of  course,  no 
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one  can  do  more  than  guess,  but,  kncnving  the  amount 
of  money  and  intelligence  that  is  behind  the  manu- 
facture of  fiber  soles,  I  for  one  believe  that  it  is  only 
a  question  of  time  when  we  will  have  a  fiber  sole  that 
will  be  adaptable  to  every  class  of  shoes,  and  for  prac- 
tically every  kind  of  wear.  Leather,  as  you  all  know, 
is  going  higher  and  higher  in  price,  principally  be- 
cause the  world's  supply  of  leather  is  gradually  de- 
creasing. The  Euroijean  war  caused  a  sudden  and 
tremendous  reduction  in  the  supply  of  available  leather. 
The  world's  supply  of  leather,  as  a  matter  of  fact,  had 
been  decreasing  before  the  war  started  and  will  prob- 
ably continue  to  decrease.  For  that  reason  the  price 
of  leather  will  probably  continue  to  go  up,  and  for  this 
reason  we  of  the  shoe  trade  must  help  in  introducing 
any  satisfactory  material  that  can  be  used  for  shoes 
in  place  of  leather.  Leather  may  some  day  become 
so  scarce  that  it  cannot  be  used  for  shoe  soles.  In 
fact,  1  am  not  sure  but  that  this  point  has  already 
been  reached,  considering  the  leather  prices  prevailing 
during  the  past  two  years.  No  one  has  ever  discovered 
a  satisfactory  method  of  increasing  the  world's  sup- 
ply of  leather-bearing  animals. 

The  world's  supply  of  leather-bearing  animals  is 
not  increasing  fast  enough  to  keep  up  with  the  in- 
creased consumption  of  leather,  but  the  supply  of  rub- 
ber and  cotton,  the  principal  ingredients  of  the  fiber 


Isn't  it  surprising  how  quickly  the  time  goes? 
July  will  be  here  before  you  know  it,  and  our  big 
prize  contest  closes  on  July  5.  Have  you  mailed 
in  your  article?    Don't  delay — do  it  now. 


sole  can  be  increased  to  any  extent  desired,  by  the 
simple  expedient  of  planting  more  cotton  and  setting 
out  more  rubber  trees. 


If  I  Sold  Shoes 

I  would  invite  every  enlisted  man  to  call  at  my 
store  before  leaving  for  the  front  and  be  measured 
for  a  pair  of  shoes  serviceable  for  army  wear.  I  would 
explain  that  if  for  any  reason  the  government  shoes 
were  unsatisfactory  I  could  then  be  relied  upon  to 
supply  a  pair  of  perfect  fit. 

After  the  man  had  left  I  would  notify  the  friends 
and  relatives  of  those  soldiers  whose  foot  measure- 
ments I  had  that  if  they  wished  to  include  a  pair  of 
shoes  in  their  parcels  to  the  front  I  could  furnish  the 
exact  styles  and  sizes.  With  every  pair  I  sent  I  would 
include  a  foot-measuring  chart  to  make  ordering  easy 
for  those  soldiers  who  had  not  been  measured  by  me. 
In  this  way  the  men  would  not  have  to  wait  for  sup- 
plies that  might  be  delayed,  nor  be  uncomfortable  in 
shoes  that  did  not  fit. 

I  am  sure  that  many  of  the  stay-at-homes  would 
take  advantage  of  my  offer  to  help  them  supply  the 
soldier  boys.  And  the  men  in  camp  would,  I  believe, 
use  my  service  for  their  greater  foot  comfort  to  an 
extent  that  would  swell  my  sales  totals  materially. — 
System. 
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Mid' Summer  Styles  for  Women's  Wear 


w 


I  I  LI',  we  haven't  cjuite  reached  the 
"red-white  and  l)lue"  staj^e  in  wo- 
men's styles,  we're  certainly  j^oinq 
strong'  on  colors  and  combinations 
— battleship  grey  to  Paddy  green  and 
then  some.  Now  that  the  weather  is  l)ecom- 
ing  more  like  its  tjld  self  again  the  fair  sex 
are  bestowing  more  of  their  glances  on  the 
shoe  retailers'  display  windows  than  they 
are  on  the  diamonds  in  the  jewellers'  wm- 
dows  (in  spite  of  the  fact  that  the  nidnth  is 
June).  To  say  that  shoes  are  now  nmre  im- 
jxirtant  than  millinery  is  simi)ly  re])eating 
something-  w-e  all  know,  bnt  nevertheless,  i- 
is  a  situation  that  calls  forth  all  the  ingenu- 
ity and  skill  the  designers  and  manufac- 
turers have  at  their  disposal  tn  keep  the 
supply  of  "different"  styles  \\\)  to  its  usual 
quota. 

White  a  Good  Leader 

It  is  the  ojjinion  of  most  retailers  that 
white  will  be  the  leader  this  summer  for 
women,  but,  at  the  same  time,  colors  are  in 
very  large  demand.  A  great  many  whites 
are  being  shown  in  fabrics  and  canvas,  but 
manv  women  do  not  relish  the  change  from 
kid.  Consecjuently  all-leather  styles,  with 
perhaps  some  cloth  tops,  are  still  in  the 
forefront.  To  select  a  style  leader  is  rather 
a  difficult  task — in  fact  it  is  almost  safe  to 
say  that  any  trim-looking  high-cut  of  modest 
color  and  design  will  be  a  ready  seller. 

Simplicity  in  Costumes 

The  most  recent  edict  of  costume  de- 
signers is  that  skirts  shall  be  to  the  boot- 
tops  or  a  trifle  below.  That  means  from 
eight  to  ten  inches — though  occasionally 
some  will  be  shorter  and  some  longer.  'I'he 
dance  idea  has  been  to  a  great  extent  al)an- 
doned — in  fact  at  a  recent  event  it  was  noted 
by  the  writer  that  the  enthusiasm  of  former 
years  is  entirely  absent.  Social  activity  has, 
also,  fallen  off  to  a  great  extent. 

These  all  have  their  eft'ect  on  style  trend 
for  women.  This  season  it  is  strongly  evi- 
dent that  serviceable  walking  shoes  will  be 
more  in  demand  than  ever,  and  oxfords  will 
to  some  extent  su])])1ant  the  former  pn|)u- 
larity  of  the  ])ump. 

Low  Heels  Having  Good  Run 

The  demand  for  sensible  Imv  heels  and 
riKiinv  toes  is  staled  ])y  many  retailers  tn 
be  increasing  daily.  Man_\-  uf  these  styles 
are  of  i-Jussia  calf  in  Ian  and  black,  although 
black  and  white  and  light  and  dai-k  brnwn 
combinations  are  also  shown.  I'rnniinent 
amiing  the  samples  of  some  Canadian  manu- 
facturers are  many  models  using  various 
combinations  of   leather;   some   in  o.xfords 


and  jnunps.  in  oxfords,  ])articularly,  the 
designs  are  lavish  and  ornate  with  colored 
ball  straps,  back  stays,  and  so  on. 

Tops  About  the  Same 

In  ])atterns  for  high  shcjes  the  three- 
(juarter  foxed  and  full  foxed  shoes  are  safe, 
i:nd  the  8-inch  to])  will  be  the  leader.  In 
novelty  boots  the  10-inch  top  will  not  be 
uncommon,  but  will  not  likely  be  so  popular. 

Regarding  the  immediate  future,  here  is 
the  way  a  ])rominent  Canadian  manufacturer 
sizes  uj)  the  situation  : — 

White  Predominating  for  Immediate  and 
Mid-Summer  Wear;  Cloth  Oxfords,  Pumps 
and  Sport  Shoes  Very  Popular 

In  spite  of  our  very  backward  season 
due  to  cool  weather,  we  find  ourselves  in 
the  midst  of  a  great  demand  in  all  sorts  of 
white  shoes,  being  asked  for  from  all  direc- 
tions. W^e  seem  to  have  jumped  from  early 
spring  styles  to  summer  styles.  Many  tan 
calf  and  velour  oxfords  on  medium  heel 
lasts  have  been  particularly  good  during  the 
past  month,  and  have  been  followed  by  steel 
grey  and  silver  grey,  ivory,  brown  and  cham- 
pagne kid,  five  and  six  eyelet  oxfords,  and 
now  in  the  white  kid,  white  buck  and  white 
cloth  oxfords  and  jjumps,  many  in  the  smart 
high  16/(S  heel  lasts  with  three  and  a  half  to 
four  inch  vamps  and  the  medium  heel  and 
low  heel  sport  oxfords  and  pumps.  A  par- 
ticularly pleasing  effect  was  shown  by  one 
of  our  prominent  retailers  with  white  buck 
oxford,  white  eyelet  facing  with  a  square 
throat,  wing  tip  and  perforated  toe.  An- 
other style  was  a  plain  pump  with  medium 
heel,  perforated  toe  and  perforated  vamp 
line  with  collar  giving  the  heart  effect  of 
the  vamp.  The  sport  oxfords  with  the  vari- 
ous colored  wing  tips,  ball  straps,  waist 
bands  and  facings  have  been  popular 
amongst  some  retailers,  and  look  like  a  good 
number  to  be  worn  with  the  many  highly 
colored  designs  in  sport  costumes  which  will 
be  in  great  prominence  during  the  coming 
summer. 

AVe  note  while  calling  on  the  trade,  a 
particularly  large  sale  in  white  and  light 
color,  nine  and  ten  inch  lace  boots.  Al- 
though the  dress  gt^ids  houses  and  the 
ready-to-wear  departments  have  been  talk- 
ing longer  skirts,  the  smartness  of  the  short 
skirt  seems  to  still  hold  its  own,  and  the 
demand  for  |)retty  shoes  is  still  in  the  fore- 
front. Now  with  higher  prices  jirevailing,  it 
is  u])  to  the  shoe  trade  to  use  a  great  deal 
of  judgment  in  the  selecti(in  of  attractive 
footwear,  so  as  to  hold  the  ever-increasing 
demand  for  shoes  to  dress  the  feet  instead 
of  onl\-  cli  ithe  them. 
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Tan  Calf,  White  Buck,  Grey,  Cream  and  Blue  Kid  Trimmings 
Neolin  Soles  and  Rubber  Heels  $4.50  to  $5.50 


Half  Louis  15  8  White  Heel  $4.00 
All  of  above  come  in  12-18-24  and  30  pair  lots  in  B.  C  and  D  widths 

ORDER  NOW— TO  INSURE  DELIVERY 
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How  Do  You  Keep  Track  of  Your  Stock  ? 

Description  of  System  Inaugurated  by  a  Toronto  Retailer— It  Combines  Simplicity 
with  Reliability— Very  Compact  and  Easily  Maintained 


CC)N\'ERTS  to  the  necessity  of  some  form  of 
stock-record  system  in  the  conduct  of  modern- 
day  shoe  retaihng-  are  l)ect)ming  more  numer- 
ous all  the  time.  The  latest  addition  to  the 
ranks  is  Mr.  J.  H-  AIcLelland,  297  Danforth  Avenue, 
Toronto.  Mr.  McLelland  is  a  very  progressive  and 
alert  shoeman,  always  open  for  new  ideas  and  sugges- 
tions- He  has  been  in  ]:)usiness  for  himself  about  four 
years,  but  previously  amassed  considerable  experience 
in  W'iarton,  Ont.,  where  he  spent  nineteen  years  in  the 
men's  furnishing  and  shoe  l)usiness,  and  latterly  in 
Toronto,  where  he  was  engaged  in  executive  positions. 

In  deciding  upon  the  best  form  to  be  used  in  his 
stock-record  system  Mr.  McLelland  called  in  the  ser- 
vices of  the  editorial  department  of  Footwear.    As  our 


Mr.  J.  H.  McLelland 

readers  know,  we  have  been  making  a  special  study  of 
this  question  during  the  past  year,  and  have  ])ublished 
a  variety  of  stock-record  schemes  from  month  to 
month.  By  picking  out  the  l)est  in  these  dififerent 
systems  to  meet  the  particular  needs  of  the  average 
store  we  were  able  to  assist  Mr.  McLelland,  and  Ixdieve 
the  form  finally  adopted  com])ines  a  \  ery  high  degree 
of  efficiency  with  a  minimum  of  work,  llere  is  how  it 
works : 

How  the  System  Is  Used 

Let  us  suppose  the  retailer  is  listing  liis  stock  on 
the  stock  record  sheet  (shown  on  next  page)  for  the 
first  time-    He  would  proceed  as  follows: 

1.  Fill  in  the  information  under  the  headings  at 
the  top  of  the  sheet — Manufacturer,  Style,  Last,  etc. 

2.  Under  the  heading  "Had  on  Hand"  place  the 
number  of  pairs  in  stock  on  the  line  marked  January, 
Feljruary,  or  whatever  the  month  may  be  in  which  he 
is  starting  his  system. 

3.  The  stock  "on  hand"  is  then  distributed  accord- 
ing to  size  and  width  on  the  lower  half  of  the  sheet. 
This  is  l)est  done  by  a  short,  slanting  line  for  each 


size.  Use  short  lines  so  that  there  is  room  for  several 
rows  of  them  in  each  compartment.  The  system  is 
then  ready  for  use. 

Xow,  as  each  pair  of  shoes  is  sold,  indicate  the  sale, 
by  crossing  one  of  the  short  lines.  At  the  end  of  each 
day  set  down  the  total  sales  in  the  proper  space  above. 
(This  total  would  be  known  from  the  sales  slips. )  I'^>r 
example,  if  three  sales  were  made  on  May  2h.  tlie 
figure  3  would  be  written  on  the  May  line,  under  the 
heading  "26." 

At  the  end  of  the  month  add  up  all  the  figures  on 
the  May  line  and  till  in  under  the  heading  "Total"; 
alst)  under  heading  "Sold."  hunter  the  difference  be- 
tween the  number  of  pairs  sold  and  the  number  origin- 
ally on  hand  in  the  column  marked  "lialance  on  Hand," 
and  under  the  heading  "Had  on  Hand"  for  the  next 
following  month. 

When  stock  is  added  the  amount  is  placed  under 
the  heading  "Received,"  and  the  ])airs  are  distributed 
in  the  spaces  below,  just  as  with  the  original  stock. 
\\  here  stock  has  been  added  during  the  month  ihe 
balance  on  hand  would  be  the  difference  between  the 
number  of  pairs  sold  and  the  sum  of  the  amounts  under 
"i  lad  on  Hand"  and  "Received." 

The  fact  that  stock  is  "On  Order"  may  be  indicated 
in  the  lower  half  of  the  sheet  in  its  proper  place  by  dots, 
which  are  turned  into  short  lines  when  the  stock  is 
received- 

The  Sales  Slip 

In  using  the  sales  slip  in  connection  with  the  stock 
record  it  must  constitute  the  source  of  information  bv 
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STOCK  NO  Size 


DESCRIPTION 


Fig.  1— The  sales  slip  (reduced) -complete  information  is  written 
on  here  at  the  time  of  sale. 

winch  the  stock-record  sheet  is  entered  from  day  to 
day — therefore  care  must  be  taken  to  see  that  the  in- 
formation contained  on  it  is  accurate.  The  most  suit- 
able method  of  proceeding  with  the  entries  would  seem 
to  be  to  sort  the  slips  out  at  tlie  end  of  each  day,  or  in 
the  morning  of  the  da\'  following,  getting  the  sales  of 
each  line  all  together.  This  will  obx  iate  the  necessity 
of  going  back  and  forward  from  one  sheet  to  another 
for  single  entries. 

Goods  Returned  and  Exchanged 
Fig.  2  is  a  lorni  used  by  Mr.  McLelland  for  record- 
ing "ueturns,"  whether  for  exchangf  or  refund.  l~ull 
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RETURNS 

297  DANFORTH  AVE.         TORONTO  191 

Returned  to  J.  H.  McLELLAND  in  good  order  

Cost   Stock  No   Size   Check  Book  No.  

Reason  of  return   


O.  K.  BY 


N 


ame 


Add 


ress 


AMOUNT 


Fig.  2— The  Return  Slip— a  record  serving  three  purposes. 


particulars  are  given  on  this  slip,  and.  in  addition,  the 
customer  is  required  to  sign  his  name  and  address. 
This  slip  serves  a  triple  purpose : 

1.  It  supplies  the  customer's  name  and  address, 
which  may  be  added  to  the  mailing  list. 

2.  It  is  a  receipt,  or  an  acknowledgment.  l)y  the 
customer  that  the  goods  were  returned,  and  that,  in 
case  of  a  refund,  his  money  was  returned. 

3.  It  is  a  record  from  which  the  stock-record  sheet 
can  be  corrected  to  provide  for  the  pair  replaced  in 
stock. 

If  an  exchange  is  made  in  place  of  a  refund  a  new 
sales  check  is  made  out,  as  well  as  the  return  slip.  This 
is  to  ensure  the  two  proper  entries  ])eing  made  on  the 
record  sheet — one  for  the  pair  returned  and  the  other 
for  the  pair  exchanged- 

In  adopting  this  system  Mr.  McLelland  is  also  in- 


augurating a  uniform  system  of  carton  labels.  In  addi- 
tion to  giving  the  store  a  much  more  pleasing  appear- 
ance they  provide  for  fresh  space  for  details,  such  as 
stock  number,  cost,  selling  price,  and  so  on,  that  will 
be  used  in  connection  with  the  stock  record.  These 
lal^els  are  very  attractive  in  appearance,  the  name 
being  embossed  in  white  on  a  dark  gray  background. 

[It  may  not  be  out  of  place  at  this  point  to  say  that 
Mr.  McLelland  is  so  well  satisfied  with  this  form,  and 
it  has  also  been  so  favorably  commented  upon  by  other 
retailers  who  have  seen  it,  that  we  have  decided  to 
offer  to  supply  these  sheets  to  any  of  our  readers  who 
may  be  interested.  The  charges  for  this  service  will  be 
kept  as  low  as  possi]>le.  If  you  are  thinking  of  install- 
ing a  stock-record  system  write  us  for  a  sample  sheet 
and  we  will  quote  you  on  the  number  you  require, 
without  any  ol)ligation  whatever  on  your  part. — Ed.] 


Cleanliness  Counts  in  Selecting  Salesmen 

A  Large  Retailer  Gives  the  Benefit  of  His  Experience— The  Usual  Questions 
Unimportant— You've  Got  to  Find  Out  for  Yourself 


HOW  do  you  get  around  that  ever-present  pro- 
blem of  selecting  salesmen  ?  Do  you  give  it 
any  considerable  degree  of  thought,  or  do  you 
just  tackle  the  proposition  according  to  the 
way  you  feel?  This  question  has  been  gone  into  in 
some  detail  in  a  current  issue  of  the  Shoe  Economist, 
and  is  the  result  of  an  interview  with  the  head  of  a 
large  establishment. 

"What  kind  of  families  do  we  select  our  salesmen 
from?  We  don't  select  them  from  families.  Families 
don't  count  with  us,  but  the  individual  does.  Nation- 
ality, religion,  social  standing,  physical  status  have  no 
place  in  our  method  of  choosing  help.  We  pick  them 
out — salesmen — from  the  chin  upward.  We  can  re- 
vamp the  chest,  the  legs,  or  the  feet  to  niee^-  ^n]-  needs- 
ljut  the  head,  the  intelligence,  we  leave  to  nature, 
using  our  experience  and  our  judgment  in  picking 
them  out.    It's  the  head  that  counts  most  in  selling." 

These  are  the  words,  in  effect,  of  a  man  who  has 
chosen  hundreds  of  salesmen  for  his  business  in  the 


past  twenty  years,  a  business  running  into  hundreds 
of  thousands  of  dollars  a  year  in  stores  in  se\  cral  big- 
cities. 

His  Standard  First 

Obviously,  it  would  be  ridiculous  for  this  employer, 
or  any  other,  to  choose  men  year  after  year  for  selling 
])ositions  without  some  set  rule  or  principle  as  a  basis. 
And  this  one  has  a  standard.  At  first  it  will  seem 
amusing  to  less  experienced  hirers.  l)ut  it  will  prove 
its  merit. 

When  an  applicant  presents  himself  for  a  position 
he  is  first  sized  up  for  one  single  trait.    What  is  that? 

The  First  Consideration 

It  is  not  what  you  think.  It  is  not  whether  or  not 
he  is  honest,  neatly  dressed,  large  or  small,  sick  or 
well.    These  things  come  in  later. 

It  is  not  has  he  had  experience  in  selling?  It  is  not 
was  he  discharged  from  his  last  position  or  did  he  cpiit 
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of  his  own  accord?  Tlie  answer  to  that  may  depend 
merely  on  the  caprice  of  tlie  former  employer. 

What  is  the  iirst  consideration,  then?  Very  simi)le. 
H  ere  it  is : 

Is  he  clean  personally?  And  that  means  morally, 
mentally,  physically.  I'Lspecially  the  last.  Cleanliness 
is  next  to  ability  and  an  excellent  measure  of  it. 

Ves,  this  is  the  place  to  laugh  if  you  think  the 
method  funny.  Laugh  now,  because  later  you'll 
change  your  tune,  especially  if  you've  been  hiring  men 
on  the  old  lines — men  who  cost  the  most  in  training 
expense  if  they  stay — and  who  cost  the  most  in  "firing" 
expense  if  they  don't  stay. 

Whait  a  Men's  Store  Sells 

A  men's  department  sells  three  distinct  things: 
I<"ir.st,  it  sells  service  to  the  customer;  second,  it  sells 
merchandise  to  the  customer;  third,  it  sells  facts  about 
the  merchandise. 

This  classification  is  necessary  in  discussing  sales- 
men, because  the  men's  de])artment  sells  to  men 
primarily,  and  men  don't  view  merchandise  the  way 
women  view  it,  not  even  if  it's  the  same  merchandise. 
Women  are  naturally  shoppers,  searchers  after  goods 


YOU  HAVE 
still  time  enough  to  enter  our  prize  contest.  An 
easy  way  to  pick  up  THIRTY.   See  ad.  elsewhere. 


and  values,  explorers  in  the  field  of  commodities,  and 
as  such  they  lend  themselves  to  certain  technical  rules 
of  selling;  it  is  safe  to  act  on  assumption  with  them. 
They  let  you  sell  to  them  and  they  buy  from  you. 

What  Mr.  Man  Buys 

.V  man  buys  from  you.  He  doesn't  let  you  sell  to 
him.  So,  since  all  selling  is  based  on  the  merchandise, 
the  latter  must  be  classified  as  a])ove  in  order  that  sell- 
ing may  be  elTective. 

When  you  sell  a  man,  then,  you  sell,  first,  service; 
second,,  merchandise ;  third,  facts  about  the  merchan- 
dise. 

When  you  sell  a  woman  the  middle  consideration 
has  little  effect  on  the  transaction,  because  she  comes 
into  the  store  in  a  merchandise  mood  ;  therefore,  that 
much  is  done  for  the  salesman.  I'oth  he  and  the  cus- 
tomer start  on  common  ground. 

Cleanliness  Is  Capability 

Capability  is  what  the  men's  salesman  needs.  The 
word  expresses  degree  of  ability,  not  a  type  of  ability. 
And,  of  all  the  abilities,  capability  and  reliability  are 
the  most  precious.   And  they  are  frequently  twins. 

Where  does  cleanliness  come  in?  Just  here:  It 
isn't  so  much  a  sure  sign  of  selling  ability  as  it  is  of 
capableness,  a  standard  to  go  by  when  hiring  a  man 
about  whom  there  is  no  definite  information  obtain- 
able. 

A  standard  is  necessary-  And  since  there  is  none 
tlial  is  universal  for  selling  ability,  the  next  best  one 
is  the  one  that  indicates  most  accurately  general  re- 
liability: cleanness — moral,  mental,  and  ])hysical. 

'J"he  emi)loyer  mentioned  above  doesn't  do  the  big- 
gest business  in  the  world,  but  it's  conceded  that  he 
df)es  the  most  ])rofitable  business.  This  being  so,  his 
opinion  is  worth  something,  especially  his  opinion  of 


what  constitutes  good  selling  ability.  Here  is  his  chart 
for  hiring  and  measuring  real  and  pcjtential  ability: 

1.  Cleanness — 30  per  cent. 

2.  A  sense  of  humor — 20  per  cent. 

3.  Acquaintance  with  goods — 15  per  cent. 

4.  Experience — 5  per  cent. 

5.  Education — 15  per  cent. 

6.  Ambition — 10  per  cent. 

7.  J  breeding — 1  per  cent. 

Cleanness — 30  per  cent. — is  used  as  a  standard  to 
begin  with-  Jf  the  applicant  passes  it  he  is  looked  upon 
as  a  90  per  cent,  possibility  for  hire. 

What  Cleanness  Denotes 

You  might  be  interested  to  know  why  this  is  so. 
1 1  ere  is  why  : 

If  a  young  man  is  clean  physically  it's  an  indication 
that  he  is  orderly,  careful,  sincere,  courageous,  decent. 
And  all  of  these  mean  much  to  the  man  who  is  hiring  a 
man  entirely  by  what  he  can  ascertain  visually. 

After  the  first  percentage — 30  per  cent. — is  put 
down,  the  last  item  in  cleanness — decency — is  used  as 
a  key  to  the  next  step.  That  is,  cleanness  is  viewed  as 
the  basis,  the  foundation;  then  come  the  motive  pro- 
]jensities,  the  traits  that  help  out  in  the  relations  be- 
tween salesman  and  employer  and  between  salesman 
and  customer. 

These  are  gauged  from  the  applicant's  sense  of  de- 
cency. A  man  who  is  decent  is  several  other  things. 
He  is  fair,  honest,  unselfish.  These  traits  ensure  the 
salesman's  j^ersonal  appreciation  of  his  customer's 
rights. 

Creative  Ability 

Then  come  the  creative  faculties,  those  mental 
traits  which  enalile  the  salesman  to  see  his  employer's 
proposition  in  its  broadest  light.  These  are  based  on 
the  last  trait — unselfishness — in  the  30  per  cent.  set. 
If  a  man  is  unselfish  he  is  likely  to  have  a  sense  of 
humor. 

Humor  is  rated  at  20  per  cent.,  because  if  a  man 
has  a  real  sense  of  humor  he  has  imagination,  vision, 
sympathy,  a  sense  of  proportion,  understanding,  and 
mental  balance — all  traits  which  are  useful  in  expand- 
ing a  business,  especially  a  business  as  human  as  the 
business  of  retailing  to  men. 

Points  as  to  Growth 

The  other  percentages — experience,  5  per  cent. ; 
education,  15  per  cent.;  ambition,  10  per  cent.;  breed- 
ing, 5  per  cent. — are  useful  in  measuring  the  appli- 
cant's possibilities  for  future  growth.  If  he  has  all  of 
them  he  is  considered  a  90  per  cent,  possibility  for  big 
things. 

It's  one  thing  to  get  a  good  man  and  another  thing 
to  develop  him.  Therefore,  there  are  two  stages  to  the 
above  personal  analysis — the  one  ending  with  humor 
and  the  one  beginning  with  experience.  One  says, 
"He's  worth  hiring";  the  other  says,  "He's  worth  de- 
veloping." 

The  Middle  Consideration 

The  intermediate  15  per  cent. — acquaintance  with 
goods — is  used  to  establish  the  applicant's  standing  as 
to  junior  or  full  salesman  ability  If  he  has  some  mer- 
chandising ex])eriencc  he  is  hired  as  a  regular  sales- 
man ;  if  not,  as  a  junior. 

Who  does  the  anal_\'zing?  The  head  of  the  house, 
naturally.    He  originated  the  plan  and  the  method  of 
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carrying  it  out.  and  he,  better  than  anyone  else  in  the 
business,  appreciates  the  institutional  idea  of  his  own 
business. 

How  He  Studies  Applicants 

How  much  time  does  it  require?  That  all  depends 
on  the  applicant.  Some  of  them  are  easy  to  figure  out 
quickly,  others  require  more  time. 

Where  is  it  done?  In  the  ofHce  of  the  head  of  the 
firm,  in  his  own  dining-room,  and  at  a  theatre  which 
he  chooses  himself.  He  first  interviews  the  applicant 
in  the  office ;  next  he  invites  him  to  his  house  to  lunch  ; 
ne.xt  he  asks  him  to  attend  a  play  of  his  own  choosing. 
Then  he  makes  up  his  mind.  And  he  rarely  misses  the 
mark- 
Negative  Questions 

Here  are  a  few  things  this  employer  does  not  ask. 
They  are  stated  in  their  order  of  unimportance : 
Are  you  employed? 

Did  you  quit  of  your  own  accord,  or  were  you  dis- 
charged at  your  last  place 

Do  you  drink,  gamble,  or  carouse? 
Are  you  married  or  single? 

This  employer  of  men's  salesmen  finds  these  things 
out.  He  never  asks  them.  They  amount  to  nothing 
in  estimating  a  man's  ability  in  selling  shirts,  socks, 
collars,  etc.,  to  men. 

What  do  you  think  of  the  method?  Think  it  over 
when  you're  planning  great  things  for  your  business. 

The  measure  of  growth  for  a  business  is  men.  Did 
you  ever  think  of  that?  And  can  you  pick  a  man  when 
one  appears  before  you? 


Foot  Comfort  Week— June  18-23 

The  idea  of  setting  aside  an  entire  business  week — 
June  18th  to  23rd — as  Dr.  SchoU's  Foot  Comfort  Week 
shows  originality,  daring  and  confidence  on  the  part 
of  the  SchoU  Mfg.  Co.,  of  Toronto  and  Chicago.  It 
is  something  new  in  this  field  of  merchandising. 

Since  the  beginning  of  the  present  year,  a  very  in- 
tensive advertising  campaign  to  the  consumer  has  been 
in  progress,  aimed  at  educating  the  public  on  the  sub- 
ject of  foot  comfort  appliances  in  general  and  those 
originated  by  Dr.  SchoU  in  particular.  IMany  thous- 
ands of  dollars  have  been  expended  for  magazine  space 
and  all  of  the  more  important  media  have  carried  the 
SchoU  ads. 

This  campaign  has  been  so  arranged  as  to  focus 
itself  upon  this  one  week — Dr.  SchoU's  Foot  Comfort 
Week — with  the  idea  of  bringing  the  interest  aroused 
by  the  previous  advertising  to  a  head  at  that  time. 
It  remains  to  be  seen  how  well  this  will  work  out, 
but  everything  points  to  the  week  being  a  tremendous 
success.  The  indications  are  that  there  will  be  not 
less  than  20,000  SchoU  window  displays  during  that 
week,  throughout  Canada  and  the  United  States,  the 
manufacturers  say,  and  that  about  30,000  or  40,000 
newspaper  ads  will  be  inserted  by  dealers  in  their  local 
newspapers.  The  company  are  furnishing  complete 
printing  plates  of  special  and  very  elTective  ads,  with- 
out charge,  to  the  dealers  who  want  them.  They  also 
furnish  attractive  Avindow  display  .materials,  imprinted 
booklets  and  other  "helps." 

A  window  trimming  contest,  with  $500  in  cash 
prizes  for  the  best  trims  during  that  special  week,  is 
used  as  an  additional  inducement  to  gain  the  co-opera- 
tion of  dealers.  In  fact,  no  stone  is  being  left  unturned 
to  ensure  this  event  being  an  overwhelming  success. 


Wood  Soles  for  Children 

The  accompanying  illustration  is  of  a  patented 
wood  sole  shoe  designed  for  wear  I)y  the  children  of 
people  of  moderate  means.  The  manufacturer  states 
that  if  the  war  continues  he  may  make  this  shoe  with 
a  warm  top  for  winter  wear,  in  this  day  doing  awa)- 
with  the  need  for  rubbers  and  providing  a  double  sav- 


ing. The  sole  is  of  elm  wood,  half  an  inch  thick,  the 
bottom  next  to  the  foot  being  shaped  like  the  foot, 
the  canvas  top  being  attached  by  staples.  The  top 
laces,  permitting  the  child  to  draw  the  shoe  as  tight 
as  desired.  It  is  claimed  that  a  good  profit  can  be 
made  by  selling  the  shoes  at  from  $1.25  to  $2.00. 


Montreal  and  Maisonneuve  Situation 

Comparatively  few  orders  are  being  received  by 
shoe  manufacturers  in  Montreal  and  Maisonneuve. 
The  present  is  usually  a  dull  period,  but  this  year 
trade  is  more  than  ordinarily  quiet.  Most  of  the  manu- 
facturers attribute  the  condition  to  two  cause,s — over- 
stocking by  retailers  and  high  prices.  There  is  an 
almost  universal  opinion  that  retailers  are  loaded  up 
with  heavy  stocks,  due  to  extensive  buying  last  year 
and  in  the  early  part  of  this  year,  actuated  by  a  fear 
that  wholesale  prices  would  still  further  achance. 
Many  manufacturers,  in  the  uncertain  condition  of 
markets,  would  not  guarantee  their  quotations  beyond 
a  given  period,  and  retailers,  under  these  circum- 
stances, bought  heavily,  notwithstanding  that  the  cost 
had  materially  increased.  Canadian  factories  in  1916 
produced  considerably  more  than  the  normal  output ; 
a  large  part  has,  of  course,  gone  into  consumption,  but 
it  would  appear  that  the  surplus,  supplemented  hv 
this  year's  purchases,  has  resulted  in  retailers  ha\-ing 
on  hand  usually  strong  stocks. 

The  high  prices,  it  is  admitted  by  retailers,  ha\c 
had  a  deterrent  influence  on  business,  particularlv  in 
the  family  trade.  The  public  are,  in  many  instances, 
economizing  on  footwear;  they  are  spending  more 
money  on  repairs  and  less  on  new  goods.  .As  the 
stocks  of  goods  are  not  moving  as  fast  as  antici])ated, 
the  retailers  are  placing  only  sorting  orders,  and  those 
for  specialties.  From  present  indications  the  total 
])roduction  of  shoes  for  1917  will  be  materialh'  less 
than  last  year. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii»^ 

J  There  are  no  strings  attached  to  our  prize  con-  M 

J  test  for  shoemen.    All  that  is  necessary  is  that  | 

J  you  are  a  subscriber  to  Footwear  and  a  shoeman,  B 

m  in  any  capacity,  and  you  have  an  equal  chance  to  1 

=-■  win  one  of  the  "cold  cash"  prizes  amounting  to  J 

=  $100.    Decide  now  to  enter  the  contest.  J 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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When  Will  Women  Wear  Sensible  Style  Shoes? 

A  Feminine  Shopper  Tells  of  Trying  to  Purchase  a  Pair  of  "Sensible"  Walking 
Shoes— Her  Conclusion  is  that  "There  Ain't  No  Such  Animal" 


OCCASIONALLY  the  salesman  in  the  exclusive 
"style"  store  must  run  across  women  who  de- 
mand first  of  all  comfort  and  durability.  The 
idea  of  style,  and  more  style,  has  so  completely 
taken  possession  of  the  average  clerk  that  he  must  be 
seriously  disturbed  mentally  when  his  fair  customer 
demands  a  shoe  like  "hubby"  wears.  A  little  inci- 
dent along  this  line  is  related  by  a  feminine  writer 
in  one  of  the  Toronto  weeklies. 

She  was  buying  shoes.  She  gave  the  salesman  her 
size  and  the  price  she  wished  to  pay  for  what  she 
termed  "a  nice  pair  of  walking  shoes."  While  he  was 
gone  she  began  to  examine  a  pair  of  men's  shoes  lying 
on  the  front  counter.  The  clerk  returned  with  a  pair 
of  women's  "up-to-date"  shoes  in  his  hand,  such  as 
one  might  see  by  the  hundred  any  day  going  up  or 
down  Yonge  Street. 

She  gasped  at  the  sight  of  those  in  his  hand.  "I 
said  walking  shoes!"  she  commented. 

"Yes,  lady — this  is  one  of  our  nicest  walking  shoes." 
"That!    Walking  shoe!    Why  I'd  about  as  soon 
think  of  walking  on  step-ladders  as  those — the  heels 
must  be  almost  three  inches  high  !" 

"But  these  are  the  fashion,  lady,  just  now." 
"But  the  fashion  of  the  human  foot  does  not  change. 
It's  the  same  old  foot  ever  since  I  have  known  it — 
those  shoes  don't  resemble  it  a  mite.  Haven't  you 
something  more  like  these?"  and  she  held  up  one  of 
the  men's  shoes  she  had  been  examining. 

"Those?  Why  those  are  men's  shoes!"  laughed  the 
clerk. 

"Yes,  I  know  ;  but  there's  not  much  diii'erence  be- 


tween the  sha^)e  of  a  man's  foot  and  woman's  fcjot, 
only  a  little  larger." 

"But  men  go  in  for  comfort  and — and  common 
sense  in  shoes;  and  women,  usually,  think  of  just 
style,"  said  the  salesman  a  bit  apologetically. 

Look  Like  a  Kangaroo 

"Humph  !  No  wonder  you  didn't  give  up  the  vote 
— if  you  thought  we  carried  that  out  in  other  things — 
but  then,  I  forg(jt,  you  didn't  'give'  us  tfie  vote  ;  we 
'took'  it.  But  just  look  at  this  lovely,  solid,  wearable 
leather  and  those  flat  heels  and  thick  soles — just  think 
how  lovely  it  wcnild  be  for  us  to  come  down  on  the 
ground  so  solid  and  firm.  Then  if  we  wore  them  like 
this  we'd  scarcely  ever  get  our  feet  damp,  even  if  we 
were  caught  out  in  the  rain  wathout  rubbers — and  we'd 
scarcely  need  rubbers  at  all ;  that  would  be  quite  an 
economy.  No  wonder  men's  shoes  wear  longer.  Why 
our  men  folk  just  put  on  a  pair  of  shoes  and  wear 
the  same  ones  day  in  and  day  out,  and  year  in  and  year 
out — one  pair  lasts  them  for  a  good  three  years  some- 
times. If  they  want  to  dress  up  a  little  extra  they  just 
get — the  same  old  shoes  'shined,'  and  nobody  ever 
notices  or  thinks  it's  a  bit  horrid.  And  here  we  wo- 
men have  been  talking  about  economy  and — Why,  those 
things  in  your  hand  look — w^ell,  like  a  kangaroo  walk- 
ing on  his  head !" 

The  clerk  had  to  laugh,  though  no  doubt  he  felt 
a  bit  rumply  underneath  ;  however,  he  became  con- 
fidential. 

"Well,  lady,  we  don't  keep  the  kind  you  want  and 
I  doubt  if  you  find  them  just  now  in  Toronto,  for  the 


A  shoe  display  which  tells  the  onlooker  something  about  the  style  and  purpose  of  the  merchandise  shown. 

—Courtesy  Shoe  Economist 
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simple  reason  that — they  wouldn't  sell  if  we  had  them  ; 
no  demand  for  them  ;  they'd  be  dead  stock,  and  we're 
here  to  do  business.  And  listen  here,  lady — when  you 
want  them — women,  I  mean — and  begin  asking  for 
them  you'll  get  them — they're  made  to  suit  the  trade." 

Coming  to  It  Some  Day 

"Well,  we're  coming  to  it,  mark  my  words.  In  two 
years'  time  I  believe  you'll  see  us  wearing  shoes  about 
"like  these,  and  just  think  of  the  labor  and  leather  and 
time  and  money  that  one  simple  change  would  free 
for  other  more  helpful  and  necessary  things.  Chang- 
ing the  fashion  in  shoes  means  changing  the  last— and 
that's  what  costs  money,  I  understand.  Men's  shoes 
rarely  require  a  change  of  last.  Then  if  our  shoes 
were  made  of  good,  wearable  leather  like  men's,  par- 
ticularly the  soles,  we'd  only  require  about  one  pair 
to  three  of  those  we  wear  at  present.  As  for  health- 
why  men  would  be  lame  in  no  time  if  they  walked  in 
shoes  the  style  of  those  in  which  women  walk  about 
Toronto,  and  women  are  supposed  to  be  more  delicate 
than  men ! 


"I  agree  with  you,  but— honest,  don't  you  think  it 
would  make  women  appear  very — crude  and  kind  of 
antiquated,  very  noticeable  on  the  streets,  and  so  on, 
if  they  started  to  wear  boots  like  men?" 

The  customer  laughed  heartily,  as  though  the  sales- 
man had  made  quite  a  joke. 

"Do  you  actually  think  they'd  make  her  look  half  as 
ridiculous  as  those  women  have  been  wearing,  particu- 
larly of  late?" 

'"'No— I  don't  believe  they  would.  Well,  now's  your 
time  to  change — or  the  very  best  time — it's  an  age  of 
reform — compulsory  reform  some  of  it,  but  neverthe- 
less reform.  It  will  be  a  hundred  times  easier  to 
change  the  custom  now  than  it  would  be  in  normal 
times,  and — you  know  since  you  ladies  have  got  the 
vote  you  can  do  anything,  so — " 

"Well,  that's  all  the  more  reason  why  we  should 
be — on  'the  same  footing  as  men  !'  " 

And  with  this  she  went  out  and  kept  a  sharp  look- 
out on  the  rest  of  Yonge  Street  for  "slip-shod,"  "over- 
at-the  heels"  men.  Not  one  did  she  see.  But  she  did 
see  "over  at  the  heels"  women  in  plenty. 


A  Chart  System  for  Comparing  Monthly  Sales 


In  very  many  lines  of  business  nowadays,  the 
course  of  the  year's  progress  is  represented  by  a  chart 
or  drawing — a  picture  of  the  business.  This  scheme 
does  not  appear  to  have  been  adopted  to  any  extent 
by  the  shoe  retailer,  but  we  cannot  understand  why 
it  should  not  prove  as  interesting  and  instructive  in 
his  case  as  with  large  corporations.  The  curve  is  one 
of  the  most  interesting  records  a  nxerchant  can  make, 
and  one  of  the  easiest.  All  that  is  necessary  is  a  chart 
of  cross-section  paper  which  may  be  purchased  or 
which  the  retailer  may  draw  for  himself.  Such  a  chart 
as  that  .shown  herewith  indicates  much  more  clearly 
to  the  average  person  the  trend  of  the  year's  business 
than  the  corresponding  figures  would  do.  The  column 
on  the  left  hand  side  represents  sums  of  money  which 
would  be  varied  depending  on  the  amount  of  business 
transacted  by  the  individual  retailer.  This  particular 
curve  shows  that  in  1915  business  dropped  during  the 
month  of  January  from  a  little  better  than  a  $2,000 
a  month  rate  to  rather  less  than  $1,600.  Then  dur- 
ing the  next  five  months  a  gradual  increase  in  monthly 
business  was  recorded  to  a  maximum  about  the  end 
of  June,  when  a  drop  was  again  shown,  till  the  first 
of  September,  followed  by  a  gradual  increase  to  a  maxi- 
mum at  the  end  of  December.  It  will  be  interesting  to 
the  retailer  to  notice  also  that  at  the  beginning  of 
1916  he  is  doing  a  $2,500  a  month  business,  as  com- 
pared with  a  little  better  than  $2,000  at  the  same  date 
in  1915. 

The  upper  curve  is  a  continuation  of  the  1915  and 
shows  similar  characteristics.  There  is  probably  a 
greater  drop,  however,  during  January,  and  the  re- 
covery to  the  high  point  is  made  by  the  first  of  June, 
then  "a  drop  to  the  first  of  September,  followed  by 
the  increase  as  before.  It  is  noticeable,  that  the  lull 
in  business  during  August  has,  by  some  means  and  to 
some  extent,  been  of¥set. 

The  lesson  to  be  learned  from  these  curves  is  two- 
fold. First,  the  merchant  now  knows,  in  a  general 
way,  what  his  curve  ought  to  look  like  for  1917  if 
he  maintains  the  same  percentage  increase  in  his 


business,  and  second,  this  curve  brings  home  to  the 
retailer  his  slack  seasons,  and  points  out  to  him  the 
necessity  for  inducing  more  buying  to  fill  in  the  valley 
of  the  months  of  February  and  March  particularly. 
This  all  too  evidently  is  the  unproductive  part  of  the 
year  when  the  overhead  probably  remains  the  same, 
or,  counting  the  cost  of  heating,  is  very  likely  greater 
than  during  the  summer  months,  but  when  the  sales 
are  very  much  lower.     Possibly  he  may  help  out 
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through  these  months  by  the  sales  of  hockey  boots  or 
other  winter  sporting  equipment. 

Similar  charts  may  be  kept  of  the  store's  exi)ense 
or  of  the  sales  by  individual  clerks.  \'ery  little  time 
is  involved  and  the  efi:'ect  is  to  stimulate  effort  on 
the  part  of  not  only  the  retailer  himself  but  of  the  vari- 
ous members  of  the  staff'.  It  helps  to  maintain  en- 
thusiasm by  keeping  the  actual  records  up  to  the  an- 
ticipated figures. 

This  is  a  scheme  that  any  retailer  or  salesnian  may 
try  out  for  himself  with  very  little  effort.  Try  it  for 
one  year  and  see  how  interested  you  will  be  in  fol- 
lowing it  up  for  a  second  like  period. 
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A  Department  of  Interest  to  Repairmen 

Toronto  Association  Meeting— Montreal  Repairer  Offers  Some  Ideas 
— The  Importance  of  System  in  Conducting 
the  Repair  Shop 


A 


I"  the  last  incelin.L;-  ot 
tlie  Shoe  Repairers' 
Association  of  'i'oronto 
tlie  cliicf  l)usiness  of 
the  e\-enin54'  centered  aronnd 
tlie  "welded"  sole,  and  sam])les 
of  work  of  this  natnre  prepared 
and  forwarded  l)y  Mr.  deorj^e 
hxlwards,  Medicine  Hat,  Aita. 
Mr.  ImI wards'  recent  letter  to  the  association  annoiuic- 
ini^-  his  new  wav  of  weldini^-  on  soles  without  the  use 
of'^nails  or  thread  created  quite  a  stir  at  the  time,  hut  it 
has  since  developed  that  a  number  of  Toronto  retailers 
have  been  familiar  with  a  similar  ])rocess  lor  a  number 
of  vears. 

'"One  disadvantage  of  the  method  as  used  by  many 
repairers,"  said  Mr-  Robertson,  president  of  the  asso- 
ciation, to  Footwear,  "is  that  it  takes  so  long.  There 
is  no  money  in  it." 

Examples  oi  the  work  submitted  Ijy  ]\ir.  lul wards 
were  passed  around  for  inspection  at  the  last  meeting, 
on  May  22.  and  were  found  to  be  very  satisfactory.  In 
sending  these  samples  Mr.  Edwards  wrote  as  follows. 

"I  have  repaired  the  boots  and  am  returning  tliem 
by  express,  together  with  samples  of  the  dilTerent  ma- 
terial used  on  the  bottoms  of  the  boots.  You  will  read- 
ily see  that  the  work  can  be  done  on  winter  wear  as 
well  as  spring  or  fall  wear.  This  surely  does  away 
with  a  stitcher,  for  which  you  are  paying  a  big  price, 
and  with  that  monotonous  thing  that  is  called  royalty. 
You  can  do  away  with  the  expen.sive  stitcher  and  just 
use  a  finisher  with  a  trimmer  for  the  edges.  You  can 
thus  have  a  shop  that  is  more  ui)-to-date  than  anything 
that  vou  have  now.  with  a  lot  of  costly  equipment.  I 
am  very  busy  just  now,  and  did  not  have  the  time  to  do 
the  work  as  well  as  I  would  like.  As  for  the  test,  1  will 
leave  that  to  you.  I  am  sending  you  a  ])iece  of  Rinex 
soling  with  a  lap  weld.  A  good  way  to  test  this  Rinex 
is  to  give  it  a  severe  twist  and  a  pull,  or  leave  it  m 
water  for  a  week  and  then  in  the  sun,  and  then  twist 
and  ])ull.  ^'ou  will  find  that  none  of  these  samples  will 
se])arate  where  they  are  welded:  the  other  goods  will 
se])arate  iirst.  I  am  sending  you  an  old  rubber  sole, 
taken  from  a  boot  made  and  sewn  on  in  the  factory 
with  a  (loodyear  stitcher.  \nu  will  readily  see  what 
the  stitcher  did.  My  method  will  not  do  that.  There 
are  no  stitches  to  rip  or  wear  out,  and  there  is  nothing 
to  ri])  on  the  boots  that  I  ha\e  re])aired  for  \'oir  Just 
take  notice  of  the  Rinex  heels  welded  on  witliont  nails- 
This  is  a  hnninier  for  the  rei)air  man." 

Used  in  Toronto  for  Years 

Mr.  W.  !''.  i'.arker,  of  the  Krliahlc  Shoe  Repair 
Shop,  Toronto,  lias  a  secret  adhesix'e  solution  l)y  wiiicli 
the  same  work  is  done,  and  he  states  thai  he  can  ])ie- 
])are  a  shoe  for  resoling  in  ten  minutes.  ()iily  a  Few 
minutes  are  recpiired  to  attach,  and  the  job  is  act  aside 
for  a  couide  of  hours  to  dry.  ^ 


Mr.  W  aller  Murnill,  in  discussing  the  matter  with 
h'ootwear,  stated  that  he,  also,  has  been  able  to  do  tlie 
same  work  for  many  years. 

I'urthcr  negotiations  are  being  carried  on  with  Mr. 
I-'dwards,  of  Medicine  Ilat.  in  regard  to  his  system  of 
"welding." 

The  attendance  at  the  May  22  was  well  over  fifty, 
and  it  was  announced  that  ten  new  members  had  been 
secured  in  two  weeks.  A  letter  of  thanks  was  read  from 
the  widow  of  Alexander  IJraid.  313  Roncesvalles  Ave- 
nue, who  died  recently  and  to  whom  the  repairers  had 
sent  a  handsome  floral  wreath. 

Repair  Department  Suggestions 


 By  W.  Priston,  Montreal  

For  more  than  thirt}-  years  1  have  been  in  the  shoe 
repairing  business,  and  the  following  notes  give  the 
result  of  my  experience  as  to  the  best  methods  of 
repairing.  I  have  naturally  tried  out  different  meth- 
ods, but  those  mentioned  have  proved  the  most  econ- 
omical and  have  given  the  greatest  satisfaction  to 
customers.  I  believe  that  it  pays  both  the  repairer  and 
the  customer  to  use  the  best  materials,  charging  a  fair 
price  which  will  give  a  living  profit  to  the  tradesman. 

Goodyear  Welts 

Goodyear  welts  or  handmade  boots  or  shoes,  on 
being  resoled,  should  never  be  nailed ;  always  re-sewn, 
because  otherwise  it  is  impossible  to  make  a  clean 
edge  or  a  closed  one.  The  boots  must  be  put  on  a 
last  of  the  same  shape,  and  a  fitting  put  in  to  bring 
them  in  shape  again. 

Turn  Shoes 

These  must  not  be  nailed  on  or  sewn  on  top  as 
the  stitching  of  the  first  sole  will  not  stand  the  extra 
weight.  This  class  of  shoe  should  always  be  turned  on 
and  let  remain  on  the  last  until  perfectly  dry.  This 
will  give  the  appearance  of  a  shoe  that  has  not  been 
repaired. 

Heels 

Most  repairers  in  fixing  heels  i)ut  in  pieces  to  make 
them  level.  This  is  not  the  correct  way  to  make  a 
neat  job,  as  after  the  boots  have  been  worn  a  few  times 
the  ])ieces  show  and  look  bad.  Always  cut  the  piece 
out  and  let  a  piece  in,  and  no  one  will  know  that  a 
repair  has  been  made. 

Rubber  Heels 

In  putting  on  rubber  heels  be  sure  and  have  the 
heels  of  the  boots  ])erfectly  dry.  Make  a  rough  sur- 
face on  the  leather  heel  and  also  on  the  rubber  heel: 
gixe  a  coat  of  rubber  cement,  let  this  dry  for  15  or 
20  minutes:  press  firmly  together,  and  complete  the 
job  by  driving  in  nails. 

Reoairing  McKays 

Tliis  class  of  goods  recpiires  s])ecial  attention.  An 
important  ])oint  is  the  length  of  the  rivets  used.  Some 


June,  1917 


FOOTWEAR    IN  CANADA 


45 


repairers  use  a  ^  rivet  where  a  Yz  inch  rivet  would  do. 
By  Ui-ing  a  longer  rivet  than  is  necessary  there  is  a 
chance  of  injuring  the  inner  sole,  which  means  that 
it  will  break  away  after  it  has  l)een  worn  a  few  times. 
Inner  soles  of  boots  should  always  be  wet  before  nail- 
ing on  the  new  sole.  This  tends  to  make  the  rivet 
lay  in  a  flatter  position.  Use  17  gauge  rivets,  as  they 
clinch  better. 

Soles 

It  is  important  in  joining  the  new  sole  to  the  old 


one  that  care  be  taken  in  .skiving  both  soles.  After 
nailing,  hie  well  tt)  make  the  join  perfectly  level.  The 
channel  should  be  cut  about  half  way  in  the  sole,  the 
leather  being  fastened  down  with  channel  cement. 
For  a  single  sole  in  gents'  I  prefer  a  nine  or  ten  cord 
of  Barbour's  No.  15  thread;  eleven  or  twelve  for  a 
slip  sole.  Always  use  plenty  of  wax  and  put  in  plenty 
of  stitches. 

One  of  the  most  imjjortant  points  is — beat  the 
leather  ;  it  will  wear  much  longer. 


How  Do  You  Know  Where  Your  Leaks  Are? 

Valuable  Information  on  Figuring  Costs— Good  Book-keeping 
System  Important  for  the  Repairman 


Are  you  in  lousiness  for  your  health?  If  not,  what 
for?  If  for  a  profit,  then  you  will  agree  with  us  that 
you  mu.st  know  every  principle  about  profit  and  how  to 
figure  it  before  you  can  e.xpect  to  have  it.  Too  many 
repairers  seem  to  have  the  idea  that  they  are  in  busi- 
ness simply  to  eke  out  a  living,  and  the  living  which 
they  would  eke  out  is  not  a  very  desirable  one  at  that. 
Such  men  should  not  be  in  l:)usiness ;  they  should  be 
working  for  a  business  man.  We  have  said  before  in 
these  columns  that  the  repairer  who  limits  his  busi- 
ness to  that  of  a  cobbler,  and  is  barely  earning  wages, 
or  who  is  so  incapacitated  to  manage  his  business  that 
he  cannot  under  normal  conditions  show  something- 
more  than  a  bare  living  as  a  return  for  his  year's  work, 
would  be  better  ofif  if  he  would  haul  down  his  sign  and 
go  to  work  for  some  one  that  is  in  business  and  con- 
ducting it  successfully.  It  would  be  reall}'  charitable 
to  starve  out  this  very  class. 

Too  many  of  these  repairers  are  failures  in  busi- 
'ness,  however,  not  because  of  an  actual  lack  of  ability, 
but  because  they  do  not  awaken  to  their  real  ability, 
and  this  question  of  profit  is  the  chief  one  that  they  do 
not  awaken  to.  Their  minds  have  been  fixed  in  reason- 
ing in  old-fashioned  grooves,  and  are  therefore  not  re- 
ceptive to  changing  conditions.  Their  grandfathers 
were  successful  repairers  because  they  were  good  me- 
chanics, and  if  they  accumulated  any  money  it  was  not 
because  they  made  most  of  their  opportunities,  but  be- 
cause they  economized  and  denied  their  families,  and 
sacrificed  themselves.  That  sort  of  method  belongs  to 
ancient,  history.  AVe  arc  now  Hving  in  the  twentieth 
century,  and  must  adjust  ourselves  to  present  condi- 
tions. It  is  essential  to  have  a  sufficient  mechanical 
knowledge,  but  this  knowledge  has  not  the  sufficient 
earning  power  to  meet  more  than  the  needs- 
How  to  Figure  Profit 

Many  shoe  repairers  would  make  first-class  em- 
ployes who  are  not  qualified  to  make  a  success  of  their 
own  business-  To  do  this  they  must  understand  how 
to  figure  profit,  and  must  have  the  needed  al^ility  for 
profitable  buying  and  selling.  They  must  know  how 
to  detect  the  faults  in  their  l)usiness  methods  and  ro 
correct  them. 

This  question  of  studying  the  cost  of  doing  l)usi- 
ness  is  practiced  in  all  lines  of  trade.  \\'e  want  every 
repairer  who  reads  our  publication  to  heed  this  depart- 
ment carefully,  for  the  simple  reason  that  wc  want  you 
to  be  a  meml)er  of  the  successful  class.  We  want 
every  one  of  you  to  not  only  form  good  Inisincss  habits, 


but  to  get  your  whole  business  system  working  right 
We  want  you  to  prosper,  and  we  want  you  to  set  a 
good  example  to  other  repairers  to  show  them  that,  if 
properly  conducted,  shoe  repairing  is  a  business  of  just 
as  hig'h  a  standard  as  any  other  business  in  the  com- 
munity in  which  you  live.  To  accomplish  this  means 
the  business  must  earn  more  than  simply  what  vour 
hands  will  earn  as  a  mechanic  or  a  laborer.  It  must  be 
accomplished  mentally. 

How  Much  Business  Did  You  Do? 

Do  you  know  to  the  exact  cent  the  amount  of  lousi- 
ness that  you  did  last  year?  Do  you  know  to  the  ex- 
act cent  the  amount  of  your  expenditures,  and  what 
you  expended  it  for?  If  you  know  the  cost  of  your 
expenditures,  divide  the  amount  by  the  amount  of  your 
receipts,  and  you  will  have  the  per  cent,  of  those  re- 
ceipts that  went  to  pay  expenses.  If  you  subtract  the 
amount  of  your  expenses  from  the  total  of  your  re- 
ceipts you  will  know  the  bulk  profit.  If  you  divide  the 
amount  of  your  expenditures  for  material  bv  the  total 
amount  of  your  business  you  will  have  the  per  cent,  of 
cost  of  material ;  and  the  big  thing  to  keep  constantly 
in  sight  of  is  what  is  called  overhead  expense.  Having 
separated  all  these  items  of  o\erhead  expense  and 
found  the  total  amount,  if  you  will  divide  it  by  the  total 
receipts  you  will  have  the  percentage  of  cost  to  do 
lousiness. 

These  deductions  you  should  have  fixed  in  vour 
mind  so  that  they  are  always  ready  for  use.  If  you  do 
this  you  will  always  have  a  basis  or  standard  to'  figure 
on  whenever  a  customer  comes  into  your  shop. 

Chief  Item  of  Expense 

It  is  not  a  great  hardship  for  you  to  keej)  in  mind 
from  day  to  day  the  cost  of  your  chief  item  of  exi)ense. 
which  is  leather.  Therefore,  when  a  customer  l)rings 
you  a  pair  of  shoes,  on  which  he  wants  a  half  sole.lt 
should  be  no  great  trouble  for  you  to  have  in  mind 
what  the  leather  for  the  job  is  going  to  cost  vou-  Like- 
wise, you  should  know  from  experience'  al)out  tlie 
length  of  of  time  it  will  take,  and  how  much  vou  ought 
to  figure  for  labor  for  that  length  of  time  Then  add  a 
reasonable  amount  for  thread,  cement,  and  all  such  raw 
material  as  the  job  requires.  Having  figured  these 
items  of  expense  and  knowing  their  total  amount,  the 
next  item  of  importance  is  overhead  expense. 
cannot  commence  a  mental  competition  of  all  these  dif- 
ferent expense  items,  but,  knowing  what  xdur  o\cr- 
heatl  expense  amounts  to  from  month  to  niontii  and 
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year  to  year,  you  can  always  lia\e  the  percentage  in 
mind,  and  you  must  add  an  amount  equal  to  that  per- 
centaj^e.  In  doin^'  so  always  remember  that  the  cost 
of  doini;'  that  job  includes  the  item  of  oxcrhead  ex- 
pense just  as  much  as  it  does  the  item  (jf  leather  or 
other  material 

What  Is  Overhead? 

()\-erhead  ex])ense  is  practically  all  such  miscel- 
laneous items  of  expense  which  are  necessary  to  the 
business,  and  which  are  burdens  which  every  job 
should  share  its  part  of.  If  your  first  customer  of  the 
day  brings  you  a  pair  of  men's  shoes  to  half  sole,  and 
the  second  customer  bring's  you  a  pair  of  ladies'  shoes 
to  be  patched,  both  jobs  should  help  pay  the  rent,  in- 
surance, fuel,  light,  water,  taxes,  advertising,  telephone 
service,  office  supplies,  postage,  freight  and  drayage, 
delivery  service,  loss  of  bad  accounts,  depreciation  or 
machinery  and  stock,  subscriptions  and  donations,  and 
interest  not  alone  on  the  money  borrowed  from  time  to 
time,  but  also  on  your  total  investment.  These  are  all 
items  of  expense  which  every  job  that  comes  to  your 
shop  should  pay  its  pro  rata  of,  and  therefore  we  call 
it  overhead  expense. 

If,  after  having  kept  careful  track  of  all  expenses, 
and  determining  the  total  amount  it  proves  to  l)e — say, 
one-fourth  of  the  amount  of  your  total  receipts — then 
your  overhead  expense  has  been  25  per  cent.,  and  con- 
sequently having  these  figures  in  mind,  you,  in  estimat- 
ing the  cost  of  repairing  the  customer's  shoes,  must  rc- 


It  is  just  as  important  for  the  repair  man  to 
keep  a  set  of  books  and  know  just  exactly  what  it 
costs  him  to  do  business  as  it  is  for  any  other  line 
of  trade. 


member  that  of  the  amount  which  you  charge  him  25 
per  cent,  of  it  goes  towards  paying  these  overhead  ex- 
penses, and  therefore  is  to  be  taken  into  consideration. 

Remember  This  Illustration 

Sometimes  business  men  figure  that  they  should 
add  this  25  per  cent,  to  the  other  expenses,  but  that 
would  be  a  mistake.  Suppose  the  leather,  material, 
and  labor  on  a  job  cost  you  60c,  and  you  were  to  add 
25  per  cent.,  or  15c,  to  the  60,  which  would  make  your 
job  cost  you  75c  ;  and  if  you  get  $1  for  it,  you  would 
have  25c  net  profit.  But,  if  you  figure  right,  you  must 
remember  that  this  overhead  per  cent,  is  the  percentage 
of  the  selling  price,  and,  therefore,  if  you  got  $1  for  the 
job  and  your  overhead  expense  was  25  ])er  cent.,  you 
should  have  added  25c  to  your  60c,  making  a  total  of 
85c,  or  only  15c  ]:)rofit.    Kec])  this  illustration  in  mind. 

Analysis  of  Overhead  Expense  Items 

1.  Taxes. —  Include  all  taxes  and  licenses- 

2.  Insurance. —  h'irc  and  all  ])rotection  except  life  in- 
surance. 

3.  Fuel,  light  and  water. 

4.  Rent. —  Include  rent  of  all  ])roperly  used  in  the 
business,  or,  if  f)wned  by  you.  include  an  amount  c(|ual 
to  cost  if  rented  from  others. 

5.  Salaries. —  Include  all  salaries  paid  to  projjrietor. 
partner  and  officers,  and  all  others  employed  in  the 
l)Usiness,  except  annnints  ])re\ioiisly  figured  as  labor, 
'i'he  amount  of  these  salaries,  as  figured,  should  not  be 


less  than  the  value  tji  these  services  if  employed  else- 
where. 

6.  Clerk  Hire. — Include  can\assers  and  extra  labor. 

7.  Advertising. — Include  all  money  expended  in  ad- 
\crtising  or  entertainment  (jf  customers  ni  i)r(jm(jting 
trade- 

8-  Express,  Telei)h(jne  and  Telegraph. — Include  all 
amounts  expended  for  these  items  where  not  added  to 
nnoice  price  of  goods  or  charged  to  customer. 

9.  Office  Supplies,  I'ostage,  etc. —  Include  all  bills 
for  stationery,  ink,  pens,  pencils,  postage,  stamps,  etc. 

10.  .Supplies. — Include  all  Ijills  for  wra])ping  paper, 
twine,  Ijoxes,  crating,  bro(jms,  etc. 

11.  Livery,  drayage.  etc. — Figure  in  all  expenses  of 
these  items  where  hired  of  others. 

12.  Horses,  Wagons  and  Automcjijile  Delivery. — If 
owned  by  you,  figure  all  expenses  of  their  upkeep. 

13.  Repairs. — This  item  should  include  all  amounts 
])aid  to  keep  buildings  in  order,  if  not  figured  in  rent; 
also  repairs  on  fixtures  and  equipment. 

14.  Depreciation- — Include  proper  deduction  (some 
say  10  per  cent.)  irom  your  last  inventory  of  fixtures, 
machinery,  tools  and  other  personal  property  subject 
to  decline  in  value  because  of  wear  and  tear;  also  de- 
])reciative  goods  carried  ox  er  which  cannot  be  s(jld  at 
full  or  regular  prices- 
Deductions- — Include  amounts  allowed  customers 

for  damage  or  any  cause  whatever. 

16.  Donations  and  Subscriptions. — Include  money 
uv  goods  donated  to  charity  or  puljlic  enterprises  (pii- 
\  ate  charities  not  included  ). 

17.  Losses. — Include  notes  and  accounts  which  are 
uncollectable ;  also  amount  paid  attorneys  for  collec- 
tions and  goods  lost  or  stolen  or  sent  out  and  not 
charged. 

18.  Miscellaneous  Expenses. — Include  all  expenses 
not  provided  for  above. 

19.  Interest  on  Total  Investment. — Figure  interest 
on  your  total  assets  at  the  beginning  of  your  business 
year  (cash,  notes,  accounts,  merchandise,  etc.).  If  this 
is  done  it  insures  your  getting  profits  at  least  equal  to 
interest  had  your  ca])ital  been  loaned  instead  of  in- 
vested.— Shoe  Repair  Shop- 


Branching  Out 

The  Practical  Shoe  Repair  Company,  457  Yonge 
Street,  Toronto  (Mr-  A-  Butterworth  proprietor),  has 
jjurchased  the  business  of  the  United  Shoe  Repair 
Company,  667  Queen  Street  \\'est,  Toronto-  This 
makes  a  total  of  three  stores  conducted  by  the  Practi- 
al  Shoe  Repair  Company. 


Installing  New  Machinery 

Mr.  Walter  Burnill,  corner  Oueen  and  Church 
Streets,  Toronto,  is  installing  new  and  improved  ma- 
chinery, specially  constructed  to  suit  his  requirements. 
Mr.  Burnill  was  one  of  the  first  in  Toronto  to  use 
machinery  for  repairing.  The  decision  to  install  up-to- 
date  equipment  will  enal)le  Mr.  Burnill  to  accomplish 
an  equal  amount  of  work  with  less  labor. 


A  merchant's  adxertising,  as  a  rule,  reflects  his 
methods.  .\s  a  man  is,  so  also  will  be  his  goods  and 
his  merchandising  ])olicy.  As  he  does,  so  also  will  his 
sales-people  do-  (^nly  so  far  as  his  ways  and  his  wares 
ai)i)eal  to  the  public  will  his  Inisiness  endure  and  grow. 
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Difficulty  in  Securing  Hides 

The  entry  of  the  United  States  into  the  arena  of 
hostiHties  and  the  consequent  demand  for  milhons  of 
pairs  of  leather  army  and  navy  boots  will  very  likely 
have  a  serious  effect  on  the  Canadian  leather  market, 
according  to  Mr.  L.  J.  Breithaupt,  president  of  the 
Breithaupt  Leather  Company,  Limited.  Canadian  tan- 
ners are  depending,  for  the  most  part,  on  shipments 
from  South  America,  the  submarine  menace  and  high 
insurance  and  freight  rates  making  importations  from 
Europe  almost  prohibitive.  Only  recently  a  shipment 
of  25,000  hides  to  this  country  from  Europe  were  sent 
to  the  bottom  by  a  torpedo. 

Comparison  of  Prices 

The  following  table  is  a  comparison  of  the  price  of 
hides  to-day  and  in  former  years : 


Chicago  Packer  Hides 

Heavy  native  Butt  Light  Te.xas 

steers  brands  steers 

1908    n-ny.c     lo^-iic  ii^-c 

1913   17-17K'C       16>^-16^c  17>4-17>4c 

1914   18-181/c  18c 

1917   31-32C  30>^-31c  30  -31c 

Chicago  Country  Hides 

Heavy  Calf  Branded 

steers  Buffs  skins  hides 

1908  ....        834         714  uy2-uy4  6K-7/2 

1913  ....  14>4    13^-14       \7y2-20y2  U-Uy 

1914  ..  ..  i5-K-i6%  ley-iyy  isy-ziy  15-16 

1917  ....    24    -26         25-27         35-50  21-22 


To  this  must  be  added  7j/2  per  cent,  war  tax  im- 
posed on  all  hides  entering  Canada,  and,  in  the  tan- 
ning process,  there  is  also  the  increased  cost  of  labor. 

Exceedingly  high  prices  also  apply  to  tanning  ex- 
tracts, which  are  secured  from  the  Southern  States 
and  from  South  America.  Tan  bark  which  formerly 
sold  at  $6.to  $8  and  occasionally  $10  a  cord  now  brings 
$14.50  to  $15.00.  The  source  of  supply,  which,  by  the 
way,  is  Muskoka  and  Parry  Sound  districts,  is  fast 
becoming .  depleted. 


Efficiency — The  Power  to  Produce 

By  Mr.  H.  J.  Daly* 

A FEW  years  ago  we  only  occasionally  heard 
the  word  efficiency,  which  the  dictionary  de- 
fines as  "the  power  to  produce  the  result  in- 
tended." But  to-day  it  is  a  magic  word  stand- 
ing for  the  power  of  great  nations,  signifying  the 
brains,  energy  and  resourcefulness  of  millions  of  peo- 
ple. It  is  to  efficiency  the  world  owes  its  progress  and 
to  this  same,  power  we  are  indebted  for  all  the  crown- 
ing achievements  of  the  twentieth  century.  It  was 
misused  in  1914  when  the  great  war  began,  but  in 
dift'erent  hands  it  will  end  the  war ;  yes,  and  it  will 
even  rebuild  the  regions  devastated  by  the  war.  It  is 
the  great  dynamo  of  humanity,  the  propeller  of  achieve- 
ment and  progress,  the  destroyer  of  the  unfit  and  the 
builder  of  the  better-than-ever. 

But  what  is  this  much  talked  of  indispensable  "effi- 
ciency"— isn't  it  simply  striving  to  do  the  things 
you  have  to  do  in  the  best  possible  manner?  No 
matter  what  our  avocation  may  be — soldier,  sailor,  til- 
ler of  the  soil,  factory  hand  or  a  distributor  of  goods — 
no  matter  if  a  man  be  a  digger  of  drains  or  a  trainer 
of  brains,  no  matter  the  work  or  the  responsibility,  we 

*General  Manager,  National  Cash  Register  Co. 


must,  in  order  to  be  efficient,  strive  to  be  the  best  in 
our  line.  The  average  man  won't  do  because  he  does 
things  in  the  average  way.  He  sticks  to  the  rut  and 
the  rut  only  grows  deeper.  The  man  who  is  suc- 
cessful is  the  man  who  strives  and  strives  to  do  bet- 
ter, who  does  the  unusual  thing,  who  is  even  dis- 
satisfied with  the  best  he  has  ever  done. 

At  this  particular  time  we  are  not  free  to  do  as 
we  please,  because  the  nation,  our  fellowmen,  every 
trait  of  manliness  demands  that  we  put  forth  our  best 
eff'orts,  that  we  be  keen  enough  to  recognize  methods 
superior  to  our  own  and  big  enough  to  adopt  them. 
I  am  going  to  add  that  at  this  particular  time  we 
must  all  work — but  after  all  isn't  life  one  endless 
round  of  work  of  some  kind  or  another?  Isn't  it  just 
work,  work,  work?  But  there  are  two  kinds — crude 
and  refined.  In  its  crude  state  we  call  it  drudgery,  but 
properly  boiled  down  in  goodly  portions  of  efficiency 
it  becomes  a  pleasure.  It  becomes  something  we 
long  for  and  live  for. 

What  a  wonderful  nation  we  would  have  if  every 
man  in  it  determined  to  do  the  best  work  in  his  line, 
but  they  won't,  because  all  men  are  not  so  consti- 
tuted. However,  every  self-made  man,  every  success- 
ful man  you  have  ever  met  must  have  possessed  this 
spirit,  this  determination  to  be  efficient,  to  be  as  good 
as  or  better  than  anybody  else  in  his  line,  and  in  his 
struggles  he  very  soon  caught  up  with  success  and 
even  passed  beyond  to  the  fields  where  men  work  for 
work's  sake. 


Aiding  Production 

Recognizing  the  urgency  for  greater  food  produc- 
tion, the  Canadian  Consolidated  Rubber  Company  has 
decided  to  close  their  seven  large  factories  in  Quebec 
and  Ontario  for  one  week  during  the  farmers'  busiest 
season  in  their  respective  communities.  This,  says  Mr. 
T.  H.  Reider,  the  president,  will  permit  several  thou- 
sand employes  to  help  farmers  take  care  of  their  crops 
when  such  help  is  needed  most.  The  Canadian  Consoli- 
dated Rubber  Company  has  an  enormous  volume  of 
lousiness  on  order,  which  would  keep  all  their  factories 
at  Kitchener,  Elmira,  and  Port  Dalhousie,  in  Ontario, 
and  at  Montreal,  Granby,  and  St.  Jerome,  in  Quebec, 
running  full  time  during  the  entire  summer;  ])ut,  real- 
izing the  national,  if  not  world-wide,  need  for  greater 
production  of  food  supplies,  the  company  makes  this 
sacrifice  for  the  benefit  of  the  country  at  large  and  to 
help  win  the  war. 


"United  States"  Hotel  Makes  Alterations 

The  United  States  Hotel,  of  Boston,  in  the  heart  of 
the  shoe  and  leather  district,  corner  of  Lincoln  and 
Beach  Streets,  one  of  the  oldest  hostelries  in  the  United 
States,  is  making  internal  constructional  alterations 
which,  when  completed,  will  make  this  building,  it  is 
claimed,  the  safest  hotel  in  Boston.  The  i)resent  hotel 
pr()j)eny  extends  over  an  area  covering  an  entire  city 
block  of  two  acres,  having  been  built  in  the  early  days 
when  low  structures  were  in  order  and  land  cheap.  In 
the  great  Boston  fire  of  1870  this  historic  site  was 
spared  and  the  original  building  stands  to-day  intact, 
the  Tilly  Haynes  property,  altlu)ugh  several' advant- 
ageous changes  and  addititms  ha\e  been  made  from 
time  to  time  to  keep  up  with  impro\-ed  hotel  construc- 
tion and  service.  The  i)resent  hotel  accommodations 
are  ample  to  provide  for  the  convenience  and  comfort 
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of  the  conservative  and  liif^h  class  patrcMiage  whicli  the 
management  has  enjoyed  for  close  to  a  century. 

The  main  Iniilding  is  a  four  storey  structure  with 
two  wings  and  another  section  of  six  storeys  of  more 
modern  construction.  Spacious  halls,  numerous  stair- 
ways, comfortable  ])arlors  and  a  number  of  attractive 
public  rooms  are  interesting  assets  well  known  to 
tourists  who  stop  at  this  splendid  hotel.  These,  to- 
gether with  the  latest  appf)inted  rooms  and  high  class 
cuisine  have  made  the  service  rendered  by  this  hotel 
away  the  best  that  can  be  secured  in  any  city.  Pre- 
sent construction  plans  the  complete  fire])roofing  of 
the  entire  hotel  projjerty,  embracing  the  installation 
of  the  latest  thing  in  fire  doors  and  the  fireproofing 
of  all  staircases  and  elevator  wells  and  the  sixteen 
entrances  and  exits. 


The  Rubber  Situation 

It  is  the  prevalent  opinion  among  rul)l)er  companies 
that  prices  on  all  lines  should  l^e  higher  than  they  are 
at  the  present  time.  This  is  the  opinion  of  an  official 
of  one  of  the  large  manufacturers.  The  chief  difficulty 
at  the  present  time  is  not  due  to  a  shortage  of  rubber, 
he  said,  but  to  the  difficulty  of  securing  shipping  facili- 
ties from  the  Orient.  Before  the  war  large  quantities 
of  rubber  used  to  come  from  South  America,  but  at  the 
present  time  most  of  the  rubber  imported  into  Canada 
comes  across  the  ocean  and  is  subject  to  high  freight 
rates  and  submarine  peril.  It  is  considered,  therefore, 
that  rubber  companies  are  running  a  great  risk  in  ac- 
cepting placing  orders  for  shipment  several  months 
later.  A  l^rief  outline  of  the  situation  may  be  gathered 
from  the  following  extracts  from  two  letters  just  re- 
ceived from  representative  rubber  companies : 

Advances  Very  Light 

"Rubber  conies  to  the  United  States  at  the  present 
time  from  Ceylon,  India,  and  the  East  by  way  of  the 
Pacific  Coast,  and  is  shipped  over  land  by  rail,  which 
no  doubt  is  one  reason  for  the  advanced  prices  to-day, 
although  the  price  of  rubber  has  in  no  way  shown  the 
advance  that  other  materials  have. 

"We  quite  agree  that  the  prices  should  be  much 
higher  than  they  are  at  the  present  time,  owing  to 
advance  in  the  labor,  and  other  materials  that  enter 
into  the  manufacture  of  rubber  goods." 

A  Second  Opinion 

"It  is  very  difficult  to  give  you  any  definite  in- 
formation ;  in  fact,  it  would  be  presumption  to  attempt 
to  suggest  what  the  rubber  situation  might  be  even  a 
few  weeks  hence.  Over  half  the  world's  supply  of  rub- 
ber at  present  comes  from  the  Island  of  Ceylon  and  the 
Strait  Settlements.  There  is  sufficient  rubber  for  the 
world's  consumption,  but  transi)ortation  difficulties 
make  ])rices  vary  considerably  in  different  parts  of  the 
world.  Previous  to  the  war,  ])ractically  all  ])lantation 
rubber  for  America  was  ship])ed  via  the  Mediterranean. 
Rubber  is  now  being  routed  \  ia  the  Pacific  on  account 
of  submarines. 

"At  the  ])resent  time,  rubber  coni])anies  are  run- 
ning a  great  risk  in  acce])ting  placing  orders  for  ship- 
ment several  months  later.  In  fact,  ])rices  for  March 
and  April  must  be  fixed  the  latter  part  of  hT'bruary, 
and  this  controls  the  ])rice  at  which  ])lacing  orders  will 
be  shi])i)ed  even  in  ( )clober,  eight  months  later.  There 
are  very  few  com])anies  in  any  line  of  business  to-day 
who  would  not  consider  it  suicidal  to  make  (piotations 
for  delivery  of  finished  goods  for  which  the  raw  ma- 


terial could  n(jt  be  bought  immediately  u])(m  receijjt 
of  an  order.  We  have  had  (juotations  recently  that 
were  not  guaranteed  for  longer  than  ten  days  under 
any  circumstances.  The  market  for  ])ractically  all 
raw  materials  re(juired  in  the  rubber  business  changes 
daily,  and  it  is  painfully  evident  to  the  rubber  shoe 
manufacturer  to-day  the  risk  he  takes  in  accepting  or- 
ders for  delivery  six  or  eight  months  later.  Last  year 
the  price  of  all  raw  materials,  exce])t  rubl)er,  advanced 
on  an  average  75  ])er  cent,  during  the  twelve  months. 
If  the  advance  on  crude  rubber  had  not  been  much  less, 
the  price  of  rubbers  would  have  been  a  great  deal 
higher.  The  success  of  the  allies  in  overcoming  the 
submarine  peril  will  no  doubt  be  the  greatest  influence 
on  the  price  of  crude  rubber  until  the  erd  of  the  war, 
and  therefore  indirectly  on  the  price  of  rubber  foot- 
wear." 


American  or  Canadian  Shoes  (?) 

"Peojjle  who  insist  upon  having  American  shoes 
do  not  bother  me  so  much  now  as  they  used  to,"  a 
West  Toronto  retailer  told  us.  "I  had  a  man  come 
in  one  day  who  commenced  to  tell  me  right  off  the 
bat  that  he  didn't  think  I  could  fit  him  if  I  didn't 
have  American  shoes,  because  he  had  always  had  to 
go  down  to  Boston  to  make  his  footwear  purchases. 
That  got  me  under  the  skin  a  little  and  I  asked  him 
if  he  worked  for  a  Boston  firm.  No,  he  didn't,  he 
worked  in  Toronto.  W^ell,  I  asked  him,  if  you're 
going  to  buy  your  shoes  in  Boston  and  patronize  manu- 
facturers in  the  United  States,  you  ought  to  get  out 
of  this  country  and  find  work  in  Boston.  It  is  people 
like  you  who  are  responsible  for  any  deficiencies  that 
may  be  traced  to  the  doors  of  the  Canadian  shoe 
manufacturer.  This  had  a  tendency  of  shutting  him 
up  considerably  and  I  got  him  nicely  fitted  with  a 
pair  of  Canadian-made  shoes,  and  from  that  day  to 
this,  he  has.  been  a  steady  customer.  I  have  had  wo- 
men lay  aside  a  handsome  Canadian-made  boot  to 
give  preference  to  an  American  boot  that  could  not 
touch  it  for  style,  workmanship  or  leather.  I  do  not 
find  this  to  the  same  extent  to-day  as  a  few  years 
ago,  but  then  every  woman  must  have  an  "American" 
boot.  I  am  firmly  of  the  opinion  that  Canadian  shoes 
of  moderate  price  and  conservative  style  are  vastly 
superior  to -the  average  line  made  in  the  United  States. 
Of  course,  I  am  not  referring  to  the  extreme  styles, 
but  rather  to  the  stylish  staples.  AVe  could  have  had 
a  great  many  more  Canadian  shoe  industries  if  people 
had  only  given  their  support  to  the  Canadian  shoe 
years  ago." 


Prominent  in  Literary  Circles 

Mr.  C.  M.  Iredale,  Jr.,  of  the  Canadian  Last  Com- 
])any,  has  been  appointed  president  of  the  Ruskin 
Literary  and  Debating  Society  of  Toronto.  Mr.  Abe 
IVIarshall,  of  the  Shoe  Manufacturers'  Branch  of  the 
Canadian  Manufacturers'  Association,  is  secretary  of 
the  same  society. 


Pencil  Boxes  for  Children 

A  Toronto  retailer  who  has  been  presenting  tlie 
children  with  pencil  boxes  lor  some  time  recently  dis- 
continued the  ])ractice  and  experienced  a  considerable 
falling  off  in  trade-  "I  wouldn't  be  without  them 
again,"  he  told  us.  "'J'hcy  only  cost  about  five  cents, 
and  ha\  e  built  up  my  children's  trade  wonderfully.'' 
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A  Disagreeable  Impression 

W  hy  slmuld  the  repair  man  have  to  throw  his  work 
from  one  spot  to  another  as  if  he  were  tossing  away  a 
scrap  of  worthless  leather?  In  no  less  than  three  shops 
visited  in  one  day  we  found  this  to  be  a  common  prac- 
tice. The  proprietor  or  his  helpers  would  throw  the 
-shoes  from  the  Ijenches  over  to  t'.ie  finishing  machine, 
distances  varying  from  ten  to  twentv  feet.  In  one  in- 
stance the  proprietor  was  called  to  wait  on  a  customer 
and  tripped  over  the  pile  that  had  been  thrown  onto 
the  floor.  What  must  the  impression  be  on  the  fastidi- 
ous customer?  Would  it  not  have  the  tendency  of 
sickening  him  of  repair  shops  forever? 

Proprietors  of  repair  shops  complain  of  the  ineffi- 
ciency of  workmen,  but  are  they  any  better  themselves 
when  they  sanction  a  practice  of  this  kind.  Perhaps 
they  think  it  doesn't  harm  the  shoes  and  saves  a  little 
time,  but  what  about  the  customer  who  sees  it?  It 
doesn't  inspire  a  member  of  the  fair  sex  to  bring  in 
that  pair  of  $10  shoes  that  just  needs  a  little  fixing  up — 
a  new  toplift  on  the  heel  or  some  other  little  thing. 

We  are  decidedly  of  the  opinion  that  more  attention 
to  these  details  would  result  in  a  general  betterment  of 
the  business.  This  habit  of  throwing  the  shoes  is  one 
we  have  criticized  before.  It  is  the  viewpoint  we  have 
frequently  heard  expres'sed  by  the  customer ;  it  would, 
therefore,  be  to  the  interests  of  the  repairer  to  pr(jfit  by 
the  suggestion. 


Salesmanship  in  the  Repair  Store 

The  writer  ha])pened  to  be  in  a  rejjair  store  the 
other  day,  and  while  talking  to  the  proprietor  several 
customers  came  in.  The_\'  handed  in  their  parcels  one  by 


You  couldn't  earn  $30  easier  That's  the 
amount  of  the  first  prize  in  our  big  contest  ior 
the  best  article  on  the  subject,  "How  Should  Re- 
tail Shoe  Salesmen  Be  Paid?"  There  are  eight 
other  prizes  to  the  amount  of  $100.  Get  into  the 
game  while  the  "getting"  is  good. 


one,  and  the  repair  man  would  say.  "\\  hat  do  you  want 
done?"  In  two  of  the  cases  the  customers  asked  loi 
half  soles.  This  was  duly  entered  on  the  repair  ticket 
and  the  shoes  set  back  on  the  shelf.  Now,  in  both  of 
these  cases  the  heels  were  badly  run'  o\-er,  but  not  a 
suggestion  was  offered  by  the  repair  man  that  they 
should  be  fixed  up  at  the  same  time-  If  it  had  lieeii 
suggested  there  is  hardly  any  doubt  but  that  the  extra 
work  cotild  have  been  secured-  These  are  just  in- 
stances. There  must  be  dozens  of  little  things  that  re- 
cpiire  doing,  but  the  customer  doesn't  think  about  them. 

Instead  of  saying.  "What  do  you  want  done?"  why 
not  suggest  to  the  customer,  in  a  courteous  wa\',  just 
what  is  needed?  Look  the  job  over  carefully  and  gei 
any  extra  business  there  might  be  in  it.  If  a  casual 
visitor  to  a  repair  shop  can  find  two  cases  where  work 
is  deliberately  overlooked,  surely  there  must  be  hun- 
dreds of  others.  IVIore  salesmanship  is  recpiired  and 
less  order-taking. 


A  prominent  Toronto  shoe  manufacturer  anticipates 
an  increase  of  10  cents  a  foot  for  calf  leather  in  the 
very  near  future. 


"MOGLE"  PATENTED  RAPID  REPAIR  JACK 


This  cut  shows 
nailing  position. 
Dotted  lines  show 
trimming'  and 
sewing  position. 


Turns  at  this 
bearing  for  sewing 
position  or  for  a 
left  handed  man. 


Lever  can  be 
worked  with  the 
foot. 


With  Set  of  53  Lasts 
Every  Last  Guaranteed  to  Fit  Perfectly 

Conceded  by  all  first-class  Shoe  Repairers  to  be  in  a  class  by  itself — 
nothing  equal  to  it  on  the  market.  Send  for  full  descriptive  circular  and 
prices.   Order  from  your  Jobber — If  he  will  not  supply  you,  we  wilL 


THE  ROOT-HEATH  MFG.  CO., 


ft  II  if  if  if  if  if 


Exclusive 
Manufacturers, 


PLYMOUTH,  OHIO,  U.S.A. 


NEW  YORK  OFFICE:  90-92  West  Broadway,  New  York.    D.  N.  WINNER,  Manager. 
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Wildcat  Shot  in  Kitchener 

For  the  second  time  in  recent  years  a  wildcat,  the 
real  forest  variety,  was  shot  in  Breithaupt  Park,  Kit- 
chener, a  few  days  ago.  Fortunately  a  number  of 
children,  playing  in  the  park,  had  been  quite  uncon- 
scious of  the  danger.  The  animal,  outstretched,  mea- 
sured seven  feet  from  tip  to  tip.  About  seven  years 
ago  a  wildcat  was  shot  at  almost  the  same  spot. 
Breithaupt  Park  is  a  beautiful  rendezvous  for  the  citi- 
zens of  Kitchener  in  their  leisure  hours,  which  was 
presented  to  the  city  several  years  ago  by  the  P>rei- 
thaupt  family  in  honor  of  the  founder  of  the  leather 
company  of  that  name,  one  of  the  chief  industries  of 
that  busy  centre. 


Many  Sample  Rooms 

New  Birks  Building,  Montreal,  is  becoming  a  centre 
for  sample  rooms  for  shoe  manufacturers.  Mr.  J.  A. 
Viau,  representing  Dupont  &  Frere,  Maisonneuve,  in 
Montreal  and  eastern  and  nothern  Ontario,  has  re- 
moved to  Room  506  from  191  St.  Catherine  St.  East, 
Montreal.  Mr.  P.  C.  Smith,  the  representative  of  the 
-  John  Ritchie  Company  in  Quebec,  is  located  at  Room 
912,  and  Mr.  M.  Gauthier,  representing  La  Parisienne 
Shoe  Cbmpany,  Maisonneuve,  and  the  Gait  Shoe  Man- 
ufacturing Company,  at  Room  507. 


New  Montreal  Warehouse 

The  C.  E.  McKeen  Company,  Ltd.,  shoe  jobbers, 
have  opened  of¥ices  and  warehouses  at  403  Unity 
Building,  Montreal.  Mr.  C.  E.  McKeen,  with  whom  is 
associated  Mr.  C.  E.  McKeen,  jr.,  was  formerly  a  well- 
known  shoe  manufacturer  in  the  city  of  Quebec,  and 
later  conducted  a  chain  of  shoe  stores  in  British  Col- 
uml)ia  and  the  West-  The  company  is  paying  special 
attention  to  the  Western  trade.  Mr.  McKeen's  exper- 
ience in  the  manufacturing  and  retail  ends  of  the  in- 
dustry— a  combination  rarely  met  with — is  an  asset  of 
iind()u])tcd  \-alue  in  the  conduct  of  a  jobbing  Inisiness. 


Commercial  Preparedness 

The  (|Ucstion  of  commercial  j)re])aredness  was  dealt 
with  ])y  Mr.  (ieorge  A.  Slater  in  his  retiring  address 
as  chairman  of  the  Montreal  branch  of  the  Canadian 
Manufacturers'  Association.  If  they  wished  to  main- 
tain home  markets  for  home  products  against  foreign 
invasion,  Mr.  Slater  said,  prei)aration  must  begin 
now,  before  the  commercial  and  industrial  organiza- 
tions of  Europe,  at  peace,  resumed  fierce  competition 
with  the  compelling  energy  of  economic  necessity. 
One  assured  outcome  of  ])resent  tendencies  would  be 
the  establishment  of  I^mpire  trade  preferences  lead- 
ing to  lCmi)ire  trade  development,  but  Canada's  place 
and  ])orlion  in  the  scheme  would  largely  be  determined 
]>y  the  ])re])aredness  of  her  manufacturers  to  do  their 
part  when  the  time  for  action  came.    The  ])resent  con- 


dition of  prosperity  was  aljnormal,  and  it  would  take 
longer  to  get  to  the  low  level  than  it  had  taken  to 
get  to  the  present  high  level.  Victory  was  only  pos- 
sible through  a  determination  on  the  part  of  everyone 
to  make  the  most  supreme  sacrifice.  Let  every  man, 
every  woman,  every  energy,  every  reserve  in  Canada 
be  thrown  into  the  cause  to  help  make  victory  certain 
and  secure. 


Dainty  Women's  Lines 

Alfred  Lambert,  Inc.,  Montreal,  are  showing  a  very 
extensive  range  of  goods,  a  noticeable  feaure  being 
the  variety  and  daintiness  of  the  women's  high  cut 
bals  for  immediate  delivery.  These  goods  come  in 
either  solid  colors  or  in  combination ;  they  include 
purple,  burgundy,  champagne,  ivory,  canary,  battle- 
ship gray,  and  pearl  gray  kid,  pearl  gray  and  olive 
buck,  and  also  some  styles  in  Havana  brown,  and  tony 
red.  They  constitute  a  very  attractive  set  of  samples. 
The  firm's  travellers  are  now  on  the  road  and  are 
sending  in  some  large  orders. 


Attractive  Issue  of  Foot  Prints 

We  are  just  in  receipt  of  the  May  issue  of  Foot 
Prints,  issued  by  the  Canadian  Consolidated  Rubber 
Company.  This  is  a  particularly  good  issue  and  con- 
tains information  relative  to  the  annual  meeting  of 
shareholders  of  the  company,  the  Dominion  line  of 
automobile  tires.  Dominion  raincoats,  Rinex  soles  and 
the  dififerent  lines  of  Fleet  Foot  outing  shoes. 


Big  Year  for  U.  S.  M.  Company 

The  annual  report  of  the  United  Shoe  Machinery 
Com])any  states  that  at  times  during  the  past  year 
more  than  five  thousand  people  have  been  employed 
in  their  factory  at  Beverley — a  larger  number  than  at 
any  ])revious  time  in  the  history  of  the  company. 


It  is  claimed  by  the  manufacturers  that  gummed 
l>aper  ta]>e  for  tying  parcels  is  three  and  a  half  times 
chcai)cr  than  string  at  the  present  time. 


We  are  in  a  position  to  supply  shoe  retailers, 
who  wish  to  install  a  stock-record  system,  with 
the  necessary  forms  and  loose-leaf  binder.  This 
system  was  picked  from  a  score  of  others  as  being 
best  suited  to  the  requirements  of  a  Toronto  re- 
tailer who  desired  a  simple,  yet  thoroughly  effi- 
cient, method.  It  is  described  elsewhere  in  this 
issue.  There  is  no  charge  for  this  service,  and  the 
forms  will  be  supplied  at  moderate  cost. 


June.  1017 


FOOTWEAR    IN  CANADA 


51 


BLANCO 

The  White  Cleaner 


IT  IS  PRIDE         msikes  a  man 

  or  woman  choose 

"Blanco/'  They  want  their  White 
Shoes  to  be  really  white  so  they  use  a 
never-failer  like  'BLANCO.'  Its  Quality 
never  moves  downwards^  so  it  never 
disappoints.  "Once  a  'BLANCO'  user, 
always  a  'BLANCO'  user." 

If  you  are  proud  ^^^p"*^ 

 '   or  your  store, 

you'll  see  to  it  that  in  White  Cleaners 
its 'BLANCO'— and 'BLANCO' all  the  time. 

CUPPLIES  may  not  go  all 
the  way  round. 
Better  get  your  share  NOW. 
Your  Jobber  has  it. 


''Keeps  white 
shoes  white. 
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Manufactured  by 

Joseph  Pickering  &  Sons,  Ltd.,  Sheffield,  England. 
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Activity  in  the  Leather  Trades 

The  following  report  is  from  the  May  issue  of  the 
Labor  CJazette,  isued  by  the  Oominion  (jovernment, 
and  indicates  actix  ities  in  the  leather,  Ijoots,  shoes,  and 
rubl)er  industries  : 

At  1  ialifax  the  boot  and  shoe  factory  was  busy,  and 
all  available  help  steadily  employed.  Shoe  factories 
and  tanneries  at  St.  John  and  Fredericton  were  active- 
Montreal  reported  manufacturers  of  boots  and  shoes 
not  quite  so  bu.sy,  owin^'  to  the  between-season  quiet, 
retailers  being-  well  supplied.  Greater  activity,  how- 
ever, was  expected  owing  to  better  opportunities  of 
purchasing  upper  and  sole  leather.  Uoot  and  shoe  fac- 
tories at  yuebec,  Sherbrooke,  and  'J'hree  Rivers  were 
active,  and  tanneries  at  Sorel  and  St.  liyacinthe  were 
bu.sy.  At  Toronto,  tanneries,  l^oot  and  shoe  manufac- 
turers and. harness  makers  were  active,  though  one 
leather  manufacturing  company  reported  a  decided  de- 
cline in  the  demand  for  trunks  and  bags,  with  tlie  fall- 


ing off  in  ocean  and  excursion  traffic.  Hamilton  re- 
])orted  actixe  conditions  in  the  leather  grou]),  and  at 
St.  Catharines  the  large  rubber  ccjmpanies  were  busy. 
At  Kitchener,  tanneries  were  active  and  short  of  help; 
boot  and  shoe  factories  were  steadily  employed,  and 
trunk  and  bag  factories  were  very  busy,  with  suitcase 
makers  in  demand;  the  Dcjminion  Tire  Company  and 
the  large  rubber  manufacturing  companies  were  very 
busy,  the  latter  bringiu"-  in  a  number  of  women  em- 
l)loyes  from  Montreal.  St.  Thomas  reported  one  shoe 
company  affected  by  seasonal  quiet,  but  another  fac- 
tory very  bu.sy.  Tanneries  at  \\'oodstock  and  Owen 
Sound  were  busy,  and  other  Ontario  localities  where 
boot  and  shoe  factories  are  located  re])orted  active  con- 
business  fair  and  employment  steady,  and  at  Brandon 
manufacturers  of  trunks  and  harness  were  active.  Cal- 
gary also  re])orted  active  conditions  in  this  group  on 
regular  orders  and  in  seasonal  rejjair  work.  At  Van- 
couver the  boot  and  shoe  factory  was  employing  all  the 
skilled  la1)or  obtainable. 


FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


The  Impervious  Fabric  Company,  Ltd.,  has  been  in  cor- 
porated,  with  a  capital  of  $20,()()();  head  office  at  St.  Theo- 
])hile-(hi-Lac,  Three  Rivers,  P.Q.  The  main  object  is  to 
engage  in  the  business  of  everything,  except  leather,  entering 
into  the  making  of  footwear  for  men.  women,  and  chihlren. 

Mr.  C.  V.  Cartwright,  Meaford,  who  recently  took  over 
the  store  of  S.  A.  Gray  &  Co.,  has  just  issued  a  very  attrac- 
tive five-page  shoe  catalogue,  which  was  distributed  to  1,.500 
prospective  customers.  In  conjunction  with  this  a  full-page 
advertisement  was  inserted  in  the  Meaford  Exipress. 

The  New  Cut-Rate  Shoe  Store.  Calgary,  has  secured  the 
services  of  Mr.  Blackwood,  formerly  with  W.  W.  Cooper  & 
Co..  of  Swift  Current. 

George  Xeelands,  formerly  of  Vancouver,  has  taken  a 
position  with  Murray's.  Ltd..  shoe  retailers,  Calgary. 

Ed.  Foster,  formerly  in  the  slioe  business  in  Edmonton, 
has  moved  to  Vancouver  and  is  now  engaged  in  Johnston's 
Big  Shoe  House. 

A  shoe  repair  shop  has  been  opened  by  Private  Jolm 
Duncan  at  180  Wellington  Street,  Sherbrooke,  Que.  Private 
Duncan  recently  returned  from  active  service  at  the  front. 

Tlie  Shoemakers'  Association  of  St.  Catharines  recently 
decided  to  close  every  Wednesday  at  12  o'clock  during  the 
summer  and  at  .5  o'clock  on  Saturdays. 

Benjamin  C.  Gill,  Pictou.  N.S.,  recently  enlarged  and  im- 
proved his  store. 

koy  E.  Wilson,  late  of  the  firm  of  Cloos  &  Wilson,  shoe 
retailers,  .St.  'I'homas,  Ont..  has  taken  a  position  with  James 
Leslie,  Hamilton.  Mr.  Cloos  is  continuing  the  business  in  .St. 
Thomas. 

11.  1).  Wing,  partner  in  the  I'nited  .Shoe  Dealers,  Parry 
Sound.  Ont.,  has  withdrawn  from  tliat  firm  and  will  conchict 
a  shoe  business  under  his  own  name. 

M.  A.  LeI'lanc.  (i!)  Gottingen  Street.  Halifax,  whose  store 
was  destroyed  l)y  lire  last  h'eljruary,  is  l)ack  again  in  tlie  (dd 
stand,  tile  premises  liasing  l)een  completely  remodelled  and 
renovated. 

Mr.  Lachance,  of  Larliance  &  Tan^uiiy,  slioe  manufac- 
turers, Quebec,  was  a  recent  visitor  to  Montreal,  calling  on 
customers,     lie  reports  that  althr)ugh  conditions  are  not  as 


r)risk  as  they  were,  his  firm  is  receiving  a  fair  number  of 
orders. 

L.  L.  Mason,  Orillia.  Ont.,  has  bought  out  the  Cut-Rate 
Shoe  S'ltore.  Mr.  Mason  was  for  seven  years  with  I'erry  & 
Alport. 

On  another  page  will  be  found  the  announcement  of  the 
removal  from  Xotre  Dame  Street  to  201  Inspector  Street, 
Montreal,  of  the  executive  offices.  Montreal  sales  branch,  and 
raincoat  manufacturing  department  of  the  Canadian  Consoli- 
dated Rubber  Company.  The  "Rubber  Building,"  as  the  new 
offices  are  termed,  is  in  a  very  central  location,  near  the  C.P.R. 
and  G.T.R.  depots,  and  convenient  for  those  in  the  uptown 
and  downtown  districts.  Very  extensive  structural  altera- 
tions have  been  made,  with  a  view  of  centralizing  the  execu- 
tive offices. 

The  McRobbie  Shoe  Company,  Ltd.,  St.  John,  X.B.,  has 
reopened  at  their  former  stand,  which  was  badly  damaged  by 
hre  some  weeks  ago. 

Charles  Wyman,  an  employe  of  Underbill's  shoe  factory, 
Aurora.  Ont..  died  recently. 

Contracts  for  3. 450. 000  pairs  of  United  States  army  shoes 
were  recently  awarded  at  an  average  price  of  $4.8.5  per  pair. 
The  shoes  are  to  be  completed  within  eight  months,  and  the 
work  calls  for  an  expenditure  of  nearly  $17,000,000. 

Mr.  Warren  T.  Fegan.  of  the  Big  88  Shoe  Store,  Toronto, 
is  just  putting  the  finishing  touches  on  his  new  extension  to 
the  rear  of  the  present  store. 

.K  successful  retailer  believes  it  is  a  mistake  to  tell  his 
customers  "These  shoes  will  cost  you  $8."  Instead,  he  says. 
"Madam  these  shoes  are  only  $S." 

M.  Siegal,  shoe  retailer,  Gait,  Ont.,  has  moved  to  new 
premises  at  lid  Main  Street. 

A  retail  nu-rcbants'  association  is  to  be  formed  in  Brant- 
ford.  Ont. 

k.  M.  I'raser  has  removed  from  Xotre  Dame  Street  West 
to  I  St.  Helen  Street,  Montreal.  Mr.  h'raser  represents  the 
r>arry  Tanning  Company,  the  Provincial  Cut  Sole  Company. 
Kitchener,  and  the  iireithaupt  Leather  Company,  Ltd., 
Kitchener  (the  latter  in  association  with  Mr.  John  McEn- 
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"Life-Buoy" 

Rubber-Soled 

Canvas  Footwear 

For  Summer  Wear 


Ample  stocks  in  all  lines  have 


been  provided  in 

advance  to 

meet  the  demand. 

If  you  are  short, 

write  our 

nearest  warehouse. 

We  can 

look  after  you  promptly. 


The  Kaufman  Rubber 

Company,  Limited 

LONDON— 342A  Richmond  St. 

KITCHENER— Factory  and  Head  Office 
TORONTO— 76  York  St. 

OTTAWA— 282  Wellington  St.  E. 

MONTREAL— 310  Craig  St.  West 


Some  of  the  Lines 
in  Strong  Demand 


BETA 


GEM 
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tyre).  The  new  nfVices  are  niueli  more  cnmuHxliDUs  tlian  llie 
former  premises. 

Paul  .Roy,  leather  merchant,  Montreal,  has  heen  on  a  busi- 
ness visit  to  lloston. 

J.  McEntyrc,  Montreal,  representative  for  side  leather  and 
splits  manufactured  l)y  Daoust,  Lalonde  &  Co.,  Montreal,  was 
a  recent  visitor  to  Quebec  City. 

H.  J.  Goyer,  representing  H.  li.  Johnson  &  Co.,  calfskins, 
Toronto,  has  removed  from  314  Lemoine  Street,  Montreal,  to 
larger  offices  at  227  Lemoine  Street. 

Joseph  Cote,  of  J.  ,\.  &  M.  Cote,  St.  Hyacinthe,  recently 
visited  Montreal. 

VVaterl)ury  &  Rising,  Ltd.,  St.  John,  announce  that  they 
have  secured  control  of  the  famous  "lUiddy"'  rubber  bo!)t, 
which  has  the  patented  muscled  leg.  They  will  he  glad  to 
send  prices  to  any  dealer  who  has  not  yet  given  this  ])oot  a 
trial.  They  claim  that  it  is  the  best  rubber  boot  they  base 
ever  seen. 

Owen  Brooks,  special  representative  of  the  L'nited  Shoe 
Machinery  Company  of  Canada,  repair  dejjartment,  has  been 
on  a  visit  to  the  Western  provinces.  He  reports  business  as 
fairly  good. 

Complaints  about  the  Post-Office  Department's  methods 
of  (listril)uting  boots  to  the  mail  carriers  were  made  recently 
by  Secretary  R.  H.  Cox  before  the  Toronto  Mail  Carriers'  As- 
sociation. He  stated  that  the  postmen  were  receiving  a  class 
of  boot  inferior  to  that  which  they  should  get  in  view  of  the 
fact  that  the  government  paid  $5  a  pair  for  them.  Secretary 
Cox  also  said  that  the  boots  were  supplied  by  firms  on  the 
patronage  list,  to  whom  the  men  were  told  to  present  their 
orders  when  they  went  for  new  hoots.  After  much  discussion 
the  association  passed  a  motion  reciuesting  the  government  to 
distribute  the  military  hoot  and  to  abolish  the  present  method 
of  distribution. 

W.  Ashplant,  of  Hubert  Ashplant  &  Sons,  London,  Out., 
has  been  visiting  Montreal. 

Mr.  L.  F.  Jackson,  representing  the  Blachford  Shoe  Manu- 
facturing Company  in  the  Maritime  Provinces,  has  just  re- 
turned from  his  semi-annual  trip,  and  reports  business  quite 
up  to  the  usual  standard. 

G.  W.  Maloney,  of  North  Sydney,  C.B.,  has  returned  from 
New  York,  where  he  underwent  an  operation. 

McDonald  Brothers,  Sydney,  C.B.,  have  built  a  fine  new 
shoe  store. 

C.  E.  Labelle,  treasurer  of  the  Dominion  Rubber  Factory, 
St.  Jerome  P.Q.,  was  married  on  May  39  to  Miss  Jeanne  Be- 
lair. 

The  business  of  Mr.  George  Leclerc,  Pie  IX.  Boulevard, 
Maisonneuve,  manufacturer  of  children's  turn  shoes  and  cacks. 


has  been  acfiuired  by  the  Lillian  Shoe  Company,  recently  in- 
corporated. Additional  machinery  by  the  United  Shoe  Ma- 
chinery Company  of  Canada  is  being  installed.  It  is  intended 
to  (leveloi)  the  trade. 

A.  Park,  formerly  of  the  Calgary  Ijranch  <jf  the  Canadian 
Consfjlidated  Rubber  Company,  has  been  appointed  manager 
of  a  new  sales  branch,  sample  rooms,  and  warehouse  opened 
in  the  Bowman  Block,  Lethbridge,  Alta. 

J.  J.  Kilg<niir,  of  the  Kilgour-Rimer  Company,  Ltd.,  Win- 
nijjeg,  and  George  Wheeler,  fmdings  i)urchasing  agent  for  the 
comi)any,  were  recent  visitors  to  Montreal. 

.\l)out  300  employes  of  the  Getty  &  Scott  shoe  factory, 
(ialt,  went  on  strike  on  May  3!)  their  demands  being  increases 
in  wages  and  a  .'jo-hour  week.  It  is  understood  the  company 
is  willing  to  grant  what  the  employes  request,  but  refuses  to 
deal  with  the  union  or  with  the  men  collectively.  E.  W.  J. 
Odell,  representative  of  the  Boot  and  Shoe  Workers'  Union, 
states  that  he  expects  the  differences  will  be  arranged  within  a 
short  time. 

A  new  shoe  shop,  (jccui)ying  one-quarter  of  the  main  floor, 
has  been  inaugurated  l)y  the  J.  l'\  Cairns  store.  Saskatoon. 
Formerly  the  shoe  departments  were  divided — -women's  and 
children's  on  the  balcony  and  men's  directly  underneath.  In 
the  new  shoe  shop  all  lines  are  conveniently  arranged  to  pro- 
vide the  greatest  shopping  facilities.  Some  handsome  fixtures 
are  used  witli  good  taste,  and  altogether  this  shoe  department 
is  one  of  the  most  attractive  in  the  West. 

The  New  Castle  Leather  Company  is  preparing  to  make  a 
line  of  fine  colored  calf  leather,  in  addition  to  their  established 
lines  of  glazed  kid. 

A  serious  fire  recently  occurred  in  the  factory  of  La 
Duchesse  Shoe  Company,  Montreal.  Damage  to  stock  is  esti- 
mated by  Mr.  B.  Vaillancourt,  the  owner  of  the  company,  at 
$135,000.  The  chief  damage  to  the  building  was  on  the  two 
upper  storeys.    A  contract  has  been  let  for  rebuilding. 

H.  E.  Moles,  of  J.  &  T.  Bell,  Ltd.,  Montreal,  has  been 
elected  a  member  of  the  executive  committee  of  the  Montreal 
I)ranch  of  the  Canadian  Manufacturers'  Association. 

J.  Earl  is  opening  a  shoe  store  at  508  Queen  East,  To- 
ronto. Wile  he  has  not  been  actively  engaged  in  the  foot- 
wear line  during  the  past  several  years,  he  previously  spent 
some  time  in  the  manufacturing  end  and  knows  shoes  thor- 
oughly. Mr.  Earl  is  a  brother-in-law  to  Mr.  J.  H.  McLelland, 
the  well-known  Danforth  Avenue  shoe  retailer. 

"Port  Dalhousie  Inn"  is  the  name  given  to  a  home  erected 
at  Port  Dalhousie,  Ont.,  for  the  girls  of  the  Maple  Leaf  fac- 
tory of  the  Canadian  Consolidated  Rubber  Company.  Ac- 
commodation for  sixty  girls  is  provided,  the  facilities  includ- 
ing reading  rooms,  gymnasium,  etc. 


THE  NEW 
UNIQUE  TRADE 
MARK  OF  THE 
COBOURG  FELT 
CO.,  COHOURr.. 
ONT.    TTIE  "K" 
IN  KIMMEI.  HAS 
FOR  MANY 
YEARS  HEEN 
SYNONYMOUS 
WITH  QUAI.I'l ■^■ 
IN  THE  FEI/r 
SHOE  BUSINESS 
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BOSTON    NEW  YORK    CHICAGO 

WINSLOW  BROS.  &  SMITH  CO. 

ESTABLISHED  IN  1776 

Tanners  and  Manufacturers 

SHEEPSKINS  and  CABREHA 

Also  Woolskins  in  Bark  and  Alum  Tannages 
NORWOOD      -      MASS.      -      U.  S.  A. 


BOTTOM  POLISH 


Quebracho,  Hematine,    Fustic  and  Hypernic 

(Paste  or  Crystals) 

Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 

ANILINE  DYES--Leather  Colors  a  Specialty 

Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 

T.  D.  WARDLAW      -      23  Scott  Street,  TORONTO 
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Big  Stock  of  Laces 

We  can  supply  you  with  any  quantity  of  the  newest  in 
Laces  of  all  kinds.  Now  in  stock — ready  to  ship.  Mer- 
cerized Round  Laces,  in  Black,  Whites  and  Colors  ;  all 
lengths.     Write  for  samples  and  prices. 


Brushes 

We  stock  Patent  Brushes 
for  all  shoe  purposes. 
Made  by  Essex  Brush  Co. 
These  brushes  are  always 
reliable  and  economical. 


Thread 

Large  stock  always  on 
hand.  Made  by  the  Globe 
Thread  Co.,  Fall  River. 
None  better.  Write  for 
samples  and  prices. 


Cement 

We  handle  Ideal  Backing 
Machine,  Apex  Backing 
Cement,  Premier  Backing 
Cement.  All  well-known 
and  extensively  used. 


A.  G.  MOONEY  CO. 


220  Lemoine  Street 


MONTREAL,  QUE. 


FIBRE  COUNTERS 


-First 


are  BUILT  on  the  same  Plan  as  the  HUMAN  BODY- 
emphasizing  a  Strong  Spine  to  Build  upon. 

All  the  knowledge  and  experience  resulting  from  a  half  century  in 
the  Building  of  a  FOUNDATION  of  a  Shoe  has  enabled  us  to 
offer  Shoe  Manufacturers  the  Best  Backbone  yet  produced — 
COLUMBIA  FIBRE  COUNTERS. 

We'll  Back  up  our  claims — if  ever  called  upon  to  do  so. 

Columbia  Counters  are  scientifically  Moulded,  Most  Economical 
to  use  and  give  longer  service  than  necessary. 

COLUMBIA  FIBRE  COUNTERS  have  no  superior. 

Canadian  Columbia  Counter  Company 

348  Delorimier  Avenue  ....  MONTREAL,  QUE. 

Columbia  Counter  Company,  Boston,  Mass.,  U.S.A. 
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Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  in  Black  and  Tan. 

Shoe  Felts^  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

IV rite  for  Samples   and  Prices 


137  McGill  Street, 
MONTREAL 


Improved 

BUZZ  ELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 


[lllllililliilllllililg      Size  of 
pulley 
5  inches 


i^^fli  This  machine 
ll^W'  is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 


96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


Cote  shoes  sell 

every  day  of  the  year 


For  Men,  Boys,  Youths^ 
Womeny  Misses,  Children 

'y^HE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 


St.  Hyacinthe 


Quebec 


Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 
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^^Footwear"  Prize  Contest 

Closes  July  5,  1917 

How  Should  Retail  Shoe 
Salesmen  be  Paid  ? 

The  method  of  computing-  the  salaries  of  shoe  clerks  is  not  only  a  live  question,  but  it  is  an  import- 
ant one.  There  is  much  discussion  about  it,  and  much  difference  of  opinion.  Shoe  Merchants  and  Shoe 
Clerks  alike  are  giving-  the  subject  serious  thougiit.  The  publishers  of  this  journal  desire  to  encourage 
the  development  of  a  plan  which  will  be  fair  to  all,  and  at  the  same  time  furnish  an  equitable  basis  for 
remuneration  according  to  sales  ability.  Prizes  to  the  amount  of  $100  will  be  given  for  the  best  contri- 
butions on  the  subject.    The  various  plans  include: 

Salary  only. 

Salary  with  commission  on  all  sales. 

Salary  with  commission  above  certain  amount. 

Commission  only — uniform. 

Commission  only — sliding  scale 

The  above  are  only  suggestions,  and  the  Contestant  may  submit  any  plan  he  favors.  It  is  essential 
that  he  state  his  ideas  clearly,  and  give  his  reasons  why  he  considers  his  plan  the  best,  as  the  judges  will 
be  influenced  in  their  decision  largely  by  the  arguments  showing  wherein  the  method  possesses  advan- 
tages over  other  methods. 

Terms  of  the  Contest 


All  Shoe  Merchants,  Shoe  Salesmen,  and  Shoe  Tra- 
velling Salesmen  who  are  subscribers  to  "Footwear  in 
Canada"  are  eligible  to  enter  the  contest.  Any  person 
not  a  subscriber  may  qualify  by  sending  in  his  subscrip- 
tion before  the  closing-  date.  The  Contestant  must,  if 
required,  give  satisfactory  evidence  that  he  is  actively 
connected  with  the  shoe  business. 

The  Essay  must  be  plainly  written,  and  must  not 
comprise  more  than  .'500  words.  The  Contestant's 
knowledge  or  use  of  the  English  language  will  not  be 
an  important  factor  in  making  the  award. 


No  Contestant  may  enter  more  than  one  Essay. 

Each  Contestant  must  give  his  name  and  address  on 
a  separate  sheet,  and  it  must  not  appear  on  the  Essay. 

The  Contest  will  close  Thursday,  July  5.  No  Essay 
received  after  that  date  will  be  considered.  All  Essays 
must  be  addressed  to  the  Editor  of  "Footwear  in  Can- 
ada," 347  Adelaide  Street  West,  Toronto. 

The  judges  in  the  Contest  will  be  two  well-known 
retail  shoe  merchants  and  a  shoe  manufacturer,  whose 
names  will  be  published  when  the  awards  are  made. 


One  Hundred  Dollars  in  Prizes 

Ist  Prize,  $30.00  2nd  Prize,  $20.00  3rd  Prize,  $15.00 

4th  Prize,  $10.00  Five  Prizes,  each  $5.00 

Nine  chances  to  win  a  prize.    ]5esides,  you  will  be  benefited  by  the  study  you  give  to  the  question. 
DECIDE  AT  ONCE  TO  ENTER  THE  CONTEST. 


Footwear  in  Canada 

347  Adelaide  Street  West  -  -  -  Toronto,  Ont. 
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The  United  States  Hotel   and  Lincoln  Streets 

BOSTON,  MASS.,  U.  S.  A. 

Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^trid:,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 

TILLY  HAYNES,  Proprietor  JAS.  G.  HIGKEY,  Manager 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 


This  SHOE  is  built  to  afford  a  sur- 
prising measure  of  service  and  comfort, 
and  invariably  does  so.  Naturally,  a 
product  so  superior  commands  a  some- 
what higher  price,  but  subsequent 
savings  make  this  slightly  larger  invest- 
ment an  economy  as  well  as  a  preference. 


The  Ritz  Carlton 


EAST  WEYMOUTH,  MASSACHUSETTS,  U.S.A. 


Steel  Dies  That  Hold  Their  Keen  Edge 


It  is  remarkable  the  difference  in  quality  of  many 
makes  of  Steel  Dies  for  cutting  Leather,  Paper,  Rubber, 
Fibre,  Cloth,  etc.  Dominion  Dies  have  that  admirable 
quality  of  holding  a  keen  edge  longer  than  any  other 
make.    Write  for  prices,  information,  etc. 

Dominion  Die  Co. 

MONTREAL 


Made  in 
Canada 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TR^DE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pe£(gin£[ 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Lisole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada^  Limited 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 
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2450  j  2450  12450 

ID  WELLS  ^ 

///  VISIBLE 
7  MATE  MARKS 

i  FOR. 

ISMOES  AND  CARTON 

They  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  the  bot- 
tom of  a  pair  of 
shoes  as  tlie  size  and 
■width   on   the  carton. 

Vou  can  liandle 
five  pairs  of  shoes 
witli  numbers  on  to 
one  without.  Once 
used   you   would  not 


CUS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 

be  witliout  tlieni  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
'I'hey  are  put  up  in  book  form  like  postage  stamps  (and  the 


always  balance. 
COLOR 
White  on  Black    White  on  Blue 
White  on  Tan       White  on  Red 
White  on  Green 


No  mis-mates). 

PRICES 
2,500  in  Triplicate  -  -  -  $3.00 
5.000  in  Triplicate  -  -  -  4.50 
10.000  in  Triplicate  -  -  -  6.50 


The  cost  is  a  trifle— 10,(100  in  triplicate  .$0.50  (20  pairs  for  one  cent). 
Why  "stall"  around  in  the  dark.  With  my  numbering  on,  it's  like 
having  an  electric  sign  on  the  end  of  every  carton  in  the  store. 


Adelard  Guay  Eutrope  Guay 

MANUFACTURERS  OF 

Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  MONTREAL,  QUE. 


You'll  Want 

WHITE  BOOT  LACES 

Better  Order  Early 

I  have  stock  now.   These  laces  will  be  hard 
to  get  later  on. 

I  carry  in  stock  the  qualities  needed  both  by  the 
findings  trade  and  for  factory  use, 

I  also  have  both 
ROUND  and  SQUARE  CUT  LEATHER  LACES 
PORPOISE  LACES,  BLACK  and  TAN 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


New  Castle  Kid 

Glazed  and  Mat 

It  is  a  standard  article — "New  Castle 
Kid" — of  uniform  high  quaUty,  and  absolutely 
reliable. 

Samples  will  be  supplied  on  request  for 
glazed  or  mat,  black  or  colors. 

We  can  supply  you  promptly. 

Write  or  wire  for  samples. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:— 335  Craig  St.  W.,  Montreal 
Factory:— Wilmington,  Del.,  U.S.A. 


JAS.  CLELAND,  REGD., 


Largest  Die  Manufacturer 
in  Canada 


Steel  Dies 

Our  Steel  Dies  for  cutting  Leather,  Rubber, 
Cloth,  Paper,  etc.,  have  superior  features  that 
should  interest  you.  Made  of  steel  that  holds 
a  keen  edge.  We  manufacture  the  only  "Safety- 
First"  Steel  Dies  made  in  this  country.  No 
chance  for  the  press  to  jam  the  hands.  Fin- 
gers fit  into  forms  and  do  not  slip. 

Write  for  prices,  etc. 

16  St.  George  St.,  MONTREAL 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aero-Peds  Mfg.  Co  

Aircl  &  Son   22 

Ames-Holden-McCrcady   10 

Armstrong,  VV.  D   OiJ 

Beckwith  Box  Toe  Company   15 

Boston   Blacking  Company    H 

Breithaupt  Leather  Company   63 

Brodie  &  Harvie   6:i 

Browning  Company,  C.  A   SO 

Brown  Slioe  Company   23 

Canadian  Arrowsmith  Mfg.  Co   22 

Canadian  Consolidated  Rubber  Co.  :j-24 

Champion  Shoe  Machinery  Co.   . .  .  60 

Clapp  &  Son,  Edwin   59 

Cleland,  Regd.,  James   61 

Cobourg  Felt  Company   54 

Canadian  Columbia  Counter  Co.  .  .  .  56 

Commercial   64 

Cote,  J.  A.  &  M   57 

Uaoust-Lalonde  &  Company   IS 

Dominion  Die  Company   59 

Doyle,  Thos.  C.  (Regd.)    17 

Duclos  &  Payan   64 

Dunlop  Tire  &  Rubber  Goods  Co...  5 

Dupont  &  Frere  


Fortuna  Machine  Company  .  .  . 

Gagnon,  Lacliapelle  &  Heluil 
Guay,  Eugene   


67 


20 


Hamilton  Brown  Shoe  Co   14 

Hautliaway  &  Sons,  C.  L   55 

Hinde  &  Daucli  Paper  Co   67 

Humljcrstone  Shoe  Company   64 

Independent    Rubber   Company    ...  I'J 

International  Sujjply  Co  

Kaufman  Rubber  Co   5;i 

KiefTer  Bros   57 

La  Duchesse  Shoe  Company   c:i 

Landis  Machine  Company   07 

McMartin,  E.  VV   61 

Miner  Rubljer  Company   21 

Mooney  Company,  A.  G   50 

Muir,  James   6'J 

Narrow  Faljric  Company   04 

National  Cash  Register  Co   16 

New  Castle  Leather  Company   ....  61 

Nugget  Polish  Company  


Odell,  L.  S   07 

Oscar  Onken  Company   63 

Panther  Ruliber  Company  Cover 

Pickering  &  Co.,  Joseph   51 

Regal  Shoe  Company   1 

Robinson,  Jas  6-7 

Root-Heath  Mfg.  Company    49 

Scholl  Mfg.  Company   11 

Sisman  Shoe  Company   

.Slater  Shoe  Company  

Spaulding  &  Sons,  J   9 


Tel)l)Utt  Shoe  &  Leather  Co. 
Toledo  Button  Machine  Co. 
Trudcau  Company,  G.  J.  ... 


4 
70 
12 


United    Shoe    Machinery    Co.,  Ltd. 

  60-65-68 

United  States  Hotel,  Boston   59 

Wardlaw,  T.  D   55 

Wells.  Gus  V   61 

Winslow  Bros.  &  Smith   55 

W  oodward  &  Sons,  F.  E   13 


FOUNDED  1857 


Breithaupt  Organization 

in  Manufacturing  and  Selling  ^  i.^ 


insures 


Best  Sole  Leather  Value  aS' i 


fRADE  MAfli;"'"*, 


available  to  all 

Shoe  Manufacturers 
Sole  Leather  Jobbers 

and 

Boot  and  Shoe  Makers 


OAK 


"Sole  Leather  for  All  Requirements' 

I^TcTIeNE         The  Breithaupt  Leather  Co. 


Head  Office 


OAK 

B  .  L  .  Co  .  LT  D.  HEMLOCK, 


Kitchener,  Canada 

Tanneries  at 

Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 

UNION  and  OAK  TANNAGES 


Tune,  1917  FOOTWEAR    IN  CANADA 


V.D.tVR-MSTROMG' 

ENGRAVERoF  FINE  STEEL  STAMPS &DIES 
230,c,^V<ES;^MONTREAL.PHo/^.  675 

CR^^^C>^^^   Q  QUE,  t)   C%>^^  ^AIN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&ADO  AN  ARTISTIC  FINISHTO  VOUR  SHOES'^ 
•  WHICH  WILL  INCREASE  YOUR  SALES 


BRODIE'S 

Patent  Flour  Paste 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

Brodie's  Paste  is  the  high  grade 
product  used  in  most  expensive 
footwear.  But  it  is  just  as  good 
for  heavy  work  boots  and  will  be 
more  economical  than  anything 
you  could  use.  Further ;  this 
paste  spreads  evenly  at  all  times. 
It  is  perfumed  and  never  dries  out 
or  releases  hold.  Shipped  in 
kegs,  half  barrels  and  barrels. 

Try  a  sample  keg. 

BRODIE  &  HARVIE 


14  Bleury  St. 


Limited 


MONTREAL 


BOOKS  FOR  SALE 

Store  Management,  an  illustrated  book  of 
252  pages,  by  Frank  Farrington,  price 
50  cents. 

Advertising  by  Motion  Pictures,  by  Ernest 
A.  Dench.  Just  published— 255  pages. 
Price  $1.00. 

Footwear  in  Canada ''\^o'rStI*^ 


37  Years  Making  Display  Fixtures. 


YOU  t?sr 

For  This  Catalog 


NO  MATTER  WHAT  BUSINESS 
YOU  ARE  IN 

We  make  a  set  of  Window  Display  Fixtures,  that  has  been  specially 
designed  to  suit  your  line  of  goods,  with  which  you  can  trim  vour 

windows  most  beautifully.     We  have  over  500U0  of  these  sets  in  daily 

They  are  certainly  a  big  help  to  the  man  who  has  to  trim  the 
windows,  especially  if  quick  changes  are  desired.  You  can  make 
Hundreds  of  standard  fixtures  without  the  aid  of  a  tool 

Which 
Catalog 
Do  You 
Want  ? 

Here  are  some  of 
the  different  Sho  w 
Window  Sets  w  e 
make. 


MAKEkYoURSHOwWiNDOWS 


Pay  Your 
Rent 


Shoes   Windows 

for  Clothing  ....Windows 
for  Furnishings  Windows 
for  Dry  Goods  Windows 
for  General  Store  Windows 

Let  us  know  your  business. 
'II    send    right  catalog. 

an  order  through  Jobber. 


The  Oscar  Onken  o.  4thst.  Cincinnati,  O.,  U.S.A. 

stock  carried  in  Hamilton,  Ont.,  England  and  Australia 


Women's,  Misses'  and  Child- 
ren's Shoes  for 

JOBBERS 

Our  footwear 
lines  will  interest 
you  as  one  of  the 
best  business  pro- 
positions to  be 
had  today.  "  La 
Duchesse"  Shoes 
are  made  in  Mc- 
Kays for  Women. 
Misses  and  Chil- 
dren; Turn  slip- 
pers for  men  and 
women,  a  n  d  a 
mimlier  of  Nov- 
elties   for  ladies. 

Samples  ready 
soon. 

Write  for  the 
latest  information. 

"La  Duchesse"  Shoe  Co. 

Registered 

MONTREAL 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 
Single  paired  for  \he  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustles?, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading,  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co, 

HUMBERSTONE,  ONT. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  slioes 
— tliere  are  no  exceptions.  No  exclusive  slioe  paper  can  interest  this 
trade,  because  tlie  General  Merchant  is  not  an  exclusive  shoe  dealer. 


r«<rwuiay  riNANaAL.UMHutaAL  & 

OJIUAl  TtAOt  lawsrAPtJU^tfO*  OUAJ 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Fibre 
Counters 


Upper  and 
Sole  Leather 


Our  Standard  Fibre  Board  Counters  with- 
stand the  hard  wear  of  work  shoes  and 
make  an  excellent  job  in  the  finest  light 
shoe.  They  are  less  expensive  than 
Leather  and  wear  longer.  They  hold 
their  shape  perfectly.     Write  for  samples. 


Write  us  if  you  are  not  satisfied  with  your 
leather  deliveries  or  stock.  We  are  in  a 
good  position  to  give  your  orders  prompt 
attention  and  our  selection  of  both  Upper 
and  Sole  Leather  is  the  very  best.  Write 
for  information  regarding  your  require- 
ments. 


DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE,  P.Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto, 
Ontario  Selling  Agent 


Sales  Offices  and  Warehouses: 
224  Lemoine  St.,  MONTREAL 

Richard  Freres,  Quebec, 

Selling  Agents  for  Quebec  City 


Tune,  1917 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 
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CHAMPION 

Shoe,  Harness 


an< 


Double  Tread 
Tire  Machinery 

Over  20,000  Champion  Machines  of  various 
types  in  use.  THAT  MEANS  MERIT  AND 
QUALITY. 

Three  new  model  Stitchers  have  iust  been  added 
New  Peerless  Straight  Needle  and      ^°  ^^e  Champion  Line,  making  seven  distinct  type 


Awl  Shoe  Stitcher 


Stitchers — Forty  Repair  Outfits — Two  Models  Power 
Nailers  and  Twelve  Models  Finishers. 


Champion 
Machines 
are  not 
sold  on  a 
Royalty 
Basis 


Ideal   Model   Curved    Needle   and  Awl 
Shoe  Stitcher 


Champion 
Machines 
are  Sold 
for  Cash 
or  on 
Time 
Payments 


Double  Tread  Tire  Stitcher 


Mechanical  construction  and  working  efficiency 
distinguish  Champion  Machines  above  all  others 

Fill  out,  sign  and  send  us  attached 
coupon  for  our  new  No.  27  Catalog.  It 
tells  you  all  about  Champion  Machines 

Champion  Shoe  Machinery  Co. 

3723-3741  Forest  Park  Boulevard 

St.  Louis,  Missouri 


CHAMPION  SHOE  MACHINERY  CO. 
ST.  LOUIS,  MO. 

Please  ^ive  particulars  on  


Name  — 
Address . 


BRANCH   OFFICES  : 
Boston,  Mass. — 235  Congress  St. 
San  Francisco,  Cal. — 61  McAllister  St. 
New  York,  N.Y. — 407  Broadway 


Standard  Straight  Needle  and  Awl 
Shoe  Stitcher 


Universal  Model  Curved  Needle  and 
Awl  Shoe  Stitcher 


Combination   Harness  and  Shoe 
Stitcher 


FOOTWKAR  IN  CANADA 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

witliout  lireaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

(). — They     have  "  strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

speci  fications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


^ortuna 

Sk  ivinff  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  e.Ktensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.     Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  1515  N.  25th  St.,  St.  Louis,  U.S.A. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

_______         If  there  is  anything   

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 

122  Adelaide  St.  W.  179  King  St.  W.  28  Demers  Street 

Toronto  Kitchener  Quebec 
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One  thing  you  can  al- 
ways rely  on  in  Muir- 
Made  Footwear  is 

Selling  Power 

Selling  power  depends  on  Style  to  a 
great  extent — on  reputation — on  apparent 
quality  and  on  price.  No  one  shoe  is 
absolutely  best  for  every  man  or  woman, 
but  you'll  find  our  footwear  will  be  con- 
sidered best  by  a  sufficient  number  of 
your  customers  to  make  a  very  profitable 
business.  We  give  you  ''Selling  Power" 
in  Muir  Made  Shoes. 


The  James  Muir  Co. 

MONTREAL 
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When  you  buy  a  Toledo 
machine  you  have  perma- 
nently settled  the  button 
fastening  part  of  your  busi- 
ness. Wire  prices  guaran- 
teed against  advance. 


$ 
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IN  CANADA 


THE  TOLEDO 
BUTTON  MACHINE 

Absolutely  guaranteed.  Re- 
pairs free  for  one  year.  A 
modern  service  and  mainte- 
nance system.  Toledo  Rust- 
Proof  White  Wire  for  12,000 
operations  free.  15  days'  trial. 


ORDER  ONE 


The  Toledo  Button  Machine  Co. 


3448  Summit  St.,  Toledo,  O. 


For  Sale  in  Canada  and  Guaranteed  by 
Canadian  Shoe  Findings  Novelty  Co.       -  Toronto 

Adams  Bros.  Harness  Mfg.  Co.,  Ltd.        -  Winnipeg 

Great  West  Saddlery  Co.,  Ltd.     -  -  Calgary 

B.  C.  Leather  &  Findings  Co.,  Ltd.  -  Vancouver 


Toronto,  July,  1917 
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"BRITON" 


a  Regal 
Winner 


In  stock — ready — you  need  it 


This  "Briton"  Oxford  in  Mahogany  Russia,  NeoHn 
sole,  is  a  smart,  classy  shoe  that  is  leaping  into  de- 
layed-season  prominence  NOW.  Made  by  specialists  in 
Men's  Shoes,  so  it's  Right.   Send  us  your  order  today. 

REGAL  SHOE  CO.,  LIMITED 

472  Bathurst  Street  -  TORONTO,  CANADA 
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Panther  Rubber  Products 


Panther  Fibre  Soling  is  the  present  day  ideal  wearing  material 
that  combines  comfort,  good  appearance,  low  cost  and  long  life.  When 
made  up  with  your  stock  models,  Panther  Soles  look  like  leather,  in 
Black,  White  and  Tan.  The  soles  can  be  stitched  same  as  leather 
and  they  hold  indefinitely.  They  are  light  in  weight  and  long  in  dur- 
ability. Waterproof  and  crackproof.  Your  customers  favor  them 
because  they  wear. 

"Sure  Step"  Rubber  Heels  have  been  on  the  market  long  enough 
to  need  no  recommendation.  They  are  nationally  known  and  their 
merit  is  universally  acknowledged. 


—  Write  for  details — 

Panther  Rubber  Co.  Limited 

SHERBROOKE       -  QUEBEC 


July.  1917 
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RINEX  SOLES 

"RINEX" SOLES  are  better  than  leather- 
They  look  as  well,  are  more  comfortable  and 
wear  decidedly  longer. 

Sole  leather,  at  its  best,  cannot  compete  or 
compare  with  "Rinex"  as  a  sole  material,  be- 
cause ''Rinex"  is  a  sole  manufactured  ex- 
sly  for  use  as  shoe  soles. 

"RINEX"  Soles  are  made  in 
black,  tan  and  white.  All 
genuine  "Rinex"  soles  have 
"Rinex  Sole"  stamped  in  the 
shank. 

;  your  shoe  manufacturer  to  use 
'JEX"  soles  on  your  shoe  order.  Our 
St  branch  will  give  further  informa- 
Dn  request. 

Canadian   Consolidated  Rubber  Co. 

Limited 

Head  Office       -  Montreal 
28  **Service'*  Branches  throughout  Canada 
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The  House 
that  never 
fails  to 
deliver 

"The  Goods" 


Our  greatest  asset  for  many 
years  past  has  been  the  repu- 
tation for  "delivering  the 
g-oods."  Not  only  up-to-date 
footwear  but  shipments  on 
time.  When  it  has  been  necessary  we  worked  night 
and  day  to  look  after  your  orders  properly.  We 
could  have  handled  this  business  in  the  regular  way 
with  but  a  few  days'  delay  perhaps  but  customers 
satisfaction  is  paramount  with  the  house  of  James 
Robinson.  Likely  you  have  heard  this  from  some 
retail  shoe  man  who  sells  Bostonian  shoes  or  In 
dependent  Rubbers.  Anyway  its  worth  remember- 
ing if  you  are  dissatisfied  with  your  present  relations. 


James  Robinson 

Montreal 
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Speed  King  Tennis 
Shoes  will  do  a  big 
season's  business 


speed  King  Tennis  Shoes  for  this  season  are 
made  in  all  the  popular  high  cuts  and  pumps. 
Our  stock  of  all  sizes  and  lines  is  still  complete 
and  our  confidence  in  the  tremendous  possibil- 
ities of  this  business  is  doubly  assured  since  the 
season  opened.  We  have  worked  our  rubber 
department  continuously  for  the  past  few  weeks 
and  can  promise  you  deliveries  in  any  quantities 
right  when  you  want  them.  If  you  know  the 
House  of  James  Robinson  you  will  know  that 
a  promise  means  accurate  fulfillment  every  time. 


Send  in  your  orders  at  once  and 
get  busy   with   "Speed  King." 


James  Robinson 

Montreal 
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Orloff  Colt 

IN  glazed  or  dull  finish  is  the  most  service- 
able light  leather  ever  produced.  It  is 
specially  processed  to  give  it  all  the  character- 
istics of  the  finest  kid. 


Samples  upon  application. 


The  Robson  Leather 

Company,  Limited 

Montreal  OSHAWA  Quebec 

Que.  Que. 
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We  have  them  when  wanted 

White  Goods 


Send  Your  Orders  while 
they  are    in  demand 


Thompson  Shoe  Co.,  Limited 

36  Genevieve  St.   -  MONTREAL 
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Headliners  for  Men  and  Women 


METROPOLITAN 

Men's  Welts,  Women's  McKays. 

PARIS  PATRICIA 

Men's  Welts,  Women's  McKays.  Women's  Welts  and  Turns. 

Undoubtedly  the  trend  of  shoedom  has  been  to- 
ward higher  prices.  Every  shoe  we  produce  is  easily 
worth  the  price  asked.  According  to  many  standards 
our  footwear  would  be  worth  even  more.  Our  leathers 
are  especially  fine  and  represent  the  best  selections  as 
produced  in  our  own  tanneries.  Write  for  latest  details. 

Daoust,  Lalonde  &  Co.,  Limited 

Montreal,  Que. 

Branch—Metropolitan  Shoe  Co.,  91  St.  Paul  St.  East 
Montreal,  Que. 


i 
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j  In  Stock— Read  the  List  j 

I  No.  08  Tobacco  Brown  Calf  Bal.,  Neolin  Sole,  Wingfoot  Heel,  recede$  5.25  | 


White  Sole  and  Heel  add  25c  extra. 

No.  37  Pat.  Colt  Bal.,  Glove  Calf  Top,  recede       _       .       _       -  5.25 

"  45  Kidduck  Cushion  Slip  Sole  Tip   5.25 

"    7 1  Gun  Metal  No.  I  Calf  Bal.,  Single  Sole,  recede  -        -  4.50 

"    74  Hav.  Brown  Calf  Bal.,  Wing  Tip,  special  -        -        -  4.25 

Novelty  Styles  in  Oxfords 

No.  49  Mahogany  Calf— Tip,  Rubberhide,  Medium  Recede  Toe  -  $4.25 

"    54  Hav.  Brown  Sport,  Wing  Tip,  Rubberhide,  medium  recede  -  4.25 

"    56  Black  Gun  Metal  Calf,  Neolin,  medium  recede      -        .  -  4.45 

"    57  Mahogany  No.  1  Calf,  Cord  Tip,  Leather  Sole,  recede  -  3.65 


I  Samples  sent  at  a  momenVs  notice,  | 

I  The  Midland  Shoe  Company  | 

I  Kingston,  Ont.  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Main  Office  and  Factory 
37  Foundry  St.  S. 
Kitchener,  Ontario 


International  Supply  Co. 

Manufacturers,     Jobbers,  Importers 

Shoe  Machinery  and 
Shoe  Factory  Supplies 


Eastern  Branch 
401   Coristine  Building 
Montreal 


YOUR  ATTENTION 

Is  called  to    the  list  of  houses  we  represent.    Every  one  is  the  leader  in  its  line.    There  are  no 
"seconds."    Most  of  these  houses  and  their  goods,  are  known  to  you.     The  fact  that 
we  hold  such  agencies  indicates  that  our  business  methods  are  RIGHT. 

Consider  these  facts  as  you  read  the  list,  then  ask  for  samples  and  prices  on  items 

in  which  you  are  interested. 


AMERICAN  LACING  HOOK  CO.,  Waltham,  Mass. 
Lacing  Hooks  and  Hook  Setting  Machines. 


ARMOUR  SAND  PAPER  WORKS,  Chicago,  111. 
Crystolon  Paper  and  Cloth  for  Buffing  and 
Scouring. 


MARKEM  MACHINE  CO.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Com- 
pounds, Inks,  etc. 


BOSTON  LEATHER  STAIN  CO.,  Boston,  Mass. 
Inks,  Stains,  Waxes,  etc.,  the  Famous  Cyclone 
Bleach. 

THE  CEROXYLON  CO.,  Boston,  Mass. 
Ceroxylon,  the  Perfect  Liquid  Wax. 

THE  LOUIS  G.  FREEMAN  CO.,  Cincinnati,  O. 
Shoe  Machinery. 


M.  H.  MERRIAM  &  CO.,  Boston,  Mass. 
Binding,  Staying,  etc. 

PURITAN  MANUFACTURING  CO.,  Boston,  Mass. 
Wax  Thread  Sewing  Machines. 
Poole  Process  for  Goodyear  Insoles. 

THE  S.  M.  SUPPLIES  CO., 

Factory  Supplies,  Needles,  etc. 


HAZEN,  BROWN  CO.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum  Rubber  Cement. 

KENWORTHY  BROS.  CO.,  Boston,  Mass. 
Felt  of  All  Kinds. 


J.  SPAULDING  &  SONS  CO.,  N.  Rochester,  N.H. 
Guaranteed  Fibre  Counters,  Fibre  Innersoling. 

UNITED  STAY  CO.,  Cambridge,  Mass. 

Leather  and  Imitation  Leather  Facing,  Welting,  etc. 


Many  of  these  lines  are  carried  in  stock  both  at  Kitchener  and  Montreal. 
In  addition  we  have  attractive  propositions  on 


Round  Belting 

Cheese  Cloth  and  Silkoline 


QUALITY  GOODS 
PROMPT  SERVICE 


Counter  Pockets 
Pump  Bows 
Trimmings 


Sponges 

Cotton  Thread  for  Puritans 


RIGHT  PRICES 
HONEST  DEALINGS 


"WHEN  YOU  GET  A  GOOD  THING,  REMEMBER  WHERE  YOU  GOT  IT." 
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Healthy  shoes    Quality  shoes 

Shoes  of  Style 


Tebbutt  Shoes  appeal  to  the  sensible  people 
who  believe  in  sane  ideas  about  dress.  They 
want  health  first  and  style  too,  if  possible. 
You  would  be  surprised  at  the  number  of  Can- 
adians who  already  approve  of  Tebbutt  Shoes, 
They  approve  the  Tebbutt  idea  because  it  is 
sane  and  means  foot  comfort  and  honest  wear- 
ing value.    Our  latest  styles  are  very  pleasing. 

Stocked  by  Jobbers  throughout 
Canada 


Tebbutt  Shoe  &  Leather  Company 


Limited 


THREE  RIVERS, 


QUEBEC 
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HOLDEN 
McCREADY 

■  LIIVIITED  
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AERO-PEDS 

Make  the  Sidewalk 

Like  a  Persian  Rug 

That  is  just  the  effect  of  walking  when  you 
have  Aero-Peds  in  your  shoes — you  get  the 
soft  resihency  of  a  Persian  Rug. 

Aero-Peds  also  create  a  circulation  of  air  in 
your  shoes,  keeping  them  ventilated. 

Order  a  supply  of  Aero-Peds,  display  them 
and  recommend  them,  and  you  will  find  profit- 
able business  will  result. 

Samples  and  Prices 

$2.00  per  dozen  Men's  and  Women's^  three  sizes  in  each 
to  retail  at  25  cents  a  pair 


Aero-Peds  Manufacturing  Company 

30  Adelaide  St.  E.  -  -  TORONTO 
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Safe—  T— First 

Tetrault 

You're  always  ^'Safe"  when  you 
rely  on  Tetrault. 

When  there  is  a  new  idea  in 
shoedom,  and  it  is  a  good  idea, 
Tetrault  has  it  first. 


TETRAULT 

SHOE  MANUFACTURING  CO. 

MONTREAL 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada- 
Bar  None 

European  Office  and  Warehouse: 

9  Rue  de  Marseilles,  PARIS,  FRANCE 


July,  1917 
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From  the  Highest  Grade 
Dress  Shoe  to  the  Low- 
est Grade  Work  Shoe 


PAOLDIPfG 


iiiiii 


Gives  the  Same  High  Degree  of  Satisfaction 

MADE  BY  THE  SAME  SPAULDING  THAT  MANUFAC- 
TURES SPAULDING'S  GUARANTEED  FIBRE  COUNTERS 


J.  Spaulding  &  Sons  Co. 


Miia  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 

PHILADELPHIA  CINCINNATI 
John   G.   Traver   &    Co..  Taylor-Poole  Co., 

329  Arch  St.  410   E.   8th  St. 


Boston  Office 

203.B  ALBANY  BUILDING 

ST.  LOUIS  CHICAGO 
Taylor-Poole  Co.,  I.  E.  D.  McMechan. 

1602  Locust  St.  217  W.  Lake  St. 


SEVEN    FACTORIES  ; 
Tonawanda.  N.Y.  Rochester,  N.H.  No.  Rochester,  N.H. 

Milton,  N.H.  Townsend  Harbor,  Mass, 

Canadian  Agents 

International  Supply  Co.,  Ontario  and  Quebec  City. 


English  Agents:  J.  Whitehead  &  Co.,  Ltd. 
Leicester,  England. 


V.  Champigny,  Montreal. 
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The 


VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 


BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 
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Keeping  Faith 

With  The  Public 


PICTURED  above 
is  a  distinctive 
style  for  this  sea- 
son's wearing.  A  style 
that  will  appeal  to 
every  man  who  appre- 
ciates style,  comfort 
and  wearing  qualities 
combined.  The  saddle 
straps  give  an  individ- 
uality that  makes  it 
distinctive  and  pleas- 
ing. 


No.  1397 

In  spite  of  the  scarcity  of  leather,  the 
rising"  cost  of  all  raw  material,  labor, 
etc.,  the  quality  of  all  Hamilton-Brown 
Shoes  has  been  maintained. 

"Keep  the  Quality  Up"  has  always  been 
the  standard  and  will  always  remain  our 
standard. 

The  result  is  you  can  today  obtain  from 
your  dealer  absolutely  the  same  well 
made,  good  looking,  long  wearing 
Hamilton-Brown  Shoes  you  have  always 
bought. 

Most  shoe  dealers  can  meet  every  shoe 
requirement  with  Hamilton-Brown  Shoes. 
If  your  dealer  cannot  supply  you,  write 
us  and  we  will  direct  you  to  a  dealer 
who  can. 


Hamilton-Brown  Shoe  Co.,  St.  Louis 

Makers 

American  Lady  Shoes    -    Security  School  Shoes    •    American  Gentleman  Shoes 

AMERICA'S    FINEST  FOOTWEAR 


Representatives — W.  J.  Chinnick,  Winnipeg,  J.  A.  Vallary,  Toronto 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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Get  Your  "SPEED  KING" 
Sorting  Orders  in  Early 

Every  deaier  listed  below  carries  a  full  line  of  SPEED 
KING  Tennis  Shoes  in  every  style  and  size.  You  can 
safely  send  your  sorting  orders  to  the  nearest  one  and  you'll 
get  prompt  service.  You  cannot  secure  better  Tennis  Shoes. 
Every  customer  you  sell  will  tell  you  the  same  story.  The 
season  is  well  on.  Send  in  your  orders  so  you  may  take  care 
of  your  full  share  of  business. 


The  Amherst  Boot  &  Shoe  Co.,  Limited  Amherst,  N.S, 

The  Amherst  Central  Shoe  Co.,  Limited  Regina,  Sask. 

A.  W.  Ault  Co.,  Limited  -      -      -  Ottawa,  Ont. 

White  Shoe  Co.,  Ltd.  -      -      -      -  Toronto,  Ont. 

Kilgour,   Rimer  Co.,   Limited         -  Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited      -      -  Vancouver,  B.C. 


The  London  Shoe  Co.,  Limited 
McLaren   &   Dallas      .      -  - 
James    Robinson  ... 
Brown,  Rochette,  Limited 
McFarland   Shoe   Co.  - 
T.   Long  &   Brother  - 


London,  Ont. 
Toronto,  Ont. 
Montreal,  Que. 
Quebec,  Que. 
Calgary,  Alta. 
Collingwood,  Ont. 


The  Independent  Rubber  Co.,  Ltd. 

Merritton  -  Ontario 


July. 
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A 

Tremendous 
Success 


The 

Impossible 
Accomplished! 

Never  in  the  history  of  the 
trade  has  there  been  such  en- 
thusiasm shown. 


ON   EVERY   HAND  WAS 


Every  magazine  and  newspaper  seemed  to  carry  announcements  of  this  event;  almost  every  shoe 
window  showed  its  Scholl  Foot  Comfort  message;  every  picture  show  seemed  to  have  "Watch  Your  Feet" 
on  the  screen. 

The  pubHc  were  (and  are)  aroused  to  the  importance  of  foot  comfort  as  attained  through  the  scien- 
tific, positive  Dr.  Scholl  Appliances  and  methods. 


Shoe  Sales  Heavy 


Not  only  did  the  sales  of  Scholl  goods  mount  up  to  a  vast  sum  that  week,  but  every  shoe  man  who 
co-operated  sold  a  largely  increased  volume  of  shoes  and  made  many 


I  s,mli^  tKc  Windows 


New  Customers 

That  is  the  chief  beauty  of 
giving  Dr.  Scholl  Foot  Comfort 
— it  gives  your  store  standing, 
arouses  public  confidence,  and 
brings  in  trade  that  you  could 
never  get  through  a  straight 
shoe  merchandising  appeal. 


The  Scholl  Mfg.  Co. 

2 1 3  W,  SchiUer  St,  Chicago 


N«w  York 


Also 
Toronto 


London 


Wafc/i  Your  Feet 
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Jumbo 
Blocks 


A  War  Measure  in  the  use  of 
Sole  Leather  for  the  Repair  Trade 

The  HIGH  COST  and  SHORTAGE  of  LEATHER  and  LABOR  are  the  reasons  why  we 
are  ELIMINATING  WASTE  and  LESSENING  LABOR  in  producing  Jumbo  Blocks  for  the 
REPAIR  TRADE  from  our  popular  KITCHENER  UNION  OAK  and  PENETANG  HEM- 
LOCK TANNAGES. 

JUMBO  BLOCKS  are  pieces  of  sole  leather  cut  into  shapes  which  produce  two  pairs  of 
ta])  soles  and  additional  top  and  patch  pieces  at  less  cost  than  two  pairs  of  tap  soles. 

JUMBO  BLOCKS  enable  the  rei:)air  man  lo  keep  a  good  supply  of  sole  leather  on  hand 
without  tying  up  his  dollars  in  stock  for  which  he  has  no  immediate  need. 

By  the  use  of  JUMBO  BLOCKS  tlie  rapid  re]jair  man  saves  time  in  handling  and  fitting 
soles. 

Dealers  by  selling  JUMBO  BLOCKS  are  able  to  meet  the  large  or  small  requirements  of  all 
repair  men. 

JUMBO  BLOCKS  mean  Better  Soles  at  Less  Cost. 
Sold  by  all  Leather  and  Shoe  Findings  Dealers. 


The  Breithaupt  Leather  Co.,  Limited 

Head  Office,  KITCHENER,  ONT. 


July.  1917 
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McLaren  &  Dallas 


UNEXCELLED 


Sorting  Service 


"VARSITY" 

BRAND 

Men's.  Boys'.  Youths'  me- 
dium  tine  shoes, 
McKay  Sewn. 

"MAPLE  LEAF" 

BRAND 

Solid     leather  working 
shoes,  every  pair 
guaranteed. 

"IMPERIAL" 

SHOES 

For  Men  and  Women 

Made  in  all  fine  leathers — 
Goodyear   Welts  and 
McKay  Sewn. 


TIIE  hot  weather  is  coming  quick,  and 
the  real  summer  business  is  just  open- 
ing up.  Are  you  ready  for  it?  Is  your 
stock  of  white  canvas  shoes  complete?  How 
are  you  oft  for  barefoot  sandals?  Have  you 
handled  our  "Speed  King"  lines  of  tennis 
and  sporting  shoes?  If  you  have,  we  are 
sure  of  your  further  business ;  and,  if  not, 
this  will  be  a  good  time  to  try  them  out  in 
your  assorting  orders,  and  then  you  will 
know  for  next  year  how  good  they  are.  We 
have  all  the  newest  things  in  summer  shoes. 
Our  deliveries  are  limited  only  by  the  speed 
of  the  transportation  companies. 


nil 


Try  us  on 
cpuck. 


something  that  vou  are  need- 


Dreadnaught  and  Verihest 

Dreadnaught  and  Veribest  Brands  of  Special 
High-grade  Boots  and  Lumbermen's  Rubbers. 


THE 

"SPORTSMAN'S" 

BOOT 

Made  in   Chocolate  Calf; 
Pearl,  Black  and  Smoked 
Elk. 

*  WITCH  ELK" 

Prospectors'  and  Hunters' 
Boot. 

"LITTLE 
CANADIAN" 

An  extra  fine  line  of 
Misses'  and  Children's 
Shoes. 


McLaren  &  Dallas 


30  Front  St.  West,  TORONTO 


Rubber  Footwear 

KANT  KRACK  DAINTY  MODE  ROYAL 

BULL  DOG      DREADNAUGHT  VERIBES 


SPEED  KING  TENNIS  and  SPORTING 
SHOES 
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SORTING 

The  shoe  dealer,  who  finds  his 
stock  of  Fleet  Foot  Shoes  running 
short  of  sizes  and  popular  styles, 
should  send  his  Sorting  Orders 
direct  to  our  nearest  branch.  Our 
Facilities  for  making  quick  deliver- 
ies ensures  a  satisf^ictory  service. 

Put  US  to  the  test 

Canadian  Consolidated  Rubber  Co. 

Limited 

HEAD  OFFICE,  MONTREAL 

Service  Branches  at  Halifax,  St.  John,  Moncton,  Quebec, 
Ottawa,  Kingston,  Belleville,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Re- 
gina,  Saskatoon,  Calgary,  Edmonton,  Lethbridge,  Vancouver, 
Victoria. 


July.  1917 
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Train  Your  Dollars 

DOLLAR  can  be 
taught  tricks — just 
like  fleas,  tabby 
cats  and  elephants. 
The  first  thing,  of  course, 
is  to  get  the  dollar. 
The  easiest  and  most  profitable  trick  to  teach  a 
dollar  is  to  make  it  turn  over.  In  money-making,  the 
turn-over  is  every  bit  as  important  as  the  margin  of 
profit.  A  well  trained  dollar  that  will  turn  over  four 
times  a  year  is  just  twice  as  profitable  as  the  one  that 
can  only  be  persuaded  to  turn  twice.  The  difference 
is  that  you  will  have  acquired  a  good  many  more  un- 
trained dollars  to  which  you  can  teach  the  same  turn- 
over trick. 

And  it  gets  easier  with  practice. 
Some  dollars  are  worth  more  than  others  because 
they  are  better  trained  ;  that  is  why  some  retailers  are 
able  to  get  so  much  more  out  of  their  dollars. 

The  acid  test  of  business  is  the  number  of  times 
the  stock  is  turned  at  a  profit  each  year,  since  it  is  quite 


year,  even  though  your  jjrofit  on  some  lines  be  small, 
you  will  make  a  satisfactory  total  profit. 

Not  all  retailers  realize  this.  They  look  intently  at 
the  big  profit,  ignoring  the  value  of  the  frequent  turn- 
over. The  big  profit  is  all  very  well,  but  it  is  com- 
paratively hard  to  get.  A  more  real  success  lies  in 
training  your  dollars  to  earn  fair  profits  oftener. 

Aphorism  :  A  rolling  stone  may  gather  no  moss,  but 
it  is  turning  capital  that  accumulates  the  greenbacks. 


A  Possible 
Benefactor 


On   the  subject  of  courtesy  to 
those  who  buy,  many  will  affirm 
that  too    much    has    been  said. 
Supptjse,  this  time,  we  put  in  a  word  or  two  on  the 
subject  of  courtesy  to  those  who  sell. 

Courtesy  to  the  man  who  has  st)mething  to  sell 
is  easy  and  profitable.  Any  man  of  fair  perception 
can  interview  a  salesman,  learn  the  essentials  of  his 
offerings  and  procure  his  price  in  about  ten  minutes. 
If  you  want  to  dismiss  him  then  do  so,  stating  your 
reasons  frankly  and  pleasantly,  as  well  as  in  terms  that 
admit  of  ntj  comeback. 

There  is  a  certain  man  who  buys  in  the  neighbor- 
hood of  a  million  dollars'  worth  of  goods  annually. 
He  sees  every  salesman  that  calks — sees  him  promptly, 
without  fuss  and  without  ceremony.  His  opening 
question  to  each  is — "What  can  you  do  for  me?"  He 
looks  upon  the  roadman  as  a  possible  benefactor. 

To  search  for  new  opportunities  characterizes  the 
efficient  buyer.  To  treat  a  salesman  with  indifference, 
or  suspicion,  or  as  an  actual  bore,  is  simply  slam- 
ming the  door  in  the  face  of  whatever  profitable  op- 
portunity he  may  bring. 

The  average  shoe  travelling  salesman  is  a  "regular 
fellow" — worthy  of  man-to-man  treatment.  It  is  mere- 
ly common  courtesy — also  profitable  policy — to  see 
that  he  gets  it. 


St.  Crispin  Set  a 
Bad  Example 


In  this  issue  we  are  reproducing 
some  extracts  from  a  booklet  re- 
cently issued  by  the  National 
Shoe  Retailers'  Association.  Some  very  common- 
sense  and  cool-headed  suggestions  are  presented  and, 
we  believe,  should  be  considered  carefully  by  every 
shoe  retailer.  The  big  thought  contained  in  this  book- 
let is  that  the  business  of  shoe  retailing  has  always, 
since  the  time  of  St.  Crispin,  been  conducted  along 
lines  of  the  greatest  service  to  the  public  with  the 
lowest  possible  profit  to  the  retailer. 

This  association  assumes  the  attitude  that  it  is 
ridiculous  for  the  retailer  to  wish,  or  even  hope,  for 
lower  prices.  The  secretary  of  the  I'cderal  Trade 
Commission  is  authority  for  the  statement  that  every 
shoe  retailer  is  entitled  to  a  net  i)rofit  of  10  per  cent., 
whereas  many  of  them  are  satisfied  with  4  per  cent, 
and  very  few  ever  reach  5  per  cent. 

The  [)resent  situation  has  done  much  to  lift  the 
obvious  that  if  you  get  enough  turnovers  during  the    business  of  shoe  retailing  out  of  the  altruistic  rut  of 
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St.  Crispin  to  the  position  it  justly  deserves.  It  is 
perfectly  natural,  the  association  says,  that  "the  in- 
creased prices  should  cause  some  worry  among  the 
merchants.  But  let  us  remain  calm,  see  the  situation 
through  and  wait — steady  in  (jur  boat — and  for  all 
time  forget  about  ridiculously  low  prices  in  shoes. 
They  will  never  return." 


A 


How  Often  It  Happens! 

LL  the  world  admits  the  in- 
fluence of  a  good  example, 
whether  it's  a  new  wrinkle 
in    store    management  or 
keeping  the  dandelions  out  of  the 
front  lawn.   Only  it's  a  pity  we  don't 
think  about  it  oftener  in  business. 

Each  man  in  his  respective  busi- 
ness, as  well  as  his  entire  stafif, 
should  set  the  example,  lead  the  way, 
and  give  to  the  purchasing  public 
the  impulse  to  buy. 

How  often  it  happens  that  the 
barber  needs  a  hair-cut  or  shave 
more  than  his  patron  ;  the  decorator's  house  is  badly 
in  need  of  paint ;  the  clothing  man  wears  a  shabby  suit, 
and  so  on  through  the  whole  list. 

Every  shoeman  is  personally  and  vitally  concerned 
with  the  appearance  of  his  own  feet ;  he  should  be  his 
own  best  advertisement. 

But,  some  retailer  will  argue,  the  customer  doesn't 
come  in  to  look  at  my  feet,  he  comes  to  buy  shoes  for 
himself. 

Quite  true,  but  neither  does  h€  want  to  buy  a  store 
and  yet  will,  almost  invariably,  patronize  the  store  that 
looks  best. 

What's  your  excuse  for  wearing  shabby  footwear? 
Perhaps  some  retailers  who  read  this  would  be 
the  better  of  a  dose  of  their  own  medicine. 


The  Grouch 

"I  have  always  given  the  women  of  this  country 
due  credit  for  common  sense  in  most  things,"  said  the 
Grouch,  in  the  Winnipeg  Telegram,  "and  I  realize  that 
in  many  ways  were  it  not  for  their  tact  and  good  judg- 
ment in  keei)ing  a  check  on  the  foolishness  and  ex- 
travagance of  the  men,  many  fellows  would  find  them- 
selves and  the  family  on  the  street  with  a  mighty  poor 
show  of  getting  that  new  spring  suit  or  a  chance  of 
gcjing  down  to  the  beach  for  a  couple  of  weeks.  This 
being  the  case,  it  beats  me  how  they  can  be  so  darn 
shortjjighted  when  it  comes  to  matters  affecting  their 
own  welfare  and  comfort.  For  instance,  I  could  never 
understand  why  they  will  persist  in  wearing  those 
shoes  with  pointed  toes  and  high  heels  for  walking 
when  anybody  who  has  a  grain  of  sense  knows  the 
things  were  never  intended  to  be  worn  outside  of  a 


drawing-room.  I  have  seen  women  down  town  gad- 
ding about  in  shoes  with  narrow  fronts  and  heels  ab(nit 
three  inches  high,  ending  at  a  jjoint  no  bigger  than  a 
two-bit.  It  is  a  wonder  to  me  how  the  poor  creatures 
can  walk  at  all  on  these  ccjntraptions,  which  were  orig- 
inally invented  by  some  crazy  Frenchman  and  palmed 
ofif  on  our  innocent  wives  and  daughters  as  the  very 
latest  thing  from  Paris.  Were  the  practice  confined 
only  to  the  young  people  it  would  not  seem  so  strange, 
but  the  grown-ups  are  not  one  whit  l^etter,  and  every 
afternoon,  on  Main  and  Portage,  scores  of  them  are  to 
I)e  seen  tripping  along  wearing  the  fantastic  footgear. 
I  am  told  by  a  reliable  surgeon — 'one  who  is  a  noted  ex- 
]jert  and  has  nrade  a  close  study  of  the  anatomical 
structure  of  the  foot — that  these  shoes  are  most  de- 
structive in  breaking  down  the  tissues  and  bone  that 
support  the  arches  and,  after  a  time,  leads  to  what  is 
commonly  known  as  flat-foot.  However,  all  these  risks 
are  taken  through  a  foolish  notion  that  to  wear  a  broad, 
fiat  boot  is  countrified  and  unfashionable.  .Some  time 
ago  the  Chinese  passed  a  law  forbidding  women  to 
cramp  and  press  the  feet,  which  in  the  Celestial  Em- 
pire was  for  many  years  considered  an  essential  ad- 
junct towards  attaining  distinction  as  the  glass  of  fash- 
ion and  the  mould  of  form.    If  I  had  my  way  I  " 

"Yes,"  said  the  Chirp,  "I  have  no  doubt  if  you  had 
your  way  you  would  pass  a  law  compelling  all  the 
women  to  wear  moccasins  or  shoepacks." 

"Bah  !"  said  the  Grouch. 


Brought  Action  and  Recovered  Her  Money 

Judge  Snider,  of  Hamilton,  some  time  ago  gave 
judgment  against  a  retail  shoe  dealer  for  the  return 
of  the  price  of  a  pair  of  shoes  that  did  not  fit  the  cus- 
tomer, and  recently  Judge  Monck  gave  a  judgment 
against  a  dealer  under  similar  circumstances.  The 
plaintifif  swore  that  when  she  bought  the  high  top 
boots  for  $5.50  the  salesperson  agreed  to  make  them 
right  if  they  did  not  suit,  either  by  giving  her  another 
pair  or  refunding  the  amount  paid.  She  stated  that 
after  she  took  the  shoes  home  she  found  that  they  were 
too  loose,  but  she  was  not  able  to  return  them  at  once 
as  she  was  ill  for  a  couple  of  weeks.  When  she  did  re- 
turn them  she  was  given  another  pair,  which  she  later 
discovered  were  odd  ones — one  was  larger  than  the 
other.  She  then  returned  these,  and  the  only  thing 
the  merchant  would  do  was  hand  her  back  the  original 
pair.  The  defense  was  that  the  shoe  were  not  re- 
turned within  a  reasonable  time,  and  that  the  sales 
slip  was  not  brought  back  with  the  shoes.  The  plaintifT 
swore  she  did  not  get  a  slip,  paying  cash,  and  that  no 
reference  was  made  to  it  when  she  went  to  the  store. 
She  was  given  judgment  for  her  claim,  the  shoes  to  be 
returned. 


It  ])ays  to  be  ])olite,  even  in  the  face  of  rank  dis- 
ctjurtesy. 
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Retailer  is  Converted  from  Guessing  to  Knowing 

If  Profits  Are  Small  and  the  Outlook's  Blue,  Perhaps  John  Smith's  Experience 

May  be  an  Eye-Opener  to  you 


THE  difference  between  "knowing"  and  "guess- 
ing" is  often  as  radical  as  the  difference  be- 
tween a  candy  and  a  pill.  The  candy  may  be 
easier  to  swallow  and  more  pleasing  to  the 
taste,  but  it's  the  little  pill  that  makes  you  sit  up  and 
take  notice.  Lack  of  system  and  knowledge  in  the 
retail  store  undoubtedly  relieves  the  proprietor  of  con- 
siderable concentrative  labor  but  as  a  steady  diet  it 
is  a  companion  to  failure.  The  value  of  "knowing" 
is  well  illustrated  in  the  story  of  John  Smith,  mer- 
chant, as  told  in  a  recent  issue  of  the  Shoe  Retailer : 

In  a  New  England  town  of  10,000  population,  John 
Smith  for  years  conducted  what  was  generally  accept- 
ed in  the  town  as  the  leading  furnishing  store.  It 
was  a  typical  business,  carrying  standard  lines  of  mer- 
chandise, and  doing  a  substantial  volume  of  business. 
A  few  years  ago  he  decided  to  give  his  shoe  business 
a  little  more  opportunity.  He  partitioned  oft'  the  shoe 
department  from  the  rest  of  the  store,  devoted  a  sep- 
arate window  for  shoe  displays,  and  set  aside  an  in- 
vestment of  $5,000  in  stock,  cash  and  equipment.  He 
put  an  experienced  manager  in  charge,  apportioned  a 
reasonable  share  of  the  rent  to  the  new  department, 
and  told  the  manager  to  "go  to  it." 

The  first  year's  result  was  a  $20,000  volume,  but 
no  profit.  Second  year — same  volume,  more  stock, 
more  debt,  but  still  no  profit.  Third  year,  less  volume, 
more  stock  and  more  deljt,  and  a  real  loss.  Fourth 
year,  another  even  break. 

Consulted  Big  Creditor 

Discouraged  Ijecausc  of  the  lack  of  results  he  went 
to  his  largest  creditor  for  advice  and  assistance.  He 
said,  "Four  years  ago  I  invested  $5,000  in  my  shoe 
department  and  it  hasn't  paid  me  a  cent.  Instead  I 
have  piled  up  worry  for  myself  and  indebtedness  to 
you  and  others,  but  I  cannot  find  anything  wrong.  It 
simply  does  not  pay  and  I  think  T  had  better  discon- 
tinue the  separate  department  and  go  back  to  the  old 
way." 

There  was  a  regrettable  absence  of  figures,  but  the 
creditor  was  decidedly  interested  in  helping.  During 
the  conversation  the  merchant  stated  that  he  thought 
his  gross  profit  was  about  28  per  cent.,  and  that  his 
total  expense  in  the  department  was  not  over  $3,000. 
The  total  business  averaged  about  $20,000. 

"Hold  on  a  minute,"  said  the  sales  manager,"  what's 
that  you  said?  Volume  of  $20,000?  Gross  profit  of 
28  per  cent.?  Expense  of  $3,000?  Let's  get  that  lined 
up — "  and  he  drew  off  the  figures  as  follows : — Sales, 
$20,000 ;  gross  profit,  28  per  cent. ;  expense,  $3,000. 

With  these  three  factors,  two  of  them  in  dollars 
and  the  other  in  percentage,  the  next  step  was  to  com- 
plete the  figures  as  follows :— Sales,  $20,000—100  per 
cent. ;  gross  profit,  $5,600—28  per  cent. ;  expense,  $3,000 
— 15  per  cent. 

"I  should  say  there  was  something  wrong,"  con- 
tinued the  sales  manager.  "Here  you  have  a  $20,000 
cash  business.  You  say  you  get  a  gross  profit  of  28 
per  cent.,  that's  $5,600.  You  say  your  expense  is  al)out 
$3,000,  that's  15  per  cent.    Well,  according  to  those 


figures  you  ought  to  have  shown  a  gain  of  $2,000,  or 
13  per  cent,  of  your  sales. 

"Now  there  are  just  four  ways  to  look  for  your 
trouble ;  Either  your  expense  is  more  than  you  have 
it ;  your  gross  profit  is  less  than  you  have  it,  or  your 
sales  figures  are  wrong,  or  someone  is  stealing  from 
you  at  the  rate  of  $2,500  a  year.  Suppose  I  come  up 
and  help  you  dig  it  out  ?" 

Smith  welcomed  the  visit.  After  a  two-hour  sur- 
vey of  the  cash  records,  and  the  merchantable  account, 
the  sales  manager  quietly  drew  another  "figure  pic- 
ture," similar  to  the  one  he  had  made  at  the  office, 
but  with  a  surprisingly  different  result.  Here  it  is : — • 
Sales,  $20,000—100  per  cent. ;  gross  profit,  $4,100—21 
per  cent. ;  expense,  $3,800 — 19  per  cent. 

"There  you  are,  Mr.  Smith.  There's  no  dishonesty 
here.  It's  the  same  old  story  being  unearthed  every- 
where. Your  sales  figure  was  approximately  right, 
according  to  your  bank  deposits.  But  tnese  rigures 
here  show  your  expense  account  was  really  $800  more 
than  you  thought  it  was,  with  probably  more  to  go 
on  top  of  that  if  we  should  dig  '"or  it.  But  look  at 
the  gross  profit  figure — only  21  per  cent,  instead  of  '^^ 
per  cent." 

Naturally,  Mr.  Smith  was  rather  a])ashed,  but  the 
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simplicity  iA  the  figures  made  the  result  iudisputable. 
It  may  be  of  interest  to  see  just  what  methods  were 
used  to  check  up  the  business  to  this  sur])rising  con- 
clusion. 

First,  the  sales  were  identified  as  being  $20,000  by 
checking  the  store  recei])ts  into  the  bank  book  and 
adding  to  the  total  amount  of  cash  deposits  the  amounts 
expended  from  the  cash  drawer. 

The  gross  ])rofit  identification  was  almost  as  simple. 
It  consisted  of  taking  the  inventory  of  a  year  ago  as  a 
starting  point,  and  tracking  the  purchases  and  sales 
up  to  the  ])resent  inventory.  The  steps  involve  just 
seven  figures : 

.Si,,ck  january  1   $10,900 

All  i)urchase.s  during  1916..  15,000 

Total  $25,900  $25,900  (A  ) 

Sales  for  1916  $20,000 

Stock  Jan.  1,  1917  10,000 

Total  $30,000  $30,000  (B) 

Gross  profit  (B  minus  A  )  $4,100 

$4,100  divided  by  $20,000  ecpials  per  cent,  of  profit— 21 
per  cent. 

This  figure  would,  of  course,  be  afi^ectcd  slightly 
by  the  amount  of  merchandise  returned,  depreciation, 
and  difiference  in  amount  of  accounts  receivable,  but 
the  method  proved  that  Mr.  Smith  was  all  wrong  on 
his  2(S  per  cent,  guess. 

The  figure  at  letter  "A"  is  composed  of  (1)  what 
he  had  to  begin  with,  i)lus  (2)  what  he  added  to  it. 
Letter  "B"  is  composed  of  (1)  what  he  did  with  what 
he  had  (converted  it  into  cash  sales),  and  (2)  what  he 
had  left.  The  difiference  is,  of  course,  his  real  gross 
profit. 

Regarding  his  expense  account,  he  knew  definitely 
his  rent  and  his  labor  salary  account,  and  some  of  the 
miscellaneous  items,  but  he  had  neglected  to  include 
insurance,  interest  paid  merchandise  creditors,  allow- 
ances, and  dividend  drawn  on  investment,  as  well  as 
interest  paid  on  borrowed  capital. 

Now  why  was  it  that  Mr.  Smith,  and  a  thousand 
other  merchants  like  him,  was  so  far  ofi:'  on  his  gross 
profit?  It  was  simply  this.  He  thought  it  was  28 
per  cent.,  but  he  did  not  know.  Just  as  in  his  ex- 
pense account,  he  thought  it  was  $3,000,  but  he  did 
n(jt  kn(jw. 
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The  Gross  Profit 

"Well,"  said  Mr.  Smith,  "yfju've  evidently  got  it 
right  by  the  neck.  1  can  see  at  once  that  the  expense 
account  is  all  right,  but  I  can't  understand  that  gross 
])rofit  figure.  Of  course,  I  have  sold  some  merchandise 
at  cut  ])rices,  but  not  very  much.  Oh!  yes;  rubber 
business  shows  a  good  ])rofit.  I  buy  them  for  69  cents 
and  sell  them  for  $1.00.    Isn't  that  31  ])er  cent.?" 

It  was  a  winter  day,  with  a  fairly  brisk  rubber  1)usi- 
ness,  and  the  sales  manager  was  curious  enough  to 
check  u])  that  day's  rubber  business  on  gross  ])rofit. 
A  slip  was  made  (nit  for  each  rubber  sale,  with  the 
cost  price  and  selling  i)rice.  This  is  the  result  totalled 
that  night : 


No.  of  Pairs 

Cost  per 
Pair 

Total 
Cost 

Total 
Sales 

Total 

(iross 
Profit 

10 

$  .69 

$6.90 

.SI  0.00 

$3.10 

31% 

2 

2.03 

4.06 

5.00 

.94 

19% 

12 

$10.96 

$15.00 

$4.04 

27% 

I\Ir.  Smith  thought  he  was  getting  31  per  cent, 
gross  profit  on  rubbers,  and  he  was  on  most  of  them. 
But  those  two  pairs  which  cost  $2.03,  and  which  he 
sold  for  $2.50  a  pair,  reduced  the  gross  profit  on  his 
total  rubber  business  to  27  per  cent.  Naturally,  it  was 
easi"er  for  Mr.  Smith,  as  for  thousands  of  others,  to 
remember  the  fat  gross  i)rofit  and  to  forget  the  slim. 

Before  the  sales  manager  left  he  established  a  simple 
expense  account  so  that  everything  would  be  recorded 
and  classified.  He  also  showed,  by  the  little  rubber 
experience,  that  gross  profit  must  be  calculated,  sale 
by  sale,  day  by  day,  and  summarized  each  month  for 
comparison  with  the  expense  account  to  see  which 
way  the  business  was  going. 

Replace  "Guessing"  with  "Knowing" 

Mr.  Smith  immediately  became  an  enthusiast  over 
the  new  plan,  and  while  it  did  add  a  little  more  office 
detail,  it  was  well  worth  while.  The  first  month's 
business,  with  only  moderate  sales,  showed  a  real  bona 
fide  calculated  gross  profit  of  28  per  cent,  and  an  ac- 
curate and  complete  expense  of  22  per  cent.,  leaving 
a  clean  cut  net  profit  of  6  per  cent,  on  the  sales.  The 
best  result,  however,  was  that  John  Smith  had  been 
thoroughly  converted  from  the  art  of  "guessing"  to 
the  art  of  "knowing." 
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Wreckage  on  the  Shore  of  Failure  Has  a  Moral 

  By  E.  B.  Moon,  of  Chicago'   —  


The  i)athway  of  retailing  is  strewn  with  wrecks  of 
stores  run  by  merchants  who  never  knew  how  or  when 
to  take  a  profit.  In  addition  to  a  perpetual  inventory, 
one  of  the  best  guides  in  the  world  is  a  gross  profit 
sheet  so  that  when  your  goods  come  in  and  you  take 
your  invoice  against  your  merchandise  and  you  put 
down  your  freight  and  your  drayage  and  you  run 
out  into  that  line  the  selling  price  after  your  profit  is 
added  and  each  week  average  all  _\-our  iiuoices  and 
each  month  again  so  that  if  }'ou  are  aiming  at  a  gross 
of  33  1/3  or  40  per  cent.;  tliat  you  know  at  the  end 
of  the  month  where  you  are  going  to  come  out  at,  and 
yet  it  does  seem  strange  that  perha])s  one-half  of  the 
retail  stores  market  their  goods  without  really  stop- 

'  At  Manitoba  Retailers'  Convention. 


ping  to  estimate  what  the  profits  have  been  on  the 
other  inventories  of  that  same  month,  and  another 
thing  they  do  they  cut  the  price  here  and  they  cut  the 
price  there  without  any  record  or  knowledge  of  where 
they  are  coming  out  on  profits.  Perhaps  that  idea  of 
price  selling  and  of  price  advertising  is  to  be  blamed 
for  that  method  of  retailing  but  it  is  one  of  the  curses 
of  retailing;  it  is  one  of  the  causes  of  dissatisfaction 
among  the  consuming  pul)lic,  because  lots  of  times 
retail  merchants  are  selling  goods  for  less  than  they 
ought  to  be  sold  at  and  the  other  fellow  who  is  only 
taking  a  legitimate  and  honest  profit  is  misjudged. 

1  want  to  say  to  you  now  I  have  no  regard  for  price 
adxertising  or  i)rice  cutting.  1  think  there  is  another 
way  to  sell  goods,  and  1  ha\e  little  res])ect  now  for 
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added  to  cost 

is 
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8V2 
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added  to  cost 
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7 

% 

10 

'/f 

added  to  cost 

is 

9 

% 

12/2 
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7c 

15 
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13 

7o 

16 
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15 
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20 

'A 
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16  2 
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25 

'A 
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is 

20 

7o 

30 

(  / 

added  to  cost 

is 

23 

7c 

33  1/3 

/V" 

added  to  cost 

is 

25 

7c 

35 

'A 

added  to  cost 

is 

26 

7c 
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is 

7o 

40 

'A 
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is 
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7c 

45 
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is 

31 

7c 

50 
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Z7o 

55 
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is 
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7o 

60 
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is 
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7c 

65 
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is 
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7c 
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is 

40 

7c 

70 

' /( 
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is 

41 

7c 

75 

'A 
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is 
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80 

'A 
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is 
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7c 

85 
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is 

46 

% 

90 
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is 
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7c 
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'A 
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is 

50 
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the  merchant  who  has  not  awakened  to  the  serious 
dangers  of  cutting  prices  here  and  there  and  every- 
where in  the  haphazard  fashion  without  knowing-  where 
he  is  going.  I  sometimes  think  that  wholesalers  are 
partly  to  blame  for  this  particular  evil  of  the  retail 
business  because  they  have  made  it  too  easy  for  inex- 
perienced men  to  get  into  the  retail  business,  but  I  do 
not  believe  it  would  be  necessary  to  pass  any  laws 
to  regulate  it ;  I  can  see  the  trend  in  the  States  and  you 
will  see  it  here-  as  time  goes  by  ;  it  is  going  to  be  so 
hard  in  a  few  years  to  run  a  retail  store  that  only  the 
real  business  man,  only  the  efficient  retailer  can  run 
one  and  then  you  will  have  no  trouble. 

Organize  the  store.  Now,  aside  from  the  fact  that 
you  have  got  a  good  accounting  system  and  you  have 
got  your  store  organized  and  the  kind  of  merchandise 
you  ought  to  sell,  what  else  must  you  do  to  have  an 
organized  store?  You  must  have  efficient  sales  people, 
efficient  clerks.  Now  you  city  merchants  perhaps  have 
already  developed  a  plan  whereby  you  are  giving  them 
careful  instruction  not  only  in  the  theory  of  salesman- 
ship but  in  the  knowledge  of  the  goods  so  that  they 
can  really  render  a  service  to  your  customers  when  they 
come  in.  I  have  no  doubt  but  what  you  city  mer- 
chants have  already  done  that,  but  the  country  mer- 
chants, perhaps,  have  not  got  there  yet,  and  that  is  a 
very  important  thing.  It  is  important  l^ecause  every 
time  a  clerk  waits  on  one  of  your  customers  in  your 
store,  that  clerk  stands  for  the  proprietor  and  the  mis- 
takes that  that  clerk  makes,  the  dissatisfaction  that  he 
renders  or  she  renders  in  a  day  or  a  week  can  never 
be  successfully  met  by  the  proprietor  himself  because 
he  is  not  there  to  meet  them  and  he  doesn't  hear  about 


them  and  he  doesn't  know  about  them  and  there  is  no 
way  of  meeting  those  things  excej^t  ]:>y  training  your 
clerks  in  a  systematic,  intelligent  way.  First  know 
the  goods. 

Merchants  Knew  the  Goods  in  the  Old  Days 

In  the  old  days  over  in  the  States  when  1  was 
younger  than  1  am  now,  the  travelling  man  used  to 
be  an  instructor  in  merchandise.  He  used  to  come 
along  with  his  trunks  and  go  into  the  store  and  spread 
out  his  goods  and  stay  a  day  and  a  half  or  two  days 
and  tell  you  all  about  every  piece  of  mercliandise  that 
you  asked  him  about  and  particularly  every  piece  that 
you  bought,  and  the  merchants  in  those  days  actually 
knew  the  merchandise.  The  old  time  merchant  in  the 
States  actually  knew  merchandise,  l)ut  times  changed. 
Competition  became  keen  and  the  travelling  man 
changed  too.  He  conies  along,  comes  into  your  store 
and  he  says,  "Mr.  Moon,  do  you  think  you  would 
need  anything  in  my  lines  to-day?  By  the  way,  I  want 
to  get  away  on  the  5.15,"  and  he  wants  to  get  out  the 
trunk  and  trays  in  which  you  are  vitalh-  interested. 
He  doesn't  want  to  spread  his  lines  out  and  show  them 
and  tell  you  all  about  them.  He  doesn't  wafit  to  bring 
the  great  markets  of  the  world  and  spread  them  all 
out  before  you.  He  is  saving  time  and  when  he  is 
saving  time  in  that  manner  he  is  making  you  ineffi- 
cient and  he  is  losing  money  for  his  house.  More 
time  should  be  spent  by  the  travelling  man  with  his 
customer  in  instruction,  in  telling  him  about  the  lines 
and  showing  them  all. 

Learn  from  the  Traveller 

And  then,  on  the  other  hand,  there  are  a  lot  of 
country  merchants,  I  do  not  know  so  much  about  the 
city  merchants,  but  there  are  a  lot  of  country  merchants 
who  when  a  man  conies  in  with  his  lines  they  want 
to  look  at  a  trayful  and  they  think  they  haven't  .time 
to  look  at  the  lines  and  that  merchant  is  throwing 
away  an  opportunity  to  learn  the  merchandise  and  to 
better  serve  his  customers  and  he  needs  to  revise  his 
methods.  He  cannot  afford  to  refuse  an  oi)i)ortunity 
to  look  at  a  line  of  goods  brought  into  his  store  by  any 
travelling  man,  whether  he  needs  the  goods  or  not, 
because  after  all  he  has  not  the  right  to  do  it,  after 
all  he  is  only  the  hired  servant  of  his  community,  vir- 
tually its  hired  Iniyer,  and  he  owes  that  to  the  com- 
munity he  is  trying  to  serve,  if  for  no  other  reason, 
and  so  there  should  be  some  co-operation  there  both 
ways  :  it  is  not  all  one  sided.  A  travelling  man  does 
perform-  a  service  and  a  most  \-ahiable  one,  and  for 
the  last  fifteen  or  twenty  years  we  have  not  been  mak- 
ing the  most  of  our  opportunities.  On  the  other  hand, 
there  are  a  lot  of  travelling  men  who  come  along  and 
do  not  know  the  merchandise.  This  is  the  fault  of  the 
wholesaler.  He  ought  not  to  send  men  out  until  thev 
kn  ow  the  merchandise.  He  oug'lit  not  to  send  thein  out 
until  they  know  the  merchandise  and  its  histor\-,  how- 
it  is  made,  why  it  is  I^etter,  why  it  is  better  than  the 
former,  and  so  on,  so  that  when  the  merchant  ma\- 
get  selling  talk,  selling  knowledge.  That  is  what  we 
need. 


.\n  electric  fan  witli  the  breeze  directed  across  an 
irpen  doorwar  will  efi"ecti\ely  seal  the  entrance  against 
the  invasion  of  Hies. 

Have  you  e\er  tried  writing  personal  letters  to  a 
few  people  whose  trade  you  particularh-  desir;'?  It  i< 
time  well  and  prolital)]\-  spent. 
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Novel  Sales  Stimulating  Cam- 
paign by  Quebec  Retailer 

TIJE  two  plioto.i^raphs  rc|)r(j(liu-c'd  hcrevvitli  repre- 
sent the  winclow  disphiys  used  ])\  Mr.  I^d.  La- 
forte,  742  St.  N'alier  Street,  Ouebec,  in  a  sales 
stimulatino-  campaign  recently  worked  out. 
The  sale  was  called  the  "Grand  Sale  of  IMue  Rihbon 


Fig.  1— Window  display  used  during  campaign,  tlie  three  dolls  being 
given  as  prizes. 

Footwear,"  and  the  basis  of  the  idea  was  a  doll  contest 
for  children.  The  three  dolls  seen  in  the  window  were 
given  as  prizes  to  the  three  girls  who  collected  the 


Fig.  2 -Display  used  in  tlie  .second  window,  showing  many  reduced  lines. 


greatest  number  of  blue  ribbons  between  the  first  and 
last  cla\'  of  the  month.  One  ribbon  was  given  for  every 
dnllar'^  worth  purchased  and,  on  that  basis,  a/bcnit  2,500 
\  <iung  girls  took  part  in  the  contest — country  and  city 
girls  being  alike  interested. 

Mr.  Laforte  states  that  the  scheme  was  highly  suc- 
cessful, and  his  business  was  given  an  extraordinary 
boost. 

()\\  ing  to  a  bad  glare  when  the  photos  were  taken, 
certain  letters  on  the  cards  in  the  windows  are  not 
visible.  They  are,  however,  "(jrande  Vente  Ruban 
lUeu."  Mr.  Laporte's  name  also  is  placed  prominently 
beneatli  both  windows,  though  this  also  was  invisible 
on  the  photographs. 

Mr.  Laforte  states  that  business  is  splendid  in  Que- 
bec, if  his  own  sales  ofifer  a  fair  comparison,  being  very 
much  better  than  last  year  to  date.  The  greatest  diffi- 
cult\-  is  in  l)u\  ing;  prices  are  excessively  high  and  are 
continualh'  rising. 


Wanted  a  Refund  on  Cleaner 

AT()I<.OXTO  retailer  related  to  us  the  other  day 
the  case  of  a  young  woman  who  came  in  one 
.Saturday  night  and  purchased  some  suede 
cleaner.  On  Monday  night  she  returned  with 
the  pohsh  and  demanded  her  money  back  because  the 
"stuff  was  no  good."  The  retailer  told  her  he  hap- 
pened to  be  well  acquainted  with  the  merits  of  the 
cleaner  in  question  and  knew  that  it  was  quite  all  right. 
Therefore,  he  saw  no  reason  why  he  should  refund  the 
money. 

"However,"  he  told  her,  "I  will  make  a  concession 
in  your  case  to  the  extent  of  taking  the  time  to  examine 
your  shoes  and  tell  you  wdiether  or  not  it  is  the  fault  of 
the  cleaner  or  your  own." 

The  next  day  the  woman  brought  in  the  shoes, 
which  were  fovmd  to  be  in  a  hopeless  condition — hadn't 
been  cleaned  since  they  were  bought,  and  no  amount 
of  suede  cleaner  would  restore  them  unless  they  were 
given  a  thorough  washing  with  gasoline. 

This  the  retailer  explained,  and  the  woman  was 
quite  convinced  that  the  fault  was  indeed  her  own  and 
n(.)t  that  of  the  cleaner. 

"But."  commented  the  retailer,  "had  I  refunded  the 
nidney  without  question  in  this  case  I  would  have  been 
admitting  my  guilt,  or,  in  other  words,  admitting  that 
the  polishes  I  sold  were  no  good.  No  retailer  should 
make  a  practice  of  refunding  money  without  some  kind 
of  an  argument  to  determine  just  where  the  trouble  is.'' 


Vancouver  Business  Keeps  Up 

Cornett  Brothers,  shoe  retailers,  56  Hastings  Street 
West,  state  that  business  is  going  along  nicely.  High 
prices  do  not  seem  to  be  bothering  customers,  who 
are  buying  the  best  and  not  the  cheapest.  All  of  the 
latest  acce])ted  shades  and  styles  are  moving  freely 
and  a  good  demand  is  experienced  for  Neolin  soles. 

The  ClufT  Shoe  Company,  649  Hastings  Street 
West,  report  business  splendid,  esi)ecially  in  women's 
and  children's.  Men's  are  moving  a  little  more  slowly 
— in  fact  have  been  for  some  time.  Women,  they 
say,  seem  to  be  buying  more  pairs  than  they  used  to 
and  are  cpiite  reconciled  to  the  high  prices.  Novelty 
shoes  are  selling  well  in  all  the  latest  shades.  They 
also  state  that  the  demand  is  l)risk  for  white  and  will 
bkely  continue  all  summer,  but  blacks  are  moving 
raliier  slowly. 
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Shoe  Man  Prominent  in  Councils  of  Manitoba 
Retail  Merchants'  Association 

Retiring  president  C.  F.  Rannard  ably  reviews  Western  conditions  in  his  annual  address 


WHJ^X  you  honored  me  first,  two  years  ago, 
with  the  office  of  president  of  this  associa- 
tion, Canada  had  ah"eady  l)een  in  the  grip  of 
the  greatest  war  in  human  history.  The  first 
riusli  of  war  activity  was  over  and  her  resource  power 
was  l:)eing  called  upon.  lUit,  although  this  was  true, 
the  past  year  has  l)een  a  period  of  real  testing.  It 
speaks  well  for  the  cali]:)re  and  largeness  of  our  men 
that  Canada  has  passed  through  this  period  with  credit, 
and  faces  the  future  with  a  determination  to  do  all,  and 
to  bear  all,  in  the  name  of  liberty  and  right.  We  have 
almost  forgotten  our  old  differences,  and  we  find  that 
in  the  matters  that  really  count  at  this  moment — the 
vigorous  prosecution  of  the  war  to  a  vigorous  ending — 
we  are  one  in  intention  and  desire.  This  unity  among 
the  people  should  be  reflected  in  the  parliament  at  Ot- 
tawa. All  party  feuds  and  griefs  should  be  forgotten 
and  new  issues  not  related  to  the  war  should  Ije  al- 
lowed to  stand  until  we  complete  the  task  in  hand.  But 
while  party  spirit  is  low  in  the  country,  it  l)urns  high 
at  Ottawa,  and  the  great  and  pressing  business,  which 
calls  for  all  our  energies,  has  to  wait  until  wretched 
partisan  wrangles  are  settled.  It  is  a  situation  that 
must  appear  specially  deploraI)Ie  to  all  Inisiness  men. 
Cannot  we  expect  that  our  leaders  will  give  us  a  na- 
tional government,  composed  of  the  very  best  men  that 
can  be  selected  in  Canada,  with  one  spirit  of  co-opera- 
tion and  patriotism,  so  that  our  Canada's  splendid  re- 
cord in  the  war  to-day  may  not  be  blemished  by  any 
failure  in  the  final  phase  of  this  terrible  struggle? 

A  Grim  Death  Struggle 

The  policy  which  commends  itself  to  the  largest 
num])er  of  the  best  thinking  men  seems  to  be: 

1.  That  conscription  should  l^e  put  into  force  imme- 
diately. 

2.  That  there  must  be  no  general  election  on  party 
lines. 

3.  That  the  present  prime  minister  should  strength- 
en his  government  by  including  therein  representatives 
of  the  Liberal  party,  as  well  as  a  larger  degree  of  re- 
presentation of  the  business  and  commercial  interests, 
including  an  outstanding  farmer  and  labor  leader. 

The  true  men  of  our  country  have  given  them- 
selves, heart  and  soul,  to  their  country's  need.  Many 
have  paid  the  supreme  sacrifice  in  the  firing  line.  Of 
those,  truest  of  all  patriots,  we  express  our  deepest 
appreciation. 

Many  Canadians  are  not  yet  awake  to  the  fact  that 
this  war  has  gone  to  the  length  of  a  grim  death  strug- 
gle. One  speaker  who  came  from  the  battlefields  of 
France  gave  this  advice :  "Take  five  minutes  each  day 
to  think  as  hard  as  you  can  what  this  war  means  to 
you."  I  would  add  to  this,  try  to  conceive,  if  you  are 
not  of  craven  heart,  what  defeat  to  Canada  would 
mean.  Think! — think  hard!  Victory  is  far  from  cer- 
tain. England  and  France  are  in  a  death  struggle 
even  though  the  United  States  has  entered  the  war  a- 
their  ally.  In  the  name  of  all  that  you  hold  sacred,  do 
not  deliberately  refuse  to  realize  that  this  is  your  war. 
And  the  Retail  Merchants'  Association,  now  assem- 
bled, must  recognize  this  tremendous  fact. 


In  view  of  recent  events,  our  government  through- 
out the  ^Dominion  must  be  urged  at  once  to  take  dras- 
tic measures  to  the  utmost  limit  of  the  law  to  punish 
all  treasonable  conduct  of  individuals  or  organizations. 
This  would  have  a  salutary  effect  upon  the  confused 
and  hesitating  attitude  of  certain  peoples  of  this  coun- 
try in  this. time  of  crisis  through  which  we  are  passing. 

How  to  Deal  With  Traitors 

I  recall  how,  during  the  Civil  W^ar,  President  Lin- 
coln dealt  with  Congressman  V'allandigham,  an  anti- 
draft  and  "peace-at-any-price"  exponent.  Vallandig- 
ham  was  court-martialed  for  his  conduct  and  sentenced 
to  imprisonment,  but  Lincoln,  exercising  his  war  pow- 
ers, ordered  Vallandigham  sent  to  the  enemy's  lines. 
.\.t  ]\Iurphysboro,  General  Burnside  carried  out  the 
ciimmand,  and  the  anti-draft  advocate  was  sent  across 
"No  Man's  Land"  to  the  enemy.  I  am  convinced  that, 
to-day,  the  same  punishment  should  l)e  meted  out  to 
anyone  who  opposes  any  effort  to  win  the  war.  This 
may,  possibly,  seem  rather  radical,  but  it  is  now  oppor- 
tune for  us  to  speak  out  in  this  time  of  stress  and  tra- 
gedy. 

Again,  this  war  demands  that  the  nation  put  its 
shoulder  to  the  industrial  wheel  and  concentrate  on 


Summertime 
Smartness 

TKose  qualities  of  smartness — desired 
hy  tKe  nation's  most  particular  women 
■will  alwajjs  be  found  in  the  correct 
offerings  from  The  BOOTERY 
in  California. 

Mail  Orders  prepaid  to  all  parts^of 
tKe  U.  S.  CKarge  accounts  with 
references  desired. 

C.   H.  "WOLFELT  CO. 

The  BOOTERY 
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The 


'Bootery."  Los  Angeles,  Cal.,  is  one  of  the  tinost  stores  in  the  woilJ. 
The  above  is  typical  of  their  advertising  appeal. 
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necessary  work  only.  The  sooner  the  ]nil)hc  ^ets  o\-er 
the  idea  tliat  we  want  "l)usiness  as  usnal"  durini^  tliis 
threat  war  tlie  Ijetter  for  all.  W'e  nnist  .stop  all  nn- 
necessarv  work  and  ex])enditnres  immediately  and  con- 
centrate on  the  immense  \  ()lnme  of  work  that  has  to  he 
done.  i!nsiness  should  i^et  rid  of  any  foolish  fears  that 
economy  would  brin^-  on  a  i;eneral  paralysis  of  indus- 
try and  trade.  There  is  no  dan.iL;er  of  not  havinj4-  work 
for  everybody;  the  trouble  is  that  there  is  more  work 
in  slight  than  can  possibly  be  done,  and  the  (piestion  is 


It  takes  two  to  make  a  quarrel,  and  your  most 
disagreeable  customer  cannot  start  anything  with- 
out your  help. 


whether  we  shall  cut  ofi'  lu.vuries  or  necessities.  I  )o 
\-ou  know,  .greater  ])roduction  is  ])ein^-  ham])ered  by 
or^^anized  ettort  on  the  part  of  our  pro-eneni}- .-' 

By  thrift  and  self-sacrifice,  l)raver}-  and  determina- 
tion, the  war  will  be  broui^ht  to  the  successful  conclu- 
sion desired.  All  we  want  out  of  this  war  is  a  victory 
which  wiil  <^uarantee  security  and  li])erty  of  democracy 
that  will  lii^ht  the  future  year>  as  a  start  of  the  first 
mai^'uitude,  or  e\  en  as  the  sun  lights  the  hea\  ens.  .\nd 
we  have  the  will  to  ^'et  that  victory,  l)ecause  we  have 
set  our  teeth  to  win,  no  matter  at  what  cost. 

Co-operation  Between  Capital  and  Labor 

Again,  the  struggle  has  emphasized  the  alarming- 
labor  unrest  in  the  country.  I  would  suggest  that  we 
])lan  to  eliminate  labor  disputes  during  the  war  by  cre- 
ating nation-wide  machinery  for  mediation.  This 
could  be  brought  about  by  co-operation,  infiuential  em- 
ployers and  labor  representatives  in  every  industrial 
centre  being  formed  into  an  organization  to  co-operate 
with  federal  and  provincial  mediators,  with  the  object 
of  influencing  employers  and  union  leaders  to  submit 
to  arlbitration.  'idiey  would  have  no  government 
authority,  but  I  feel  confident  that  such  influence  would 
guarantee  mediation  in  most  cases. 

This  would  be  fashioned  after  iSritain's  method  with 
lal)or.  The  liritish  (lovernment  Act  provides  there 
sliould  l)e  no  stop])age  of  work  upon  war  munitions 
and  related  industries;  that  all  difterences  shall  l)e  arbi- 
trated. \\ Omen  are  em])loyed  wdiere  no  men  are  out  of 
work,  and  must  receive  equal  ])ay.  The  government 
agrees  that  the  places  of  men  will  be  returned  to  them 
after  the  war.  Munition  workers  are  enrolled  as  muni- 
tion volunteers,  and  are  assigned  bv  the  government 
lo  the  \  arious  i)arts  of  ICngland. 

Landlords  are  ])rohibited  from  raising  rents  and 
employers  Irom  reducing  wages  of  ])ensioned  soldiers 
who  ha\'e  returned  to  their  former  employment.  The 
government  joins  with  trade  unionists  in  their  opposi- 
tion to  child  labor,  on  the  ground  that  if  the  war  were 
won  under  those  conditions  it  would  be  reallv  lost,  as 
future  generations  would  be  destroyed.  .\s  to  the 
wages,  these  ^hould  be  increased  according,  or  in  |)rii- 
porlion  to,  the  incerased  cost  of  lix  ing,  but  we  nuist  re- 
member that  the  high  cost  of  lixing  is  largeh'  caused 
by  all  demanding  more  for  their  ,ser\-ices. 

Industries  Must  Work  in  Harmony 

Our  indu>l  rial  and  a  lUimercial  system  dei)cnds  \\])i)n 
the  people  for  e.xisli'uce.  i'"ach  indix'idual  enterprise, 
be  it  farming,  mining,  manufacturing,  wholesaling  or 
retailing,  dejx'nds  for  its  success  upon  Imw  well  it  lils 
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into  the  great  human  econom\'  and  how  well  it  serves 
its  immediate  community  of  customers.  The  unsuc- 
cessful store  or  factory  is  one  that  adopts  a  policy 
which  does  not  conform  to  the  harmony  of  the  entire 
sy  stem,  or  which  does  not  serve  its  customers  in  the 
way  they  want  to  be  served.  Society  n<jtifies  such  that 
the  right  kind  of  service  is  not  being  given  by  cutting 
down  its  cust(jni,  and  thereby  cutting  down  its  jjrortts. 

.\ttempts  may  be  made  to  overctMiie  these  weak- 
nesses, but  in  the  long  run  people  for  whom  our  whole 
commercial  .system  exists  will  eliminate  that  ]Jart  of 
the  system  which  is  responsible  for  holding  the  j)rice 
much  abo\  e  the  cost  of  ])roducing  and  handling.  They 
will  cease  to  trade  with  the  merchant  whose  advertis- 
ing on  goods  is  dishonest,  and  will  buy  as  little  as  pos- 
sible from  the  salesman  who  does  not  treat  his  custom- 
ers with  courtesy,  or  who  does  not  serve  them  as  they 
want  ti )  be  serv  ed. 

It  is  important  that  we  get  a  clear  ctjnception  of  the 
social  function  of  selling.  It  must  never  be  forgotten 
that  business  is  intended  to  serve  the  people  and  that 
the  i)eo])le  are  not  to  serve  business.  It  is  for  custom- 
ers you  and  I  are  working.  It  is  the  customer  you  and 
I  are  to  please.  Satisfactory  service  to  customers  is  the 
keynote  of  good  salesmanship. 

I'.fficiency  is  the  watchword  of  modern  merchandis- 
ing. 

Scientific  Management  in  Distribution 

Scientific  management  is  being  intrcjduced  into  the 
industrial  field,  and,  because  of  this,  the  cost  of  produc- 
tion will  be  reduced  to  a  minimum.  The  principles 
which  are  being  applied  to  farming  and  manufacturing- 
can  be  successfully  applied  to  the  distribution  of  mer- 
chandise. Modern  retailing  requires  careful  study  ow- 
ing to  the  growth  of  a  number  of  special  problems. 
Dealers  cannot  afford  to  overlook  the  problems  which 
they  are  facing  in  the  competition  among  themselves — 
com])etition  with  neighboring  towns,  competition  with 
distant  cities,  competition  with  the  various  "direct  to 
the  consumer"  movements  being  promoted  here  and 
there.  Rising  prices  due  to  the  increased  cost  of  raw 
mate.ials  have  redirced  the  scale  of  net  profit. 

Every  merchant  should  make  a  study  of  whether  he 
can  best  serve  his  customers  by  cash  or  credit.  I  would 
urge  upon  you  the  desirability  of  the  united  effort  to 
speed  the  day  when  retailing  in  our  Western  provinces 
will  be  more  on  a  cash  'basis.  Credit  was  necessary 
when  the  West  was  in  the  making,  but  it  has  encour- 
aged men  to  assume  a  load  of  debt  beyond  their  capa- 


If  you  train  your  mind  to  scattering,  shot- 
gun methods,  you  will  spoil  it  for  concentrated, 
rifle-like  work. 


city.  Jt  has  caused  a  hea\y  loading  of  interest,  bad 
debts,  and  the  indirect  cost  of  resulting  inefliciency  ol 
retail  serx  ice.  The  banks  have  taken  the  initial  act  to 
encourage  the  farnu-r  in  cash  buving. 

W  e  can  help  sohe  some  of  these  problems  our- 
seh  es,  but  we  nuist  seek  assistance  from  other  sources 
as  well.  If  we  lind  obstacles  are  placed  in  the  i)ath  of 
our  ])rogiress  by  any  other  branch  of  business  we  must 
make  ex  ery  ellorl  to  ox-crcome  them.  F.ach  ])art  of  our 
system  of  distribution  xvill  hax  e  to  justify  its  existence 
on  the  basis  ol  practical  econoni\-.  I'"ailing  this,  it  will 
h;ix'c  to  step  aside. 
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Retailer  Defines  the  Art  of  Salesmanship 

The  salesman  of  to-day  ranks  in  importance  with  the  soldier 
in  keeping  the  wheels  of  commerce  revolving 


AT  the  recent  Congress  of  Salesmanship  in  De- 
troit many  interesting  addresses  were  deli\  ercd 
on  the  importance  of  salesmanshi])  to  kee])  the 
wheels  oi  industry  moving  during  the  trying 
times  through  which  we  are  passing.    The  following 
address  was  given  by  Mr.  James  1*.  ( )rr,  t)f  the  Potter 
Shoe  Company,  Cincinnati : 

"I  think  that  same  old-fashioned  g;olden  rule  is  to- 
day one  of  the  fundamental  ])rinciples  of  trade-building 
salesmanship — "Do  unto  your  customer  as  you  would 
like  to  have  him  do  to  you."  In  other  words,  get  his 
viewpoint.  Try  to  think  how  you  would  like  him  to 
act  were  the  conditions  reversed. 

"The  trade-building  salesman  will  study  his  cus- 
tomer's wants.  Not  only  his  wants.  ])ut  his  needs.  He 
will  have  ideas  that  will  help  the  customer,  and  by 
forceful,  intelligent  suggestions  will  be  able  to  estab- 
lish himself  thoroughly  in  his  confidence,  thereby  in- 
creasing his  sales  and  enlisting  him  as  one  of  that 
greatest  of  all  assets,  a  regularly  satisfied  client.  .\nd 
that's  what's  called  good-will. 

Protect  Your  Customer's  Interests 

"You  know  in  law  a  contract  to  be  binding  must 
confer  equal  benefits  on  both  parties  or  it  isn't  a  valid 
document.  That's  exactly  what  I  mean  in  a  selling- 
transaction.  While  the  law  doesn't  intervene,  the  law 
of  psychology  does.  The  trade,  without  advantages 
being  realized  by  both  parties,  is  not  satisfactory,  and 
is  not  conducive  to  trade  building.  So  I  sav  to  vou 
again  that  the  first  fundamental  of  a  trade-building- 
salesman  is  to  thoroughly  impress  upon  himself  the 
necessity  of  a  protection  of  his  customer's  interests  and 
the  absolute  elimination  of  anything  that  savors  of 
being  tricky,  or  what  some  people  are  pleased  to  term 
smart.  That's  what  I  place  as  the  first  underlying  prin- 
ciple— an  honest  endeavor  to  please  and  satisfy  your 
customer.    And  I  pass  to  fundamental  No.  2. 

Master  the  Details  of  Your  Business 

"'I  think  there  is  something  in  the  theory  that  sales- 
men are  Hke  baseball  batters,  artists  and  musicians — 
they're  'born,  and  not  made.  One  of  the  greatest  that  I 
know  was  selling  furniture,  when  a  large  shoe  manu- 
facturer, himself  a  salesman,  met  him,  and,  recogniz- 
ing in  him  the  inherent  instincts  of  salesmanship,  hired 
him.  He  became  one  of  the  great  shoe  salesmen  of  his 
time.  But  his  success  didn't  come  any  easier  than  other 
successes  do.  And  they  never  come  easy.  When  the 
conditions  leading  up  to  any  man's  success  are  ana- 
lyzed you  will  find  years  of  endeavor,  application,  hard 
work,  and  laborious  efi'orts  were  the  stepping-stones  to 
that  man's  career,  and  that  there  are  no  short-cuts  to 
the  top  of  the  ladder.  And  that's  a  gf)od  ])oint  to  rc- 
mem'ber.  '{'here's  nothing  lieallhy  nv  enduring  abimt 
a  get-rich-(|uick  scheme.  The  salcsn-ian  who  tran>- 
ferred  his  clTorts  from  furniture  In  slioes  began  bv 
ma.stering  all  the  details  (if  shoe  building,  the  differ- 
ences in  Icathc]-,  and  nil  that  goes  with  the  making  of 
shoes.  He  had  to  master  all  this  before  he  could  ap])l\' 
the  inherent  (jualities  of  salesmanshii),  of  which  he  was 
undoubtedly  possessed.    So  I  say  that  the  sci-ond  fun- 


damental of  the  trade-building  salesman  is  to  thor- 
oughly master  all  details  Icjoking  to  the  making  and 
distribution  of  the  product  of  which  he  has  elected  to 
dispose. 

Know  More  Than  Your  Customer 

"  1  talked  with  a  highly  successful  salesman  some 
time  ago.  This  was  his  contention,  and  I  liked  the 
way  he  put  it.  1  ie  said  that  to  be  a  success  you  must 
first  lick  your  customer.  Oh !  he  didn't  mean  to  put  on 
the  gloves  and  go  to  the  mat.  He  meant  that  you  mu.st 
l^e  better  posted  ;  that  you  must  be  able  to  meet  his 
arguments  with  stronger  ones;  to  overrule  his  objec- 
tions; to  direct  his  train  of  thought;  to  have  a  greater 
knowledge  t)f  your  subject,  showing  yourself  the  bet- 
ter equipped,  thereby  being  able  to  command  his  re- 
spect and  compel  his  attention.  That's  what  he  called 
'licking'  a  customer,  and  I  am  frank  to  say  that  I  like 
the  phrase.  It  only  proves  the  necessity  of  funda- 
mental No.  2 — that  you  must  have  a  thorough  know- 
ledge of  the  product  you  are  selling. 

Tell  the  Truth 

"You'd  better  be  bluntly,  brutally  honest,  if  need 
be,  even  though  it  jeopardize  your  sale.  You'd  go  to 
the  ne.xt  man  with  more  confidence  in  ycnirself,  and 


OXFORDS  are  comfort- 
able— this  one  especially 
so  with  its  substantial  medium- 
low  heel.  The  illustration  shows  how 
smart  it  is  but  cannot  convey  the 
splendid  workmanship  and  leather  that 
give  durability  and  lasiing  lines.  Twelve 
dollars  in  fine  mahogany  calfskin;  other 
wing-tip  oxfords  of  brown  calfskin  or  black 
dull  calfskin  are  nine  dollars. 
Inquiries  invited. 

_^  Prompt  service  by  mail 


Andrew  Alexander 

548  Fif    Avenue,  New  York 


New  York  is  considered  the  Mecca  of  fiood  advertising.   The  above  example 
by  a  New  Yorl<  store  lends  additional  strength  to  the  belief. 
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somehow  that  same  conhdence  mysteriously  and  psy- 
cholog'icalh'  implants  itself  in  the  other  man,  and  your 
chances  of  being  the  victor,  or,  in  other  words,  'licking 
your  customer,'  are  far  Ibetter.  So  I  say  to  you  that 
the  next  fundamental  in  trade-building-  salesmanship  is 
an  unswerving  devotion  to  the  truth.  Now,  that  makes 
three  fundamentals — first,  the  inspiration  of  right  mo- 
tives, getting-  your  mind  on  both  sides  of  the  problem, 
getting-  the  angle  of  the  other  fellow,  and  by  that  pro- 
cess trying  to  successfully  serve  him ;  second,  a  thor- 
ough mastery  of  the  product  of  which  you  have  elected 
to  dispose;  third,  the  plain,  unvarnished  truth. 


Loyalty  to  Your  Employer 

"So  I  pass  to  the  fourth  and  last,  and  it  isn't  so 
widely  separated  from  the  lirst — absolute  loyalty  and 
fidelity  to  the  man  whose  name  is  on  your  salary  check 
— in  other  words,  your  employer. 

"The  large  successes  in  life  do  not  come  sitting 
astride  the  steed  of  ambition  and  riding  him  rough- 
shod over  ex  eryone  who  ha])pens  to  1)e  in  your  path. 
Am'bition  is  commendal)le  ;  in  fact,  it  is  necessar}^  to  a 
successful  career,  but  it  doesn't  accomplish  its  object 
if  it's  used  solely  with  the  idea  of  u])])uil(ling  vour  own 
fortunes  regardless  of  whose  you  pull  down." 


Prices  Will  Never  Return  to  Former  Level 

Says  the  National  Shoe  Retailers'  Association— Advise  getting  cut  cf  the 
rut  of  St.  Crispin — No  corner  in  the  leather  market 


THE   National  Shoe  Retailers'  Association  has 
prepared  a  booklet  in  which  it  officially  gives 
its  views  of  conditions  in  the  shoe  and  leather 
trade  as  they  bear  upon  the  problems  of  retail- 
ers.   Some  extracts  from  this  booklet  follow  : 

It  has  seemed  to  be  the  duty  of  some,  unfamiliar 
with  the  real  conditions  existing  in  the  leather  and 
shoe  business,  to  rush  into  print  offering  advice  in 
statements  that  contain  half  truths  and  that  create 
false  impressions,  which  if  foUewed,  we  believe  would 
prove  unprofitable  and  even  disastrous. 

The  training  of  the  average  shoe  man  is  peculiar, 
particularly  that  of  the  old  school  retailer,  now  pass- 
ing. It  might  be  well  to  explore  for  a  moment  into 
its  source  to  better  understand  it.  We  have  lately 
begun  to  believe  that  this  source  lies  at  the  door  of 
St.  Crispin,  the  patron  saint  of  the  shoe  trade. 

As  you  probably  know,  St.  Crispin,  a  Roman  noble, 
was,  with  his  brother,  Crispianus,  banished  from 
Rome.  In  his  wandering  about  he  was  much  among 
the  poorer  classes,  and  his  heart  went  out  to  them 
in  their  suffering  for  the  want  of  adecjuate  foot  cloth- 
ing. So  he  took  up  shoemaking,  and  it  is  said  that 
he  often  stole  leather  that  the  poor  might  be  econ- 
omically shod,  which  was  indeed  noble. 

The  spirit  of  St.  Crispin  has  descended  as  a  herit- 
age to  the  shoe  business  even  to  this  day.  It  has  al- 
ways been  regarded  in  the  light  of  serving  the  public 
at  the  least  possible  cost,  with  the  inevitable  result 


that  shoes  have  been  sold  on  an  altruistic  rather  than 
an  economic  basis.  And  with  the  advent  of  keen  com- 
petition, came  a  condition  in  which  few  retailers  even 
attempted  to  secure  the  legitimate  profit  that  other  and 
parallel  lines  readily  yielded. 

But  today,  with  leather  and  workmen  at  a  pre- 
mium, with  a  greatly  increased  cost  of  doing  busi- 
ness, and  with  the  general  fashion  trend  of  multiplied 
stocks  in  novelties,  it  behooves  the  retailer  to  add 
sound  econcjmy  to  the  spirit  of  St.  Crispin,  if  the  shoe 
trade  is  to  sur\  ivc.  We  must  square  and  adjust  our- 
selves with  the  times.    J^^acts  demand  it. 

The  Standard  Price  Evil 

The  shoe  trade  is  practically  the  only  large  industry 
that  has  suffered  from  the  "standard-price"  disease. 
While  other  lines  of  wearing  apparel  have  for  ages 
been  marked  at  as  many  different  prices  as  their  pro- 
ducers deemed  necessary,  the  ])ublic  for  manv  vears 
was  educated  to  expect  in  shoes  a  wonderful  ([uality 
and  wearability  at  a  certain  popular  ])rice,  regardless 
of  conditions  in  the  raw  material  or  the  adxance  in 
the  cost  of  skilled  workmen. 

This  is  the  e\  i],  the  great  stum1)ling-  block,  now 
that  costs  of  goods  and  increased  expenses  are  so  great 
as  to  force  by  imperali\e  necessity  higher  prices  in 
shoes.  In  every  other  line,  advances  have  been  ac- 
cepted as  a  matter  of  course — while  in  shoes — a  great 
wail  goes  up  about  "corners"  and  "manipulation." 
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Our  cartoonist  portrays  the  awful  fate  approaching  the  cut-price  retailer. 
In  these  strenuous  times,  at  any  rate,  the  wise  retailer 
will  avoid  habitual  price-cutting. 


There  is  NO  CORNF.R  in  the  leather  market.  There 
are  real,  concrete  facts  and  reasons  behind  the  ad- 
vances in  shoes.  It  is  the  law  of  su])i)ly  and  demand 
which  cc:>ntrols. 

Glazed  Kid  as  an  Example 

The  most  notable  advances  have  been  felt  in  o;lazed 
kid  skin,  staple  black  and  colors.  The  enormous  in- 
crease in  sales  in  this  particular  leather  would  almost 
in  itself  constitute  sufficient  reason— but  when  you 
take  into  consideration  the  tremendous  increase  in  foot- 
age, per  pair,  as  the  shoes  are  cut  higher  and  higher, 
and  the  demand  for  multiplicity  of  colors  in  dress  kid 
boots — is  the  increase  so  abnormal? 

And  then  for  good  measure,  add  the  fact  that  no 
goat  skins  are  raised  in  this  country,  that  even  un- 
der normal  conditions  there  was  an  ever  increasing 
price  due  to  the  fact  that  all  hides  and  skins  are  de- 
creasing in  supply  throughout  the  world,  and  that 
with  overseas  shipping  uncertain  and  exceedingly  ex- 
pensive, one  can  easily  see  that  the  supply  is  totally 
inadequate.  It  is  not  to  wonder  at  the  high  costs,  but 
to  marvel  that  we  are  able  to  sell  kid  boots  as  low 
as  we  do.  Authorities  have  stated  that  the  freight 
and  insurance  on  raw  goat  skins  mnv  coming  to  this 
countrv  is  more  than  the  goat  skins  used  to  cost  under 
normal  conditions. 

Calf  Skin  Another  Example 

Take  calf  skins.  The  l^est  informed  tell  us  that 
only  9  per  cent,  of  calfskins  used  in  America  are  raised 
here.  I'-orty-eight  per  cent,  of  our  supply  came  from 
Russia,  of  which  none  has  arrived  in  almost  three 
years,  excepting  a  small  lot  of  750,000  skins  brought 
in  by  one  of  our  most  res])ecle(l  and  cnlerjirising  manu- 
facturers. 'I"he  remaining  sup])ly  came  from  those  i)arts 
of  the  world  u])on  whicli  continued  embargoes  have 
In-cn  ])L'n'ed. 

is  it  at  all  wonderful  tiieii  that  the  price  ot  calf- 
skins have  almost  tripled  along  with  glazed  kid  stock.'' 

Heavy  Leather  Advanced  Because  of  War 

The  biggest  advances  are  felt  in  liea\ \  leatlu'rs. 
This  can  largely  be  laid  at  the  dour  of  liir  war.  Mil- 
lions of  men,  who  in  nMriiial   times  were  oid_\-  light 


or  medium  weight  shoes,  are  now  forcibly  etjuipped 
with  the  heaviest  leathers  obtainable. 

The  Old  Order  Changeth 

It  is  perfectly  reasonable  that  this  unexijectcd  rise 
in  shoes  should  cause  worry  among  the  shoe  mer- 
chants. But  let  us  remain  calm,  see  the  situation 
through  and  wait — steady  in  our  boat — and  f(jr  all  time 
forget  about  ridiculously  low  i)rices  in  shoes.  They 
will  NR\"1':R  Rh:TURN. 

I""urthennore,  are  shoes  with  all  the  advances  they 
have  undergone  as  costly  as  other  raiment?  Consider 
a  sim])le  little  hat  at  $25  or  $30  in  comparison  with 
the  intricate  and  ])ainstaking  ccjnstruction  of  a  beauti- 
ful and  artistic  pair  of  shcjes  at  $10  or  $15. 

Is  not  a  tine  scientifically  constructed  man's  shoe 
a  bargain  in  intrinsic  worth  at  $10  or  $15  when  com- 
])ared  with  a  silk  shirt  or  suit  of  pajamas?  Or  think 
of  a  man's  hat  at  from  $5  to  $10  as  compared  with  a 
pair  of  men's  u])-to-date  shoes  at  the  same  ])rice ! 

And  can  you  think  of  any  article  of  ap])arel  that 
so  enhances  the  attractiveness  of  a  woman  in  these 
days  of  short  skirts  as  a  ])air  of  trim,  artistic,  high 
dress  boots?  Is  art  worth  more  in  one  line  than  in 
another? 

Now  for  the  Outlook 

There  is  every  reason  t(j  state  conclusively,  after  a 
most  careful  analysis  and.  the  interchange  of  views 
with  the  most  sincere  and  broadminded  men  in  the 
leather  business,  the  manufacturing,  the  jobbing  and 
the  retail  lines,  that  there  is  nothing  in  sight  to  make 
leather  cheaper  in  the  next  year. 

Numerous  extra  demands  will  be  felt  in  leathers 
of  all  kinds.  Normal  shipjMng  cannot  be  counted  u])on 
— indeed  a  number  of  tanners  are  already  closing  their 
plants  for  want  o.f  raw  material.  Were  it  not  for  the 
N.  S.  R.  A.'s  strong  endorsement  and  promotion  of 
fabrics  in  connection  with  fibre  soles,  etc.,  wherever 
possible,  and  the  strong  endorsement  for  the  use  of 
combination  canvas  and  rubber  footwear  for  play 
shoes,  sport  shoes  and  general  use,  conditions  wovdd 
be  much  more  acute  than  they  are — and  a  still  further 
rise  in  leather  would  result.  Advocacy  of  worth-while, 
proven  materials  other  than  leather  is  really  the  only 
hope  we  have  to  hold  present  prices,  for  in  spite  of 
the  ingenuity  of  tanners  and  manufacturers  to  over- 
come the  discrepancy  by  making  the  most  of  every 
hide,  the  production  is  not  keeping  pace  with  the  de- 
mand and  growth  of  the  population. 

It  is  our  belief,  however,  that  the  price  of  shoes 
is  about  reaching  the  limit.  Any  advances  that  may 
occur  will  probably  be  in  ])articular  lines,  and  e\'en 
should  a  general  further  advance  occur,  it  would  be 
a  small  one  comi)ared  to  those  that  have  already  taken 
place.    Speculation  therefore  will  hardly  pay. 

Buy  Normally 

We  advise  without  hesistancy  or  e(|uivocation  to 
the  trade  to  buy  their  shoes  in  accord  with  their  trade 
demands  for  immediate  and  fall  needs — no  more — no 
less. 

it  would  be  extremely  unwise  to  sto])  buying,  for 
you  must  kee])  your  stock  in  shaj)e  if  you  are  to  remain 
in  business,  ^'ou  cannot  sell  shoes  that  are  not  on 
your  shelves — and  such  a  ])olicy  would  naturally  in- 
crease your  overhead  costs.  \\'e  believe  the  i)ro])er 
way  to  merchandise  stocks  will  be  to  buy  on  the  basis 
of  I'^b)  \  olume  and  to  figure  business  in  dollars  rather 
than  ill  ])airs.     That  is  to  say,  have  as  many  pairs  in 
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stock  whose  retail  value  will  ])e  the  equivalent  of 
1916  fall  business. 

The  situation  is  not  complicated.  Any  sane  shoe 
man  with  common  business  knowledge  and  judgment 
must  see  that  this  advice  is  sensible,  and  should  be 
followed  regardless  of  complicated  statistics  to  the 
contrary. 

Educate  Your  Selling  Force 

Do  not  permit  any  of  your  sales  people  to  magnify 
the  cost  of  shoes  to  the  customer.  On  the  contrary 
dwell  upon  their  high  intrinsic  value  and  art  in  con- 
struction. Shoes  are  not  high  priced  when  the  afore- 
said facts,  and  the  art  and  luxurious  styles  and  wonder- 
ful dress  qualifications  of  footwear  that  are  now  the 
vogue  are  considered.  Never  in  the  history  of  the 
trade  have  shoes  been  so  improved  in  making-;  never 
have  they  been  so  beautiful  and  made  of  such  luxuri- 
ous leathers.  Dwell  upon  the  fact  that  the  ordinary 
shoes  of  a  few  years  ago  would  not  be  accepted  by 
the  customer  at  any  price.  Trade  on  the  basis  that 
shoes  are  worth  every  cent  asked  for  them  and  they 
are  relatively  as  cheap  as  they  ever  have  been.  As 
a  matter  of  fact  is  your  net  ])rofit  really  as  good  as  it 
should  be  comparing  it  with  other  lines  of  business? 


Combatting  the  Mail  Order  Business 

A\\TSh2  man  once  said  that  allowing  the  mail 
order 'business  to  get  the  best  of  you  was  about 
one  step  in  advance  of  sitting  down  in  the  road 
and  letting  a  steam  roller  run  over  you.  C  er- 
tainly the  merchant  who  submits  to  this  kind  of  com- 
petition without  some  kind  of  struggle  deserves  just 
about  as  much  as  he  gets.  In  a  recent  issue  of  the 
Meaford  "^lirror"  the  following  article  appeared, 
which,  while  incidentally  being  a. strong  bid  for  in- 
creased revenue,  contains  a  wonderful  amount  of  com- 
mon-sense logic  : 

"The  mail  order  houses  are  inaugurating  a  new 
scheme  to  secure  business.  From  two  of  our  exchanges 
this  week  it  is  learned  that  a  department  store  in  To- 
ronto has  established  an  office  where  orders  may  be  left 
for  merchandise.  The  places  referred  to  are  Newmar- 
ket and  Brampton.  Such  a  move  on  the  part  of  the  big- 
Toronto  houses  is  another  bid  for  the  business  of  the 
people  in  the  towns  to  be  centred  in  Toronto.  Any 
demand  there  is  for  this  trade  is  in  a  great  measure  cre- 
ated by  the  business  man,  who  has  overlooked  the  value 
of  advertising  in  the  local  papers.  It  is  only  in  good 
advertising-  towns  like  (Jrillia  where  the  mail  order 
houses  have  not  secured  a  foothold.  It  is  doubtful  "if 
the  trade  already  going  to  the  city  can  be  diverted,  nor 
is  any  special  effort  (being  put  forth  to  stem  the  tide. 

"The  Toronto  papers  have  a  wide  circulation  here. 
The  com'pany  carries  a  full-])age  advertisement  in 
every  one,  and  the  advertisement  is  changed  daily.  Hy 
women,  especially,  they  are  read  with  as  keen  interest 
as  the  news  items  in  the  j^aper.  It  is  follv  to  think  that 
they  are  ineffective.  Many  women  note  the  i)rices  and 
the  so-called  bargains  offered.  They  govern  their  trips 
to  Toronto  accordingly,  when,  at  the  same  time,  these 
goods  may  be  purchased  here  at  prices  no  higher  than 
on  sale  in  Toronto.  This  fact  they  do  not  know  through 
the  merchant's  failure  to  advertise  in  his  local  ])aper. 
The  merchant  who  uses  printer's  ink  in  abundance,  and 
changes  his  advertisement  weekly,  will  not  know  thai 
the  mail  order  business  is  in  competition  with  him.  In 
no  other  way  can  the  citizens  know  that  the  goods  are 
here  in  Aleaford,  and  at  prices  no  higher  than  in  To- 


ronto. C(immon  sense,  that's  all  it  is,  and  the  >ooner 
our  merchants  realize  the  \alue  of  more  extensive  ad- 
vertising the  sooner  their  worries  over  outside  competi- 
tion will  disappear." 

Retailer  Speaks  of  Arch  Supporters 

"When  we  talk  of  arch  sujjports  and  other  loot 
comfort  devices,"  said  a  i)rominent  Toronto  retailer, 
"many  people  think  we  are  simi)ly  talking  through  on. 
hat.  It  is  hard  to  get  them  to  believe  that  arch  sup- 
ports will  be  of  any  benefit  to  them  at  all.  However,  i 
know  from  experience  that  the  arch  support  is  good 
because  I  have  worn  a  pair  myself  for  eight  years. 
Now,  if  I  go  around  for  any  length  of  time  in  slippers, 
without  my  su])ports,  my  feet  get  tired  and  sore,  but 
when  I  am  using  them  1  get  absolute  comfort.  The 
same  thing  api)lies  to  the  new  right  and  lett  socks,  i 
never  knew  sucli  "sock  comfort'  existed  until  1  tried 
wearing  the  right  and  lefts.  They  are  a  little  more  ex- 
pensive than  the  other  kind,  but  well  \vorth  the  differ- 
ence." 

This  retailer  has  taken  a  course  in  orthopedics,  and 
finds  a  ready  sale  for  the  different  appliances.  A  re- 
tailer should  take  this  course,  he  thought,  to  l)e  able  to 
go  after  the  business  in  the  right  way.  The  arch  s\ip- 
port  has  been  "knocked"  by  many  people  because  they 
were  fitted  by  improperly  trainecl  salesmen. 


Agents  for  Moore's  Leather 

A  few  days  ago  Mr.  Fred  N.  Moore,  president  and 
treasurer  of  the  Benjamin  N.  Moore  &  Son,  of  lloston, 
and  Mr.  D.  \\'.  I'oor,  vice-president,  motored  to  Mont- 
real, and  completed  arrangements  with  Mr.  Harry  E. 
Thompson  and  Mr.  George  E.  Parker  for  the  exclusive 
sale  for  Canada  for  l^enjamin  N.  Moore  &  Son's  leath- 
er. Mr.  Thompson  and  Mr.  Parker  intend  carrying  a 
complete  range  of  samples  of  all  the  different  kinds  of 
leathers  manufactured  by  Messrs.  Benjamin  N.  Moore 
&  Son,  at  their  offices,  36  St.  Cienevieve  Street,  Mont- 
real. They  will  be  i)leased  to  have  any  of  the  manu- 
facturers call  at  any  time  to  look  over  the  samples  of 
leather. 


Checkers  and  Shoes 

The  attractive  "Regal"  checkerboard  design  on  the 
cover  of  last  month's  h'ootwear  recalled  to  one  To- 
ronto retailer  memories  of  manv  davs  "on  the  bench" 
when  time  was  considerably  more  ])lentiful  than  now. 
"In  those  days,"  he  said,  "mostly  all  shoemakers  were 
inveterate  checker  fiends.  In  exerv  sliop  \du  would 
find  a  checkerboard  on  top  of  a  box,  jusl  about  ihc 
height  of  the  bench.  And  thev  worked  at  the  same 
time.  I  ha\-e  made  shoes  and  ])iayed  checkers,  and  the 
siloes  didn't  suft'er  any  by"  it.  either.  \'owada\  s,  of 
course,  a  shoemaker  has  little  time  to  strav  from  his 
machine,  and  the  habit  of  playing  checkers  has  died 
a  wav." 


Wooden  Shoes  for  Huns 

A  ])ress  despatch  from  ."Stockholm  savs  that  wooden 
shoes  will  be  the  ])re\ailing  fashion  in  (iermanv  soon. 
At  the  first  executi\e  meeting  of  the  newl\-  organized 
W'-dY  .Shoe  Distribution  Cor])oration,  public  authorities 
were  ti])i)ed  off  that  in  future  only  10  ])er  cent,  of  (ler- 
ni;iny's  shoes  could  be  nuuuifactured  of  leather,  and 
that  the  populace  must  accustom  itself  to  wooden 
shoes. 
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Methods  Used  by  Progressive  Repairman 

Make  Use  of  Your  Telephone,  He  Advises— Broaden  Your  Field- 
Use  Plenty  of  Printers'  Ink— Give  Good  Service 


Mr.  R.  Stephens,  who  conducts  a  slioe  re])air  slioj) 
at  1088  Bathurst  Street,  Toronto,  is  one  of  the  livest 
men  in  the  city  when  it  comes  to  j4ettiny  l)usiness.  ilis 
])articular  hobby  is  the  telephone,  and  he  estimates  that 
durint;-  the  past  year  he  has  taken  over  LS.OOO  orders  l)y 
wire.  He  does  not  confine  his  field  to  the  immediate 
neighborhood,  but  takes  the  whole  city  as  his  territory. 

When  a  telephone  order  is  received,  a  tag  (  Fig.  1  ) 
is  filled  out  witii  the  name  and  address,  work  recjuircd, 
time  wanted,  and  price.  This  is  placed  on  a  hook  on 
the  wall,  a  number  of  hooks  being  provided  and  one 
tag  placed  on  each.  The  work  is  then  sent  for  and, 
when  received,  the  tags  arc  removed  from  the  hooks 
and  placed  on  the  job. 

Mr.  Stephens'  middle  name  is  "printer's  ink,"  and 


We  ha\c  buill  up  a  larj^c   liool  Kejiairiiif^  business  by 
more  fur  the  money  tlian  can  be  oljtained  elsewliere. 


Mr.  Stephens'  store  at  1088  Battiurst  Street.  Toronto- 
Mr.  Stephens  on  the  right. 

he  has  used  a  number  of  ideas  to  speed  up  'business.  A 
card  .system  (Fig.  2)  is  kept  of  all  phone  orders,  giving 
particulars  of  the  work  done,  etc.  At  difterent  times  a 
circular  letter  is  addressed  to  these  customers.  The 
following  is  an  example  of  a  circular  used  very  efTec- 
tively : 

Dear  .Sir  or  Madam : 

In  the  year  IHTO  l'"rance  lost  .Msace  and  I-urraine,  par- 
tially because  their  sohbers  were  poorly  slmd.  s(i  we  are  told 
by  historians — for  no  army  is  belt'.'r  than  its  Hduts. 

The  military  authorities  of  the  world  !ia\-e  all  iiroliled 
by  that  costly  lessr)n  to  I'rance. 

We  civilians,  tfjo,  stand  to  lose  very  materially  in  the 
battli'  of  life  if  oiu"  h'ootwear  is  defrcti\t' — Leakin,!;  .Shoes, 
depleted  vitality,  (■i]ld,  ])nenniiinia.  cnn  sn  in  pi  i(  jn  —  L(  ).S  hi ! 
Yes,  even  life  ilscdf  is  often  sacrilicrd  foi-  the  waiU  nf  ;i  pair 
of  sole's  properly  put  on. 


DEL, 


CALL 


Name 

Address 


Sewed  Full  Soles 

Hondaif 

Sewed  Half  Soles 

Tuesday 

Sewed  Turn  Soles 

Wedoesdi) 

Nailed  Half  Soles 

Thursdai 

Heels  Reg- 

Friday 

Heels  New 

Saturday 

Rubber  Heels 

Toe  Pes. 

PRICE 

Patches 

Rips 

Toe  Caps 

Buttons 

Dye  Bi^'clc 

NOON 

Skates  Put  On 

Skates  Sharpened 

R.  STEPHENS 

Boot  Repair  Works 
1088  BATHURST  ST.  PHONE 
BRANCH  26  VAUGHANRO.  HIU22a7 


Fig.  1.— The  repair  tag- read  how  it  is  used. 

Our  plant  is  Second  to  None  in  Canada,  which  enables 
us  to  turn  out  work  e.xpeditiously. 

We  very  appropriately  call  our  system  the  "LIKE  XU 
\\'.\Y,"  for  wc  can  make  your  shoes  both  look  like  new  and 
wear  like  new. 

A  strong  feature  with  our  method  is  that  we  run  the 
soles  clean  through  from  toe  to  heel.    This  makes  the  shoes 


PHONE  ORDERS 

DATE 

j  Price 

NAME 

ADDRESS 

PHONE 

Neolin  Soles 

Sewed  Half 

Soles 

Rubber  Heels 

Buttons 

Sewed  Turn 

Soles 

Toe  Pes. 

Dye  Black 

Nailed  Half 

Soles 

Patches 

Men's 

Heels  Reg. 

Toe  Caps 

Ladies' 

Heels  New 

Rips 

Children 

Fig.  2.— Form  of  card  used  for  follow  up  purposes. 


July,  1917 


FOOTWEAR    IN  CANADA 


37 


Dear  Sir  or  Madam: 

The  usefulness  of  the  telephone  was  never  better  exemplified 
than  in  relation  to  our  shoe  repairing.  Most  of  our  business  is  done 
over  the  telephone;  our  customers  find  it  most  convenient  to  call 
up  and  give  their  instructions;  we  do  the  rest.  We  send  for  the 
boots  and  return  them  to  you  on  your  own  specified  time;  what 
could  be  simpler?  May  we  not  add  your  name  to  our  list?  You 
will  find  the  results  most  pleasing. 

Yours  respectfully, 
R.  STEPHENS, 

Boot  Repair  Works, 
Phone  Hillcrest  2207.  1088  Bathurst  St.  (near  Dupont). 

We  invite  a  trial  order,  especially  if  you  are  particular  about 
your  repairs. 


Fig.  3.— Post  card  that  brought  in  much  new  business. 

absolutely  waterproof,  prevents  the  breaking  down  of  the 
arches,  and  eliminates  any  possibility  of  shoes  squeaking. 
This  is  re-soleing,  and  far  superior  to  putting  on  a  patcli  of 
sole  leather,  commonly  known  as  "Half  Soles." 


Comfort  -  V  S  •  Discomfort 

Did  you  c\et  notice  after  a  day  out  you  sjt  do*n  heavy 
in  your  chair,  and  say.  Oh  my:-  I  am  ttrcd,  I  must  be  getting 
old.  I  u^ed  to  be  able  to  wallt  Iwkc  as  (ar  as  I  can  no*  ? 

In  fact  you  think  all  sorii  of  things.  But  did  you  evcf 
lake  up  your  shoe  and  enamine  it?,  just  glance  at  the  heels, 
and  notice,  ho*  they  are  all  worn  do*n  on  one  side.  That 
is  the  reason  you  feel  old!  you  are  not  walking  flat.  There- 
fore, every  step  you  take  you  arc  straining  the  calves  of  youi 
legs. 

You  arc  practically  every  bit  as  young  as  you  used  to  be. 
P.fMEMBER    VCE     ARE    ALL    AS    OLD    AS    *E  FEEL! 

GET  THOSE  HEELS  STRAIGHTENED 

AND  FEEL  YOUNG  AGAIN 
Rl>a  LP  HILL  2207  And  1  will  send  for  them 

R.  STKPHKNS, 

1088  BATHURST  ST, 


ing'  picture  program  .space.  ISkjtters  have  also 
distributed,  several  of  which  we  reproduce. 


been 


The  newspaper  advertisement  shown  (Fig.  4)  was 


WE  ARE  SHOE  REPAIRERS 

NOT  COBBLERS 
THERE  IS  A  DIFFERENCE 


Five  Years  3 

H 

O 

of  Good  Service  3 

3 

and  Honest  7 
z 

Dealing  with  the  n 
Public  is  our  ^ 
Record  f 


If  you 
are  Particular 
about  Your  Boots 
and  wani  them 

Repaired 
in  the  best  way 
You  will  use  our 
Service 


LEATHER   OR  NEOLIN 


Work  called  for  and  delivered 

R.  STEPHENS 

BOOT    REPAIR  WORKS 
1088  BATHURST  ST.  NEAR  DUPONT 

Phone  Hillcrest  2207 


This,  and  the  two  previou;  illustrations  represent  blotters 
d  stributed  fiom  time  to  time. 

used  in  one  of  the  Toronto  dailies  a  short  time  ago. 
The  original  size  was  10  x  14  inches,  possibly  a  little 
too  large  for  the  average  repair  man,  but  such  is  Mr. 
Stephens"  Ijelief  in  the  value  of  advertising.  His  advice 
to  every  repair  man  is  to  telephone  more. 


Should  you  prefer  Ruliber  Soles  and  Heels,  as  many  do, 
and  thus  prevent  slipping,  we  can  please  you.  Remember, 
we  call  for  and  deliver  your  work — delivery  made,  if  desired, 
within  a  few  hours. 

We  invite  a  trial  order,  especially  if  you  are  particular 


EXPERT  SHOE  REPAIRING 

WE  AREAS  NEAR  TO  YOU  AS  VOUR  TELEPHONE 

If  You  Want  Your  Shoes  Repaired  In 
The  Most  Up-To-Date  Method  Possible 

Phonk   Hillcrest   S  S  Q  7 

Where  Quality  Exists 
and  Good  Service  Predominates. 

We  Send  for  Your  Shoes  and  Dehver  Them 
at  Your  Own  Convenience. 

R.  Stephens  Boot  Repair  Works 

1088  BATHDRST  ST. 

(Near  Comer  Dupont) 

AS  NEAR  TO  US  AS  YOUR  TELEPHONE 


about  your  footwear.  We  guarantee  to  satisfy  you.  A 
'Phone  call  or  Post  Card  will  bring  us. 

Yours  for  good  footwear, 

R.  STEPHENS. 

Very  attractive  little  cards,  to  be  hung  on  the  wall, 
have  also  been  used.  These  contained  a  i)icture  of  the 
store,  bu.siness  card,  and  a  square  of  emery  for  striking- 
matches.  On  another  occasion  a  well-worded  ])ostcard 
(Fig,  3)  was  utilized  with  good  results,  as  well  as  mov- 


My  Shoe  Repair  Service 
is  Mighty  Different 


A  mighty  unusual  ihioy.  you  say  for  a 
shoe-repair  man  to  advertise  Iiis  service 
to  you  in  this  "  bij;  busiuess  "  way  It  is 
—very  unusual — iust  a^;  unusi-al  as  the 
shoe- repair  service  I  offer 

Four  vT--  j^.i  8  bii:  i.lr.i  .1  ed  mi  I  a 

field  flf  ii|>|>orliiiiil  \  iiini;  f<ir  llif  )iiiin  lio 
enuid  f>,\\c  lirD.iil.  ■ciii'i-  iu  <liijf- ri;)iainijc. 

Thnt  iddi  inl"  in>  [m.-,  .,t  hu-ino^? 

T(i-day  •  Ptcphen-.  ilio  -li..,  -..  puir  indii."  i>  kimft  n 
by  lliii'ii-nnds  oi  Torunio  j.rnpic  All  over  ibp  city 
MFC  (oiks  will.  ap|u'ci'iii><!  im  >i*rvice,  wliu  \\&vt 
ftHiii'l  ffili  ficliou  ill  drnline  nilli  ni«. 

Shoe  Prices  Get  Higher 
Every  Week-Save  Money 
by  Having  Shoes  Repeured 

h'nod  prires  are  up — vlolhiuR  cosif  more — shoe- 
bilU  ;ue  higher.  Thrifty  tnlk'flrp  trvine  I'J  cut 
^lf>^^'n  ihc  C(i«t  of  living  in  ninikv  wnyj  farticu- 
inrl^ .  110  one  can  afford  lo  thiow  owa_\  a  pHir  ol 
*)ioi'j  when  the  uppi.-i*  are  "still  good. 
Vijii  MiTi  pel  many,  uiany  more  weeks  ol  wear  from 
n  ]iKir  'if  shoes  il  you  use  my  service  and  advice. 

I  mil  pur  new  life,  new  snidrtnest.,  new  conifon 
iiiiH  \  nur  «lioes.  Hefore  von  tbiilk  of  discarding  a 
I'liir.  ni-\i  my  advice. 

I I  cdNt*  Inr  Ipis  than  a  i 
p*  made  like  i 

'11  irouhlfl  to  le' 
i^cvoll  Ricatei  toui-comforl 
I  our  tliitdren's  shoe*!  A  repair  in  time  will 
nni  waierproot*,  save  you  dortors'  bills,  and 
vdiir  veaily  shoe-bill, 
ber — Stephens  w  orks  fiuicklv  and  well 
■  iirnmptly  Q?  promised  to  anv  pan  of  the 


I  wmnd  for  Sho».r«pair 
Work  to  «ny  part  of 

thoQty-deHverl|;,too, 
promptly  u  promlced 


:  pau'  (if  shoes  to  have 
■  It  costs  little  in  lime 
le  udd  lo  your  appear- 


In  I  he        impUc  h"  iiii.iv  tliHii  pnrtcla 

Ifli  no  -.'iitp — III!  I  li'ic.  H'  |ii  <iiiil«p(| ;  M  firkmanlikp 
l"li-  ihiii  rcMirried  lif'tpiiig;  miIitp  lo  m_\'  custoniei- 
Tlinl  V  -iiri'h  ;i  hiir  i.nipni  Nil  ■mo  year'    Ii  is  ihi- 

 vl,       ih."  sttli-l.H  lii.r.  1  i:nv.    '|  i  lius  rcttch.-.l 

li'L'l'  murk  iillci  luc  m  ht-  nf  limiril  endeavor 
iNi'l  reiil  K'tod  ser\  ii  p  ul  -wt  U  >er\  ic*  as  makes  in\ 
-('H'(  !)Hl  il  ix — 1<  ^lnii  -  iT|puir-  \(  <»jks  mighty  dit  - 
fei  riii  from  the  sIuit  voii  Inn  c  been  accustomed  to. 
I  ^v  in  to  >pp  this  I'Uipur  grow.  I  have  the  quiuk- 
■-ervl''.  machinery  donlilc  my  present  trade  T 
hnid  till.-  some  intcntiou  to  y\in  oustom  by  deaerv- 
inp  oiistoni.  I  can  give  the  •■flme  good  service  to 
evi'iycne  in  Toronto 
1  ^vant  to  Kerve  you,  too 

Over  15,000  People  in 
Toronto  Telephoned  Last 
Year  for  Stephens  to  Cal\ 

Think  of  the  20,(XJ(j  parcelo  that  l»ft 
my  store  twt  vear  Think  of  tU  the 
*anQg  that  uiphiii  tn  tbe  jieopU  kif  T..- 
ronto — bj-  giTian  lougpr  life  froio  sbo^- 
Over    1 5,000  uf  tb.iae  oiders 

5la«d  with  niB  bv  telephoDf 
o  matter  trbeie  you  live  id  tlie  vtt-- 
want  you  to  u*e  n^y  telephone  Mm.  - 
Simplv  call  BtiUcraat  3207.  »nd  tell  lu- 
what  »ou  require  done. 
T  will  send  fwr  your  work  at  once,  do  it  quicklr  aod  we. I 
deliver  It  promptly  *a  done. 

Remember,  you  onJv  need  to  'pho&« 

Hill.  2207 


Boot 
Repair  Works 


1088  Bathurst  Street 


Fig 


4.  — One  of  Mr.  Stephen's  newspaper  advertise  mir.ls-  Oiigiral 
size  10  .\  14  inches. 
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Crepe  and  Flowers  for  the  "Welded"  Sole? 


SINCE  the  last  issue  of  lM)()t\\ear  in  Canada  we  are 
in  receii)t  of  two  very  interesting  letters,  one  from 
Mr.  (ieor<;e  lulwards,  of  Medicine  llat,  who  has 
been  endeavoring  to  interest  the  Toronto  .'^hoe 
Rei)airers"  Association  in  his  method  of  "weldin,^"' 
soles,  and  the  other  from  Mr.  S.  llurnett,  recording-  sec- 
retary of  the  Toronto  association.  In  order  to  under- 
stand' the  latter  it  is  almost  necessary  to  print  the  for- 
mer, as  it  is  typical  of  one  or  two  other  letters  written 
by  Mr.  Edwards,  and  which  have  been  reproduced 
either  wholly  or  in  part  in  h'ootwear  in  Canada  and  in- 
cluded in  the  proceedings  of  the  Toronto  Shoe  Repair- 
ers' Association.  As  a  matter  of  fact,  I^\)olwear  has 
studiously  refrained  from  extensive  comment  on  this 
])ro])osition,  other  than  i^ivinj^-  it  the  prominence  it  de- 
served as  a  news  item,  believint;-  that  in  this  way  we 
should  best  arri\  e  at  tlie  facts.  These  two  letters  arc 
stranjJ-ely  at  \'ariancc,  l)ut  in  Mr.  liurnett's  letter  the 
reader  will  have  no  difficulty  in  determining  the  atti- 
tude of  the  Toronto  association  : 

Mr.  Edwards'  Letter 

Editor  Eootwear  in  Canada  : 

In  answer  to  your  enciuiry,  my  object  is  to  sell  the 
art  of  welding;"  soles  on  boots  and  shoes  and  not  use  a 
nail  or  stitch.  It  is  not  an  im])rovement  on  methods 
used  in  Toronto  or  elsewhere,  l)Ut  is  rather  the  art  of 
doin^-  it  myself  for  the  last  eij^hteen  years,  durint;- 
whicli  time  I  have  discovered  52  ways  of  weldiiii^- 
leather  or  an}'  of  the  substitutes  known  to  the  trade  up 
to  the  present  time.  I  have  been  in  the  shoe  i^ame 
twentv-six  years,  and  ha\e  always  studied  the  art  of 
shoe  repairing-  more  than  anything-  else.  It  was  my 
hobby.  I  was  told  by  the  cobbler,  the  shoemaker,  and 
the  manufacturer  years  ago  that  the  repair  man  could 
not  exist,  but  I  want  to  say  to  the  trade  that  shoe  re- 
pairing" is  in  its  babyhood,  and  if  the  shoe  manufactur- 
ers want  to  exist  they  will  certainly  have  to  throw  away 
the  outsole  stitcher  and  resort  to  my  art  of  welding  on 
soles,  because  every  mechanical  shoe  re])air  man  to-day 
knows  the  outsole  stitcher  is  a  failure.  Ninety-five  ])er 
cent,  of  the  soles  rip  oft  before  they  are  half  worn  out. 
Now,  the  art  of  welding  will  not  allow  them  to  rip.  for 
there  is  nothing  to  rip.  It  cannot  se])arate  where  it  is 
welded. 

h'or  the  last  fi\  e  years,  in  my  si)are  time,  1  ha\  e  been 
writing  a  book  on  this  subject — how  1  came  by  the  ])ro- 
cess.  I  will  not  make  this  puljlic  until  the  l)rocess  has 
br(»ught  me  money  enough  to  li\e  on,  and  then  1  will 
hand  out  one  of  the  greatest  surprises  that  the  world 
has  ever  known.  Did  anyone  think  of  a  secret  in  the 
shoe  game?  ^'ours  truly, 

Ceorge  I'-dwards. 
Mr.  Burnett's  Letter 
Editor  b  oot  wear  in  Canada  : 

Some  recent  re])orts  of  meetings  of  the  Toronto 
Shoe  Repairers'  .\ssocialion  might  be  a])l  to  con\  c\'  llie 
im])ression  amongst  the  trade  thai  the  mem!)ershi])  of 
(  ur  organization  was  com|)osed  of  a  few  sim])le-minded 
cobblers,  instead  of  being,  as  they  are,  an  intelligent 
body  of  practical  business  men,  including  not  only  al- 
most {■vvvy  progressive  repair  man  in  the  city  of  To- 
lontoand  many  who  ha\ e  conducted  leading  businesses 
in  tiie  Ciiiled' Stale-,  and  the  <  )ld  (  onntry,  but  also 


quite  a  number  of  skilled  craftsmen  of  mature  years, 
who  learned  their  trade  cn  the  seat,  in  the  good,  old- 
fashioned  way,  by  serving-  an  a])]jrenticeship  and  learn- 
ing- to  "cut,"  "close,"  and  "bottom"  throughout  any- 
thing from  a  child's  ankle-stra])  to  a  man's  jockey  hoot. 
These  men,  of  course,  are  familiar  with  e\ery  ])hase  of 
the  evolution  of  the  repair  trade,  frc^m  the  time  when  a 
man  was  satisfied  to  do  about  four  ])airs  of  halfsoles  for 
a  da_\  's  work  to  the  j^resent  day,  when  incredibly  larger 
numbers  of  repairs  are  turned  out  daily  by  the  aid  of 
modern  e(|uipment  and  business  methods,  and  what 
some  of  them  don't  know  about  boot  repairing  is  not 
worth  knowing-. 

They  have  recently  been  investigating  the  claims  of 
Mr.  Ceorge  Edwards,  of  the  "New  Way"  shoe  store, 
Medicine  Hat,  .\lta..  to  a  new  method  of  affixing  soles 
and  heels,  which  he  terms  "welding" — an  utterly  ab- 
surd term  as  applied  to  a  substance  like  leather.  \\'hat- 
e\  er  truth  there  may  be  in  the  old  adage  that  "there's 
nothing-  new  under  the  sun,"  it  is  certain  that  Mr.  Ed- 
wards' "new  way"  is  not  a  new  way  to  the  members  of 
the  Toronto  association,  many  of  them  having  known 
and  practised  it  as  long  as  thirty  years  ago;  and,  in 
their  opinion,  whatever  merits  or  advantages  it  mav 
have  for  certain  kinds  of  light  work,  it  is  not  at  all 
likely  to  revolutionize  the  trade  or  supersede  modern 
machine  methods  of  repairinj.^.  At  all  events,  the  asso- 
ciation is  not  recommending  the  members  of  the  trade 
to  throw  out  their  Coodyear  stitchers,  as  Mr.  Edwards 
advises  them,  or  to  invest  their  money  in  learning  the 
new  process  of  "welding"  soles. 

Yours  faithfully, 

S.  Burnett. 


Oldest  Shoe  Repair  Store  on  the  Coast. 

Float  shown  by  Geo.  H.  Morris,  proprietor  of  the  Goodyear  Shoe  Repair- 
ing Co.,  at  the  recent  Commercial  Travellers'  Patriotic  War  Dance 
and  Carnival  Parade.    Mr.  Morris  is  seen  standing  alongside 
of  his  cleverly  decorated  auto. 


Prosperity  is  more  likely  to  come  your  way  if  you 
look  ])ros])erous  and  act  the  ])art.  .\  run-down  ap]iear- 
ance  only  proxoke.s  the  world  to  ])ush  \-ou  farther 
down. 


July,  1917 


FOOTWEAR    IN  CANADA 


Organization  is  the  Power  Behind 
Good  Profits 


DOES  organization  pay?    Ask  the  Toronto  As- 
sociation of  Shoe  Rei)airers,  as  well  as  the 
other  associations  formed  at  difYerent  i)oints 
throughout    the    Dominion — St.  Catharines, 
Hamilton,  Vancouver. 

Our  illustration  is  intended  to  show  the  harm<iny 
of  operation  that  accompanies  organization  and  the 
discord  that  invariably  attends  its  absence. 

We  have  passed  the  stage  of  bullying  our  com- 
petitors and  deriding  their  etiforts.  We  must  work  in 
unison  and  co-operation  to  uphold  the  present-day 
standard  of  efficiency.  It  is  an  era  of  associations  and 
an  age  of  organization.  It  behooves  every  repairman 
to  know  all  he  possibly  can  that  concerns  his  busi- 
ness, and  he  cannot  learn  all  there  is  to  be  learned  by 


sitting  in  his  own  store,  week  in  and  week  out,  think- 
ing only  for  himself  and  by  himself.  The  live  repair- 
man is  "rubbing  elbows"  with  every  other  repairer  he 
can  meet;  he  is  broadening  his  vision — looking  ahead 
and  learning  all  he  can  in  order  that  he  may  develop 
and  maintain  a  high  degree  of  efficiency. 

The  trade  association  in  any  town  or  city  offers 
just  this  o])portunity  to  mingle  with  the  real  leaders 
— the  "live  wires" — and  learn  from  them  some  of  those 
things  that  have  brought  success.  l^ven  the  most 
casual  onlookers  will  agree  that  the  "organized"  re- 
pairers will  draw  "fair  profits"  across  the  line  while 
the  motlev  crew  on  the  other  side  wil  go  down  td 
defeat. 


Picnic  for  Toronto  Repairers 

The  members  of  the  Toronto  Shoe  Repairers'  As- 
sociation are  going  to  have  a  ])icnic,  and,  according 
to  all  advance  reports  it's  going  to  be  "some"  picnic. 
A  special  committee  has  been  formed  to  complete  all 
arrangements.  Niagara  Falls  has  been  selected  as 
the  most  suitable  spot  for  the  festivities  and  the  grand 
event  is  to  be  on  Wednesday,  July  IK.  The  gathering 
will  embark  on  the  7.30  boat  in  the  morning  and  re- 
turn in  the  evening.  There  will  be  twenty  races  of 
different  kinds,  a  baseball  game,  and  an  iniprdmptu 
ct)ncert  on  the  return  trip.  A  number  of  jjrizes  are 
being  provided  by  the  manufacturers  and  the  day  will 
be  (lUe  of  hapjiy  activity  from  start  to  finish. 

Invitations  have  l)een  extended  also  to  the  Hamil- 
ton and  Welland  associations  to  bring  their  wives  and 
families  and  join  the  gathering. 

More  New  Members 

Six  new  members  have  been  enrolled  during  the 
past  month  and  meetings  are  now  held  in  the  new 
rooms  on  the  first  floor  of  Foresters'  Hall,  22  College 
.Street.  A  piano  has  been  installed  which  j^romises 
well  for  some  very  enjoyable  musical  evenings. 

Negotiations  are  being  conducted  with  the  makers 
of  Neolin  soles  to  secure  a  co-o])erative  buying  price 
which  will  be  of  advantage  to  the  members. 


Helping  the  Repair  Man 

The  trade  is  taking  very  kindly  to  the  new  form 
of  sole  leather  for  repairers  which  is  being  distributed 
to  jobbers  by  the  Breithaupt  Leather  Company, 
Kitchener,  Out.  Owing  to  the  high  cost  of  labor  and 
the  large  percentage  of  waste  produced  by  the  cutting 
of  tap  soles  and  the  consequent  hi^li  prices  thereof, 
it  is  quite  evident  that  the  trade  will  api)reciate  some- 
thing in  sole  leather  which  can  be  ])urchased,  under 
these  conditions,  more  economically  than  tap  soles. 

These  new  sole  leather  cuts  are  called  "Jumbos." 
One  Jumbo  will  produce  two  pairs  of  large  size  taps 
and  additional  pieces  for  patching,  according  as  it  is 
used.  They  are  sold  in  standard  bundles  of  six  Jumbos, 
which  will  accordingly  produce  one  dozen  pairs  of 
tap  soles  and  the  additional  patches  at  less  cost,  the 
comj)any  claim,  than  one  dozen  i)airs  of  tai)s  of  e(|ual 
quality. 

Jumbos  are  cut  in  the  well-known  "Kitchener" 
L'nion  Oak  and  "renetang"  hemlock  tannages,  in 
men's,  boys'  and  women's  sizes,  and  are  oI)tainable 
thrdugh  the  sole  leather  jobbers.  At  a  time  like  the 
])resent,  when  every  sera])  and  ])iece  of  leather  rei)re- 
sents  a  money  value,  and  when  high  ])rices  render  it 
necessar}'  for  the  re])airman  to  economize  where\'er  he 
can  reasonably  do  so,  this  method  of  l)u_\"ing  sole  leather 
should  meet  with  general  api)ro\'al. 


Gum  Tragacanth  Useful  for  Repairers 

Some  _\'ears  ago  the  writer  liad  charge  of  a  large 
shoe  factor}-  in  New  \ork  where  lhe\-  made  line  shoes 
and  where  all  the  stains  ihey  used  for  botlonis  was  gum 
tragacanth  solution,  colored  with  pigments  wlu'U  dif- 
ferent colors  were  desired.  They  would  take  one  pound 
of  gum  tragacanth  and  ])nt  in  a  ten-gallon  keg  with  one 
pound  of  ICpsom  salts  and  three  pounds  of  i)uritan 
white.  Then  they  would  fill  t!ie  keg  with  \  ery  warm 
water  and  keep  stirring  it  three  or  four  times  a  da\" 
with  a  jfaddle.  if  they  desired  a  \  elIowish  bottom  tliev 
would  color  it  with  common  turmeric  ;  i f  the\  wanted  a 
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brown  bottom  they  would  take  \  ermillion  red  and  bone 
black,  one  ounce  each  of  these  colors  to  one  quart  of 
^um  solution ;  for  a  white  bottom  they  used  nothin.L; 
but  the  gum  and  the  salts  and  puritan  white.  Since  tan 
shoes  have  come  into  fashion  many  take  one  cjuart  of 
the  gum  solution,  ])Ut  in  one-half  ounce  oxalic  acid 
crystals,  let  dissolve,  then  ])ut  in  one  ounce  of  tincture 
benzoin,  one-cjuarter  ounce  napthol  yellow  or  any  in- 
tense yellow.  If  liquid  cannot  be  obtained,  then  use 
pigment  yellow.  This  will  clean  and  color  tan  shoes, 
and  the  gum  and  benzoin  have  great  polishing  (|uali- 
ties.  Yellow  and  brown  pigments  mixed  with  solution 
makes  chocolate.  All  of  the  dififerent  colors  seen  on 
shoe 'bottoms  are  blended  colors,  iiut  for  repairers'  use 
the  gum  solutions  are  the  cheapest  and  most  practical, 
h'or  experimental  purposes  use  small  quantities.  Two 
ounces  of  gum  tragacanth  will  make  two  galkjus  of 
good  solution. — Shoe  Repairer. 


Vancouver  Shoe  Repair  Notes 

Mr.  William  Quirt,  repairer,  for  many  years  in  the 
city  of  Vancouver,  and  now  carrying  on  business  at 
Pender  Street  West,  has  just  gone  to  considerable 
expense  in  building  a  small  tannery  and  equij)ping 
same  with  thoroughly  up-to-date  machinery.  The  tan- 
nery will  be  operating  in  full  swing  in  the  course  of 
a  week  or  so,  and  Mr.  (Juirt  has  appcjinted  a  manager 
to  look  after  his  repair  business  in  order  that  he  may 
give  much  of  his  time  to  his  new  industry,  which  cer- 
tainly promises  to  be  a  great  success. 

*       *  * 

It  is  stated  on  good  authority  that  Mr.  Blattner- 
Roy,  of  Dunsmuir  Street,  another  very  prominent 
member  of  the  Vancouver  Shoe  Repair  Association, 
is  very  seriously  considering  the  question  of  opening 
up  a  factory  for  the  manufacture  of  shoes.  Mr.  Blat- 
tner-Roy  will  take  personal  charge  of  the  factory;  the 
repair  department  he  will  place  in  the  hands  of  a 
manager.  Mr.  Roy  is  a  high  class  skilled  workman 
and  a  crackerjack  at  the  manufacture  of  new  stock. 

Mr.  (ieo.  H.  Morris,  of  the  Goodyear  Shoe  Repair- 
ing Company,  Pender  Street  West,  is  making  a  busi- 
ness trip  through  the  States,  accompanied  by  some  of 
the  ])rominent  buyers  of  this  city. 


Governments  Urge  7-inch  Top 

A  question  that  is  causing  some  speculation  at  the 
])resent  lime  is  whether  or  not  the  various  governments 
will  take  dertnite  action  in  the  matter  of  restricting  the 
height  of  tops  on  women's  boots.  A  circular  was  re- 
cently distributed  to  British  shoe  manufacturers  by  the 
Boot  Manufacturers'  Association  of  London,  in  which 
they  stated  : 

"The  government  lias  considered  the  adxisabilitv  of 
])rohibiting  the  manuifacturc  of  women's  boots  more 
than  se\-en  inches  in  height  in  the  leg,  measured  from 
seat  to  llic  higlicst  ])oinl  of  the  leg  at  the  top  of  the 
bark,  on  ihe  ground  of  the  undue  consuni])! ion  of 
leathei"  and  labor  in  their  production.  The  go\  erniucnt 
i^  reluctant  to  exercise  control  under  the  Defence  of 
the  Kealm  regulations  where  it  is  possible  to  obtain  the 
desired  result  by  voluntary  means.  The  ])resi(lent  of 
the  federation  suggests  that  manufacturers  of  women's 
boots  should  d(H-linc  lo  acce])1  and  execute  an\'  orders 
for  bo(tts  in  excess  (jI  llic  specihed  height   (exce])t  a 


special  type  of  land  boots,  which  may  be  ordered  under 
the  direction  of  a  go\-ernment  de])artment j ." 

Whether  or  not  C'anadian  styles  will  develo])  ah^ng 
this  trend  is  yet  iu  be  seen.  ( )n  the  other  side  of  the 
border,  however,  the  following  letter  has  been  distri- 
buted from  Washington  by  the  Commercial  I'lconomy 
P)oard,  referring  more  ])articularly  to  a  reduction  in  the 
number  of  styles  offered: 

Large  Savings  Possible 

"In  the  ])resent  emergency  it  is  absolutely  essential 
that  the  country's  resources  in  men,  materials,  and 
equipment  should  be  conserved  in  order  to  aid  in  the 
successful  |)rosecution  of  the  war.  The  Commercial 
Economy  i'oard  has  decided  that  it  is  clearly  desirable 
to  reduce  the  number  of  new  styles  of  shoes  to  be 
offered  for  the  spring  season  of  1918.  This  will  result 
in  savings  in  raw  materials  and  also  in  manufacturing 
and  distributing  costs.  Although  the  savings  may  be 
small  in  individual  cases,  they  will  be  large  when  taken 
together. 

"The  board,  therefore,  asks  your  co-operation  as  a 
shoe  manufacturer.  We  desire  that  you  should  elimin- 
ate extreme  styles  and  confine  your  business  to  staple 
lines  for  the  spring  season  of  1918.  Co-operation  of  the 
shoe  wholesalers  and  retailers  is  also  being  requested, 
and  next  spring  consumers  will  be  advised  to  confine 
their  purchases  to  these  staple  lines.  No  action  by  the 
board  to  influence  buying  by  the  public  will  be  taken 
until  the  trade  has  had  opportunity  to  dispose  of  the 
stocks  that  it  now  has  on  hand." 

If  a  tendency  towards  a  reversion  to  seven-inch  tops 
is  experienced  the  change  will  not  'be  such  a  serious 
matter  as  if  the  change  were  from  lower  tops  to  higher 
tops.  The  retailer  who  finds  he  must  stock  up  on  lower 
heights  will  not  find  himself  burdened  with  an  un.sale- 
a'ble  stock,  which  might  happen  if  he  had  to  change 
from  low  tops  to  high. 

If  any  action  of  this  kind  is  requested  by  the  Cana- 
dian Government  we  feel  certain  the  shoe  industry  will 
cheerfully  co-operate  as  a  whole  to  bring  about  the  de- 
sired result. 


Ames-Holden-McCready,  Limited 

The  net  profits  of  Ames-Holden-McCready,  Lim- 
ited, Montreal,  for  the  year  ended  April  30,  were  $720,- 
242,  an  increase  of  $398,450  over  the  previous  year. 
The  total  sales  for  the  year  were  $5,880,840,  an  in- 
crease of  14  per  cent,  over  the  previous  year.  In 
his  annual  address  Mr.  D.  Lorne  McGibbon,  presi- 
dent, stated  that  considerable  progress  had  been  made 
in  carrying  out  new  policies  in  i)roduction  and  distri- 
bution, designed  to  increase  the  efficiency  of  the  or- 
ganization and  reduce  expenses. 


A  Busy  Man 

Mr.  A.  Butterworth,  of  the  Practical  Shoe  Repair 
Company,  wdio  recently  acquired  also  the  United  Shoe 
Repair  Shop,  states  that  business  is  booming-  and, 
while  he  generally  tries  to  eat  three  "squares"  a  day, 
he  gets  \ery  little  sleep. 


He's  a  Grandfather 

That  "broad  smile"  we  often  encounter  on  certain 
occasions  is  reflected  on  the  countenance  of  Mr. 
Charles  A.  Ahrens,  the  well-known  Kitchener  manu- 
facturer; with  the  excei)tion  that,  on  this  occasion,  he 
becomes  a  "grancF'-father. 
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Mr.  Clayton  S.  Corson 

To  all  who  know  Mr.  Claytcjii  S.  Corson,  general 
manager  and  assistant  tieasurer  of  the  Regal  Shoe 
Company,  Toronto,  he  is  characterized  1)y  genuine 
friendliness  and  unfailing  courtesy,  even  in  the  face 
of  troublesome  conditions  which  are,  at  present,  the 
lot  of  almost  every  shoe  manufacturer.  He  has  been 
engaged  in  the  shoe  business  all  his  life,  beginning  as 
a  messenger  boy  with  Garside  &  White,  shoe  jobbers, 
Toronto,  in  1897,  where  he  remained  until  1901.  At 
that  time  he  left  to  serve  with  the  Canadian  forces  in 
the  South  African  war.    He  was  a  private  with  the 


Mr.  C.  S.  Corson. 

2nd  C.  M.  R.,  under  Col.  T.  B.  D.  Evans,  and  was  one 
of  the  twenty-one  men  who  made  the  stand  with  Capt. 
Bruce  Carruthers,  of  Kingston,  Ont.,  at  Hart's  River, 
on  March  31,  1902,  at  which  engagement  he  was 
wounded  four  times.  On  his  return  he  took  up  sales 
work  with  the  J.  D.  King  Company  and  was  w^ith  that 
concern  until  1907,  at  which  time  he  secured  the 
agency  in  Canada  for  the  Regal  Shoe  Company.  In 
1911  he  established  the  Toronto  factory  and  in  1916 
was  appointed  general  manager  and  assistant  trea- 
surer. The  Toronto  factory  now  has  over  two  hun- 
dred employees  and  turns  out  about  six  hundred  pairs 
of  shoes  a  day. 


Handsome  Leather  Specimen  Book 

The  Pfister  &  Vogel  Leather  Company,  Milwaukee, 
have  just  published  a  handsome  leather  specimen  book, 
which  is  a  practical  descriptive  exhibit  of  the  different 
leathers,  prepared  especially  for  shoe  and  leather  men 
in  all  branches  of  the  trade.  There  are  84  different 
samples  of  leather,  including-  shoe  leathers,  sole,  har- 
ness and  belting  leathers,  glove  leathers  and  fancy 
leathers  for  bookbinding  and  upholstery.  This  com- 
pany published  some  time  ago  a  treatise  on  "How 
Leather  is  Tanned,"  but  it  was  found  in  many  cases 
difficult  for  the  merchant  or  student  of  leather  to  get 
a  clear  grasp  of  the  subject  without  the  opportunity  of 
inspecting  typical  sam])les  of  the  leathers  referred  to. 
It  is  as  an  aid  in  this  respect  that  "The  Leather  Speci- 


men Book"  has  been  prepared  by  Mr.  Frederic  W.  La 
Croix,  advertising  manager  of  the  Pfister  &  Vogel 
Company.  It  is  splendidly  bound  in  loose-leaf  form 
and  should  prove  of  great  value  to  anyone  interested 
in  leather.  The  Pfister  &  Vogel  Company  have  a  lim- 
ited number  of  copies  of  this  specimen  book  for  sale. 
Any  of  our  readers  who  are  interested  may  see  a  copy 
in  the  office  of  "Footwear." 


Foot  Comfort  Week  a  Complete  Success 

An  important  event  in  the  findings  trade  came  to 
a  conclusion  Saturday,  June  23rd,  when  Dr.  Scholl's 
Foot  Comfort  Week  ended.  It  will  long  be  remembered 
as  one  of  the  most  brilliant  merchandising  and  edu- 
cational feats  ever  accomplished  along  this  line. 
Throughout  Canada  and  the  United  States,  the  win- 
dows of  shoe  stores,  department  stores  and  general 
stores  were  especially  trimmed  with  striking  displays 
featuring  the  SchoU  foot  comfort  idea  and  goods. 
Many  thousands  of  local  newspapers  carried  dealers' 
ads  designed  to  tie  up  to  the  Scholl  magazine  cam- 
paign, and  especially  to  connect  up  to  the  full  page 
Scholl  ad  in  the  Saturday  Evening  Post  of  June  16th. 
The  interest  aroused  in  feet  and  the  correction  of 
foot  troubles  resulted  in  tremendously  increased  sales 
everywhere,  and  not  merely  in  Scholl  goods,  but  in 
shoes  as  well,  thus  proving  that  anything  that  in- 
terests the  public  and  gets  them  into  the  shoe  store 
will  invariably  stimulate  shoe  sales.  The  advertising 
campaign  which  led  up  to  this  crowning  event  was 
daring  in  conception,  but  the  results  prove  it  to  have 
been  based  upon  sound  merchandising  principles. 
Never  before  has  it  seemed  possible  to  advertise  foot 
correctives  upon  such  a  vast  scale.  Full  page  Sat- 
urday Evening  Post  ads  for  a  line  of  this  kind  have 
only  become  possible  through  the  intense  public  in- 
terest in  foot  comfort  which  the 'years  of  educational 
effort  by  the  Scholl  Mig.  Co.  have  brought  about.  The 
$500  prize  window  trimming  contest  created  great  in- 
terest, and  thousands  of  photographs  have  been  sent 
in  to  be  adjudged.  This  work  is  still  proceeding,  the 
judges  finding  it  difilcult  to  select  the  winners  from 
among  the  vast  number  of  fine  displays.  It  is  an- 
nounced that  Foot  Comfort  Week  will  be  an  annual 
event  with  the  company  in  future. 


Shoe  Company  Loses  Two  Good  Men 

The  Thompson  Shoe  Company,  Ltd.,  Montreal,  re- 
cently lost  two  of  its  representatives — Mr.  Joseph  Cira- 
\c\  and  Mr.  H.  J.  Stafford— l:)oth  of  whom  died  sud- 
denly. Mr.  Gravel,  who  was  the  son  of  Mr.  G.  Gravel 
(for  many  years  with  the  Canadian  Consolidated  Rub- 
ber Company),  was  with  the  Thompson  Shoe  Company 
for  five  years,  representing  that  companv  in  the  city  of 
Montreal,  previous  to  which  he  was  with  the  Canadian 
Consolidated  Rubber  Company.  Mr.  II.  J.  Stafford 
was  the  Thompson  Company's  rubber  representatix  c  ; 
for  twenty  years  lie  was  on  the  staff"  of  Omigner  iK:  Co., 
Quebec. ,  and  was  also  with  the  Hamilton  Slme  Com- 
pany. Mr.  C.  E.  I'.etourney  succeeds  ;\rr.  Gravel  as 
Montreal  rei)rcsentati\-e  of  the  Thompson  Shoe  Com- 
liany.  I'rcxiously  he  was  with  Sclieuer.  .\ormandin  X; 
Co.  and  |.  A.  McCaughan      Sons,  Montreal. 

If  you  make  light  oi  suggestions  ad\  anced  by  vour 
clerks  they  will  cease  making  lluni  and  their  interest 
in  \our  1)tisiness  will  wane. 
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Decorated  by  the  King 

Lieut.  Gordon  C.  i'atterson,  former  assistant  editor 
of  "Footwear  in  Canada,"  who  went  overseas  with  the 
University  Company  of  the  Princess  Patricias  in  Aug- 
ust, 1915,  was  in  the  famous  Vimy  Ridge  victory, 


Lieut.  Gordon  C.  Patterson,  M.C. 

where  our  Canadian  boys  evidenced  such  conspicuous 
ability  and  "pep."  On  this  occasion  Lieut.  Patterson's 
gallant  work  won  for  him  the  Military  Cross.  He  was 
decorated  l)y  the  King,  in  person,  at  Buckingham  Pal- 
ace, on  fune  6,  on  the  occasion  of  a  short  leave  of  ab- 
sence from  the  trenches.  Though  Lieut.  Patterson  en- 
listed as  a  private,  as  being  the  shortest  route  to  active 
service,  he  was  some  time  ago  granted  his  commission. 


A  large  down-town  Toronto  retailer  expressed  the 
opinion  the  other  day  that  he  placed  little  faith  in  the 
statements  coming  from  the  other  side  of  the  border, 
that  sole  leather  was  becoming  a  scarce  commodity.  If 
any  difhcultv  existed  he  thought  it  was  simply  on  ac- 
coimt  of  monopolies  controlled  l)y  the  large  leather 
interests. 


Shoe  Men  Have  a  Picnic 

( )n  Saturday,  June  30',  the  staffs  and  employees  of 
Ihe  Star  Shoe  Cnm])any,  Regina  Shoe  Company,  Col- 
uml)us  l<ul)l)er  Com])any,  and  J.  I.  Chouinard  held  a 
joint  ])icnic  at  Lavaltrie,  P.O.  About  600  were  ])resent, 
including  Messrs.  Chouinard,  P.  A.  Doig,  sales  mana- 
ger of  the  Star  Shoe  Company;  H.  V.  Lauzon  and  A. 


Cratton,  directors  of  the  same  com])any  ;  Paul  Roy,  N. 
(iagon,  of  Aird  cK:  Son;  R.  Woodward,  of  I'".  E.  Wood- 
ward &  Sons,  and  Turner,  Merchants'  Consolidated, 
Winnipeg.  The  whole  of  the  arrangements  were  car- 
ried out  ])y  Mr.  A.  R.  (iauthier,  of  the  Columbus  Rub- 
ber Company,  and  ])roved  excellent  in  every  way. 

Tlie  steamer  "Three  Rivers"  was  chartered,  and  the 
em])loyees  and  guests  took  ])art  in  music  and  dancing 
until  I^avallrie  was  reached.  Here  an  extensive  pro- 
gram of  games  and  sports  was  carried  out,  Mr.  Choui- 
nard acting  as  judge.  The  chief  e\  ent  was  a  baseball 
game  for  the  Clarke  trophy,  presented  jjy  A.  R.  Clarke 
iSj  Co.,  Ltd.,  of  Toronto.  Tliis  has  to  l^e  won  twice  in 
succession  l^efore  l)ecoming  the  property  of  any  team. 
The  game  was  between  the  Star  Shoe  Company  and  a 
comlnned  team  of  the  Columl^us  Rubber  and  Regina 
Shoe  Companies.  The  former  were  the  winners.  A 
tug-of-war,  for  a  cup,  l^etween  Star  Shoe,  Regina  Shoe, 
and  Columlnis  Rubl^er  teams,  was  wgn  by  the  Colum- 
])us  Ruljber  men.  The  other  events  included  running, 
jumping,  etc.,  for  ]jrizes,  while  there  were  also  dancing 
com])etitions. 

On  the  return  to  Montreal  in  the  evening  a  dinner 
was  held  at  the  Club  Champetre,  presided  over  ])y  Mr. 


Mr.  J.  I.  Chouinard. 

Chouinard.  Speeches  were  made  by  the  chairman  and 
Messrs.  Alf.  Gauthier,  P.  A.  Doig,  and  H.  F.  Lauzon. 
Dancing  followed,  and  concluded  a  very  enjoyable  and 
full  day's  outing. 


"Shoes  as  comfortable  as  stockings"  is  the  slogan 
used  by  one  up-to-date  retailer. 


PANSY 


Two  of  a  series  of  newspaper  cuts,  illustrat- 
ing rubber-sole  canvas  outing  shoes,  supplied 
the  trade  gratis,  by  the  Kaufman  Rubber  Co., 
Kitchener,  Ont. 
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BLANCO 


The  White  Cleaner, 


IT  IS  PRIDE  ^ 

  or  woman  choose 

"Blanco,"  They  want  their  White 
Shoes  to  be  really  white  so  they  use  a 
never-failer  like  BLANCO.'  Its  Quality 
never  moves  downwards,  so  it  never 
disappoints.  "Once  a  'BLANCO'  user, 
always  a  ^BLANCO'  user." 

If  you  are  proud  repute 

 '   or  your  store, 

you'll  see  to  it  that  in  White  Cleaners 
its 'BLANCO'— and 'BLANCO' all  the  time. 


CUPPLIES  may  not  go  all 
^  the  way  round. 

Better  get  your  share  NOW. 
Your  Jobber  has  it. 


Keeps  white 
shoes  white. 


99 


^^^^^^^ 


Manufactured  by 

Joseph  Pickering  &  Sons.  Ltd.  Sheffield.  England. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


Jack  Martin,  son  of  Mr.  W.  F.  Martin,  sales  manager  of 
the  Kingsbury  Footwear  Company,  Maisonneuve,  has  left 
for  overseas  with  the  McGill  Heavy  Battery. 

J.  A.  Lavoie,  of  I.a  Parisienne  Shoe  Company,  Limited, 
Maisonneuve,  has  been  on  a  visit  to  New  York  and  Phila- 
delphia, looking  into  new  styles  for  next  spring. 

The  Lida  Shoe  Company,  which  will  take  over  the  ijusi- 
ness  of  Mr.  J.  P.  Cote,  Maisonneuve,  manufacturer  of  misses', 
children's  and  infants'  shoes,  propose  to  construct  a  new 
factory  on  h'.rnest  Street,  Maisonneuve,  providing  a  by-law  is 
sanctioned.  The  plans  are  prepared  and  show  a  concrete 
building  of  three  storeys  and  basement  on  a  lot  100  x  40. 
When  this  is  erected  the  company  will  extend  its  lines  to 
women's  goods.  The  city  of  Maisonneuve  are  asked  to  give 
certain  exemptions  and  to  guarantee  $80,000  out  of  the  total 
capital  of  .1;190,000. 

Joseph  Sagar,  \:i  Richmond  Street,  Toronto,  has  sold  his 
repair  shop  to  H.  Holbrook.  formerly  with  the  King  Shoe 
Company,  Toronto. 

E.  Hurtubise,  shoe  repairer,  7iV.'>  Somerset  Street,  Ottawa, 
has  installed  a  Champion  string  nailer  in  his  shop.  Many 
repairers  are  finding  these  machines  as  valual)le  and  essential 
as  the  stitching  and  finishing  equipment. 

H.  Hopkins,  shoe  repairer,  334  King  Street  East,  To- 
ronto, has  installed  a  Goodyear  rapid  stitcher. 

Courture  Brothers  have  just  opened  the  largest  repair 
shop  in  Hull,  P.Q.,  and  have  installed  the  latest  model  Cham- 
pion Ideal  stitcher,  electrically  heated,  and  a  23  foot  Champion 
new  model  finisher.    They  are  located  at  175  Main  Street. 

A.  Dilalla,  149  Main  Street,  Hull,  Que.,  has  placed  addi- 
tional repair  machinery  in  his  shop  for  making  custom  shoes 
and  has  put  in  a  Champion  Universal  curved  needle  stitcher, 
with  electric  heating  for  the  wax. 

Teskey  &  Company,  l)oot  and  shoe  dealers,  Ottawa,  Ont., 
are  retiring  from  business. 

The  Victor  Shoe  Repairing  Company,  Montreal,  have 
registered. 

Underbills,  Limited,  are  removing  their  plant  from  Aurora 
to  Barrie,  where  they  have  had  a  fine  factory  for  the  past 
few  years.  It  is  the  intention  of  the  company  to  consolidate 
both  businesses,  and,  as  the  premises  in  Barrie  are  in  every 


way  suitable,  ample  facility  will  be  afforded  for  expansion 
and  (leveloj)ment. 

The  National  Shoe  Company,  Limited,  has  Iteen  incor- 
ijorated  with  a  capital  f)f  .$100, 000,  with  the  principal  place 
of  liusiness  in  Montreal.  P.  Morel.  Maisonneuve,  and  J.  S. 
Pilan.  Montreal,  are  interested.  The  present  intention  is  to 
establish  a  jobbing  business. 

VV.  H.  Graham,  London,  Ont.,  who  has  been  in  the 
findings  business  fr)r  a  number  of  years,  has  been  appointed 
representative  for  the  Canadian  Shoe  Findings  Novelty  Com- 
])any.  Toronto,  and  will  carry  a  complete  line  of  Griffin 
dre  ssings   for  trade   in    London   and   surrounding  districts. 

Among  recent  visitors  to  Montreal  on  buying  trips  were 
Messrs.  E.  S.  Turner  and  Clarke,  of  the  Merchants'  Con- 
solidated, Winnipeg,  and  Charles  E.  Stirling,  of  London,  Ont. 

The  Star  Shoe  Company.  Montreal,  have  under  considera- 
tion the  construction  of  a  new  factory  in  Maisonneuve,  the 
necessary  land  having  been  secured  and  the  plans  drawn 
up.  It  will  be  a  concrete  structure  of  four  storeys.  The 
town  of  Maisonneuve,  following  out  their  usual  policy,  will 
make  certain  concessions,  in  the  event  of  the  deal  going 
througli.  The  control  of  the  Star  Shoe  Company  is  now  in 
the  hands  of  Mr.  J.  I.  Chouinard,  of  the  Regina  Shoe  Co. 

R.  M.  Eraser,  one  of  the  Montreal  representatives  of 
the  Breithaupt  Leather  Company,  has  been  on  a  visit  to 
Boston. 

Among  recent  visitors  to  Montreal  were  Messrs.  Harley 
Henry,  of  Saskatoon,  and  Ecclestone,  Eatons,  Ltd.,  Toronto. 

At  the  annual  meeting  of  the  Canadian  Footwear  Com- 
pany, Limited,  held  in  Montreal,  Mr.  L.  E.  Gauthier  was 
re-elected  president,  while  Mr.  E.  Larose  was  elected  vice- 
president.  Mr.  A.  Lecours  was  again  elected  secretary- 
treasurer,  the  other  directors  being  also  re-elected. 

One  of  Hamilton's  oldest  and  most  respected  merchants 
died  recently  m  the  person  of  Robert  Wilson,  141  IVlam 
Street  East.  He  was  in  his  84th  year,  and  had  been  in 
business  as  a  shoe  dealer  for  over  fifty  years. 

Burglars  recently  entered  the  shoe  store  of  W.  D.  Hob- 
son,  Woodstock,  and  stole  over  $300  worth  of  shoes.  The 
thieves  were  very  particular  as  to  quality,  taking  only  the 


THK  NEW 
UNIQUK  TR.M)K 
MARK  OF  THE 
COnOURG  l^-ELT 
CO..  Cf)BOURG. 
ONT.    THE  "K" 
IN  KIMMEI.  HAS 
EOR  MANY 
YEARS  BEEN 
SYNONYMOUS 
WITH  QUALITY 
IN  THE  FEI/r 
SHOE  I!USINESS 
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"Life-Buoy" 

Rubber-Soled 

Canvas  Footwear 

For  Summer  Wear 


Ample  stocks  in  all  lines 

have 

been  provided  in  advance  to 

meet  the  demand. 

* 

If  you  are  short,  write 

our 

nearest  warehouse.  We 

can 

look  after  you  promptly. 

The  Kaufman  Rubber 

Company,  Limited 

LONDON— 342A  Richmond  St. 

KITCHENER— Factory  and  Head  Office 
TORONTO— 76  York  St. 

OTTAWA-282  Wellington  St.  E. 

MONTREAL— 310  Craig  St.  West 


Some  of  the  Lines 
in  Strong  Demand 


BETA 


ADMIRAL 


GEM 


46 


FOOTWEAR    TN  CANADA 


July,  1917 


most  expensive  styles.  Three  club  Ijags  were  also  taken 
in  which  to  carry  tlie  loot. 

A'Ir.  H.  J.  Daly,  general  manager  of  the  National  Cash 
Register  Company  of  Canada,  has  hecn  elected  a  director 
of  the  Home  Bank  of  Canada. 

L.  ().  Breithaupt,  of  the  Breithaupt  I^eather  C'ompany, 
Kitchener,  Ont.,  was  a  visitor  in  Winnipeg  on  the  occasion 
of  the  Canadian  Manufacturers'  Convention. 

Fred  Underhill,  of  Cnderhills,  T.imitcd.  .\urora.  Ont., 
is  spending  several  months  in  California. 

-\  new  shoe  store  is  being  opened  at  HM  College  Street, 
Toronto,  by  t".  1'.  Cashman. 

L.  j.  Flynn  has  opened  a  shoe  store  on  King  .Street  East. 
Hamilton.  He  was  formerly  a  shoe  traveller  and  has  spent 
many  years  with  Canadian  and  United  States  firms. 

.\  shoe  store  has  been  opened  at  225  Broadview  Avvenue, 
Toronto,  1)y  Clark  &  Meadows. 

Lyons  Shoe  Store  has  removed  from  42!)  to  280  St 
Catherine  Street   West,  Montreal. 

Mr.  A.  G.  Mooney,  of  the  \.  G.  Mooney  Company, 
Montreal,  shoe  supplies,  has  been  on  a  two  weeks'  pleasure 
trip  to  New  York,  Boston  and  Philadelphia.  He  was  ac- 
companied by  Mrs.  Mooney. 

Mr.  VV.  B.  I'arvin,  of  the  Fit-U  Shoe  Store,  Bloor  W  est, 
Toronto,  is  taking  a  richly  deserved  vacati(ni  in  Western 
Canada.  He  left  l)y  way  of  Northern  Ontario  and  will,  in 
all  probability,  make  part  of  his  return  journey  by  water. 

Yet  another  shoe  firm  contemplate  removing  to  Mai- 
sonneuve.  The  Tetrault  Shoe  Manufacturing  Company, 
Montreal,  have  under  consideration  plans  for  building  a  very 
large  factory  in  Maisonneuve,  thus  giving  facilities  for  an 
even  more  extensive  output  than  the  company  now  possesses. 


Maisonneuve  is  becoming  more  and  more  ?ne  great  shoe 
manufacturing  centre  of  Canada,  and  it  may  be  taken  for 
granted  that  the  'J'etrault  Company  will,  in  the  event  of  the 
deal  going  through,  erect  a  well  planned  and  splendidly 
ecpiipped  factory. 

Frank  .Slater,  of  the  Fureka  .Shoe  Company,  Three 
Kivers,  I'.Q..  has  been  calling  on  buyers  in  Montreal.  The 
l.nreka  Company  lately  removed  from  Montreal  trj  Three 
Rivers,  and  now  occupj'  a  fine  new  factory. 

(ieo.  G.  I'arker  has  been  on  a  visit  to  QneVjec  slujwing 
the  sanii)les  of  Ijenjamin  N.  Moore  &  .Sons,  Inc.,  Boston, 
manufacturers  of  goat,  kid,  cabretta's  and  side  leathers.  This 
firm  iiave  entered  into  an  arrangement  appointing  Mr.  Harry 
I'L.  Thompson  and  Mr.  (ieo.  Cj.  Parker  exclusive  selling  agents 
for  Canada.  A  stock  of  the  goods  will  be  carried  at  a6 
(jenevieve   Street,  Montreal. 

.\n  attempt  by  a  L'nited  States  congressman  to  intro- 
duce legislation  to  control  the  price  of  shoes  was  unsuc- 
cessful. 

Ci.  Nicoletti,  shoe  repairer,  4:!  Notre  Dame  Street,  La- 
chine,  Que.,  has  installed  a  late  nKjdel  Ideal  curved  needle 
and  awl  shoe  stitcher  and  a  Champion  string-nailer. 

Woodstock  merchants  have  signed  an  agreement  to  close 
their  stores  each  Wednesday  afternoon,  except  in  weeks 
where  a  public  holiday  occurs.  This  arrangement  will  a|)ply 
to  July,  .\ugust  and  September. 

I.  Di  Cola,  shoe  repairer,  Renfrew,  Ont.,  has  installed 
a  new  model  Champion  Ideal  curved  needle  electrically  heat- 
ed stitcher. 

Brandon  business  men  have  united  in  an  endeavor  to 
have  the  Manitoba  Retail  Merchants'  Association  hold  their 
1918  convention  in  that  city. 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machine 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Koyalty  Shoe  Machinery 


Jobbers 

Men's  and  Boys' 
Standard  Screw 
and 
Loose  Nail 


We  have  the  stock  and  can  double 
our  output 

Write  for  our  special  proposition 

MILTON  SHOE  CO. 

MILTON,  ONT, 
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BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 

Tanners  and  Manufacturers 


SHEEPSKINS  and  CABREHA 

Also  Woolskins   in  Bark   and   Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


"MOGLE"  PATENTED  RAPID  REPAIR  JACK 


With  Set  of  53  Lasts 
Every  Last  Guaranteed  to  Fit  Perfectly 

Conceded  by  all  first-class  Shoe  Repairers  to  be  in  a  class  by  itself — ■ 
nothing  equal  to  it  on  the  market.  Send  for  full  descriptive  circular  and 
prices.  Order  from  your  Jobber — If  he  will  not  supply  you,  we  will. 


This  cut  show.s 
nailing;  position. 
Dotted  lines  show 
trimming:  and 
sewing  position. 


Turns  at  this 
bearing-  for  sewing 
position  or  for  a 
left  handed  man. 


Lever  can  be 
worked  with  the 
foot. 


m    1®  ii  D®  ®8)  8)8)  Ws 

THE  ROOT-HEATH  MFG.  CO.,  u.lltcZU  PLYMOUTH,  OHIO,  U.S.A. 

NEW  YORK  OFFICE:  90-92  West  Broadway,  New  York.    D.  N.  WINNER,  Manager. 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 
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"The  Sole 


OF 


PERFECTION" 


^  When  buying  new  boots  or  shoes,  or  having  worn  ones  re-soled,  it  is  not  a  question  of 
how  long  leather  has  been  in  vogue ;  it  it  a  que^ion  of  facing  this  fad :  "Acme"  Soles  will 
outwear  leather  and  give  more  satisfadlion  all  the  time. 

^  If  your  cuftomers  commence  wearing  "Acme"  Soles  today,  they  will  not  discontmue 
wearing  them  even  if  after  the  war  good  leather  is  again  plentiful.  Superior  shoe  service 
will  keep  them  usmg  "Acme." 

^  The  beauty  of  this  new  sole  is  that  it  will  always  be  the  same — the  method  by  which  it 
is  made,  and  the  materials  from  which  it  is  made,  are  ^andard,  and  cannot  be  very  much 
influenced  by  either  national  or  international  complications. 

^  In  other  words,  your  cu^omers  can  today,  via  "Acme"  Soles,  order  their  shoe  comfort  a 
season  ahead — bank  absolutely  on  getting  utmo^  wear,  utmo^  pliability,  utmo^  comfort; 
and  bank  absolutely  on  not  getting  any  cracking,  squeaking  or  slipping. 

Colors :  Black,  White,  Tan. 

"Acme"  is  a  Dunlop  produdt,  and  you  are  being  invited  to  specify  and  supply  "Acme" 
because  it  measures  up  to  the  Dunlop  ^andard. 


Dunlop  Tire  &  Rubber 
Goods  Co.,  Limited 

Head  Office  and  Factories : 

TORONTO 


"The  Sole  of  Perfection 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  diflance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


"The  Best  Everyday  Shoe"  Sells  Easily 


You  can  sell  "The  Best 
Everyday  Sfioe"  to  your  best 
friend  with  all  the  confidence 
in  the  world  of  giving  satis- 
faction. We  make  solid 
leather  footwear  good  all  the 
way  through.  We  have 
sensible,  serviceable  styles 
and  the  best  leather  money 
can  buy.  Shoe  prices  are 
naturally  way  up  this  season, 
but  we  are  still  selling  "The 
Best  Everyday  Shoe"  at  ver)' 
reasonable  prices.  They 
stand  a  good  mark  up. 

See  your  jobber  at  once  and 
ask  for  our  lines. 


The  T.  Sisman  Shoe  Co.,  Limited 

AURORA,  ONTARIO 


DOMINION  STEEL  DIES 


Our  Steel  Dies  are  tempered  and  hardened  ac- 
cording to  a  special  process  that  renders  them 
exceptionally  keen.  They  will  wear  and  cut 
smoothly  for  longer  time  than  any  other  dies. 

Write  us  for  prices  and  further  information. 

Dominion  Die  Co. 

MONTREAL 


Made  in 
Canada 
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In  any  of  the  following  supplies  you  will  find  the  same  high  standard  of  • 
quality  that  has  always  characterized  Trudeau  products.    We  manufac- 
ture these  lines  in  our  own  factories  and  know  them  to  be  good 
under  all  conditions. 

Felt  Box  Toes 
Metal  Shoe  Hooks 
Shoe  Buttons 
Shoe  Bows 
Shoe  Ornaments 
Fihre  Counters 
Leatherboard  Counters 

Our  Shoe  Counters  are,  without  question,  the  finest  product  made  in 
this  country,  and  furthermore,  they  are  the  most  inexpensive  to  buy. 

We  make  two  kinds  of  Felt  Box  Toes — one  to  supply  the  demand  for 
a  stitched  in  Box  Toe,  and  also  one  made  a  little  harder  that  is 
not  to  be  stitched. 

Ltd 

365-36-7-371,  Onlapio^t>.  Montreal, Ouc. 


m 
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We  carry  an  exten- 
sive line  of  imported 
cut,  riveted  and 
pressed  steel  buckles. 

From  25c  to  $6.00 
the  pair. 

Write  for 

asssorted 

sample 

dozen 

pairs. 


Chandler's 

Ribbon  Pump  Bows 

Hand  Tied  and  Tailored 


Our  ribbon  bows  are  made  in  all  sizes  and 
colors.  All  grades  from  mercerized  to 
finest  quality  silk. 

From  20c  to  $2.00  the  doz.  pairs. 

Write  for  Catalogue. 


C.  A  Browning  Co. 


30  FrankUn  St. 


BOSTON,  Mass.,  U.S.A. 


Women's 

Leather 

Shoes 

Misses',  Children's, 
Infants'  Footwear 


JOBBERS 


^~>ET  samples  of  our  Women's  Footwear 
if  you  are  looking-  for  some  popular 
lines  this  season.  Canadian  women  want 
shoes  that  will  wear,  and  we  can  supply 
them.  These  shoes  will  bring  you  ad- 
ditional business  that  should  be  very  pro- 
fitable. We  will  arrange  to  show  you 
samples.     Drop  us  a  line. 

Gagnon,  Lachapelle  &  Hebert 


Shoe  Manufacturers 
55  Kent  Street 


Montreal 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 
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This  machine  finishes  button  holes 
with  a  barred  end,  in  one  operation 


''Reece  Rapid"  Button  Hole  Machine 

The  perfect  work  of  this  button  holeing  machine  has  brought  it  into  prominence 
with  all  makers  of  good  footwear.  It  is  faster  and  more  economical  than  any 
other  machine  in  existence  today.  These  are  positive  claims  that  can  be 
proven  by  records  from  every  quarter  of  the  country.  The  Reece  Rapid  makes 
a  perfect  button  hole  with  a  strong  bar  to  finish  off  the  end,  all  in  one  operation. 
It  is  very  economical  with  thread.  It  uses  Silk,  Cotton,  or  mercerized  thread 
equally  well. 


Write  us  for  catalogue  and  terms 


Thos.  C.  Doyle  (Regd.) 


Corner  Durocher  and  Prince  Arthur 
MONTREAL 


Sole  Distributor 
for  Canada 

455  King  Street  West 
TORONTO 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  ihe  fine  job- 
bing trade. 

Finished  with  Nufashord 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustlesf, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Readingr,  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Mercliants  are  Departmental  Stores — in  miniature  — 
fount!  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  tliis 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


WA»ViU-m  riNANOAL.UWMUUUAL  S. 
filNUUl  TlAOt  UWSPAPUt^0r«  CUAI  Wt)1j 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Meichants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Cliicago,  New  York,  London,  Eng. 


Fibre  Counters 


( )ur  Canadian  made  Fil)rc  Counters  rei)resent  the 
finest  achievement  in  this  product  to  be  obtained. 
They  are  made  from  strong,  tough  fibre  board  and 
shaped  in  such  a  way  that  they  hold  their  shape 
perfectly  even  in  hea\y  work  boots  that  are  sub- 
jected to  great  strain  and  dam])ness.  They  are  more 
incxijensive  than  other  makes  and  last  longer. 

Write  for  samples  and  prices. 


Upper  Leathers 
Sole  Leathers 


Duclos  &  Payan 


Sales  Offices  and  Warehouses; 
224  Lemoine  Street, 
MONTREAL 


Tannery  and  Factory: 
ST.  HYACINTHE, 
P.Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto,  Ontario  Selling  Agent. 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City. 


( )ur  leather  selections  are  s])ecially  designed 
to  meet  individual  needs.  Each  product  is 
carefully  inspected  in  order  to  make  sure  of 
])ro])er  weight  and  (|ualit}-.  We  will  be  glad  to 
gi\e  you  all  the  information  in  our  possession, 
that  will  help  you  in  your  leather  selection. 
Write  us  today. 
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If]  WEL^S^ 
//  VISIBLE 
/MATE  MARKS 

FOR. 

SHOES  AND  CARTON 

Tliey  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  the  bot- 
tom of  a  pair  of 
shoes  as  the  size  and 
width  on  the  carton. 

You  can  handle 
five  pairs  of  shoes 
with  numbers  on  to 
without.  Once 
you   would  not 


one 
used 


GUS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 

be  witliout  tliem  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
They  are  put  up  in  book  form  like  postage  stamps  (and  the  cash 
always  balance, 
COLOR 
White  on  Black    White  on  Blue 
White  on  Tan       White  on  Red 
White  on  Green 


No  mis-mates). 

PRICES 
2.500  in  Triplicate  • 
5.000  in  Triplicate  - 

10,000  in  Triplicate  • 


$3.00 
4.50 
6.50 


Tlie  cost  is  a  trifle— 10,000  in  triplicate  .fG.50  (20  pairs  for  one  cent). 
Why  "stall"  around  in  the  dark.  With  my  numbering  on,  it's  like 
having  an  electric  sign  on  tlie  end  of  every  carton  in  the  store. 


Adelard  Guay 


Eutrope  Guay 


MANUFACTURERS  OF 


Standard,  Fibre  Board,  Leathe  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  MONTREAL,  QUE. 


You'll  Want 

WHITE  BOOT  LACES 

Better  Order  Early 

I  have  stock  now.   These  laces  will  be  hard 
to  get  later  on. 

I  carry  in  stock  the  qualities  needed  both  by  the 
findings  trade  and  for  factory  use. 

I  also  have  both 
ROUND  and  SQUARE  CUT  LEATHER  LACES 
PORPOISE  LACES,  BLACK  and  TAN 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


Good  Kid  for  Good  Shoes 


New  Castle  Kid 

We  can  supply  you  with  this 
famous  product,  either  Glazed 
or  Mat.  It  is  always  of  the 
highest  quality,  uniform  and 
reliable.  Shipments  on  time 
and  in  any  quantity. 

Write  for  samples  in  black  or  colors. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory :— Wilmington,  Del.,  U.S.A. 


JAS.  CLELAND,  REGD., 


Largest  Die  Manufacturer 
in  Canada 


Our  STEEL  DIES 

are  perfectly  safe 

There  is  no  chance  for  operator  to  incur 
injury  in  any  way  with  our  patented  Steel 
Dies.  They  are  specially  made  to  fit  the 
hands  and  cannot  possibly  jam  or  slip. 
Write  for  bulletin  and  prices  for  your  re- 
quirements. 

16  St.  George  St.,  MONTREAL 
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For  a  high  Polish 

For  a  permanent  Polish 

For  a  Polish  that  will  not 
fade 

For  a  Polish  that  is  econ- 
omical to  use 

We  recommend  our 

CHANTECLER  POLISH 

It  is  the  best 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 


■  ■  1  1  1  ■  >i  I  >  ■■  I  I  I  I  I  I  n  ■  11  m  ■■Ill  Ill  I  II  Ill  Ill  II  ■  ■  ■■■■I 
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Service  a  Sign  of  S^^^ 


The  History 
of  the  Old 
Cash  Drawer 


Mistakes 
Losses 
Uncertainty 
Temptation 

Laziness 
Carelessness 

Disputes 

Customer 
Dissatisfaction 

No  Records 

Overwork 

Late  Hours 

Inefficiency 

Small  Profit 

Stunted 
Business 


Before  and  After 
Confederation 

and  a  message  for  to-day 


Those  of  us  who  can  look  l)ack  to  th 
days  of  Confederation,  re-live  as  the  nld 
associations  are  recalled. 

The  store  of  the  early  days  had  many 
pleasant  associations.  The  wooden  Till 
could  tell  an  interesting  story — one  which 
would  perhaps  reveal  human  weaknesses, 
losses  to  the  merchant  on  account  of  mis- 
takes, disputes  with  customers,  forgotten 
charges,  etc. 

Doing  business  in  an  efficient  or  sys- 
tematic way  was  little  thought  of  in  those 
days.  The  temptation  which  was  placed 
before  employees  was  criminal. 

A  merchant  of  Dayton,  Ohio,  in  think- 
ing of  the  dangers  to  himself  and  his  em- 
ployees because  of  no  system,  devised  a 
crude  mechanism  for  registering  money. 
This  was  the  first  step  from  the  old-fash- 
ioned Till  to  the  present  highly  special- 
ized Cash  Register. 

The  story  of  the  years  of  struggle  and 
patience  on  the  part  of  the  founder  of 
The  National  Cash  Register  Company, 
^Ir.  John  H.  Patterson,  to  perfect  a  regis- 
ter which  would  relieve  the  retail  mer- 
chant of  work  and  worry,  remove  tempta- 
tion from  his  employees,  is  a  most  inter- 
esting one. 

The  story  of  Mr.  Patterson's  early 
struggles  is  told  by  himself  in  an  interest- 
ing booklet — "The  Troubles  of  a  Store- 
Keeper  and  How  to  Correct  Them."  This 
booklet  is  of  especial  interest  to  every  re- 
tail merchant.  Send  us  your  address  and 
we  will  gladly  forward  you  a  copy. 

The 

National  Cash  Register  Co. 

of  Canada,  Limited 

HEAD  OFFICE  AND  FACTORY: 

350  Christie  Street,    TORONTO,  Ont. 


The  History 
ofN.C.R. 
SERVICE 


No  Mistakes 

Losses  Stopped 

Temptation 
Removed 

Accuracy 

No  Disputes 

Customer 
Satisfied 

Quick  Service 

Correct 
Information 

Instantaneous 
Audit 

Immediate 
Balance 

Highest 
Protection 

Success 


A  "Nationar  Serves  and  Protects 
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Big  Stock  of  Laces 

We  can  supply  you  with  any  quantity  of  the  newest  in 
Laces  of  all  kinds.  Now  in  stock — ready  to  ship.  Mer- 
cerized Round  Laces,  in  Black,  Whites  and  Colors  ;  all 
lengths.     Write  for  samples  and  prices. 


Brushes 

We  stock  Patent  Brushes 
for  all  shoe  purposes. 
Made  by  Essex  Brush  Co. 
These  brushes  are  always 
reliable  and  economical. 


Thread 

Large  stock  always  on 
hand.  Made  by  the  Globe 
Thread  Co,,  Fall  River. 
None  better.  Write  for 
samples  and  prices. 


Cement 

We  handle  Ideal  Backing 
Machine,  Apex  Backing 
Cement,  Premier  Backing 
Cement.  All  well-known 
and  extensively  used. 


A.  G.  MOONEY  CO. 

220  Lemoine  Street  -  -  MONTREAL,  QUE. 


FIBER  COUNTERS 


We  presume  that  you  use  them.  Nine-tenths  of  the  factories  do.  Unless  you  are  buying  Columbia 
hiber  Counters  made  in  Montreal  you  are  paying  too  much  and  are  getting  an  inferior  article.  It  is 
im|)ossi'ble  for  any  of  our  competitors  in  the  United  States  to  pay  duty  and  war  tax  and  deliver  to  you 
llie  best  goods  at  a  reasonable  price.  Our  prices  are  less  by  the  amount  of  this  duty  and  tax,  and  the 
goods  l)etter  than  any  made  in  the  United  States,  except  those  manufactured  l)y  the'C()lum])ia  Counter 
Com])any  in  I'oston. 

W'e  manufacture  also  a  line  grade  of  Felt  Uox  Toes  and  Steel  and  I.eather  IJoard  Slianks.  Be 
suix'  and  see  samples  of  these  gcHids  1)efore  l)uving. 

W'e  are  also  selling  agents  for  Canada  of  tlie  "  Rhin-O-Iiide"  Fiber  and  Rul)ber  Soles  and  Heels. 

Mr.  (Jeorge  II.  l)a\'is.  of  St.  I  lenry  Street,  Montreal,  is  representing  us  in  the  sale  of  the  aljove 
lines,  and  orders  sent  to  liini  or  to  the  factory  will  rccei\-e  liis  personal  attention. 

Canadian  Columbia  Counter  Company 

348  Delorimier  Avenue  -  .  .  .  MONTREAL,  QUE. 

Columbia  Counter  Company,  Boston,  Mass.,  U.S,A. 
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For  Jobbers 

^^^IRD  McKays  for  Men,  Women,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling".  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.   We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


CUROPAD 

For  the  relief  of 
hard  and  soft  Corns, 
Bunions  and  Callosi- 
ties on  the  human  foot. 

A  close-fitting  and  im- 
pervious rubber  device, 
made  to  exclude  the  air, 
retain  the  moisture  of  the 
skin    and    prevent  undue 

pressure,  allay  the 
pain,     and  finally 
effect  a  cure  through 
the  process  of  desic- 
cation rather  than  by 
absorption. 


FOOT-RELIEF 

SPECIALTIES 


Made  in  Canada 


"CURO- 
FOOT  BALM" 


An  antiseptic,  deod- 
orizing massage  balm  for 
tired,  aching,  and  perspir- 
ing feet. 


Mad 


e  m  nme  sizes. 


Removes  the 
poisonous  matter 
from  the  skin,  dis- 
pels all  odors  and  re- 
duces swollen  feet  to  a 
healthy,  restful  condition. 


tfUMFOOT-BAUl 


CO 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything  ^==,__ 
you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL,  QUE. 

122  Adelaide  St.  W.  179  King  St.  W.  28  Demers  Street 

Toronto  Kitchener  Quebec 
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HAUTHAWAY*S 
Yellow 
Stamping  Ink 

should  be  indelibly  impressed  in  the  mind  of  every 
result-seeking  shoe  manufacturer,  because  it  gives 
uniform  satisfaction  wherever  used.  It  is  equally 
well  adapted  for  machine  and  hand  stamping  or  writ- 
ing.   It  does  not  smear  and  is  a  quick  drier. 

Have  You  Tried  Our  Repair 
Crayons  ? 

Made  in  hard,  medium,  and  soft  blacks;  fancy  colors 
to  match  all  shades  of  leather.  Just  the  thing  you 
are  looking  for!    Always  uniform  in  color. 


Cote  shoes  sell 

every  day  of  the  year 


For  Metiy  Boys^  Youths^ 
Wometiy  Misses^  Children 

npHE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe     -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aero-Peds  Mfg.  Co   i:! 

Aii-d  &  Son   VJ 

Ames-Holden-McCready   12 

Armstrong-,  W.  D   <■><; 

Bcckwith  Box  Toe  Company   1(> 

Boston   Blacking  Company    .■)(> 

Breithaupt  Leather  Company   20 

Brodie  &  Harvie   '>G 

Browning  Company,  C.  .\   .ii 

Canadian  Arrowsmith  Mfg.  Co   .")'.) 

Canadian  Consolidated  Rubber  Co.  :i-22 

Canadian  Shoe  Findings  Novelty  Co.  02 

Champion  Shoe  Machinery  Co.   . .  .  ()3 

Clapp  &  Son,  Edwin  

Cleland,  Regd..  James   ■'5.5 

Cobourg  Felt  Company    4-t 

Canadian  Columbia  Counter  Co.  ...  .58 

Commercial   .54 

Cote,  J.  A.  &  M   01 

Daoust-Lalonde  &  Company   8 

Dominion  Die  Company   49 

Doyle,  Thos.  C.  (Regd..)   5:5 

Duclos  &  Payan   54 

Dunlop  Tire  &  Rubber  Goods  Co.  .  .  48 

Dupont  &  Frere  


Fortuna  Macliinc  Company    05 

(jagnon,   Lachapelle  &   Hubert    ....  .51 

(juay,    Eugene    .55 

Hamilton  Brown  Shoe  Co   17 

Hauthaway  &  Sons,  C.  L   (U 

Hinde  &  Dauch  Paper  Co   05 

Humberstone  Shoe  Company   54 

Independent   Rubber  Comjjany    ....  18 

International  Supply  Co   10 

Kaufman  Rubber  Co   45 

Kieffer  Bros   40 

La  Duchesse  Shoe  Comjjany   GO 

Landis  Machine  Company   05 

McMartin.  E.  W   55 

Milton  Shoe  Co.   46 

Midland  Shoe  Company   9 

McLaren  &  Dallas   21 

Miner  Rul^lier  Company  

Mooney  Company,  A.  G   58 

Muir,  James   07 

Narrow  Fabric  Company   54 

National  Cash  Register  Co   57 

New  Castle  Leather  Company    ....  55 

Nugget  Polish  Company  


Odell.  L.  S   06 

(Jscar  Onken  Company  

Panther  Rubber  Company  Cover 

I'ickering  &  Co.,  Joseph   43 

Regal  .Shoe  Company   1 

Robinson,  Jas   4-5 

Robson  Leather  Company   0 

Root-Heath  Mfg.  Company    47 

Scholl  Mfg.  Company   I'J 

Sisman  Shoe  Company   4'J 

Slater  Shoe  Company  

Spaulding  &  Sons.  J   15 

Tebbutt  Shoe  &  Leather  Co   11 

Tetrault  Shoe  Mfg.  Co   14 

Thompson  Shoe  Co   7 

Toledo  Button  Machine  Co   C8 

Trudeau  Company,  G.  J   50 

United  Shoe  Machinery  Co..  Ltd. 

  52-00-04 

United  States  Hotel,  Boston   49 

Wardlaw,  T.  D   47 

Wells,  Gus  \'   55 

Winslow  Bros.  &  Smith   47 

Woodward  &  Sons,  F.  E   13 


A   Distinctive  Service 

You  can  render  your  customers  a  very  valuable 
service  with  GRIFFIN  PRODUCTS. 


We  now  carry  a  comj)lete  stuck  of  GRIFFIN  dressings  and  cleaners  for  every 
leather  or  cloth. 

GRIFFIN  I'olishes  and  Dressings  are  GUARANTEED  if  used  by  directions, 
non-harmful  to  the  finest  leathers  or  materials. 

Tlll^  (iENUINE  KIDINE  for  white  kid  shoes,  gloves,  etc.,  was  first  put  out  by 
GRIFFIN  MFG.  CO.,  of  New  York.  To  assure  you  of  the  highest  standard  see 
that  name  is  spelled  KIDINE.    Price,  doz.,  $1.85.'  Gross,  $21.00. 


PROFIT 


GRIFFIfl 


GRIFFIN  DRESSINGS— bring  repeated  sales,  larger  profit  to  you,  and  satisfy 
\(iur  cnst(  liners.  We  sell  }-ou  the  highest  grade  products  at  i)rices  }-ou  are  paying- 
fur  the  cheaper  and  inferior  article. 

Write  for  complete  catalogue,  prices  and  iiifonnation  on  (iriffin  (itiaranteed 
I  )ressings. 

All  high  grade  shoe  stores  are  now  selling  Griffin  High  Grade  Dressings 
—  BEWARE  OF  IMITATIONS  — 

Canadian  Shoe  Findings  Novelty  Co. 


BEST  KID  CLEANER 
DISCOVEREU 


2  Trinity  Square 


{House  of  Quality) 


TORONTO 
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A  Shoe  Merchant 


With  a 

Champion  Shoe  Repair 

Department,  said 

l'>y  installing;-  the  shoe  repair  department  behind  a 
,^"lass  partition,  customers  can  look  ri^^'ht  into  the  rejiair 
shop  and  see  how  the  work  is  done.  I  would  i)nt  the 
Stitcher  right  u])  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  .\ny  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pay.  .An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  thev  had  no  expenses.  The  installation  of  a  shoe  repair  de])artment  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Re])air  I)e])art- 
ment. 


Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 


Every  customer  for  a  new  pair  is  a  prospect  for  the 
department. 


Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 


Universal     Model     Curved  Needlt 
and  Awl   Shoe   Stitcher  —  heated 
by  gas.  gasoline,  or  electricity. 


Over  20,000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consist.s  of : 

Seven  different  types  of  Shoe,  Harness  and  .\uto  Tire  Stitchers, 
h'orty  different  models  of  Repair  Outfits,  consisting  of  Slitchcrs 
and  Finishers. 

Two  distinct  types  of  Nailing  Machines. 

Manv  different  Models  of  F^inishers. 

A  complete  line  of  Double  Tread  Tire  Machines. 

Manv  labor  and  material  saving  auxiliarv  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  3723-41  Fcest  Park  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name  Street  

City  State   
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking^ 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1. — Tliey  protect  your  sliipment 

against  loss  from  dampness 

and  water. 
L>. — They    are    extremely  light, 

which    means     low  freight 

charges. 

3. — They     cannot     be  opened 
without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

(). — Tliey  liave  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
specifications. 

S. — Their  first  cost  is  lower 
than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturer.?  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 


Landis  No.  12  Shoe  Stitcher, 
Sold  outright— No  royalty. 


Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.  Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.  25thst.,  St.  Louis,  U.S.A. 
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V.D.tVRMSTR,OIG 

ENGRAVERoF  FINE  STEELSTAMPS  &DIES 
23Q,c,-^>NES;jM0NTREAL.PH0>i,^  675 

CRt^^^t^^'f^   Q  QUE.  <)   C%>^^  ^AIN 

MY  STAMPS  ARE"UP TO  date"  IN  DESIGN 
&ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES' 
•  WHICH  WILL  INCRE ASE  YOUR  SALES- 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

BRODIE'S 

Patent  Flour  Paste 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

Brodie's  Paste  is  the  high  grade 
product  used  in  most  expensive 
footwear.  But  it  is  just  as  good 
for  heavy  work  boots  and  will  be 
more  economical  than  anything 
you  could  use.  Further ;  this 
paste  spreads  evenly  at  all  times. 
It  is  perfumed  and  never  dries  out 
or  releases  hold.  Shipped  in 
kegs,  half  barrels  and  barrels. 

Try  a  sample  keg. 

BRODIE  &  HARVIE 

Limited 

14  Bleury  Si.  -  MONTREAL 


BOOKS  FOR  SALE 

Store  Management,  an  illustrated  book  of 
252  pages,  by  Frank  Farrington,  price 
50  cents. 

Advertising  by  Motion  Pictures,  by  Ernest 
A.  Dench.  Just  published— 255  pages. 
Price  $1.00. 


Footwear  in  Canada 


347  Adelaide  St.  W. 
TORONTO 


Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  in  Black  and  Tan. 

Shoe  FeltSj  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

(Vrite  for  Samples  and  Prices 


137  McGill  street, 
MONTREAL 


SOME  SPECIALS 
FOR  JOBBERS 

Women's,  Misses',  Children's  Shoes 

W'e  solicit  enquiries  from 
Jobbers  in  need  of  several 
lines  of  high  grade  shoes 
for  Women,  Misses  and 
Children.  We  can  take 
care  of  your  requirements 
in  the  best  possible  way. 

"La  Duchesse" 
]\IcKay  Shoes 
for  Women, 
and  Turn  Slip- 
pers for  men,  as 
well  as  our 
other  lines,  will 
l)r()ve  a  very  at- 
tractive show- 
ing. Write  us 
at  once  for  fur- 
ther details. 

"La  Duchesse"  Shoe  Co. 

Registered 

MONTREAL 
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Sane,  sensible,  saleable  shoes 


Muir  Made  Shoes  present  an  attractive 
business  proposition 


There  are  good,  sound  business  reasons  for  the 
wonderful  popularity  of  Muir-Made  shoes  for  men  and 
boys.  We  specialize — that  is  a  very  important  fea- 
ture. All  the  skill  of  the  best  shoe  makers  is  con- 
centrated on  these  fine  shoes.  We  are  favorably  con- 
nected in  the  matter  of  an  ample  supply  of  excellent 
leathers.  With  leather  markets  in  the  present  state 
of  unpreparedness  this  is  an  important  factor  in  the 
making  of  good  shoes. 


James  Muir  Company 


Write  us  for  information. 


MONTREAL,  QUE. 
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EM  AM 


When  you  buy  a  Toledo 
machine  you  have  perma- 
nently settled  the  button 
fastening  part  of  your  busi- 
ness. Wire  prices  guaran- 
teed against  advance. 


$ 
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THE  TOLEDO 
BUTTON  MACHINE 

Absolutely  guaranteed.  Re- 
pairs free  for  one  year.  A 
modern  service  and  mainte- 
nance system.  Toledo  Rust- 
Proof  White  Wire  for  12,000 
operations  free.  15  days'  trial. 


ORDER  ONE 


The  Toledo  Button  Machine  Co. 

3448  Summit  St.,  Toledo,  O. 

For  Sale  in  Canada  and  Guaranteed  by 
Canadian  Shoe  Findings  Novelty  Co.       -  Toronto 

Adams  Bros.  Harness  Mfg.  Co.,  Ltd.        -  Winnipeg 

Great  West  Saddlery  Co.,  Ltd.     -  -  Calgary 

B.  C.  Leather  &  Findings  Co.,  Ltd.  -  Vancouver 


Vol.  VII.— No.  8  Toronto,  August,  1917 


In  stock — ready  to  get  you  the  "worth  while trade 

Because  it's  made  by  shoe  specialists  who  make  nothing  but 
men's  shoes  it  is  certainly  made  RIGHT.  In  Royal  Purple 
Calf  Bal  and  Black  King  Calf  Bal.    Send  us  your  order  today 

REGAL  SHOE  CO.,  Limited,  472-4  Bathurst  St.,  TORONTO 
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PANTHER 


Panther  Guaranteed  Fibre  Soles  are  a  mighty  strong  pulling  power  for  any 
line  of  footwear.  Panther  Soles  look  like  leather  and  they  wear  longer  and 
give  greater  comfort  at  all  times.  Being  waterproof  they  are  suitable  for  every 
class  of  shoe,  under  every  condition.  They  are  crack-proof  and  will  not  slip 
on  wet  pavements.  We  supply  black,  white  or  red.  "Sure  Step"  Panther 
Rubber  Heels  are  the  finest  on  the  market.    Order  them  today. 

Write  for  information. 

Panther  Rubber  Co. 

Limited 

SHERBROOKE 
QUE. 


August.  1917 
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R  i  n  e  X 

Soles 

Rinex  surpasses  anything  heretofore  known,  in 
its  combination  of  lightness,  toughness,  wearing 
quaHties,  flexibility  and  comfort. 

It  is  resilient,  waterproof,  always  uniform,  and 
the  supply  is  inexhaustible. 

If  you  are  a  shoe  manufacturer,  you  need  to 
investigate  the  merits  of  this  wonderful  new 
sole — Rinex. 

If  you  are  a  shoe  merchant,  it  is  equally  im- 
portant that  you  know  all  about  Rinex 


Write  to  our  nearest  branch 
for  further  information  and 
prices  or  sample. 


Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office       -  Montreal 
28  ^^Service**  Branches  throughout  Canada 
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Distinguished  Footwear 

Never  before  have  neat  shoes  played  so  great  a  part  in 
the  "well-being"  of  mankind.  Never  before  have  shoes 
been  in  the  lime  light  so  much  as  today.  Never  before 
have  good  shoes  been  recognized  by  Canadians  so  much 
as  our 

"Metropolitan" 
Men's  Welts,  Women's  McKays 

"Paris"  "Patricia" 
Men's  Welts,  Women's  McKays     Women's  Welts  and  Turns 

Write  Us  for  Information 

Daoust,  Lalonde  &  Co.,  Limited 

Montreal,  Que. 

Branch— Metropolitan  Shoe  Co.,  91  St.  Paul  St.  East 
Montreal,  Que. 
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Bostonian  Shoes 

for  smart  styles 


YOU  may  secure  almost  any  size  or 
style  in  footwear  for  men,  or 
women  in  the  Bostonian  line. 
You  may  order  one  pair  or  a  thousand 
and  receive  the  same  careful  attention 
from  our  shipping  department.  We 
specialize  in  pleasing  "fussy"  customers 
and,  while  we  don't  expect  you  are 
fussy,  still  we  will  look  after  your  busi- 
ness as  if  you  were. 

Write  for  late§l  information. 


James  Robinson 

Montreal 
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Speed  King 

Tennis  Shoes 


I 


SEND  us  your  sorting  orders  for 
Speed  King  Tennis  Shoes.  We 
have  ample  stock  in  all  styles  and 
sizes,  and  can  give  you  shipments  very 
promptly.  Speed  Kings  have  been 
in  great  demand  all  season,  and  you 
still  have  a  month  or  more  to  make  a 
profit  from  this  line. 

Wire,  phone  or  mail  us  your 
orders  immediately, 

James  Robinson 

Montreal 
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Wherever  Shoes  Are  Made 

Hauthaways'  Superior 
Goodyear  Waxes 

and 

Hauthaways'  McKay  Waxes 

Are  the  Standard 

They  are  absolutely  WATERLESS  and  are 
always  UNIFORM  in  QUALITY. 

The  Best  Waxes  Ever  Made 


Here  is  a  line  of  goods  that  we  can  bring 
to  your  attention  without  having  to  tell  you 
of  a  price  advance. 

If  there  is  anything  that  has  not  advanced 
in  price  don't  you  think  it  a  good  time  to  buy 
before  it  does  go  up? 


You  can  order  these  waxes  of  us  direct;  you 
can  get  them  from  several  Canadian  Jobbers ;  or  you 
can  order  them  from  our  salesman  the  next  time  he 
calls  on  you. 


The  WAX  Market  and  the  SHELLAC 
Market  have 

GONE  OUT  OF  SIGHT! 


However,  we  have  good  supply  of  both, 
and  can  offer  you  all  of  our  standard  lines  of 
Blackings,  Dressings,  Stains,  etc.,  at  very 
reasonable  prices — considering  the  exorbitant 
amount  that  we  have  to  pay  for  raw  materials. 


For  the  Tannages  of  Leather  now  in  use,  we 
especially  recommend  our  :  — 

No.  9  SS  Kid  Dressing 

"    9  Kid  Dressing 

7  Kid  Dressing 

3  Kid  Dressing 

Medium  and  Bright  Gun-Metal  Dressing 

Extra  Whango  Shank  Ink 

Special  Extra  Heavy  Heel  Ink 

No.  38  One  Set  Edge  Ink 

Wax  Enamels  (in  all  colors) 

Our  Satin  Gloss  Brush  Stain 


We  have  less  expensive  goods  than  those 
listed  above  that  give  excellent  satisfaction, 
but  with  the  Leather  obtainable  today  the 
Best  is  None  Too  Good. 


August,  1917 
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Tetrault 

In  the 
Swim 

{with  the  good  things) 


If  there  is  anything  new 
in  shoedom — Splash! — 
Tetrault  has  it.  This  is 
one  of  the  many  reasons 
for  our  success. 


The  Shoe  with  the  Two  Million  Dollar 

Annual  Sale 


TETRAULT 

SHOE  MANUFACTURING  CO. 

Montreal 

Largest  Manufacturers  of  Goodyear  Welts  in 
Canada— Bar  None 


European  Office  and  Warehouse: 
9  Rue  de  Marseilles,  PARIS,  FRANCE 
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TEBBUTT  SHOES 

The  Result  of  Scientific  and  Practical 
Research  for  Foot  Comfort  and  Foot  Health 


Because  we  are  not  tied  down  ]jy  fot^ey  ideas  of 
shoemakin.^'  we  were  enal)led  to  pr(;duce  a  modern 
masterpiece  of  shoedom.  Teljbutt  footwear  combines 
style,  comfort,  and  foot  health.  There  are  special  anti- 
septic features  in  these  shoes,  rendering"  them  invalu- 
able to  any  of  your  customers  having  tender  feet. 
They  keep  sound  feet  well  and  make  tender  feet  bet- 
ter.   \\'rite  for  details. 

Carried  toy  good  jobbers  throughout  Canada.  Ask 
your  shoe  salesman, 


Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers      -  Quebec 


August,  1917 


FOOTWEAR    IN  CANADA 


F 
I 

R 
S 
T 

P 
R 
I 

Z 
E 


W 
I 

N 
D 
0 
W 

D 
I 

S 
P 
L 
A 
Y 


List  of  Prize  Winners 


m 


Dr.  ScholFs  Foot  Comfort  Week  Display  Contest 


1st  Prize  ($100.00)  England  Bros.,  Pittsfield,  Mass. 
2nd  Prize  ($50.00)  Mandel  Bros.,  Chicago 


3rd  Prize  (25.00)  Starkweather's  Shoe  Store,  Lawrence,  Kans. 
4th  Prize  (20.00)  J.  E.  Grosjean,  Lima,  Ohio 


Other  Prize  Winners 

The  Bon  Ton  Boot  Shop,  Huntington,  Pa. 
Weggeman's  Booteries,  San  Diego,  Cal. 
Bryson-Graham,   Ltd.,  Ottawa,  Ont.,  Canada. 
J.  W.  Madden  Co.,  Denison,  Texas. 
Brown  Shoe  Co.,  Inc.,  St.  Louis,  Mo. 
Durant    Mercantile   Co.,    Durant,  Okla. 
The  2  Macs,  Ltd.,  Ottawa,  Canada. 
James   Black  Dry   Goods   Co.,   Waterloo,  la. 
Kennedy   Boot   Shop,   Pittsburg,  Kansas. 
Patton   &   Hall,    Schenectady,  N.Y. 
The  S.  B.  &  S.  Shoe  Co.,  Davenport,  la. 
Ellsworth  Shoe  Store,   Iltitchinson,  Kans. 
The   Boston   Store,   Chicago,  111. 
Siegrist  &  Fraley,   Bufifalo,  N.Y. 
Edward  Reinberg  &  Co.,  York,  Pa. 
The  Temple  Shoe  Store,   Nashua,  N.H. 
VV.  J.  Reif  Shoe  Store,  Honesdale,  Pa. 
Linn  &  Scruggs  Co.,  Decatur,  111. 
Spence   Shoe   Co.,   Knoxville,  Tenn. 
J.   E.   Ballou  Co.,   Providence,   R.  I. 
W.   E.   Goodwin,   Fitchburg,  Mass. 


The  Judges 


B.  C.  Bowen,  Western  Manager,  "The 
Boot  &  Shoe  Recorder,"  Boston,  Mass. 

Stanley  H.  Simpson,  Chicago  repre- 
sentative of  "'Footwear  in  Canada," 
Toronto,  Canada. 

Bainbridge  Richardson,  of  Sherman  & 
Bryan  Advertising  Agency,  New  York 
City. 

Chas.  H.  Gill,  Advertising  Manager, 
The   SchoU   Mfg.    Co.,  Chicago. 


Wm.  Hahn  &  Co.,  Washington,  D.C. 
Bendheim's,   .Mtoona,  Pa. 
Kepler's  Shoe  Store,   Peoria,  III. 
Nathan    Mercantile    Co.,    .Mamosa,  Colo. 
Wm.  Doerflinger  Co.,  La  Crosse,  Wis. 
The  James  Wyman  Co..  Bristol,  Va. 
McCann's    Boot    Shop,    Evanston,  111. 
Philadelphia  Shoe  Store,  Waynesboro,  Pa. 


Other  Prize  Winners 

The  Big  "4"  Shoe  Store,  Noblesville,  Ind. 
H.   Grey  Hodge's,  Chatham,  Ont.,  Canada. 
The   Bootery,    Escondido,  Cal. 
P.  J.   Oberst's  Store,   Brainerd,  Minn. 
Wolf    Shoe    Co.,    Richland    Center,  Wis. 
Freedman's    Boot   Shop,    Brockton,  Mass. 
Folrath  &  Folrath,   Decatur,  111. 
Thos.    S.    Childs,   Ilolyoke,  Mass. 
II.    L.   Lawrence,  Auburn,  Ind. 
VV.  L.  Goodnow  Co.,  Keene,  N.H. 
lienner  &   Begg,  Grand  Forks,  N.D. 
M,cDowell  &  Black  Shoe  Co.,   Portland,  Me. 
W.   F.  Toles'  Store,  Centralia,  Wash. 
Jolin  S.  Hale  Co.,  Peru.  Ind. 
Goodnow,   Pearson   &   Bros.,   Gardner,  Mass. 
John  C.   Ilexom  &  Son,  Decorah,  Iowa. 
Edelstein's   Bootery,    Brooklyn,  N.Y. 
Gillner  Bros.  &  Buckman,  Charles  City,  la. 
George  Keeler,  South  Norwalk,  Conn. 
Tlie  Blyn  Shoe  Stores,  Brooklyn,  N.Y. 
lltrtzler  &   Boech   Co.,   liurliiigton.  la. 


THE  SCHOLL  MFG.  CO., 


112  Adelaide  Street  East,  TORONTO,  Ont. 

Also:    CHICAGO— NEW  YORK-LONDON 
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The 

VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 

BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 
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Keeping  Faith 

With  The  Public 


PICTURED  above 
is  a  distinctive 
style  for  this  sea- 
son's wearing.  A  style 
that  will  appeal  to 
every  man  who  appre- 
ciates style,  comfort 
and  wearing  qualities 
combined.  The  saddle 
straps  give  an  individ- 
uality that  makes  it 
distinctive  and  pleas- 
ing. 


No.  1397 

In  spite  of  the  scarcity  of  leather,  the 
rising  cost  of  all  raw  material,  labor, 
etc.,  the  quality  of  all  Hamilton-Brown 
Shoes  has  been  maintained. 

"Keep  the  Quality  Up"  has  always  been 
the  standard  and  will  always  remain  our 
standard. 

The  result  is  you  can  today  obtain  from 
your  dealer  absolutely  the  same  well 
made,  good  looking,  long  wearing 
Hamilton-Brown  Shoes  you  have  always 
bought. 

Most  shoe  dealers  can  meet  every  shoe 
requirement  with  Hamilton-Brown  Shoes. 
If  your  dealer  cannot  supply  you,  write 
us  and  we  will  direct  you  to  a  dealer 
who  can. 


Hamilton-Brown  Shoe  Co.,  St.  Louis 

Makers 

American  Lady  Shoes    -    Security  School  Shoes    -    American  Gentleman  Shoes 

AMERICA'S    FINEST  FOOTWEAR 


Representatives — W.  J.  Chinnick,  Winnipeg,  J.  A.  Vallary,  Toronto 


giilllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll» 
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Correct  Shoes 

For  Immediate  Shipment 

We  can  show  at  the  present  time,  a  number 
of  Hnes  of  better  shoe  values"  on  the  floor 
ready  for  you.  These  shoes  comprise  only 
the  newer  models  in  Summer  and  Fall 
fashions  that  are  particularly  popular. 
Women's  High  Cut  Bals  in  solid  colors  or 
combinations.  All  the  latest  colors  in  stock 
including  Purple,  Burgundy,  Champagne, 
Ivory,  Canary,  Pearl  Grey  Kid,  Pearl 
Grey  Buck,  Olive  Buck,  Battleship  Grey, 
Havana  Brown,  Tony  Red. 

Your  Fall  Needs 

You  will  do  well  to  see  our  samples  for 
Fall  business.  They  are  winners  in  all 
classes  and  represent  stock  that  will  move 
very  readily  in  any  locality. 

ALFRED  LAMBERT 

Incorporated 

MONTREAL 

Factory:  Acton  Vale, 

Que. 


Shoe  Manufacturers'  and 
Tanners'  Machinery 
For  Sale 

Several  machines  in  first  class 
condition  and  ready  to  ship.  Will 
be  pleased  to  give  you  all  inform- 
ation on  enquiry. 
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The  Biggest  Counter  Value 
in  the  World 

CPAULDING'S 

t-/f ibre  Counters  ^ 

Guaran  teed 

Quality  from  point  of  service,  style  and  comfort 
to  the  wearer  has  made  this  bigness  possible 

Also  maker  of  Spaulding's  Oak  Tan  Fibre  Innersoling 

J.  Spaulding  &  Sons  Co. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 


PHILADELPHIA 
John   G.   Traver   &  Co.. 
329  Arch  St. 


CINCINNATI 
Taylor-Poole  Co., 
4l0   E.   8th  St. 


ST.  LOUIS 
Taylor-Poole  Co., 
1602  Locust  St. 


Boston  Office 

203.B  ALBANY  BUILDING 

CHICAGO 
1.  E.  D.  McMechan. 
217  W.  Lake  St. 


SEVEN    FACTORIES  : 
Tonawanda,  N.Y.  Rochester,  N.H.  No.  Rochester,  N.H. 

Milton,  N.H.  Townsend  Harbor,  Mass. 


English  Agents:  J.  Whitehead  &  Co.,  Ltd. 
Leicester,  England. 


Canadian  Agents : 
International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City. 


V.  Champigny,  Montreal. 
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Spring,  1918 

Wait  and  See  Our  New  Range  of  Samples 

Our  representatives  will  be  starting  out  about  August  I5lh. 
Insist  upon  carrying  in  stock  some  of  our  well  known  specialties 

Men's  Scout  -  Women's  Society  -  Boy  Scout  -  Girl  Guide 

We  have  adopted  some  new  lasts  and  patterns  which  will  interest  you.  We 
want  you  to  go  carefully  over  our  unexcelled  line  of  WHITE  CANVAS  SHOES. 
Also  our  new  lines  of  High  Cuts  and  Pumps.     Every  one  a  money  maker. 


By  ordering  early  you  will  secure  the 
best  of  goods  at  right  prices, 
and  also  ensure  yourself 
of  early  delivery 


The  Miner  Shoe 

Company,  Limited 


Montreal 
Quebec 


Ottawa 
Toronto 
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The  Newest  ''Thing'' 
in  Shoedom 

A.  R.  Clarke  &  Company^  Limited 

Toronto 
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\             ^  ^  / 

X                ^^^^^  / 

oortmg  Urders 

You  can  do  a  big  volume  of  trade  in 
Fleet  Foot   Shoes  during  the  next  few 

WCCKo,    11  yyJVXV    oHJCls.   Ul    i   L^^L  I  LffJL  lo  LOIIl- 

plete  and  up-to-date. 

No  need  to  do  without  the  popular 
styles  or  to  have  a  broken  range  of  sizes. 
Our  nearest  branch  will  take  care  of  your 
Sorting  Orders  on  the  shortest  notice. 

Write,  telegraph  or  telephone  your  orders  and 
see  how  quickly  you  can  be  served 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office      -  MONTREAL 

Service  Branches  at  Halifax,  St.  John,  Moncton,  Quebec, 
Ottawa,  Kingston,  Belleville,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Re- 
gina.  Saskatoon,  Calgary,  Edmonton,  Lethbridge,  Vancouver, 
Victoria. 

/  \ 
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Wasteful  Form  While  in  his  garden  reconnoitring 
of  for  potato  bngs  a  few  days  ago,  a 

Advertising  friend  told  of  finding  a  nnmiber  of 
printed  dodgers  advertising  a  retailer's  special  sale  of 
summer  footwear.  The  strange  part  of  the  incident 
was  that,  while  the  person  entrusted  to  the  task  of 
distributing  the  circulars  was  considerate  enough  to 
supply  two  or  three  dozen  potato  plants  with  a  copy 
each,  he  did  not  think  iit  worth  while  to  leave  one  at 
our  friend's  house,  where  it  might  have  had  at  least  a 
chance,  however  slim,  to  make  good.  Basing  a  con- 
clusion on  this  one  instance,  we  believe  it  is  safe  to 
assume  that  a  great  many  more  of  the  circulars  were 
disposed  of  in  the  same  expeditious  manner,  which  is 
not  altogether  surprising  since  it  has  been  happening 
since  printed  circulars  originated  and  the  small  boy 
was  appointed  "circulation  manager." 

This  form  of  advertising  is  uncertain,  to  say  the 
least.  In  the  first  place,  there  is  the  difficulty  of  dis- 
tribution— in  many  cases.  If  they  are  fortunate  enough 
to  reach  the  house  at  all,  they  are  simply  jammed  in 
between  the  doorknob  and  the  door,  or  else  thrown  on 


the  verandah,  where  the  wind  generally  catches  them 
and  lifts  them  on  to  the  lawn.  Then,  again,  the  pres- 
ent-day attitude  of  the  housekeeper  is  to  mentally  label 
the  stufi^  "trash"  and  consign  it  to  the  garl)age  pail. 

It  is  a  little  more  expensive,  but  a  great  deal  more 
profitable  to  work  these  little  advertising  schemes  out 
on  reasonably  positive  lines.  How  much  better  it 
would  have  been  had  this  summer  sale  announcement 
taken  the  form  of  a  semi-personal  letter,  sent  through 
the  mails  to  a  pre-selected  list  of  known  footwear  pur- 
chasers. The  "hand"  distributed  circular,  as  an  ad- 
vertising medium,  was  laid  to  rest  many  years  ago, 
and  we  think  it  is  time  all  retailers  should  see  the  wis- 
dom of  discontinuing  their  use. 


Fan  Keeps  'em 
Cool 


More  than  ever  are  shoe  retailers 
realizing  the  advantages  of  the 
electric  fan  in  their  store  ecjuip- 
ment.  Several  places  visited  during  the  last  couple 
of  weeks  have  been  operating  from  one  to  three  fans, 
according  to  the  size  of  the  store,  and  all  have  been 
highly  enthusiastic  regarding  the  benefits  in  extremely 
hot  weather.  The  other  day  we  met  a  friend  bound 
on  a  mission  of  catering  to  the  inner  man  who  told  us 
rhat  the  best  place  to  eat  was  a  certain  one  where 
they  "had  six  electric  fans."  There  were  better  res- 
taurants, but  he  didn't  care  to  patronize  them  because 
they  were  hot  and  stufTy.  Same  thing  applies  to  any 
business.  Cater  to  the  comfort  of  your  patron,  increase 
the  efficiency  of  yourself  and  your  clerks  and  you  will 
have  little  cause  to  complain  of  the  lack  of  business 
in  hot  weather. 

H=  ^  H( 

Putting  on  "airs"  is  just  about  as 
Just  Be  Natural     easy  as  rolling  ofif  a  log,  and  both 

land  you  in  the  "soup."  Ever 
come  across  those  uppish  and  aloof  types  of  sales- 
men that  are  almost  intolerable?  Usually  you'll  find 
their  manner  of  grandiloquence  and  hauteur  is  assumed 
to  fit  the  surroundings.  Usually,  too,  they  have  the 
same  set  formula  of  motions  and  nonsensical  flourishes  ; 
sometimes  they  are  of  statuesque  beauty  and  appear- 
ance with  just  as  little  animation,  while  there  are  some 
who  incline  to  skittishness  and  prancing— coltwise. 
"The  inanimate  ones,"  remarked  a  prominent  retailer, 
in  speaking  on  the  subject,  "I  feel  like  lifting  on  the 
end  of  my  boot,  but  the  others  often  furnish  me  with 
considerable  amusement  in  trying  to  imitate  their  an- 
tics. I  try  to  show  these  fellows  there's  no  sense  to 
patting,  stroking  and  standing  back  to  lovingh^  admire 
a  shoe.  The  customer  doesn't  want  that  sort  of  thing 
■ — it  only  bores  them  and  the}'  commence  to  look  for 
the  nearest  w-ay  out. 

"What  is  the  remedy?  Well,  the  salesman  lack-', 
'balance,'  that's  all.  It  might  help  if  every  retailer 
\v(^uld  spend  a  certain  amount  of  time  in  personal  in- 
struction— show  the  salesman  just  how  to  carry  the 
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sale  through.  The  customer  only  wants  human  treat- 
ment and  the  flourishes  are  entirely  unnecessary  and 
objectionable." 


sidering-  that  countless  mistakes  are  made  through  in- 
ability to  foresee  future  style  demands,  this  advice 
is  worth  careful  consideration. 


W 


Protecting  the  Mail-Order  Business 

E  are  reproducing 
herewith  a  shoe  cut 
clipped  from  the  ad- 
vertisement of  a  shoe 
retailer  in  a  small  Ontario  town. 
The  average  person,  if  asked, 
would  likely  guess  the  date  of 
this  creation  anywhere  from  the 
time  of  Cleopatra  to  the  dis- 
covery of  America.  It  might 
have  been  a  beauty  in  its  day 
but  its  use  at  the  present  time 
would  better  serve  the  purpose 
of  comparing  modern  styles  with  the  antiquities  of 
long'  ago. 

The  retailers  of  the  smaller  towns,  who  are  re- 
sponsible for  such  miserable  advertising,  are  the  loud- 
est in  their  denunciation  of  the  mail  order  evil.  Are 
their  own  advertising  methods  not  a  direct  solution 
of  the  popularity  of  the  business  they  condemn?  Is 
there  any  attraction  in  a  cut  of  this  kind  for  the  per- 
son who  has  just  been  looking  over  the  snappy  illus- 
trations in  the  mail  order  catalogue?  The  grip  of  the 
mail  order  house  can  be  broken  by  any  retailer  pro- 
gressive and  energetic  enough  to  approach  the  task 
with  modern  methods,  but  the  way  is  surely  not 
through  the  use  of  illustrations  of  this  kind. 


June  Trade  Figures  Show  Steady 
Growth 

Trade  figures  for  June,  just  made  public,  con- 
tinue to  show  a  remarkable  development  in  both 
the  Dominion's  exports  and  imports.  For  June 
the  total  trade  amounted  to  $213,800,809,  com- 
pared with  $162,035,400  in  June,  1916.  Exports 
for  the  same  month  totalled  $116,285,841  and  im- 
ports $97,515,067. 


Sound  Advice- 
Travel  and  Learn 


In  a  recent  editorial  we  outlined 
the  advice  given  by  a  successful 
shoe  man.  lie  attributed  his  suc- 
cess, he  said,  to  "reading,  travel  and  action."  We 
have  since  heard  other  retailers'  opinions  on  the  same 
subject.  A  large  Toronto  retailer  told  us  a  few  days 
ago  that  he  would  not  think  of  doing  his  spring  buy- 
ing without  first  taking  a  tri])  to  some  larger  city  and 
talking  with  manufacturers  and  merchants.  He  al- 
ways finds  them  agreeal)le  and  pleased  to  exchange 
mutual  confidences  and  the  tri])  pays  for  itself  many 
times  over  in  ideas  trained  for  future  orderiuiz-.  Con- 


How  Did  You  Fight? 

Did  you  tackle  that  trouble  that  came  your  way 

With  a  resolute  heart  and  cheerful? 
Or  hide  your  face  from  the  light  of  day, 

With  a  craven  heart  and  fearful. 
Oh !  a  trouble's  a  ton,  or  a  trouble's  an  ounce, 

Or  a  trouble  is  what  you  make  it ; 
But  it  isn't  the  fact  that  you're  bust  that  counts, 

But  only — how  did  you  take  it? 

You  are  beaten  to  earth!    Well!  what  of  that? 

Come  up  with  a  smiling  face; 
It's  nothing  against  you  to  fall  down  flat, 

But  to  lie  there,  that's  the  disgrace. 
The  harder  you're  thrown  the  higher  you'll  bounce, 

Be  proud  of  your  blackened  eye ; 
It  isn't  the  fact  that  you're  licked  that  counts, 

But  how  did  you  fight,  and  why? 


Tribute  to  Canadian  Leather 

A  feature  of  the  Canadian  leather  business  more  or 
less  conspicuous  since  the  war  has  been  the  develop- 
ment of  the  department  of  fine  upper  leathers.  The 
other  day  an  old  bootmaker  drew  attention  to  a  sample 
of  patent  leather  he  had  in  stock.  "Three  or  four  years 
ago,"  he  said,  "that  kind  of  leather  was  coming  into 
America  from  Germany  and  France  in  large  quantities. 
The  German  patent  leather  was  used  very  extensively, 
both  on  this  side  of  the  Atlantic  and  in  England.  Now, 
this  piece  I  am  showing  you  is  the  best  patent  leather 
I  ever  saw,  and  it  was  made  right  here  in  Toronto." 
*       *  * 

Fisherman— Watch  Thy  Bait! 

YOU  can't  fish  f(jr  busi- 
ness without  bait  — 
neither  can  you  get 
business  without  the 
right  kind  of  bait.  A  self-re- 
specting speckled  trout  will 
pass  up  a  worm  and  continue 
blithely  on  his  way,  just  like 
most  people  will  pass  by  the 
merchant  with  "  wormlike  " 
business  methods. 

Good  business  methods,  like 
trout  flies,  last  indefinitely,  al- 
.ways  ready  and  waiting  to  be 
called  into  service  at  the  re- 
tailer's desire.  Bad  business 
methods,  or  none  at  all,  are  not 
many  steps  in  advance  of  a  can 
of  stale  worms,  l^efore  casting 
your  rod  for  more  or  better 
business  look  to  it  that  your 
supply  of  bait  is  plentiful  and 
of  the  ri<'ht  kind. 
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Are  "Sales"  Necessary  in  Shoe  Retailing? 

There's  an  Epidemic  of  Them  Just  Now—  One  Man  Gets  Faint-hearted;  Sheep- 
Hke,  the  Others  Follow — Time  for  a  Reform 


IN  every  town  and  city  in  the  Dominion  during"  the 
past  month  cut-price  sales  have  been  the  order  ot 
the  day,  ranging  in  description  from  the  "Gigantic 
War  Economy  Sale"  to  "Annual  Alid-Summer 
Sales." 

W  hy  is  all  this  slashing  of  prices  and  slaughtering 
of  shoes  necessary? 

"The  predominance  of  the  white  shoe  during  the 
past  season  has  killed  the  demand  on  our  blacks,"  one 
retailer  explained  to  us.  "I've  got  to  clear  out  my  stick- 
ing lines  at  a  big  reduction  or  carry  them  over  until 
next  year,  which  1  don't  intend  to  do." 

Said  another:  "We're  overloaded — the  banks  are 
crying  for  money — we'x'e  got  to  raise  the  cash  or  go 
under." 

Still  another  professed  to  believe  that  sales  are 
vitally  necessary  in  order  to  stimulate  the  public  to 
purchase.  Styles  could  not  be  carried  from  year  to 
year,  as  in  former  times,  and,  for  this  reason,  some- 
thing had  to  be  done  to  move  them  out. 

Follow  the  Leader 

Another  very  prominent  reason  given  as  the  cause 
of  sales  is  that  some  over-zealous  merchant,  thinking 
that  trade  is  not  going  quite  fast  enough,  puts  on  a  sale 
of  perfectly  seasonal  stock  which  should  be  selling  for 
regular  prices,  and — the  other  merchants  must  follow 
suit.  This  is  'borne  out  by  the  following  extract  from 
a  recent  letter  from  a  large  \\'inui])eg  retailer:  "I  don't 
believe  in  sensational  sales.  ( )ne  merchant  puts  on  a 
sale,  probably  to  try  and  clean  u])  some  odd  line  of  old 
stock,  or  perhaps  to  try  and  get  in  some  extra  cash  if 
he  has  heavy  payments  coming-  due.  That  starts  the 
ball  rolling- — everybody  jumps  in  on  sales,  and  the  con- 
sequence is  that,  while  we  may  sell  more  pairs,  we 
don't  profit  any — perhaps  lose — and  prices  are  seri- 
ously disturbed." 

Why  Are  Sales  Necessary? 

Shoes  are  as  necessary  an  article  as  coal,  bread,  and 
butter,  electric  light  or  gas.  It  is  not  necessary  to  cut 
prices  on  any  of  these  commodities  to  ensure  their  sale. 
On  the  other  hand,  if  one  coal  dealer  began  to  adver- 
tise cut  prices,  or  a  butter-maker  sold  below  the  mar- 
ket price,  the  others  would  have  to  fall  in  line,  and 
their  trade  would  thus  be  demoralized. 

Ask  the  average  retailer  if  habitual  sales  cannot  be 
abolished  and  he  will  look  at  you  mournfully  and  an- 
swer: "No,  it  can't  be  done." 

Why  not  ? 

It  is  simply  a  matter  for  the  shoe  retailers  them- 
selves to  decide.  If  each  man  should  say  to  himself 
and  the  public,  "There  will  be  no  more  sales,"  condi- 
tions would  soon  adjust  themselves  for  the  betterment 
of  the  entire  trade. 

A  Habit  Only 

The  retailer  remarks:  "The  people  expect  sales — 
we've  got  to  give  them  what  they  want."  There's  the 
rub!  Naturally,  they  expect  sales— they've  been  so 
accustomed  to  it  in  past  years  that  they  can't  think 


any  differently.  Take  the  case  of  many  men  who  wait 
until  straw  hats  come  down  to  a  dollar  or  fifty  cents 
before  they  buy.  They  know  perfectly  well  they  want 
a  straw  hat  just  as  soon  as  the  warm  weather  sets  in, 
but  they're  not  going  to  pay  $2.50  or  $3  when,  by  wait- 
ing a  month  or  so  and  worrying  along  with  the  old 
"kelly,"  they  can  save  a  couple  of  dollars.  If  these 
same  men  had  not  been  taught  by  years  of  precedent 
and  experience  that  straw  hats  would  be  reduced  in 
price  they  would  buy  at  the  proper  time  and  pay  a 
legitimate  price. 

Must  Clear  Out  the  Novelties 

Many  retailers  explain  that  novelty  stocks  cannot 
be  carried  over  from  season  to  season — they  must  be 
cleaned  out,  even  if  at  a  loss.  Then  why  have  they 
bought  so  many  novelties  that  they  are  unable  to  dis- 
pose of  them  at  a  decent  profit?  Does  this  situation 
not  argue  injudicious  buying,  lack  of  foresight,  and 
knowledge  of  their  requirements?  Doubtless,  also,  it 
frequently  signifies  the  absence  of  any  form  of  keeping- 
track  of  stock  which  would  aid  the  retailer  in  his  order- 
ing. 

As  a  matter  of  fact,  however,  the  many  advertise- 
ments we  have  been  reading  of  shoe  retailers'  sales  all 
over  the  Dominion  indicate  that  they  are  not  by  any 
means  altogether  on  novelty  styles  that  are  liable  to 


Dabblin'  in  the  market  any  these  days.  Jim?" 
''Sure!  Jes'  bought  some  Consolidated  Leather!" 
''Never  lieard  of  it.    What's  it  quoted  at?" 
"Eight  fifty!    Bought  three  pairs  for  future  delivery.' 
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go  stale,  but  on  good  staple,  standard  stocks  that  will 
be  as  good  next  year  as  they  are  this  year.  Snch 
articles  as  children's  sandals,  Mary  Janes,  working 
shoes,  and  so  on,  are  advertised  at  ridiculously  reduced 
prices.  There  can  he  no  sane  explanation  for  the 
necessity  of  thi^  procedure  other  tlian  that  some  retail- 
er started  the  hall  rolling  and,  to  save  their  own  necks, 
the  others  had  to  follow  his  lead. 

Organization  the  Remedy 

By  getting  together  and  combining  auKJUg  them- 
selves to  maintain  prices  the  shoe  retailers,  as  a  IxkIv. 
can  accomplish  what  the  individual  cannot.  The  e\il 
and  demoralizing  effect  on  business  of  so  many  sales 


as  are  being  held  at  the  present  time  is  a  most  forcible 
argument  in  favor  (jf  trade  association  and  agreement. 
The  unfairness  of  a  method  that  necessitates  one  por- 
tion of  the  public  paying  an  unjustifialde  profit  for 
])art  of  the  season  in  order  that  the  other  part  may  ])ro- 
lit  during  the  "slaughter  sale"  will  be  sufficiently  evi- 
dent to  the  average  person  to  ])reclude  all  doubt  as  to 
tlie  advisability  of  discontinuing  the  cutting  of  prices. 

In  every  t(jwn  and  city  there  is  room  for  s(jme 
energetic  shoe  retailer  to  be  the  leader  in  a  movement 
to  maintain  fair  prices,  even  if  only  on  staple  and  semi- 
staple  lines.  There  is  nothing  to  lose  and  much  to  gain 
in  such  a  i)rocedure,  and  if  ever  the  time  was  ripe  it  is 
now. 


How  Should  Retail  Shoe  Salesmen  Be  Paid? 

Results  of  "Footwear's"  Big  Prize  Contest  — Opinions  Fairly  Unanimous— Here 
Are  the  First  Four  Prize-Winning  Essays 


THANKS  to  the  kind  offices  of  the  judges,  who 
have  expedited  the  matter  of  selection  with  all 
possible  haste,  we  are  now  in  a  position  to  an- 
nounce the  winners  in  our  Prize  Contest.  It 
has  been  very  gratifying  to  us  to  note  the  keen  inter- 
est taken  in  this  contest  by  footwear  men  from  all  over 
Canada,  the  contributions  coming  from  practically 
every  province  as  well  as  from  the  United  States.  The 
essays,  too,  are  unusually  crisp,  well  thought  out,  and 
expressed  very  much  to  the  point,  indicating  the  very 
excellent  quality  of  material  available  in  the  ranks  of 
our  Canadian  shoe  retailers — employers  and  employees 
alike.  We  trust  that  every  contestant,  whether  he 
won  a  prize  or  not,  will  feel  that  his  time  has  been 
profitably  spent. 

It  will  be  remembered  that  the  conditions  of  the 
contest  called  for  discussion  on  the  question,  "How 
Should  Retail  Shoe  Salesmen  Be  Paid:"  and  the  vari- 
ous suggestions  cover  a  very  wide  field.  There  is  a 
fairly  general  unanimity  of  opinion,  however,  that  a 
salesman  should  be  paid  as  he  works — good  work, 
good  pay,  and  vice  versa.  Few  men  can  do  their  best 
work  on  a  fixed  salary — and  this  is  especially  true  of 
young  men.  And  if  the  young  men  get  in  the  rut  they 
are  no  longer  an  asset  to  the  business. 

The  Judges 

We  are  all  greatly  indebted  to  the  three  busy  gen- 
tlemen who  were  good  enough  to  act  as  judges  and 
who  have  indeed  carried  out  their  part  of  the  contract 
most  thoroughly  and  acceptably.  These  were  Messr.s. 
W  arren  T.  Feegan  (Big  88  Shoe  Store),  Fd.  Cook 
(Owl  Shoe  Store),  and  L.  R.  Howard  (Nugget  Polish 
Company).  Footwear  in  Canada  is  deeply  grateful  for 
their  assistance,  and  we  gladly  avail  ourselves  of  this 
opi)ortunity  of  cx])ressing  our  appreciation  of  their 
very  kind  co-o])cration. 

The  Prizes 

The  conditions  of  the  contest  i)rovided  for  nine 
cash  prices— first,  $30;  second,  $20;  third,  $1.S;  fourth, 
$10;  fifth  to  ninth,  inclusive,  $S  each.  The  successful 
contestants  were  as  given  below.  The  judges,  of 
course,  were  entirely  unaware  of  the  identity  of  the 
writers  and  vice  versa. 


1. 

W.  C.  Forman,  Ingersoll,  Ont. 

2. 

J.  H.  Brown,  Moose  Jaw,  Sask. 

3. 

M.  F.  Cartier,  London,  Ont. 

4. 

W.  C.  Turner,  Charlottetown,  P.E.I. 

5. 

J.  Warden  Jupp,  Toronto,  Ont. 

6. 

J.  C.  Budreo,  Toronto,  Ont. 

7. 

A.  E.  McEachen,  Charlottetown,  P.E.I. 

8. 

P.  D.  Burbank,  Revere,  Mass. 

9. 

David  Marr,  Moose  Jaw,  Sask. 

First  Prize  Essay— By  Mr.  W.  C.  Forman, 
Ingersoll,  Ont. 


This  is  an  important  question,  as  the  very  best  in- 
terests of  the  business,  the  proprietor,  and  the  sales- 
man are  all  unitedly  bound  up  in  obtaining  a  satisfac- 
tory answer.  The  method  which  will  best  serve  all  in- 
terests will  be  the  ideal  plan.  Paying"  by  salary  only 
is  not  likely  to  take  into  full  account  the  individual 
ability,  energy,  push,  and  service  given  by  the  sales- 
man, nor  does  this  method  provide  the  incentive  for 
extra  effort  and  draw  out  the  thought  of  well-planned 
salesmanship. 

Paying  by  commission  only  throws  too  much  re- 
sponsibility for  sales  only  on  the  salesman,  causing 
him  to  neglect  duties  which  are  equally  important,  to 
overlook  or  pass  by  sales  which,  though  of  much  small- 
er amounts,  may  be  of  equal  importance,  and  to  make 
careless  and  unwise  sales  which  do  not  stay  sold  or  will 
injure  future  sales. 

Paying  by  salary  with  commission  above  certain 
amount  is  better  than  either  of  the  foregoing,  but  if  the 
amount  stated  is  at  all  near  or  above  the  limit  of  sales 
generally  reached  by  salesman,  he  may  become  dis- 
couraged rather  than  encouraged.  Our  ex])erience  has 
>-hown  the  best  method  to  be  that  in  which  the  sales- 
man is  paid  a  salary  with  a  commission  on  all  sales. 
The  salary,  being  irrespective  of  the  amount  of  sales. 
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should,  help  the  salesman  to  realize  his  responsibility 
for  other  duties  besides  mere  selling  of  shoes.  The 
commission  on  sales  should  impress  the  importance  of 
selling  shoes  so  that  they  will  stay  sold,  and  bring  the 
customer  back  again  for  more  shoes,  the  commission 
being  on  all  sales,  provides  a  special  interest  fur  the 
salesman  in  each  and  every  sale,  and  should  stir  his 
ambition  to  make  each  a  perfect  sale.  It  also  encour- 
ages exercise  of  best  ability  in  salesmanship,  and  as- 
sures reward  according  to  ability  shown. 

Salary  and  commission  should  be  so  ap]5ortioned 
that  to  the  average  salesman  the  commission  would 
bring  him  a  little  more  than  one-half  the  total.  This 
would  place  emphasis  on  selling  and  encourage  extra 
effort  to  sell,  while  the  man  with  extra  ability  would 
realize  that  he  was  getting  extra  pay  for  his  more  per- 
fect salesmanship.  Time  after  time  I  have  seen  sales 
alinost  doubled  when  a  change  was  made  from  salary 
only  to  salary  and  commission,  and  the  salespeople 
were  as  fully  delighted  with  the  extra  commission  as 
the  proprietor  was  with  the  extra  sales. 

Salary  with  commission  should  inspire  more  inter- 
est in  the  welfare  of  the  business  by  the  salesman,  as 
he  shares  in  the  progress  and  success  and  I)ears  his  ])art 
of  the  responsibility. 


Second  Prize  Essay-By  Mr.  M.  F.  Cartier, 
London,  Ont. 


It  is  evident  from  experience  with  salesmen  and 
those  with  whom  1  have  worked,  some  are  plodders, 
others  are  hustlers.  It  is  true,  personality,  ready  wit, 
and  to  know  the  goods  you  are  selling  (so  as  to  con- 
vince the  customers  and  gain  their  confidence)  are 
strong  selling  points.  But  the  success  of  a  retail  sales- 
man lies  in  his  being  a  good  judge  of  human  nature. 
Some  salesmen  show  too  many  shoes  when  three  or 
four  lines  would  suffice  to  make  the  sale  if  they  pos- 
sessed the  faculty  of  sizing  up  the  customer,  thereby 
eliminating  and  showing  what  the  customer  really 
wanted  to  buy.  For  that  reason  "straight  salary"  is 
not  fair  to  the  individual  salesman.  Nor  does  it  tend 
to  bring  out  the  best  that  is  in  a  man.  Put  a  man  on 
his  merits  and  watch  results. 

There  is  nothing  that  would  upset  a  business  so 
much  as  to  pay  salesmen  or  sell  goods  on  commission 
only.  There  is  nothing  definite  for  the  salesman.  The 
public  would  not  receive  proper  attention.  The  sales- 
man would  endeavor  to  sell  goods  on  which  he  could 
make  the  most  commission  ;  no  one  would  care  to  sell 
infants'  or  children's,  etc.  A  store  with  an  average 
turnover  of  $50,000  needs  five  salesmen.  Suppose  they 
were  paid  in  salaries  $4,000.  On  commission,  the  man- 
ager would  say:  "We  need  two  more  salesmen.  We 
know  what  rush  hours  are  like,  and  the  more  attention 
we  give  a  customer  the  'better  for  the  store."  The  man- 
ager would  not  pay  the  seven  any  more  than  the  five 
received,  and  the  earnings  of  the  five  would  decrease 
30  per  cent. 

"Salary  and  a  commission  over  a  certain  amount." 
The  employer  who  takes  an  interest  in  his  salesmen, 
instead  of  trying  to  get  as  much  out  of  them  with  as 
little  remuneration  as  possible,  is  the  man  whose  busi- 
ness is  a  success.  His  salesmen  are  satisfied,  ft  stands 
to  reason  if  you  pay  salesmen  a  living  wage,  according 


to  age,  single,  or  married,  and  a  commission  on  the 
volume  of  business  done,  less  the  amount  already  paid, 
they  know  that  their  earnings  depend  upon  their  en- 
ergy, ability,  and  the  interest  they  take  in  the  business, 
by  keeping  down  tmnecessary  expenses,  boosting, 
thereby  increasing  the  net  earnings  of  the  business, 
iioth  employer  and  salesman  profit  under  this  system, 
because  it  is  co-operative.  The  commission  the  sales- 
man would  receive  to  be  determined  on  the  volume — 
making  that  the  aim,  there  would  toe  harmony,  and 
taking  his  sales  over  his  living  allowance;  the  com- 
mission to  depend  tipon  the  generosity  of  the  employer. 
But  someone  says:  "Why  share  profits  with  the  help? 
\\'hat  right  ha\e  they  to  more  than  wages?"  I'.elieve 
me!  it  is  the  salesmen  who  meet  the  pu])lic,  supply 
Ihei'i-  wants,  listen  to  their  trouble  (real  or  imaginary). 
They  play  an  important  part  in  the  shoe  game;  and  1 
trust  that  the  controversy,  "How  should  retail  shoe 
salesman  be  paid,"  will  bring  about  a  satisfactory 
means  of  solving  the  problem. 


Third  Prize  Essay— By  Mr.  J.  H.  Brown, 
Moose  Jaw,  Sask. 


W  hat  constitutes  the  best  method  of  computuig 
the  "'clerk's  salary'  to  the  satisfaction  of  both  "master 
and  man"  has  indeed  been  the  subject  for  much 
thought  and  comment,  so  I  trust  that  out  of  this  com- 
petition may  arise  a  thought  that  will  open  up  a  "new 
vista"  along  this  line. 

Let  us  analyze  the  "commission  basis  of  re- 
muneration." VVe  know  the  clerk  would  be  chiefly 
anxious  to  sell — for  by  selling  he  would  increase  his 
earnings — but  would  his  selling  be  an  all-round  advan- 
tage? I  doubt  it.  He  would  become  so  anxious  to  sell 
that  goods  would  be  almost  "forced"  upon  customers, 
often  to  disadvantage  of  the  store,  for  when  customers 
feel  that  they  "had  to  buy"  they  seldom  patronize  that 
store  again. 

Clerks  would  avoid  the  customers  known  to  be 
"slow  buyers";  they  would  also  avoid  the  "goods  ex- 
changes," and  would,  if  possible,  foist  them  upon  their 
fellow-clerks;  the  customers  would  be  kept  waiting, 
and.  again  the  store  would  suffer. 

Then,  what  about  the  "work"  Who  would  keep 
the  stock  right?  Not  the  clerks.  They  would  want  to 
"sell."  Work  interferes  with  "earnings"  on  the  "com- 
mission basis."  The  stock  would  have  to  look  after 
itself,  or  perhaps  the  "boss"  himself  would  see  to  it. 
Would  this  plan  work?  Would  it  even  l)e  fair  to  both? 
I  hardly  think  so. 

Then  let  us  pass  over  the  "commission  plan"  and 
deal  with  "salary  only."  This  certainly  appeals  to  me, 
"but  not  in  the  old  form,"  where  a  man  secures  a  posi- 
tion at  $20  a  week,  is  satisfied,  and  holds  it  down  until 
the  boss  "fires"  him.  What  I  would  advocate  is  "sal- 
ary by  technical  classification."  Let  the  clerks  reach 
out  and  attach  to  themselves  every  "art"  that  bears 
upon  their  business,  for  knowledge  is  power,  and  bv  a 
smaller  or  greater  knowledge  of  "business  technicali- 
ties" we  could  be  classified  for  the  "minimum  or  maxi- 
mum" salary. 

For  example,  presuming  every  man  to  be  a  sales- 
man, and  v$*)0  per  month  the  "minimum"  salary,  tlien 
pay  $10  a  month  extra  for  each  and  everv  art  or  side- 
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line  used  in  l)usine.ss,  then  see  what  kind  oi  talent 
vvduld  earn  the  maximum. 

Diagnosis  fur  Classification  : 

i*er  month. 


Salesman  only    $  90.00 

And  window-dresser    100.00 

And  card-writer    110.00 

And  painter  of  artistic  windcw  displays   120.00 

And  graduate  practipedist  (foot  specialist)  ..  130.00 

And  buyer    140.00 

And  advertising  man   150.00 


By  this  you  see  the  man  who  could  include  the  full 
seven  arts  in  his  classification  form  would  pull  dtnvn 
the  $150  a  month,  while  those  who  failed  to  produce 
the  goods  would  automatically  fall  back  into  the  class 
where  they  belonged.  This  puts  it  up  to  the  clerk  to 
"keep  proficient,"  also  instilling  the  spirit  of  competi- 
tion for  predominant  excellence  among  them,  which 
should  be  encouraged  by  a  correct  value  being  placed 
upon  ability  and  paid  for  by  those  seeking  it  accord- 
ingly, for  all-round  excellence  in  the  staff  spells  "in- 
creased profits."  Therefore,  it  is  fitting  that  the  men 
whose  energy  and  brains  assist  the  increase  should  re- 
ceive adequate  compensation. 


Fourth  Prize  Essay— By  Mr.  W.  C.  Turner, 
Charlottetown,  P.  E.  I. 


1  am  not  going  to  attempt  any  studied  or  beauti- 
fully-rounded sentences  of  perfect  English,  but  simply 
content  myself  with  a  few  observations  that  well  up 
out  of  my  own  experiences,  which,  in  my  thinking,  will 
strengthen  to  some  extent  the  idea  of  co-operation  in 
the  matter  of  selling  goods. 

There  is  a  steadily-growing  conviction  amongst 
thinking  men  that  the  world  will  never  reach  the  maxi- 
mum of  production  until  we  do  away  with  the  idea  of 
force  and  substitute  for  it  the  doctrine  of  universal  co- 
operation, which  in  the  matter  of  paying  clerks  should 
take  the  form  of  a  salary  with  commission  on  all  sales, 
for  the  following  reasons: 

First,  a  clerk  should  receive  a  salary  sufficient  to 
enable  him  to  pay  promptly  his  hotel  bill  at  the  end  of 
each  week,  for  if  a  man  does  not  pay  his  board  bill 
promptly  he  soon  becomes  unpopular,  and  will  be 
shunned  on  the  street  and  in  the  store,  and  then  his 
services  will  not  be  required  long  in  that  store.  In 
ou'der  to  be  a  successful  salesman  a  man  must  be  popu- 
lar. Intelligence  and  energy  are  the  capital  a  clerk 
has,  both  of  which  he  invests  in  the  business.  For  his 
time  he  ought  to  get  a  salary.  For  his  intelligence  and 
energy,  which  are  his  capital  invested,  he  ought  to  get 
a  ])rofit.  The  fact  that  a  clerk  is  dependent  on  his  sales 
for  his  profit  will  stimulate  him  to  become  thoroughly 
])roficient  in  his  line,  having  a  perfect  knowledge  of  all 
the  lines  carried  in  the  stoire,  and  know  where  to  i)ut 
his  hand  on  just  the  boot  he  wants  at  the  time  he  wants 
it.  Again,  a  liberal  commission  on  all  sales  will  bring 
the  best  men  into  the  shoe  business  and  weed  out  into 
other  lines  those  who  are  only  ordinary  clerks.  Com- 
mission on  sales  will  stimulate  a  clerk  and  make  him 
anxious  to  meet  a  customer  tlie  moment  he  or  she 
enters  the  store,  this  showing  i)romi)t  attention — and, 
believe  me,  there  is  nothing  that  will  poj)ularize  a  store 
like  pirompt  attention  on  the  part  of  the  clerks.  If  a 
clerk  gets  a  commission  on  his  sales  he  will  be  willing 


to  work  inertime  instead  of  Icjnging  for  the  clock  to 
strike  the  hour  for  closing.  My  mind  goes  out  to  a 
clerk  in  a  general  store  who  through  the  day  was  as 
affa])le  and  ])leasant  as  could  he,  but  let  a  customer 
enter  the  store  at  the  hour  for  closing  and  he  or  she 
would  get  a  look  from  that  clerk  that  would  freeze 
them.  Had  that  clerk  been  paid  a  commission  on  sales, 
the  pleasant  smile  would  not  have  left  his  face,  and  the 
customer  would  have  been  welcomed  as  heartily  as  at 
any  hour  of  the  day. 

For  the  above  reasons,  and  many  others,  a  salary 
with  commission  on  all  sales  is  the  only  right  way  to 
remunerate  a  clerk  who  serves  in  any  store  where 
goods  are  sold,  and  it  will  work  to  the  mutual  benefit 
of  employer  and  employee. 


An  Energetic  Young  Shoeman 

Air.  W.  S.  Hall,  recently  appointed  manager  of  the 
shoe  department  of  the  Sussex  Mercantile  Company, 
Ltd.,  is  one  of  the  younger  generation  of  shoemen 
rapidly  making  a  name  for  himself.  He  joined  the 
Sussex  Mercantile  Company  in  1912,  and,  while  he 
severed  his  connection  with  this  firm  in  Mav  of  last 
year  to  go  with  J.  Wiezel  &  Co.,  St.  John,  N.B.,  he 
subsequentlv  returned  and  merited  his  present  respon- 
sible position.  Mr.  Hall  is  24  years  old,  and  devotes 
his  recreation  hours  to  driving,  fishing,  and  baseball. 


Mr.  W.  S.  Hall. 

He  reports  business  good,  in  spite  of  war  conditions 
and  a  backward  season.  There  seems  to  be  plenty  of 
money  hi  circulation,  and  the  tendency  toward  cash 
buying  is  stronger  than  in  previous  years.  People  are 
appreciating  good  shoe  values,  and  the  mail  order 
houses  seem  to  have  lost  some  of  their  attractions  in 
his  vicinity.  Mr.  Hall  is  a  footwear  enthusiast  in  all 
Its  departments,  and  at  the  present  time  is  keenly  in- 
terested in  treating  foot  ailments.  He  is  taking  the 
Scholl  course  in  orthopedics,  and  plans  to  continue  his 
studies  to  a  mastery  of  the  minutest  details.  Deter- 
mination and  enthusiasm  of  this  kind  is  bound  to  win 
for  Mr.  Hall  a  coveted  niche  in  shoedom. 


1  he  salesman  who  can  show  the  same  amount  of 
"l)ep"  and  enthusiasm  in  the  store  that  he  can  at  the 
ball  game  is  lioiind  to  succeed. 
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Comfort  and  Service  a  Feature  in  Men's 


A  real  rough  weather  boot — an  important  factor 
in  the  building  of  a  substantial  patronage.  In  the 
making  and  selling  of  this  type  of  boot,  conserv- 
atism, comfort  and  service  are  paramount. 


Above:  A  style  that  will  appeal  to  nifty  dressers. 
This  sample  was  made  of  gun  metal  calf  with 
morocco  top. 

Right:  Another  business  builder — Staples  arc  the 
foundation  of  the  average  trade — This  model  is  of 
chrome  tanned  upper  and  oak  tanned  sole. 
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Is  Tendency  Toward  Fewer  and  Plainer  Styles? 

Several  Manufacturers  Express  Opinion  on  Timely  Topic— General 
Trend  Toward  More  Conservative  Lines 


IN  cunnectiun  with  rcc(jmmeiKlations  which  ha\ e 
been  advanced  by  the  United  States  and  Britis'.i 
( iox  ernments  to  shoe  manufacturers  uryinj)-  fewer 
and  nil  ire  conservative  styles  for  the  coming  sea- 
son, ]*"ootwear  in  Canada  approached  several  Canadian 
manufacturers  as  to  their  probable  intentions  alony 
the  same  lines.  The  following  are  a  few  representative 
opinions : 

Montreal. 

Editor  Footwear  in  Canada  : 

Replying  to  your  letter  asking  for  our  opinion  in 
regard  to  a  tendency  to  produce  simpler  designs  and 
fewer  patterns  for  the  coming  year,  we  feel  that  any 
attempt  on  the  part  of  manufacturers,  whether  volun- 
tary or  involuntary,  to  control  the  style  tendency  will 
be  a  misdirected  effort.  Our  policy,  in  so  far  as  we 
would  be  able  to  carry  it  out,  would  be  to  create  and 
supply  styles  that  we  believe  will  sell  readily  to  both 
the  retail  and  consuming  trade. 

In  regard  to  the  present  tendency  for  plainer  styles, 
we  recognize  there  is  such  a  tendency,  but  we  believe 
it  to  be  a  style  tendency  pure  and  simple  rather  than 
being  due  to  war  or  other  economic  conditions,  as  a 
good  many  people  seem  to  think. 

Very  truly  yours, 

Ames-Holden-McCready,  Limited. 

*  *  * 

Montreal. 

Editor  Footwear  in  Canada  : 

We  think  the  tendency  will  be  for  boots  to  be  made 
on  more  conservative  lines,  and  not  so  much  of  the 
two-tone  effect  in  women's  goods  as  was  in  evidence 
this  past  season.  Yours  truly, 

The  James  Muir  Company. 

^        ^  ^ 

Montreal. 

lulitor  b'ootwear  in  Canada: 

We  believe  that  there  is  no  doubt  whatever  l)ut 
what  manufacturers  will  not  be  showing  as  many  new 
patterns  as  usual,  and  the  designs  will  be  more  simple 
for  this  spring  trip.  Conditions  themselves  alone 
would  make  it  imi)ossible,  in  more  ways  than  one,  for 
the  manufacturer  to  turn  out  a  line  embodying  many 
changes  for  this  next  season,  as  it  is  not  only  impos- 
sible to  get  the  run  of  leather  that  one  would  like,  but 
the  same  thing  applies  to  the  different  fa])rics  that  are 
being  used  to-day  in  a  great  many  samples.  It  will 
also  be  harder  to  get  the  supply  of  canvas  that  is  used 
in  footwear  f(;r  this  next  s:])ring  trij),  due  to  the  fact 
that  so  much  nf  it  is  being  used  for  soldiers'  ecjuip- 
mcnts  in  the  Cnited  .Stales. 

^'ours  truly, 

The  Miner  Shoe  Company,  Limited. 

*  *  * 

Si.  Thomas. 

Editor  I'ootwcar  in  Canada: 

We  believe  that  there  will  be  a  teiidcncy  on  the  pari 
(if  manufacturers  to  confine  their  lines  to  simpler  de- 
signs and  fewer  jiallcrns  than  they  ha\e  f(ir  llie  past 


lew  seasons.    This  seems  to  be  the  accepted  view  in 

the  United  States,  and  for  ourselves  we  might  state 

that  we  will  show  fewer  fancy  lines  than  we  did  last 

season.  v  ,,  i 

1  ours  truly, 

E.  T.  Wright  &  Co.,  Inc. 

*  *  * 

Quebec. 

Editor  Footwear  in  Canada: 

liriefly  answering  your  enquiry,  beg  to  say  that  we 
are  of  the  opinion  that  the  styles  for  next  season  will 
be  more  extreme  than  ever. 

Vours  \'ery  truly, 

C.  E.  Slater. 

*  *  * 

Montreal. 

Editor  Footwear  in  Canada  : 

In  reply  to  your  enquiry  about  our  opinion  as  to 
producing  simpler  designs  and  fewer  patterns  for  the 
coming  fall,  we  beg  to  say  that  we  did  not  put  in  any 
new  lines  for  the  fall  trade,  but  we  are  putting  in  just 
a  few  new  lines  for  the  spring  season  of  1918. 

We  are  making  our  spring  samples  just  now,  and 
we  have  been  very  careful  in  building  our  new  lines  to 
do  away  with  freak  lines,  which  are  costly  not  only  to 
manufacturers  but  more  especially  to  the  people  who 
wear  these  lines,  as  they  do  not  give  the  wear  for  the 
price  paid  for. 

Yours  very  truly, 
Daoust,  Lalonde  &  Co.,  Limited. 

^   ^  * 

Composite  Montreal  Outlook 

The  Montreal  representative  of  Footwear  in  Can- 
ada, after  talking  with  several  of  the  leading  manufac- 
turers, writes  as  follows : — I  find  opinions  vary  some- 
what. The  general  view  is  that  the  manufacturers 
have  put  out  more  samples  than  last  year  with  a  view 
of  inducing  additional  buying.  Trade  has  been  quiet 
for  some  months,  and  the  idea  is  that  a  larger  range 
of  samples  will  induce  retailers  to  stock  up  more  free- 
ly. At  the  same  time  there  will  be  fewer  combina- 
tions in  colors.  Styles  will  be  more  conservative,  with 
one  tone  effects  general.  On  the  other  hand,  one 
manufacturer  told  me  that  he  expected  more  combina- 
tions and  a  large  Aariety  of  one  tone  colored  lea- 
thers, in  fact,  as  he  put  it,  "shops  will  look  like  a  pic- 
ture gallery."  It  is  expected,  too,  that  the  pointed 
toe  in  women's  will  be  modified,  and  I  was  told  by  the 
manager  of  the  United  Last  Company  that  he'  had 
noticed  a  tendency  for  a  slightly  fuller  and  more  round- 
ed toe.  It  looks  as  if  khaki  brown  will  be  a  favorite 
ccdor  both  in  women's  and  men's.  The  high  cuts  are 
as  strong  as  ever,  and  although  some  are  being  made 
in  yy,  and  9  inch,  8  inch  would  appear  to  be  the  favor- 
ite. In  some  sami)les  there  is  also  a  tendency  for  a 
larger  use  of  the  Cuban  heel. 

Very  few  changes  will  be  made  in  men's  goods. 
The  \ani])s  may  possibly  be  shorter,  but  there  is  no 
indication  of  a  larger  use  of  combinations  in  men's. 
One  firm  making  both  men's  and  women's  informed 
me  that  there  would  be  a  run  on  cloth  tops  in  women's, 
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and  that  tliey  did  not  louk  for  any  cliang'es  of  note  in 
men's  except  that  they  thought  tliat  khaki  brown 
would  be  a  good  seller. 

Generally  speaking,  the  outlook  for  spring  is  not 
regarded  in  a  very  cheerful  light.  The  leather  men 
state  that  they  are  selling  but  very  little,  although,  of 


course,  this  is  a  mid-season.  It  is  generally  regarded 
as  true  that  retailers  are  pretty  well  stocked  up,  and 
as  the  manufacturer  told  me,  shoe  manufacturing  firms 
just  now  are  afraid  to  commit  themselves  to  any  ex- 
tensive purchases  of  leather  or  findings  owing  to  the 
uucertaintv  of  the  outlook. 


Your  Best  Advertisement  is  a  Beautiful  Window 

Splendid  Papers  Recently  Presented  at  Conventions  of  Shoe 
Retailers— The  Folly  of  Sales 

 ^  By  J.  E.  Brecheisen'  


THE  subject,  •'Window  Display,"  is  a  very  im- 
portant one  for  every  retail  merchant,  especially 
if  that  merchant  wants  to  keep  abreast  with  the 
times.  In  my  estimation,  window  display  should 
be  studied  from  two  distinct  angles,  namely,  "The 
Window  ISeautiful"  and  "The  Window  from  an  Ad- 
vertising Standpoint" — one  is  as  important  as  the 
c.ther. 

I  feel  safe  in  saying  that  if  there  is  one  feature  in 
our  store  service  which  stands  out  more  than  any  other 
and  which  has  appealed  more  to  the  general  public  in 
the  past  five  years  it  has  been  our  excellent  window 
trims,  both  from  a  standpoint  of  'beauty  and  from  a 
standpoint  of  effective  advertising.  To  work  out  these 
two  very  important  features  of  window  trimming — 
that  is,  to  have  the  window  beautiful  and  properly  har- 
monize with  the  window  advertising,  it  means  that  you 
must  have  one  man  in  your  employ  that  will  co-oper- 
ate with  you  and  give  your  windows  a  lot  of  hard  work 
and  thought ;  one  with  a  natural  gift  along  this  line 
and  who  is  willing  to  study  window  trimming.  Vou 
simply  cannot  get  results  'by  letting  every  Tom,  Dick 
and  Harry  trim  your  windows  in  a  slipshod  way.  Rut 
I  fear,  from  personal  o/bservation,  that  too  many  shoe 
retailers  use  this  very  method,  and  when  I  say  that  the 
averag'e  clothing,  women's  ready-to-wear,  millinery, 
and  department  store  windows  are  far  ahead  of  the 


average  shoe  window,  1  am  not  making  the  comparison 
strong  enough.  It  it  pays  these  retail  stores  to  have 
elegant  windows,  ehectively  and  Ijeautifull}-  trimmed, 
why  will  it  not  pay  the  shoeman  ? 

The  Great  Value  of  Window  Advertising 

If  you  will  only  realize  that  $5  effectively  spent  on 
your  windows  is  worth  more  than  $100  spent  in  any 
other  form  of  advertising  you  might  then  wake  up  to 
the  fact  and  go  to  the  store  and  knock  out  that  old- 
fashioned,  unsightly  window  and  replace  it  with  one 
up  to  date ;  and  if  you  haven't  a  man  in  your  employ 
with  a  natural  gift  for  window  trimming,  get  one.  If 
this  is  accomplished  you  can  trace  immediate  and 
direct  results  to  your  windows,  and  the  answer  is  in- 
creased volume  and  ultimately  increased  net  profits. 

Every  business  man  should  know  that  a  good  win- 
dow is  his  best  salesman,  fijr  this  silent  salesman  will 
sell  shoes  for  you  long  after  clo.sing  time.  He  never 
tires,  works  day  and  night,  and  three  hundred  and  sixty- 
five  days  in  the  year.  How  to  trim  your  windows  or 
how  much  to  spend  on  them  will  largely  depend  on  the 
size  of  the  city  and  the  volume  of  business  done. 

A  Few  Constructive  Hints 

Here  are  just  a  few  hints  on  window  trimming: 
First,  your  window  man  must  give  each  pair  of  shoes 
proper  forming  and  care  before  the  shoes  reach  the 
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N  one  of  the  plays  of  this  season,  "The  Very 
Minute,"  one  of  the  characters  says  some- 
thing to  this  effect:  You  go  on  till  you  can 
go  no  further,  you  reach  the  limit  of  human 
endurance,  and  then — you  hold  on  another  min- 
ute, and  that's  the  minute  that  counts. 

The  idea  is  a  good  one.  That  last  minute,  the 
other  side  of  the  breaking  point,  is  worth  thinking 
about. 

It  is  that  which  marks  the  thoroughbred. 

There  is  a  something  in  the  hundredth  man 
that  bespeaks  a  finer  quality.  It  is  unconquerable- 
ness,  heroism,  stick-to-it-iveness,  or  whatever  you 
have  a  mind  to  call  it. 

We  have  a  way  of  attributing  this  to  breeding, 
after  the  analogy  of  horses  and  dogs;  but,  while 
there's  something  in  blocd,  I  doubt  if  it  is  a  very 
trustworthy  guaranty  of  excellence.  So  many 
vigorous  parents  have  children  that  are  morally 
spindling,  and  so  many  surprising  samples  of 
superiority  come  from  common  stock  that  hered- 
ity is  far  from  dependable. 

But  the  quality  exists,  no  matter  how  you  ac- 
count for  it — a  certain  toughness  of  moral  fibre, 
an  indestructibility  of  purpose. 

Any  mind  is  over  matter,  but  there  are  some 
wills  so  imperial,  so  dominant  over  the  body,  that 


they  keep  it  from  collapse  even  after  its  strength 
is  spent. 

We  see  it  physically  in  the  prize  fighter  who 
"doesn't  know  when  he  is  beaten,"  in  the  race- 
horse that  throws  an  unexpected  dash  into  the 
last  stretch  even  after  his  last  ounce  of  force  is 
gone,  in  the  Spartan  soldier  who  exclaimed  "If  I 
fall  I  fight  on  my  knees." 

Of  all  human  qualities  that  have  lit  up  the 
sombreness  of  this  tragic  earth,  I  count  this,  of 
being  a  thoroughbred,  the  happiest. 

It  has  saved  more  souls  than  penance  and  pun- 
ishment; it  has  rescued  more  business  enterprises 
than  shrewdness;  it  has  won  more  battles  and 
more  games;  and  altogether  felicitously  loosed 
more  hard  knots  in  the  tangled  skein  of  destiny 
than  any  other  virtue. 

Most  people  are  quitters.  They  reach  the  limit. 
They  are  familiar  with  the  last  straw. 

But  the  hundredth  man  is  a  thoroughbred.  You 
cannot  corner  him.  He  will  not  give  up.  He 
cannot  find  the  word  "fail"  in  his  lexicon..  He 
has  never  learned  to  whine. 

What  shall  we  do  with  him?  There's  nothing 
to  do  but  to  hand  him  success.  It's  just  as  well 
to  deliver  him  the  prize  for  he  will  get  it  eventu- 
ally. There's  no  use  tr3dng  to  drown  him,  for  he 
won't  sink. 


window.  We  spend  over  an  hour  in  properly  forming- 
and  carefully  ironing  out  our  shoes  before  they  are 
placed  in  our  windows.  This  is  the  foundation  for  an 
effective  and  successful  shoe  trim.  Next,  your  window 
man  must  be  proficient  enough  to  be  a'ble  to  arrange 
frequent  settings  and  backgrounds  to  meet  the  require- 
ments of  the  different  seasons  and  occasions  that  arise 
from  time  to  time  throughout  the  year. 

Then  flowers  and  silk  velour  are  always  effective, 
especially  if  projierly  harmonized.  Always  remember 
that  the  first  and  most  lasting  impression  is  handed 
out  through  your  windows. 

If  your  windows  are  unattractive  and  l^adly  trim- 


med, even  if  you  handle  the  best  of  merchandise,  the 
chances  are  that  you  will  never  get  the  stranger  into 
your  store;  but,  on  the  other  hand,  if  your  windows 
are  attractive  and  the  merchandise  effectively  arranged 
from  an  advertising  standpoint,  the  chances  are  very 
much  in  your  favor  for  the  stranger  to  drop  in  and  ask 
about  your  shoes. 

When  the  stranger  gets  within  your  doors  do  not 
lose  shoe  sales  by  poor  store  service,  for  good  store 
service  must  always  be  linked  with  good  windows,  and 
if  you  fail  in  that,  the  money  spent  in  the  drawing 
power  and  the  advertising  value  of  your  windows  is 
wasted. 


A  Retailer  Demonstrates  the  Folly  of  Sales 


 ^  By  M.  S. 

IT  is  hard  for  me  to  realize  that  1  am  here  to  discuss 
with  merchants  who  retail  merchandise  the  advisa- 
bility of  tiu'ir  selling  goods  at  the  regular  ])rice, 
which  includes  a  fair  margin  of  ])rofit  during  the 
only  months  they  have  any  right  lo  c.\])ccl  a  demand 
on  the  part  of  the  consumer. 

(ientlemcn,  I  don't  see  why  you  continually,  year 
after,  talk  about  the  backward  season  and  expect  to  sell 
strictlv  winter  goods  by  December  25  when  you  know, 


Jakowsky  ■  

and  ought  to  know,  we  never  have  cold  w^eather  until 
January  and  l'>l:)ruary.  Because  you  have  a  good  de- 
mand the  few  cold  days  before  Christmas  why  do  you 
assume  that  tlic  season  is  over  by  December  25,  when, 
as  a  matter  of  fact,  it  does  not  start  until  January  1.  I 
cannot  see  why  so  many  mercliants  put  on  a  sale  right 
after  Christmas  when  they  ought  to  be  getting  a  profit 
in  January  and  i"\'bruary. 

In  my  opinion,  the  proper  time  to  put  on  a  sale  is 
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in  April,  when  the  spring  season  opens  up.  If  you 
merchants  knew  the  advantages  in  conducting  a  no- 
sale  store  there  wouldn't  be  one  of  you  who  would  ever 
consider  having  a  sale  when  you  return  to  your  place 
of  business  after  this  convention  is  over. 

Advantages  of  the  "No-Sale"  Policy 

The  no-sale  'business  is  just  like  going  into  a  new 
business.  It  is  so  different  from  the  old  method  of 
doing  business.  Great  results  can  be  accomplished 
under  the  no-sale  plan.  First,  in  profits  ;  second,  it  is 
less  worry  during  the  dull  season  ;  third,  it  is  not  such 
a  drag,  and  you  get  a  good  deal  more  pleasure  out  of 
your  business.  The  time  is  coming— and  it  isn't  very 
far  oft' — when  you  will  find  that  sales  are  a  thing  of 
the  past  in  every  town  and  city.  If  I  were  going  into 
any  town  or  city  this  coming  season,  the  first  an- 
nouncement I  would  make  to  the  public  would  be  that 
I  would  never  have  sales  of  any  kind.  \Mien  I  de- 
cided that  I  would  run  a  "no-sale"  store  I  figured  that 
there  was  only  one  way  in  which  I  could  make  a  suc- 
cess of  it,  and  that  was  to  give  the  public  the  best  mer- 
chandise possible  at  the  lowest  price  possible.  You 
cannot  get  the  same  long  profits  under  the  "no-sale" 
plan,  but  you  do  get  a  profit  the  whole  year  through. 
You  must  give  the  trade  more  for  their  money  than 
you  have  been  getting  under  the  old  system  of  having 
sales  at  the  end  of  the  season. 

I  am  going  to  prove  to  you  that  sales  do  not  pay  at 
the  end  of  the  season. 

Losing  Money  on  Shoes 

Take  a  shoe  you  retail  for  $5  ;  say  it  cost  vou  $3.25  ; 
now,  if  you  make  a  reduction  of  20  per  cent.,  you  sell 
that  shoe  for  $4.    If  it  costs  you  25  per  cent,  to  do  busi- 


The  time  to  make  friends  is  not  when  you 
find  you  need  them,  but  in  advance  of  the  need. 


ness,  you  lose  money  on  every  sale.  Your  retail  ex- 
pense to  sell  that  shoe  is  $1.25.  Taking  $3.25  and  $1.25 
makes  $4.50,  which  the  shoe  actually  cost  you.  The 
profit  is  50c  on  the  pair  of  shoes,  which  is  10  per  cent, 
gross.  These  figures  show  where  you  have  no  room 
for  any  cut  prices.  You  must  get  a  fair  and  living  pro- 
fit from  every  customer  that  comes  into  your  store. 
You  have  also  got  to  do  the  volume  if  you  want  to 
make  any  money  out  of  your  business  at  these  figures. 
My  figures  are  based  on  my  own  experience  on  the  sell- 
ing of  men's  shoes. 

Some  of  you  are  going  to  say.  "How  are  you  going 
to  get  rid  of  your  broken  lines?"  Here's  my  sugges- 
tion :  If  you  carry  over  100  or  more  oxfords  that  you 
retail  for  $6,  instead  of  cutting  prices  at  a  sale,  why  not 
put  a  commission  on  these  same  goods,  say.  25c  or  50c, 
and  the  salesmen  will  push  these  numbers  for  you.  Or, 
when  making  your  purchases  for  the  next  season,  why 
not  take  the  stock  you  carry  over  into  consideration 
and  put  them  in  lower  price  lines?  If  thev  are  staples, 
all  you  have  to  do  is  fill  in  your  size.  If  they  are  no\'el- 
ties,  the  commission  plan  is  a  good  one. 

The  Effect  Upon  the  Remaining  Stock 

When  you  put  a  sale  on  you  sell  your  desirable  sizes, 
7  to  9.  and  you  are  left  with  lots  of  small  sizes  and 
some  laree  ones. 

No  man  buys  a  pair  of  shoes  in  size  6  if  he  wants  an 


8,  or  he  does  not  buy  a  10  if  he  wears  a  7.    Any  way 
you  take  it,  a  sale  in  men's  shoes  does  not  pay. 

^'ou  do  not  do  any  more  business  when  you  put  on 
a  sale.  If  you  do,  you  have  sold  your  desirable  sizes 
and  lasts  and  your  stock  is  worth  about  one-half  the 
value  after  the  sale  than  it  was  before.  Everyone  has 
to  have  shoes,  whether  they  be  high  or  low.  Stand 
together  and  co-operate  and  each  store  will  get  its 
share  of  the  business. 

Why  Sales  Should  Be  Discarded 

Gentlemen,  sales  will  be  a  thing  of  the  past,  because 
they  are  not  fair  to  the  early  buyer,  because  he  has  to 
pay  the  long  profit  in  order  to  make  up  for  the  fellow 
who  waits  for  sales. 

Sales  will  be  a  thing  of  the  past  hecause  the  one- 
price  policy  enables  the  store  to  undersell  the  sale  store 
and  the  public  will  easily  see  that  in  a  short  time. 

Sales  will  be  a  thing  of  the  past,  because  stores  that 
give  fair  values  on  every  sale  will  build  up  confidence. 

Sales  will  be  discontinued,  'because  the  store  that 
has  the  confidence  of  the  people  will  get  the  business. 

Do  not  get  the  idea  that  this  no-sale  policy,  while 
profitable  to  the  dealer  is  unprofitable  to  the  consumer. 
Success  in  the  no-sale  plan  is  only  possible  hy  adver- 
tising the  plan  and  its  advantages  to  the  pti'blic.  and 
not  only  advertising  but  demonstrating  l^->'  vour  values 
its  advantages.  In  every  instance  where  it  has  been 
])ut  into  practice  the  pubhc  has  heartily  approved  of  it. 

Sales  will  be  discontinued,  hecause  any  time  you 
sell  an  article  at  sale  prices  you  are  hurting  your 
chances  of  selling"  one  at  the  regular  price  the  following 
season. 

Cut-price  sales  will  he  discontinued,  because  the 
best  selling  months  of  each  season — the  really  profit- 
able ones  have  been  in  the  past — the  ones  selected  for 
cut-price  sales. 

Early  Sales  Spoil  the  Season's  Business 

Sales  will  be  discontinued  because  every  merchant 
who  puts  on  a  sale  does  not  sell  his  odds  and  ends.  He 
is  selling  the  best  goods  he  has,  and  the  best  sizes, 
which  is  the  'backbone  of  his  'business. 

Sales  will  be  discontinued  because  50  per  cent,  or 
more  of  the  salesmen  employes  of  any  store  don't  push 
the  odds  and  ends.  They  continually  keep  on  selling 
the  most  desirable  merchandise,  which  is  always  worth 
100  cents  on  the  dollar. 

The  cut-price  sales  will  be  discontinued  hecause  it 
is  easier  to  do  business  on  the  no-sale  plan  and  is  a 
great  forward  step  in  retail  merchandising. 

Sales  will  'be  discontinued  because  every  fair-mind- 
ed man  will  admit  the  unquestionable  right  of  every 
merchant  to  a  fair  and  living  profit. 

Sales  will  be  discontinued  because  a  sale  customer 
is  just  as  particular  as  one  who  pays  regular  prices.  He 
does  not  buy  your  odds  and  ends.  He  wants  the  best 
you  have  at  reduced  prices. 

Gentlemen,  I  have  said  all  that  I  can  sav  regarding 
the  no-sale  plan.  T  hope  that  every  merchant  will  get 
up  enough  courage  to  Irv  out  the  no-sale  polic\'  for  the 
coming  season. 


Don't  bring  out  an  arch  support  and  hand  it 
to  your  customer  to  look  at,  but  fit  a  pair  in  his 
old  shoes  (not  the  new  ones)  and  let  him  try  them 
on,  walking  up  and  down  the  store. 
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Advertising  is  Not  an  Economic  Waste 

Figures  Show  Low  Percentage  of  Advertising  Costs  Compared  wilh 
Gross  Receipts— Facts  Shoe  Retailers  Should  Know 


T]  1 1*^   favorite   plaint    of   the  l)usincss 
man  who  has  fallen  asleej)  by  the 
wayside  is  that  adx  ertisiny  is  a  Imye 
economic  waste;  that  millions  of  dol- 
lars are  spent  and  wasted,  in  artificial  at- 
tempts to  sitimulate  sellinj^-.  to  the  ultimate 
injury  of  both  l)uyer  and  seller. 

The  only  trouble  with  this  logic  is  that 
it  does  not  square  with  the  facts.  Most' 
people  know  more  things  that  are  not  so 
about  this  subject  than  any  other  under  the 
sun. 

"Let  us  see  how  much  the  big  advertis- 
ers spend,"  says  Alan  C.  Reiley,  president  of 
the  Association  of  National  Advertisers,  in 
discussing-  this  matter  the  other  day.  "The 
average  man  hears  talk  every  day  about  the 
millions  and  millions  spent  for  advertising", 
and  he  finally  gets  ithe  notion  that  somehow 
or  other  the  buyer  has  got  to  pay  for  it. 

"I  wonder  if  Mr.  Average  Man  ever 
stops  to  realize  that  those  millions  spent  in 
advertising  sell  hundreds  of  millions  worth 
of  goods — goods  that  could  never  be  sold  so 
cheaply  in  any  other  way.  And  it  is  this 
immense  saving  in  selling  cost  that  helps  to 
make  lower-priced  goods. 

"  'Millions  spent  for  advertising'  sounds 
big,  but  'hundreds  of  millions'  worth  of 
goods  sold  by  advertising'  makes  the  actual 
amount  spent  for  advertising  look  small. 

A  Surprising  Ratio 

"What  is  the  exact  ratio  of  advertising 
to  sales  anyhow?  This  is  something  that 
every  buyer  would  like  to  know. 

"1  am  glad  to  be  able  to  tell  the  public. 
The  Association  of  National  Advertisers  has 
collected  some  valual)le  facts  and  figures  on 
this  subject.    Listen  to  a  few  of  them: 

"The  advertising  of  one  of  the  leading- 
paint  manufacturers  of  the  country  aver- 
ages 3  1/3  per  cent,  of  their  total  sales.  In 
other  words,  for  e\-ery  dollar's  worth  of 
paint  they  sell  they  spend  3  1/3  cents  in  ad- 
vertising. This  is  about  equivalent  to  the 
price  of  a  postage  stamp  and  cent's  worth  of 
paper  for  every  dollar's  worth  of  goods  sold. 
Another  big  paint  and  \  arnish  manufacturer 
sjx-nds  from  3'/'  to  4)/j  per  cent. 

"Next  take  clothing.  We  ha\'e  obtained 
figures  concerning  two  of  the  biggest  cloth- 
ing manufacturers  in  the  country.  One 
s])ends  1  'A  per  cent.  ;  the  other  2  ])er  cent. 
An  e(|ually  prominent  shoe  manufacturer 
sj)ends  I'/j  per  cent. 


"  'l!ut  shoes  and  clothing  are  necessities, 
you  may  say.    'How  about  the  luxuries?'" 

".\11  right !  Take  one  of  the  most  popu- 
lar luxuries  in  the  world — candy.  (Jne  of 
the  best-known  candy  makers  in  the  coun- 
try and  one  of  the  biggest  advertisers  spends 
?  l>er  cent. 

"Then  take  the  big  automobile  and  tire 
manufacturers,  with  their  full-page  and  dou- 
ble-page spreads.  Surely  now  the  percent- 
age figures  will  begin  to  jump.    \\'\]\  they? 

"You  will  be  surprised  when  1  give  you 
the  figures  for  two  of  the  most  famous  auto- 
mobile builders  in  the  country.  One  is  2 
per  cent. ;  the  other  is  3  per  cent.  ALso  two 
of  the  leading  tire  manufacturers;  one 
spends  2  per  cent. ;  the  other  2  per  cent.  And 
all  four  rank  among  the  biggest  advertisers 
in  the  country. 

"These  figures  are  authentic,  and  when 
you  consider  the  enormous  volume  of  the 
automobile  and  tire  business  you  will  see 
that  the  small  percentages  are  ample  to  pro- 
vide for  the  wonderful  publicity. 

The  Department  Store 

"And  then  we  come  to  the  big  depart- 
ment stores — where  at  one  time  or  another 
every  buyer  buys.  You  can  see  them  fairly 
eating  up  the  newspapers  with  their  big- 
spreads.  But  if  you  expect  to  find  big  per- 
centage figures  here,  again  you  will  be  agree- 
ably disappointed.  The  figures  possessed  by 
the  Association  of  National  Advertisers 
show^  that  the  average  department  store's 
advertising  does  not  cost  more  than  3  per 
cent,  of  its  total  business. 

"The  fact  is  that  the  great  majority  of 
all  nationally-advertised  articles  —  articles 
which  are  familiarly  known  in  every  home 
in  the  country,  which  are  famous  for  their 
quality  as  well  as  their  immense  distribu- 
tion, belong  in  the  5  per  cent,  or  under  class. 

"And  let  this  final  point  be  remembered: 
Even  if  this  advertising  represented  a  direct 
advance  on  what  the  buyer  would  otherwise 
have  to  pay,  this  would  make  liccle  dif¥erence 
in  the  price  of  the  goods.  But  it  does  not. 
And  why  not? 

"Because  advertising-  is  the  most  efficient 
method  of  marketing  ever  developed  by 
business  enter])rise — therefore,  its  effect  is  to 
decrease,  and  not  to  increase,  the  sum  total 
of  selling  cost.  This  is  a  simple  fact  about 
advertising  that  every  buyer  of  advertised 
goods  ought  to  know." 
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Departmentizing  Shoe  Stocks  Often  Advantageous 

 By  R,  W.  Ranney   


IN  these  days  of  high  prices  and  rapid  style  changes 
it  is  absohttely  necessary  to  know  all  the  facts  re- 
garding one's  business.  To  departmentize  your 
stock  means  to  subdivide  it  into  departments  and 
keeping  a  separate  record  of  the  purchases  and  sales  of 
each  line  'by  departments.  After  departmentizing  your 
stock  you  can,  at  any  time,  accurately  and  quickly 
determine  the  amount  of  stock  on  hand  in  any  depart- 
ment, whether  the  sales  in  the  different  departments 
are  increasing  or  decreasing",  whether  high  shoes  or  low 
shoes  are  selling-  better,  or,  in  fact,  any  information 
regarding  the  dift'erent  departments.  The  principal 
advantage  of  this  plan  is  that  you  can  get  the  informa- 
tion at  a  time  when  it  is  of  greatest  value  to  you.  In 
other  words,  you  do  not  have  to  wait  until  inventor}- 
time  to  find  out  the  condition  of  your  business.  By 
departmentizing  your  stock  you  can  quickly  determine 
which  departments  are  the  profit-makers  and  which  are 
sapping  the  profits  made  in  other  departments. 

System  Easily  Adapted 

The  advantages  of  this  method  are'  apparent  to  all, 
but  some  have  no  doirbt  failed  to  adopt  the  plan  on 
account  of  supposed  difficulties  in  introducing  it.  I 
will  confess  that  for  a  long  time  our  firm  failed  to  ado]yt 
tliis  plan  for  this  very  reason.  We  were  entirely 
wrong,  as  the  system  is  easily  adapted  and  simple  to 
keep  up. 

In  introducing  this  system  we  divided  our  stock 
into  nine  departments,  as  follows: 

1.  All  men's  shoes. 

2.  All  men's  oxfords  and  slippers. 

3.  All  ladies'  shoes. 

4.  All  ladies'  pumps,  oxfords,  and  slippers. 

5.  All  misses'  and  children's  shoes. 

6.  All  misses'  and  children's  low  shoes. 

7.  All  boys'  shoes  and  oxfords. 

8.  All  rubber  footwear. 

9.  Sundries.    (Polishes,  lace  etc.) 


To  ascertain  the  amount  of  stock  on  hand  at  time 
of  introducing  the  system,  in  department  1,  for 
example,  we  turned  to  our  last  inventory,  and  to  the 
amount  of  men's  shoes  on  hand  at  that  time  we  added 
all  subsequent  purchases  of  men's  shoes,  and  frcjm  that 
amount  deducted  the  cost  of  all  men's  shoes  sold.  The 
result  showed  the  numl^er  of  men's  shoes  on  hand  at 
the  time  of  adopting  the  system.  The  figures  for  other 
departments  were  obtained  in  the  same  manner. 

A\'hen  new  goods  are  received  the  invoices  are 
marked  to  show  to  which  department  they  belong,  and, 
in  addition  to  being  entered  on  the  general  merchan- 
dise account,  they  are  also  charged  to  the  department 
to  which  they  belong.  When  goods  are  sold  the  sales 
check  is  marked  to  indicate  department,  and  shows 
])oth  cost  and  selling  price.  The  cost  of  goods  sold  is 
credited  to  the  proper  department  at  the  end  of  each 
day  or  each  week.  In  this  way  a  perpetual  inventory 
of  each  department  is  oibtained.  We  also  keep  a 
record  of  the  sales  at  retail  of  each  department,  which 
shows  whether  goods  are  sold  at  a  profit  or  not. 

I  dare  say  many  of  you  would  fee  surprised  at  the 
information  you  swould  obtain  by  departmentizing  your 
stock.  This  was  true  in  our  case.  Some  departments 
which  we  thought  were  making  a  profit  were  'barely 
paying  expenses. 

Efficiency  Needed  Now 

In  this  time  of  national  crisis  it  is  the  duty  of  every 
man  to  be  more  efficient  than  ever  before.  An  up-to- 
date  dairyman  knows  exactly  what  each  cow  produces 
in  'butter-fat,  and  the  unprofitable  ones  are  weeded  out 
of  the  herd.  Surely  the  .shoe  merchants  should  be  as 
progressive  and  as  well  informed  as  the  dairvman.  Let 
us  departmentize  our  stocks  and  find  out  where  our 
business  is  weak  and  then  either  bolster  u])  weak  de- 
partments throuo-h  advertisins"  and  make  them  ])rofit- 
able  or  discontinue  unprofita'ble  departments. 


If  You  Must  Give  Credit  Do  It  Intelligently 

  By  Lyle  S.  Abbott  


STORES  that  can  transact  business  entirely  on  a 
cash  'basis  are  an  exception,  especially  if  better 
grade  merchandise  is  sold,  and  particularly  in  the 
smaller  cities  and  towns,  where  credit  is  asked 
and  granted  largely  upon  the  more  or  less  close  per- 
sonal relations  between  the  store  and  customer.  With 
manufacturers,  wholesalers,  and  large  city  retailers,  this 
face  to  face  personal  relation  is  not  often  present ;  they 
have  a  special  department,  with  facilities  and  time  for 
investigation  before  extending  a  credit ;  they  can  more 
intelligently  limit  the  amount  and  base  it  upon  finan- 
cial worth  as  the  most  essential  qualification  ;  also  they 
give  every  credit  its  definite  terms. 

Financially  Responsible 

If  a  retailer  confines  his  credit  to  the  financially  re- 
sponsible it  would  mean  elimination  of  nuany  accounts 
that  aggregate  into  a  considerable  volume  of  business. 


Retailers  must  also  consider  the  moral  risk,  habits, 
earning  power  with  the  scale  of  living,  and  I  even 
know  of  a  merchant  who  had. so  much  confidence  in  his 
own  judgment  of  human  nature  that  he  used  to  say: 
"Just  wait  until  I  go  out  and  take  a  look  at  the  party 
and  I  can  tell  you  if  they  are  all  right  or  not."  When 
I  say  that  this  man  was  always  inclined  to  be  rather 
optimistic  you  can  imagine  about  how  successfullv  he 
handled  credits.  Many  times  we  are  infiuenced  by  the 
feeling  of  obligation  for  the  past  cash  trade  of  the  cus- 
tomer. ISut  'before  an  account  is  (ii)eued,  no  matter 
how  small  the  amotnit  in\  ( ih  ed,  it  should  be  carcfulh 
considered  if  it  is  likely  to  pro\  e  to  be  a  desirable  one 
in  the  future.  Almost  invariably  the  first  times  credit- 
ed people  will  ])ay  promi)tly,  and  many  do  so  with  the 
deliberate  jnirpose  of  gaining  more  of  yoiu-  conruU'nce 
and  the  next  time  more  is  asked. 

Two  years  ago  a  close  analysis  of  our  accounts 
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fi)und  a  large  mimher  of  ])e<)i)le  Ijuyiny  shoes  and  wear- 
iiii4'  them  out,  t!ien  they  would  come  in  and  pay  for 
them  and  buy  new  ones,  having  them  charged,  rei)eat- 
ing'  this  way  over  and  over  again  ;  on  many  family 
accounts  where  payment  was  made,  that  purchase  im- 
mediately followed  that  would  fully  more  than  offset 
the  payment  made,  in  effect  keeping  the  capital  con- 
stantly tied  up. 

The  remedy  for  this  condition  was  in  closer  collec- 
tions, though  before  we  had  thought  it  g"ood  policy  to 
give  people  plenty  of  time  ibefore  requesting"  settle- 
ments, but  we  now  realize  that  making  closer  collec- 
tions and  following-  them  uj)  actually  hel])s  our  busi- 
ness. As  soon  as  an  account  is  settled,  the  customer 
has  the  feeling  that  the  way  is  clear  and  open,  and  they 
come  to  l^uy  again  earlier  than  if  otherwise.  I  think 
that  I  state  the  truth,  that  most  merchants  will  ac- 
knowledge, in  saying-  that  a  great  proportion  of  ' our 
credit  losses  have  occurred  from  our  own  negligence 
and  dilatory  methods  in  looking"  after  collections. 

The  "Good  But  Slow"  Class 

Take  the  "good  but  slow"  class,  of  which  we  all 
have  many ;  we  can  do  much  by  insisting"  that  some 
definite  time  for  payment  be  made.  Let  the  customers 
name  these  terms  themselves  and,  if  satisfactory,  make 
a  notation  with  the  charge.  These  terms  necessarily 
would  vary,  and,  of  course,  some  discriminations  would 
be  rightfully  used.  Very  recently  a  woman  said  to  me : 
"I  would  like  to  have  these  shoes  charged  for  a  while." 
I  said  certainly  we  would  be  glad  to  accommodate  her, 


There  are  good  profits  to  be  made  in  shoe 
accessories.    Are  you  getting  your  share? 


and  asked  her,  "h^ir  what  length  of  time?"  To  my  sur- 
prise, she  replied  that  she  did  not  know  when  she 
would  be  able  to  pay  for  them.  1  then  suggested 
thirty,  sixty,  or  ninety  days,  but  she  would  not  agree 
to  any  specified  time.  This  woman  is  one  of  those  who 
would  be  counted  "all  right,"  and  I  have  no  doubt  she 
bought  the  shoes  in  another  store  and  had  them 
charged  without  question. 

Arrange  Time  of  Settlement 

Another  thing  in  having  an  understanding  as  to 
the  time  of  settlement,  should  an  account  remain  un- 
paid a  reasonable  time  after  due  it  is  easier  to  refuse 
to  add  any  further  charges,  and  we  have  no  hesitation 
in  doing  this  through  any  fear  of  losing  what  they 
already  owe.  We  frankly  say  that  we  gave  the  credit 
as  a  privilege  and  convenience,  and  feel  that  our  favor 
has  not  'been  appreciated,  and  that  we  positively  can- 
not carry  slow  accounts.  This  usually  results  in  their 
paying  up;  then,  if  we  decide  to  open  the  account 
again,  it  is  much  better  taken  care  of  by  the  customer. 

It  is  uiKjuestioncd  that  the  majority  of  people  con- 
tinually live  in  anticipation  of  their  earnings,  and  spend 
their  money  l)efore  they  get  it,  and  it  has  been  easy  for 
them  to  do  so  with  the  free  and  loose  methods  of 
credits  tliat  prevail  with  retailers  generally.  With  the 
j)resent  prices  of  commodities  of  all  kinds,  together 
with  the  new  demands  upon  the  people  for  money,  if 
is  a  lime  for  holding"  a  tight  rein  on  outstanding  cred- 
its. We  should  all  of  us  determine  cxactlv  what  i)ro- 
porlion  of  our  assets  we  can  alTord  to  carry  in  accounts, 


and  clc\ise  means  to  keej)  within  this  limit,  for  with 
times  as  the  present  the  tendency  is  towards  rapid  in- 
crease. 

High  Prices  and  Credits 

The  liigh  i)ricc  for  slioes  is  naturally  reilected  in  the 
credit  sale  the  same  as  the  cash  sale;  but,  even  so,  we 
discoxered  in  C(jmparing"  the  first  six  months  in  1916 
and  191/  that  the  percentage  of  increase  on  credit  sales 
was  more  than  double  that  of  the  cash  sales.  Last  year 
credit  sales  were  l-^/j  per  cent,  of  total;  this  year  ZOj/z 
])er  cent.,  and  for  ten  years  this  ])ercentage  has  not  ex- 
ceeded 15  per  cent.  Our  collections  or  paid  on  accounts 
lin-  same  period  amounted  tcj  98  per  cent,  of  charged 
sales,  so  it  would  sceni  that  we  need  not  be  much  con- 
cerned, as  the  outstanding  balance  is  not  so  much 
greater.  lJut  it  is  not  hard  to  understand  what  will 
iia])pen  if  we  alhnv  collections  to  lag  behind,  for  these 
ligures  unmistakably  indicate  the  lessening  ability  of 
our  trade  to  i)ay  cash.  This  is  to  be  expected,  as  salar- 
ies and  wages  have  not  increased  to  any  degree  at  all 
in  comparison  with  the  cost  of  necessities. 


Mr.  Guinivan  Mal<es  a  Change 

Air.  I'.  A.  Guinixan,  ol  the  W  alk-Over  Shoe  Stores, 
has  sold  out  his  interest  in  the  \\'alk-Over  stores  and 
will  confine  himself  entirely  to  the  field  of  orthopedic 
correction,  with  headquarters  at  the  Brockton  factory. 
Air.  Guini\"an  will  also  act  in  the  capacity  of  instructor 
and  consultant  to  the  employees  in  the  various  stores. 
Most  of  his  time  will  be  spent  at  the  factory,  however, 
because  the  idea  underlving  this  departure  is  that,  with 
pro])erly-constructed  shoes,  properly  fitted,  there  would 
be  little  or  no  footwear  trouble,  and  the  present  neces- 


Mr.  F.  A.  Guinivan. 


sit}"  for  the  various  appliances  now  available  on  the 
market  would  be  removed.  In  a  word.  Air.  Guiniyan's 
aim  will  ])c  to  pre\"ent,  rather  than  cure,  ills  of  the  feet. 

Air.  (niinixan  has  made  an  einiable  reputation  for 
himself  in  Canada  as  manager  of  the  Walk-Over  stores, 
which  are  now  known  from  end  to  end  of  the  Dominion 
for  the  excellent  fitting  service  ])rovided  their  patrons, 
and  there  is  little  doubt  that  the  present  move  will 
mean  a  further  refinement  of  this  jxilicv.  Air.  Guini- 
van is  succeeded  by  Air.  Dunhill,  of  the  Chicago  store. 
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Get  Ready  for  the  School  Children's  Trade 


VACATION  days  will  soon  be  over!  Not  very 
welcome  news  for  the  kiddies,  'but  mother  will 
be  thinking-  of  school  commencement  some 
time  in  advance,  and  will  be  concerned  with 
what  her  children  are  going  to  wear  at  the  start  of  their 
new  term.  Strenuous  holidays  have  usually  played 
serious  havoc  with  clothes  and  shoes,  and  it  becomes, 
of  necessity,  a  time  for  general  re-outfitting. 

What  about  getting  after  this  trade  a  little  more 
energetically  than  you  have  been  doing  in  the  past? 

Good  Talking  Points 

Do  shoes  play  an  important  part  in  the  child's  pro- 
gress in  the  schoolroom  ?  Does  the  child's  future  de- 
velopment, mentally  and  physically,  depend  on  the 
right  shoes  on  his  feet? 

Most  doctors  will  tell  you  "yes."  The  child's  dis- 
positional traits  are  often  affected  by  comfortable  or 
uncomfortable  feet. 

Here,  then,  is  one  big  talking  point  to  start  with. 
Feature  an  argument  based  ou  the  physical  welfare  of 
the  child. 

What  to  Say  About  the  Shoes 

Now.  what  about  the  merchandise  itself?  The  re- 
tailer has  unlimited  scope  in  dilating  on  designs,  leath- 
ers, price  ranges,  and  value-for-the-money — the  latter 
point  being  an  especially  important  feature,  since — 
nowadays,   at   any  rate — parents  are  very  keen  for 


value.  He  may  enlarge  on  the  subject  of  heels,  soles, 
laces,  and  buttons,  as  well  as  shapes  for  growing  feet. 

It  might  be  found  advisable  to  go  a  little  more 
heavily  on  premiums  at  this  particular  time,  such  as 
pencil  boxes,  scribblers,  and  so  on.  They  are  not  ex- 
pensive, and  will  no  doubt  provide  an  extra  induce- 
ment for  the  child  to  ask  to  be  taken  to  a  certain  store. 
A  bag  of  marbles  is  just  as  important  to  a  kiddie  as  a 
bag  of  potatoes  is  to  a  grown-up. 

After  You  Get  Them  In 

Selling  shoes  to  children  is  often  a  trial  for  both  the 
salesman  and  the  parent.  It  should  be  the  endeavor, 
therefore,  to  provide  the  kind  of  service  that  pleases. 
A  tolerance  and  understanding  of  childish  whims  and 
desires  is  always  necessary,  and  fitting  must  be  done 
even  more  carefully  than  with  grown-ups,  since  chil- 
dren are  often  not  able  to  decide  for  themselves  wheth- 
er the  shoe  fits  or  not. 

Window  Displays 

Appropriate  window  displays  are  good  at  this  time 
—something  of  an  unusual  nature  will  attract  the  child 
as  well  as  the  parent.  The  field  in  this  connection  is 
wide,  and  good  designs  can  be  worked  out  with  slates, 
blackboards,  and  desks,  if  they  are  available. 

Above  all,  set  aside,  if  possible,  a  separate  section  of 
the  store  for  the  children's  trade  and  go  after  it  pro- 
perly.  It's  worth  featuring,  and  featuring  good. 


Flat  Foot  the  Cause  of  Many  Army  Rejections 


IN  the  debate  on  the  Military  Service  Act  in  the 
House  of  Commons  the  method  of  procedure  in 
medical  examinations  for  physical  fitness  recently 
came  up  for  discussion.    While  the  talk  did  not 
seem  to  lead  to  any  definite  conclusions,  the  following 
extracts  are  of  general  interest : 

Sir  Sam  Hughes :  Some  doctors  have  a  faculty  for 
finding  little  pin-pricks  in  men,  and  rejecting  them. 
One  of  the  chief  causes  of  rejection  is  fiat  feet,  of  which 
there  are  three  degrees.  A  man  with  flat  feet  in  the 
third  degree  is  not  fit  for  marching  at  all.  Many  of  the 
men  with  the  second  degree  walked  hundreds  of  miles 
to  Edmonton  from  the  Peace  River  district,  carrying 
their  packs  all  the  way.  yet  thev  were  rejected  when 
they  crossed  the  water,  although  they  could  out-march 
any  doctor  in  England.  They  had  the  second  degree  of 
flat  feet,  and,  under  the  regulations,  which  are  very 
strict,  they  could  not  go  to  the  front.  The  first  degree 
is  also  objectionable  from  the  medical  standpoint,  but 
it  largely  rests  with  the  doctor  making  the  examina- 
tion. 

Sir  Robert  Borden  :  During  my  visit  to  England  I 
made  enquiries  as  to  the  numerous  rejections  for  flat 
feet.  The  trouble  dates  back,  I  believe,  to  some  inci- 
dent in  the  career  of  the  British  army  when  men  were 
unable  to  march  as  far  as  they  should  have  done  in 
some  great  emergencv.  A  great  many  of  our  men  who 
were  rejected  for  flat  feet  in  England  worked  in  our 
lumber  woods  and  used  moccasins  during  part  of  the 


year.  I  told  the  military  ofiicers  with  whom  I  dis- 
cussed this  matter  on  the  other  side  that  I  was  confi- 
dent these  men  were  perfectly  fit,  and  would  have  an 
equal  capacity  for  marching  with  any  man  that  could 
be  turned  out  against  them,  but  the  British  authorities 
adhere  to  the  rule  very  strictly  indeed.  I  do  not  know 
whether  I  made  any  impression  on  them  or  not,  but  I 
did  my  best  to  convince  them  that  these  men  who  had 
been  used  to  working  in  the  lumber  woods  would  be 
perfectly  fit  for  work  in  the  trenches.  They  thought, 
on  the  other  hand,  that  as  these  men  had  been  accus- 
tomed to  wearing  moccasins  during  part  of  the  year 
they  would  give  out  when  put  to  marching  in  heavy- 
soled  boots  on  hard  roads. 

Mr.  Turrifif :  I  appreciate  what  has  been  said  in  re- 
gard to  flat  feet,  but  it  seems  to  me  that  this  is  another 
case  of  War  Of?ice  red  tape.  They  should  not  be 
allowed  to  reject  hundreds  of  our  volunteers  who  have 
been  passed  as  medically  fit,  and  who  can  probablv  out- 
march any  other  class  of  men.  As  the  ex-Minister  has 
pointed  out,  many  of  these  lumber-jacks  have  walked 
hundreds  of  miles  into  Edmonton  from  the  Peace  River 
country,  and  from  the  back  settlements  of  Ontario  to 
Toronto  or  some  other  centre,  covering  thirtv  or  forty 
miles  a  day.  These  men  should  be  allowed  to  go  to 
the  front  instead  of  being  put  in  forestry  or  construc- 
lion  battalions,  because  they  are  as  good  men  as  Can- 
ada produces,  whether  their  feet  are  up  to  the  militarv 
standard  or  not. 

Sir  Robert  Borden  :  I  might  point  out  that  these 
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men,  if  they  are  not  allowed  to  go  to- the  fmnt,  are  em- 
ployed at  work  of  the  highest  importance,  such  as  that 
performed  by  the  railway  construction  and  forestry 
battalions. 

Sir  Edward  Kemp:  There  has  been  a  great  deal  of 
discussion  about  flat  feet  since  the  war  ])egan.  There  is 
no  doubt  that  some  men  who  are  rejectecl  for  flat  feet 
are  otherwise  just  as  fit  as  any  soldier  who  goes  to  the 
front.  Most  of  these  rejections  are  in  the  case  of  men 
who  have  ibeen  used  to  working'  in  the  lumber  woods 
and  wearing-  moccasins  or  shoepacks  and  walking  on  a 


soft  surface.  The  moccasin,  (jf  course,  has  no  arch  to 
su-tain  the  centre  of  the  foOt.  If  these  men  were 
allowed  to  wear  mocasins  at  the  front  there  would  be 
very  little  difficulty,  'but  1  am  informed  that  when  they 
are  ]>ut  in  heavy-soled  boots  and  marched  c)n  a  hard 
road  they  frequently  have  to  fall  (nit,  though  in  every 
other  res])ect  perfectly  fit.  1  am  quite  satisfied  it  is  not 
a  (|uestion  of  red  tape  on  the  ]jart  of  the  ilritish  War 
Office.  It  is  more  a  (juestion  of  a  foot  tliat  can  stand 
marching  on  the  hard  rcjads  of  h'rance  and  Ijelgiuni  in 
a  heavy-soled  Ijoot. 


Canadians  Put  the  "Win''  in  Window  Trimming 


In  the  recent  prize  contest  for  the  best  window 
trims  made  during  Dr.  Scholl's  h\K)t  Comfort  Week, 
which  was  conducted  by  the  SchoU  Manufacturing 
Company,  three  Canadian  stores  were  fortunate  enough 
to  capture  valuable  prizes.  The  prize-winning  stores 
may  justly  feel  i)roud  of  their  achievement,  since  there 
were  thousands  of  windows  entered  in  this  contest. 
Reproductions  from  photographs  of  these  ])rize  win- 
dows are  show  herewith,  and  it  will  be  noted  that  each 
is  a  splendid  example  of  the  window  trimmer's  art. 
The  large  illustration  herewith  is  of  the  window  cjf 
Bryson-Graham,  Ltd.,  Ottawa,  Out.,  and  was  trimmed 
by  Mr.  Fred  Ashfield.  The  illustration  does  not  do  this 
window  justice,  as  it  cannot  bring  out  the  beautiful 
color  scheme  or  the  beauty  of  the  floral  decorations. 
The  vine-covered  cottage  in  the  centre  was  carried  out 
in  complete  detail,  even  having  a  name-plate  with  the 
name  "Dr.  Scholl"  on  the  screen  door,  which  which  a 
young  lady  (a  doll)  is  looking  out.  All  of  the  well- 
known  Dr.  Scholl's  foot  comfort  appliances  were  dis- 
played in  this  window,  with  appropriate  signs  and 


cards  calling  attention  to  their  uses,  and  the  plan, 
"Watch  Your  Feet,"  was  evident  in  several  places. 
Copies  of  the  full-]jage  ad.  on  Dr.  Scholl's  appliances 
which  appeared  in  the  Saturday  Evening  Post  of  June 
16  were  also  dis])layed  in  the  window. 

One  of  the  smaller  illustrations,  which  will  be  easily 
recognized  from  the  name  which  appears  in  the  win- 
dow, reproduces  the  beautiful  display  in  the  store  of 
The  2  Macs,  Ltd.,  also  of  Ottawa.  This  was  trimmed 
by  Mr.  J.  L.  Beaudry,  and  was  a  real  artistic  triumi)h. 
It  also  displayed  the  Scholl  devices  prominently  and 
tastefully  in  front  of  a  beautifully-paneled  background. 
The  draping  of  the  separate  groups  was  with  yellow 
sateen,  and  was  exceedinglv  effective. 

The  other  small  illustration  shows  the  window  of 
H.  Grey  Hodge's  store,  Chatham,  Ont.  Its  features 
speak  for  themselves,  especially  the  central  figure,  in 
which  the  familiar  Victor  talking  machine  dog  holds  a 
Dr.  Scholl  Foot-Easer  in  his  mouth,  and  below  which  a 
sign  reads,  "His  Master's  Choice." 

The  valuable  ])rizes  won  by  these  contestants  were 


Pcize  Winning  trim  by  Bryson,  Graham,  Ltd.,  Ottawa. 
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Splendid  display  of  Mr.  H.  Grey  Hodges,  Chatham,  Ont. 


The  2  Macs,  Ottawa,  captured  a  prize  with  this  window. 


only  a  part  of  the  rewai'ds  for. their  trouble  in  puttins^ 
in  these  fine  \vincU)\vs.  The  additional  trade  which 
they  produced,  and  especially  the  new  customers  which 
they  brought  into  these  stores,  proved  even  more  \  alu- 
able  than  the  prizes  themselves. 


New  Toronto  Shoe  Factory 

ANEW  shoemaking-  establishment  has  been 
opened  in  Toronto  by  the  Phillips  Brothers 
Shoe  Company.  Ltd.,"  1191  Bathurst  Street. 
The  principals  of  the  firm  are  Jasper  W.,  Wil- 
liam, and  James  Phillips,  all  of  whom  have  had  wide 
experience  in  shoe  manufacturing.  Their  output  will 
be  children's  and  misses'  stitchdown  welts,  and  will  be 
marketed  through  the  jobil)ing  trade  exclusively.  The 
factory  contains  over  five  thousand  feet  of  floor  space, 
and  the  output  will  be  approximately  four  hundred 
pairs  a  day,  in  patent,  box  calf,  gun  metal,  and  kid 
leathers.  Ladies'  boudoir  slippers  in  leather  and  fabric 
will  also  be  manufactured. 

J.  W.  Phillips  first  started  making-  stitchdown  welts 
in  Toronto  a  few  years  ago  ,and  has  perfected  the  line 
in  many  respects.  No  nails,  tacks,  or  thread  are  used 
inside  the  shoe.  The  lining  is  held  firm  by  being- 
stitched  in  with  the  outer  welt,  so  that  it  cannot  be- 
come loose  during-  the  wear  of  the  shoe.  The  insole, 
being  stitched  to  the  welt  outside,  prevents  the  upper 
drawing  away  when  the  outer  sole  is  worn  out,  and  the 
shoe  can  easily  be  repaired  and  resoled. 

William  Phillips,  for  many  years  foreman  in  the 
cutting  room  of  the  Pingree  Shoe  Company,  Detroit, 
has  charge  of  the  cutting  department.  James  Phillips 
will  supervise  the  making-  end  and  J.  W.  Phillips  the 
executive. 


Instead  of  calling  your  store  simply  "Brown's  Shoe 
Store"  why  not  make  it  "Brown's  Shoe  and  Stocking- 
Store?"  Another  variation  might  be  "Brown's  Shoes 
and  Shoe  Accessories."  A  Toronto  druggist  has  the 
right  idea  on  his  large  electric  sign,  which  reads: 
"Blank's  Drug  Store — And  Something  More."  Get 
the  point?  "Blank's  Drug  Store"  is  stereotyped  and 
moth-eaten,  but  that  little  added  phase  just  gives  it 
the  right  amount  of  "pep." 


Continuing  Under  Same  Able  Management 

Patrons  of  the  United  States  Hotel,  Boston,  Mass., 
ha\e  recently  been  concerned  with  a  report  that  the 
premises  were  to  be  torn  down.  The  report,  no  doubt, 
originated  with  the  announcement  that  the  property 
had  changed  hands.  We  are  glad  to  publish  the  fol- 
lowing letter  of  explanation : 

Editor  Footwear  in  Canada  : 

During  the  last  few  days  several  papers  have  print- 
ed articles  to  the  efifect  that  the  United  States  Hotel 
would  shortly  'be  torn  down.  This  is  an  error.  The 
property  has  changed  hands,  ibut  the  business  will  con- 
tinue as  before  under  the  same  management.  That 
these  articles  have  caused  the  hotel  to  sufifer  serious 
loss  is  shown  by  the  fact  that  we  are  daily  in  receipt  of 
letters,  etc.,  telling  that  our  patrons  are  regretfully 
going-  to  other  hotels.  In  fairness  to  this  old  estab- 
lished business  I  request  you  to  give  such  publicity  as 
possible  to  the  fact  that  the  hotel  is  to  continue  as 
usual.  Yours  very  truly. 

United  States  Hotel, 
By  James  G.  Hickey,  Manager. 


Beckwitii  Box  Toe  Company's  Big  Volume 

During  the  four  years  of  manufacture  of  the  \'ulco- 
Unit  box  toiC,  made  by  the  Beckwith  ISox  Toe  Com- 
pany, of  Boston,  Mass.,  and  SherfDrooke,  One.,  over 
155,000,000  pairs  have  been  used  in  shoes.  This  in- 
cludes shipments  to  manufacturers  in  all  parts  of  the 
world  as  well  as  to  the  United  States  and  Canada.  In 
addition  to  this  gigantic  figure  are  the  box  toes  made 
by  the  Vulco-Unit  process,  which  have  been  made  I)y 
other  'box  toe  manufacturers  who  ai^e  licensees  of  the 
Beckwith  patents.  During  the  last  year  over  50,000.000 
pairs  wei-e  turned  out  iby  the  Dover  and  Boston  fac- 
tories.   This  is  a  remarkable  record. 


"Conscription"  sales  and  others  of  thai  ilk,  named 
in  war  terms,  have  no  si)ccial  appeal  to  the  public,  and 
are.  as  often  as  not.  extremely  distasteful  to  people  who 
are  taking  the  war  as  the  serious  ])usiness  it  is.  Even 
if  you  beliexe  the  war  has  something  to  do  with  the 
necessity  of  your  sale,  it  is  not  good  policv  to  frame 
your  adx  ertising  talk  in  martial  terms. 
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Group  photograph  of  staff  and  employees  of  the  Star  Shoe  Company,  Montreal,  taken  at  the  recent  picnic  of  that  Com- 
pany and  the  Regina  Shoe  Company,  Columbus  Rubber  Company  and  J.  I.  Chouinard. 


The  Rochester  Style  Show  Reviewed 

VARIETY  of  colors  was  a  predominating  fea- 
ture at  the  recent  Rochester  shoe  manufac- 
turers' style  show.  Each  manufacturer  of 
shoes  contributed  four  of  his  most  attractive 
styles  and  all  were  displayed  by  fifteen  smartly-dressed 
living  models,  Avho  paraded  on  a  raised  stage  while 
spotlights  were  thrown  on  the  remarkably  handsome 
footwear. 

Khaki  was  a  particularly  popular  color  noticed  by  a 
Footwear  representative,  (but  the  darker  shades  of 
gray  and  l)rown  were  Strang  features.  Many  very 
handsome  contrasting  shades  were  shown  with  two- 
tone  ef¥ects  running  a  close  second.  Fabrics  of  every 
description  were  used  for  uppers  in  many  of  the  styles 
displayed,  and  elYects  of  silver  and  g"old  were  notably 
strong,  the  beautiful  patterns  of  fabrics  combining 
with  various  shade  of  leather  vamps  in  a  very  pleasing 
manner.  Many  blue  styles  indicated  a  very  distinct 
trend  toward  this  color  for  fall. 

Louis  Heels  the  Favorite 

The  heels  were  almost  exclusively  either  the  Eouis 
or  the  lyl  inch.  There  was  much  interest  manifest  in 
the  walking  boots  carrying  1}^  inch  heels,  but  the 
styles  which  were  most  attractive  carried  the  Louis 
heel.  White  welting  was  used  in  many  of  the  more 
stylish  numbers.  The  white  kid  boots  trimmed  with 
red  and  blue  were  strong  favorites  as  novelties. 

Very  few  solid  colors  were  shown  and  no  blacks 
were  noted.  Patent  leather  showed  a  gain,  while  vari- 
ous colors  of  calf  are  coming  back  strong.  All-fabric 
shoes  were  not  shown  except  in  fancy  brocaded  efifects. 
Kid  in  various  darker  shades  shown  with  light  pearl- 
gray  showed  up  strong,  and  were  well  received.  Dark 
tan  calf  with  tan  cloth  uppers  very  strong.  A  showing 
cjf  khaki  calf  also  made  a  bid  for  i)opularity.  White 
kid  was  strong  in  u])pers  with  calf  \  am])s.  Fancy  cuff 
effects  were  attractive  and  well  received.  Many  12 
and  14-inch  heights  were  shown.  althdUgh  the  *^)-inch 


The  man  who  never  does  a  fnolish  thing  sclddm 
does  a  wise  one,  and  it  is  fairly  safe  to  say  that  a  buyer 
who  never  gets  a  sticker  is  a  rarity.  Don't  let  the  same 
mistake  get  you  twice — that's  all. 


The  Manufacture  of  PoHshes 

The  i^rocess  entering  into  the  manufacture  of  shoe 
polishes  is  something  that  the  average  retailer  knows 
little  about.  As  a  matter  of  fact,  he  but  rarel)'  con- 
cerns himself  with  the  subject  further  than  having  a 
supply  on  hand  to  meet  possible  demands.  The  com- 
jjosition  of  certain  polishes,  their  effect  on  the  preser- 
vation of  leather,  and  the  possibility  of  increasing  their 
sale  are  questions  subordinated,  often,  to  the  actual 
business  of  selling  shoes.  Nevertheless  it  is  just  as 
important  for  the  retailer  to  "know"  polishes  as  it  is 
for  the  automobile  dealer  to  possess  quality  knowledge 
of  his  gasoline  and  oils. 

Good  polish,  it  is  explained  by  the  Griffin  Polish 
Company,  is  made  from  the  highest  grade  of  wax, 
which  is  mixed  at  the  highest  melting  point,  and  does 
:iot  contain  cheap  paraffin  wax. 

(lood  creams  are  a  mixture  of  high-grade  wax  and 
oil,  which  is  put  through  a  chemical  preparation  to  re- 
move all  evidence  of  stickv  grease.  This  process  pre- 
pares the  cleaner  in  such  a  way  that  it  will  clean  thor- 
oughly without  injuring-  the  finest  leather  or  fabric. 
Considerable  detail  is  involved  in  preparing  and  mixing 
the  ingredients,  it  often  taking  several  days  to  boil 
down  to  the  proper  assimilating  point.  Great  care  is 
necessarv  on  account  of  the  inflamma'bility  of  the  ma- 
terials, which  involves  consideral)le  expenditure  in 
modern  fireproof  factory  construction. 

A  friction  polish  contains  wax  which  tends  to  make 
leather  soft  and  flexible,  while  the  glossy  dressing  or 
"self-shining"  polish  generally  contains  shellac  or  other 
gums  which  have  a  tendency  to  kill  the  oil  in  leather 
and  render  the  surface  hard. 


^Vhile  in  one  of  the  down-tow^n  stores  in  Toronto 
on  a  i)articularly  hot  day  recently  we  were  impressed 
with  the  coolness  and  comfort  of  the  interior.  Three 
large  electric  fans  of  the  oscillating  type  were  mounted 
in  good  locations  and  were  kept  going  continuously, 
riie  retailer  said  they  were  an  excellent  investment — 
you'\e  got  to  niakr  llic  peo])le  comfortable  or  they 
won't  I)uy.  There  was  no  a])preciable  increase  in  his 
current  c( msuniplion. 

If  a  fellow  is  on  the  job  all  the  time  he's  more  than 
likely  to  get  caught  al  it  by  the 'boss  some  day. 
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Shoe  Repairers  Have  Big  Picnic 

Lengthy  sports  program  well  contested— Valuable  prizes  distri 
=r\    buted— Planning  affiliation  of  Ontario  Associations 

yiL^  ' 


WE  tirst  annual  picnic  of 
the  Torunto  bhoe  Rc- 
l^airers'  Association,  held 
on  July  18.  was  gener- 
ally conceded  to  have  been  the 
"finest  ever."  Over  400  partici- 
pated, consisting  of  the  mem- 
bers of  the  Toronto  association, 
their  wives  and  families,  and 
members  of  the  trade  in  Hamilton,  St.  Catharines,  Wel- 
land,  and  Niagara  Falls.  The  weather  conditions  were 
all  that  could  be  desired  and  the  sports  program  was 
spiritedly  contested.  The  picnic  and  sports  were  held 
at  Queen  Victoria  Park,  Niagara  Falls,  Out. 

The  Prize  Winners 

The  prizes  were  elaborate  and  desirable,  including 
among  others  cut  glass  dishes,  salad  bowl,  silver  cas- 
serole, silver  tea  set,  club  bag,  set  of  carvers,  silk  um- 
brella, salad  servers,  military  hair  brushes,  baseball 
bats,  safety  razors,  silver  spoons,  polishing  outfits,  bed- 
room slippers,  handkerchiefs,  purses,  atomizers,  and 
so  on.  Donations  to  the  prize  fund  were  received  from 
Robert  Ralston  &  Co.,  Hamilton ;  Charles  Tilley  & 
Sons,  P.  B.  Wallace  &  Son,  Joseph  King  &  Son,  Nug- 
get Polish  Company,  Nonsuch  Polish  Company,  Beal 
Brothers,  United  Shoe  Machinery  Company,  Good- 
year Rubber  Company,  Philip  Jacobi,  C.  S.  Parsons  & 
Sons,  C.  S.  Hyman  &  Co.,  Dunlop  Rubber  Company, 


Miner  Rubber  Company,  all  of  Toronto,  and  the  F.  F. 
Dally  Corporation,  of  Hamilton.  Mr.  C.  J.  Wren  was 
starter,  and  the  judges  were  Alex.  Brodie  and  H.  K. 
Hay  ward.  The  successful  contestants  were  as  follows: 

Wheelbarrow  race,  hoys — Theodore  Deas  and  Gusta  Jef- 
frey, Tom  Moulds  and  E.  Ketsuni. 

Men's  100-yard  race,  open  to  married  members  of  To- 
ronto, Hamilton,  and  Welland — J.  Ozard,  J.  MefTan,  and  J. 
W.  Hendry. 

Men's  100  yards,  employees'  race — Skindle,  Burnett,  and 
Thorne. 

Men's  100  yards,  open  to  single  members  of  Toronto. 
Hamilton,  and  Welland — Fellows,  Deri,  and  W.  Burgase. 

Fat  men's  race,  50  yards — Charles  Jeeves,  Walter  Bur- 
nill,  and  C.  J.  Wren. 

Men's  race  over  50  years,  association  members — Walter 
Burnill,  Smallwood,  and  S.  Burnett. 

Girls'  race,  under  (i  years — Jennie  Ro1)ertson,  Flora  Ham- 
ilton, and  Ethel  Silverman. 

Boys'  race,  under  6  years — Russell  Barraca,  Charles  Ram- 
say, and  Harry  Danby. 

Girls'  race,  under  8  years — Grace  Burnill,  Winnie  Gent 
(Hamilton),  and  Rosie  Salit. 

Boys'  race,  under  8  years — A.  Ketsum,  Tom  Moulds,  and 
James  Arnold. 

Girls'  race,  under  13  years — Evelyn  Rowe,  Evelyn  Arnott, 
and  May  Gent  (Hamilton). 

Boys'  race,  under  12  years — Kennctli  Hayward,  Abe  Ket- 
sum, and  Walter  Smallwood. 


I 
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One  of  the  groups  snapped  at  the  Toronto  Shoe  Repairers'  Picnic. 
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Girls'  race,  under  U)  years — Evelyn  Uowe,  Winnie  Mcnilds 
and  Evelyn  McKay. 

r.oys'  race,  under  Ui  years — Garnet  Kendal,  Theodore 
Deas,  and  Frank  Staples. 

Boys',  16  years  and  under,  walking  race — Theodore  Deas, 
George  Elliott,  and  Frank  Staples. 

.\ssociaton  race,  open  to  members'  wives,  Toronto  and 
Hamilton  Association.s — Mrs.  Hastock,  Mrs.  Smallwood,  and 
Mrs.  Te])bs  (  Hamilton). 

Girls'  open  race,  IH  years  or  (ner — May  Callicott,  Lily 
Moulds,  Doris  VVillstrop. 

Open  race  for  married  ladies — Mrs.  Pitcher,  Mrs.  lias- 
tock,  and  Mrs.  Webster. 

Married  men's  race,  open  to  Toronto  Assocation  — 
Charles  Jeeves,  Walter  Hurnill  ,and  J.  Ozard. 

h'at  ladies'  race — Mrs.  Robertson,  Mrs.  liarry,  and  Mrs. 
Wager. 

Special  race  for  cash  ,prize  of  live  dollars,  offered  by  P. 
B.  Wallace  &  Son,  between  ,\rthur  Canning  and  J.  W.  Hen- 
dry— Won  by  Mr.  Canning. 

Special  race,  100  yards — Mrs.  Arthur  Holmes. 


'I'he  l)ascljall  S4'ame  bclwecii  'J'oronUj  and  iiamilton 
was  won  by  the  Tumuto  team — 11-10.  l'"ive  innings 
were  C(;nteste(l,  during"  wliicli  the  excitement  waged 
intense.  'i  he  imipires  were  Alex.  Unjdie  and  VV. 
Stewart.  ICach  team  was  given  a  box  of  cigars  by  the 
Toronto  organization.  J.  (Jzard  "tossed  the  ])iH"  for 
the  Tcjronto  team  and  |.  A.  Koss,  (jf  Hamilton,  for  the 
ri\  al  team. 

An  Ontario  Association 

It  was  decided  that  steps  should  be  taken  to  form 
an  affiliation  of  shoe  repairers'  associations  in  Ontario, 
using^  the  Toronto  association  trade  mark  as  an  ein- 
blem  of  the  entire  fraternity.  The  St.  Catharines  Asso- 
ciation, which  is  the  pioneer  associati(^n  in  Ontario, 
was  formed  two  years  ago,  and  has  l)een  highly  suc- 
cessful. They  have  acc(mi])lished  early  closing,  fair 
prices,  and  improved  conditions  generally.  The  To- 
ronto .Shoe  Repairers'  Association  is  one  of  the  most 
actix  e  in  the  city.  At  the  last  regular  meeting'  an  im- 
])romptti  concert  was  held,  and  the  members  thor- 
oughly enjoyed  some  excellent  musical  contri])Utions. 


Careful  Adjustments  Necessary  for  Good  Stitching 


WHAT  is  the  difference  in  results  with  a  first- 
class  thread  and  one  which  is  not  first  class.'' 
The  first  thing  to  consider  in  all  seams  is  the 
lightness,  and  the  quality  of  the  thread  has 
everything  to  do  with  that  feature  of  the  stitch.  True 
enough,  the  materials  have  to  be  compressed  firmly 
together,  and  they  are,  'by  means  of  the  presser  foot ; 
but,  even  so,  a  stretchy  or  weak  thread  will  not  set  in 
tight  enough  to  hold  the  seams  firmly  during  wear. 
The  best  way  to  set  a  tight  seam  is  to  compress  as  hard 
as  possiible  and  then  to  pull  to  the  full  limit  upon  the 
thread,  and  that  means  not  to  the  breaking  point. 

Set  the  lock  until  the  thread  breaks,  then  set  the 
opposite  way  until  it  stops  breaking,  and  then  ycju 
have  the  thread  doing  its  full  share  m  the  solidity  of 
the  seam.  We  talk  about  waterproof  shoes  and  we 
neglect  the  outsole  seam  'by  the  use  of  cheap  thread  or 
of  wrong  setting  of  machine. 

Setting  the  Machine 

The  setting  of  the  machine  is  fully  as  important  as 
the  thread  itself,  and  the  writer  dares  say  that  it  were 
better  to  use  a  cheap  grade  thread  and  have  the  ma- 
chine well  set  than  vice  versa. 

The  principal  danger,  however,  in  setting  the  needle 
thread  to  its  full  limit  lies  in  the  fact  that  the  lKjl)lMn 
thread  might  partly  cut  the  needle  thread  unless  of 
proper  size  and  with  ])roper  l)oI)])in  tension. 

After  setting  a  machine  for  the  thread  used,  the 
pieces  of  leather  used  in  sewing  should  l)e  cut  so  that 
the  thread  may  l)e  picked  out  and  inspected  at  the  lock- 
ing ])art  to  see  whether  or  not  the  needle  thread  has 
been  cut  by  theb(il)bin  thread.  A  cliain  stitcli  machine 
should  be  set  the  same  way,  and  such  a  machine  is  eas- 
ier to  set,  since  there  is  l)Ut  one  tliread  to  take  care  of. 
There  is  nothing  gained  in  using  cheap  tln-ead  or  chea]) 
wax. 

Testing  the  Thread 

Never  test  thread  for  wax  thread  sewing  machines 
until  after  the  hot  wax  has  l)een  a])])lied  to  the  tliread. 
The  wax  will  add  2?  per  cent,  lo  the  tensile  strenglh 


of  any  thread.  Do  not  test  against  the  sharp  edge  of 
the  looper,  but  test  in  actual  work,  and  if  the  seam  is 
tight  the  thread  is  all  right. 

When  you  change  thread  on  the  outsole  stitcher  do 
not  get  discouraged  if  the  start  is  not  altogether  satis- 
factory. The  size  of  thread  has  much  to  do  with  the 
work  in  hand,  and  changing  around  may  cause  thread 
Ijreaking  until  you  get  all  the  relative  parts  adjusted 
correctly.  The  needle,  awl.  thread  finger  looper,  and 
ta])le  have  to  be  changed  whenever  the  size  of  the 
thread  is  changed.  The  writer  has  reference  to  chang- 
ing from  fine  stitching  to  rope  stitching  or  to  extremes 
in  size  of  thread.  Some  operators  apply  oil  to  the  wax 
and  stop  the  breakage  of  thread  by  so  doing,  but  the 
seam  is  then  next  to  worthless. 

The  writer  has  seen  a  shoe  made  all  one  piece,  as 
far  as  the  upper  is  concerned,  with  the  top  closed  by 
the  leather,  which  has  been  wrapped  up  over  the  top 
of  the  cone  of  the  last.  The  shoe  was  made  regular 
welt  with  insole,  welt  filler,  outsole.  etc.  The  question 
is,  how  was  the  last  ever  pulled  oft  from  such  a  one- 
piece  upper,  closed  all  over? — Shoe  Repairer. 


The  Merits  of  Beating  Leather 

Apropos  of  many  opinions  that  have  been  expressed 
by  repair  men  on  the  subject  of  beating  and  rolling  sole 
leather  the  following  is  expressed  by  a  prominent  To- 
ronto re])air  man  :  "I  do  not  consider  it  necessary  to 
either  ])eat  or  roll  my  stock.  If  a  repair  man  takes  the 
time  to  l)eat  every  .sole,  he's  losing  money.  Rolling,  of 
course,  won't  take  him  so  long,  but  it  is  my  opinion 
that  .sole  leather  recei\es  sufficient  rolling  during  the 
l)rocess  of  tanning.  I  get  good  results  applying  my 
leather  just  as  it  is  recei\-ed,  and  have  ne\  er  had  cause 
1o  do  any  different." 


Refuse  substitutes — there  is  nothing  "just  as 
good"  as  hard  work  to  promote  happiness  and 
prosperity. 


August,  1917 
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Pastes  and  Cements  for  Leather 

1.  A  i^ood  cement  is  t^utta  percha  dissolved' in  l)i- 
sulpiiide  of  carljon  nntil  it  is  of  the  thickness  of  mo- 
lasses. The  parts  to  be  cemented  must  be  thinned 
down,  then  pour  a  small  cjuantity  of  the  cement  on  the 
part  to  be  cemented,  spreading-  it  well  so  as  to  till  the 
pores  of  the  leather-  Warm  the  parts  over  a  source  of 
heat  for  about  half  a  minute,  apply  them  cjuickly  to- 
gether, and  press  hard-  The  bottle  containing  the 
cement  should  be  tightly  corked  and  kept  in  a  cool 
place. 

2.  Ten  parts  oil  of  turpentine,  ten  parts  of  bisul- 
phide of  carbon,  gutta  percha.  Mi.x  the  turpentine 
and  carbon  bisulphide  tog"ether,  and  then  digest  there- 
in sufficient  gutta  percha  to  make  a  tough,  thick, 
Houry  liquid.  Thoroughly  free  the  leather  surfaces 
from  all  g"rease,  then  apply  the  cement  hot  to  both  sur- 
faces to  be  joined  ;  bring  them  in  contact  and  apply 
pressure  until  the  joint  is  dry. 

3.  Sixteen  parts  gutta  percha.  four  parts  India  rulj- 
ber,  two  parts  yellow  pitch,  one  part  shellac,  two  parts 
linseed  oil.    Melt  together  in  the  oil. 


Organization  Badly  Needed  in  Montreal 

The  continual  rise  in  the  ([notations  of  leather  and 
findings  has  resulted  in  Montreal  shoe  repairers  ad- 
vancing their  prices.  Some  of  them  did  this  reluct- 
antly, but  the  force  of  circumstances  was  too  strong, 
and  gradually  prices  advanced.  The  ruling  prices  are 
$1.50  for  halfsoling  and  heeling  and  $1.15  for  halfsoling. 
Even  these,  it  is  contended  by  some,  are  not  sufficient, 
and  occasionally  up  to  $1.75  is  obtained  for  halfsoling 
and  heeling.  The  items  making  up  the  cost  of  leather, 
findings,  and  labor  are  stated  by  the  owner  of  one  shoe 
repairing  store  to  'be:  Soles,  60c;  heels,  15c;  findings, 
10c  ;  laibor,  40'C  ;  overhead,  10c  ;  a  total  of  $1.35,  leaving 
a  profit  of  15c  on  the  price  to  the  customer  of  $1.50. 
'"Now,"  said  the  owner,  "you  can  judge  for  yourself 
whether  this  is  a  reasonable  profit.  I  say  it  is  not,  but 
competition  is  so  keen  that  it  is  only  now  and  again 
that  I  am  able  to  get  a  better  price. 

"Our  profits  have  not  risen  in  proportion  to  the 
advance  in  leather  and  findings,  with  the  result  that 
profits  are  on  a  lower  percentage  basis  than  in  pre-war 
days.  While  the  leather  and  findings  houses  are  ob- 
taining higher  prices  we  have  to  work  harder  for  small- 
er returns.  Unfortunately,  there  are  numerous  shoe 
repairers  in  Montreal  who  conduct  their  business  in  a 
haphazard  way,  work  very  long  hours,  never  estimate 
the  cost  of  their  leather  and  findings,  and  are  content 
to  make  a  bare  living".  It  is  difficult  to  drive  into  these 
men's  minds  that  their  unintelligent  methods  are  detri- 
mental to  all  of  us — that  the  public  will  pay  a  reason- 
able rate  if  it  he  insisted  on.  What  is  wanted  is  a 
strong  organization  which  will  undertake  an  educa- 
tional campaign,  with  the  object  of  securing,  not  exor- 
bitant rates,  but  a  fair  living-  profit.  Many  shoe  repair- 
ers admit  that  they  are  underpaid,  ])ut  lack  the  nerve  lo 
boost  prices.  I  have  done  my  best;  the  apathy  of  oth- 
ers makes  it  difficult  to  establish  a  solid  scale  of 
charges. 

"In  former  days  I  used  to  do  small  jobs,  like  stitch- 
ing, without  charge,  but  not  now.  The  margin  of  pro- 
fit is  so  small  that  I  insist  on  every  extra,  and  thus,  in 
some  measure,  am  able  to  'bring  up  the  average  to  a 
better  level.  Some  customers  have  kicked ;  I  tell  them 
that  I  cannot  do  work  without  charge,  and  it  is  not  fair 


to  expect  it  in  shoe  repairing  more  than  in  any  other 
line. 

"1  also  feel  strongly  on  the  cjuestion  of  the  large  dis- 
count we  have  to  give  to  departmental  stores  and  retail 
stores  who  have  no  repairing  departments  and  who 
farm  out  the  work  to  us.  This  amounts  to  20  and  25 
per  cent.  The  stores  practically  do  nothing  for  it ;  we 
do  the  work,  at  about  cost,  while  these  stores  dbtain  a 
good  profit  for  merely  handing  the  job  over  to  us  and 
delivering  the  work  to  their  customers.  Personally,  I 
would  like  to  see  the  repair  men  combine  on  the  point 
of  refusing  this  work  or,  at  the  least,  paying  only  a 
very  small  discount.  If  the  sto^res  do  not  like  it,  let 
them  put  in  repair  outfits;  we  do  the  repairs  and  are 
entitled  to  the  profits,  instead  of,  as  now,  working  on  a 
cost  basis.  The  only  remedy  for  the  present  condition 
is  to  organize  a  live  association  with  members  who  will 
be  loyal,  and  who  will  not  cut  prices  for  the  sake  of 
obtaining  a  little  extra  work." 


The  repairer  with  modern  machinery  is  the  indi- 
vidual who  will  do  the  most  to  conserve  the  leather 
supply  of  the  country,  according  to  Mr.  J.  H.  Martin, 
president  of  the  National  Leather  and  Shoe  Finders' 
Association.  Mr.  Martin  states  that  a  more  general 
halfsoling  of  shoes  would  mean  a  saving  of  thousands 
of  tons  of  leather  annually. 


The  largest  shoe  repair  outfit  ever  turned  out  b\' 
the  United  Shoe  Machinery  Company  has  been  in- 
stalled in  the  shop  of  Mt.  Walter  Burnill,  75  Queen 
East,  Toronto.  The  scouring,  buffing,  and  finishing- 
line  of  machines  extends  some  thirty  feet,  and  there  are 
two  Goodyear  stitchers,  one  at  each  end  of  the  shaft. 
The  entire  outfit  was  l)uilt  according  to  specifications 
furnished  by  Mr.  Burnill. 


One  is  too  small  to  join  his  local  association.    Puzzle:    Find  him 
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Vancouver  Repair  Notes 

Mr.  M.  R.  Thorns,  of  Kingsway  and  Jiroadway, 
claims  to  Ijc  llie  oldest  shoe  repair  store  in  Mount 
Pleasant.  Since  the  organization  of  the  shoemakers' 
association  Mr.  Thoms'  business  has  increased  very 
largely,  and  before  many  months  he  hopes  to  instal 
new  machinery  throughout. 

Mr.  Campbell,  of  Cordova  Street  East,  reports 
splendid  business  of  late.  He  has  now  been  in  busi- 
ness four  years,  and  is  about  to  put  in  a  new  finisher. 

Mr.  George  li.  Morris,  of  the  Goodyear  Shoe  Re- 
pairing- Company,  left  this  city  on  a  pleasure  trip  to 
Boston  on  July  21,  where  he  has  many  friends.  1:1  e 
anticipated  purchasing  a  finisher  of  the  latest  type 
while  back  east.  He  visited  Montreal  and  Hamilton, 
and  no  doubt  will  have  lots  to  talk  about  on  his  return, 
which  will  be  about  the  first  week  in  September. 

Mr.  Mecredy,  of  the  Twentieth  Century  Shoe  Re- 
pairing Company,  Ltd.,  Hastings  Street  West,  reports 
splendid  business  conditions.  He  was  for  six  years  on 
Abbott  Street,  but  says  that  things  were  never  better. 
He  has  been  making  a  study  of  the  correct  fitting  of 
"arch  supports."  and  claims  to  have  one  of  the  largest 
sales  for  arch  supports  in  this  city. 

Mr.  J.  Moir,  of  Lonsdale  Avenue,  North  Vancouver, 
has  just  installed  a  latest  model  Champion  stitcher, 
and  has  since  enlarged  his  premises  by  taking  the  store 
adjoining  his  old  shop.  He  has  a  first-class  business, 
as  prosperity  is  no  doubt  tending  his  way. 

Mr.  Eckel,  of  the  Georgia  Shoe  Repairing  Shop, 
has  been  established  here  for  ten  years.  Owing  to  the 
illness  of  his  father,  Mr.  Eckel  will  be  making  a  trip  to 
Western  Ontario  about  the  end  of  July,  where  he  will 
combine  same  with  business.  His  home  is  Clififord. 
Mr.  Eckel  has  much  to  say  for  the  association,  which 
since  its  formation  has  done  so  much  good  in  bringing 
a)bout  better  conditions  of  the  trade. 

The  association  do  not  see  very  much  of  Mr.  T.  N. 
Milner,  of  Kerrisdale,  but  he  is  a  great  association 
member;  never  fails  to  send  along  his  cheque,  and  the 
secretarv  would  be  proud  of  many  other  members  such 
as  Mr.  Milner. 


An  Enjoyable  Outing 

The  principals  of  the  well-known  and  old  estab- 
lished die  makers,  James  Cleland  Registered,  16-20  St. 
George  Street,  Montreal,  Que.,  entertained  their  em- 
ployees to  a  most  enjoyable  outing  on  Saturday,  July 
14.  The  party  went  by  motor  cars  to  St.  Rose,  Que., 
arriving  there  at  10  a.m.,  where  sports  and  boating- 
were  thoroughly  engaged  in.  Returning  to  the  city 
late  in  the  evening,  hearty  votes  of  thanks  were  ex- 
tended to  Mr.  Levene  and  Mr.  Hromby  for  their  kind- 
ness. 


Large  Soft  Sole  Business 

The  Swan  .Shoe  Company,  |->altimore,  recently  pur- 
chased the  business  of  the  Sultana  Manufacturing 
Comjjany,  Cincinnati,  Ohio,  including  their  trade  mark 
"Footgluv,"  and  the  ])atent  which  covers  the  con- 
struction of  their  folding  Pullman  sli])pers.  The  pro- 
ducts of  the  Sultana  Maiuifacturing  Com])any  are  well 
known  in  Canada  and  have  always  represented  indi- 


viduality, high-class  workmanship  and  material.  The 
Swan  Shoe  Company  are  manufacturers  cjf  special  in- 
fant shoes  and,  by  the  addition  of  the  Sultana  fac- 
tory to  their  own,  will  have,  it  is  claimed,  the  largest 
soft  s(jle  and  "first  step"  business  in  the  United  States. 
"Footgluvs"  and  other  Sultana  products  will  be  manu- 
factured at  the  enlarged  plant  of  the  Swan  Shoe  Com- 
pany, 511-13-15  West  Franklin  St.,  Baltimore,  Md. 


Mr.  Brockway  to  Visit  Canada 

L.  S.  Brockway,  of  Lynn,  Mass.,  U.S.A.,  salesman 
for  C.  L.  ilauthaway  &  Sons,  of  Boston,  will  take  his 
regular  Canadian  trip  next  month,  leaving  Boston  for 
Mcjntreal  about  the  15th  of  September.  He  will  regis- 
ter at  the  Queen's  Hotel,  and  will  remain  in  Montreal 
for  a  few  days,  going  from  there  to  Three  Rivers  and 
St.  Hyacinthe  and  returning  to  Montreal.  When  in 
Quebec  he  will  stop  at  the  St.  Roch  Hotel.  Mr.  Brock- 
way is  very  well  known  among  the  Canadian  manufac- 
turers and  jobbers,  having  represented  the  well-known 
house  of  Ilauthaway  for  many  years.  Along  with  the 
regular  standard  waxes,  dressings,  and  blackings  made 
by  this  firm,  Mr.  Brockway  will  show  some  new  spe- 
cialties, featuring  inks  for  the  finishing  of  heels,  edges, 
and  shanks.  Hauthaway's  goods  have  a  big-  hold  on 
the  Canadian,  as  well  as  on  the  United  States,  shoe 
manufacturers. 


The  Lynco  Arch  Support 

A  new  firm  to  enter  the  Canadian  manufacturing 
field  is  the  Lynn  Rubber  Manufacturing  Company,  of 
Lynn,  Mass.,  who  manufacture  a  patented  arch  support 
known  as  the  "Lynco  Muscle-making  Arch  Support." 
The  Canadian  firm  will  be  known  as  the  Lynn  Rubber 
Manufacturing  Company  of  Canada  and  be  located  at 
Montreal.  The  factory  and  sales  manager  is  Mr.  N. 
Beauchain.  The  product  is  fully  covered  by  Canadian 
patents. 


Revised  Accounting  System 

The  Bureau  of  Business  Research  of  Harvard  Uni- 
versity has  just  issued  a  new  edition  of  its  accounting 
system  for  retail  shoe  merchants.  The  purpose  of  this 
bulletin  is  to  define  the  terms  used  in  accounting  in 
retail  shoe  stores.  Incidentally  some  suggestions  are 
given  regarding  bookkee])ing-  methods.  The  bulletin 
is  a  revision  of  the  second  edition  of  the  Harvard  Sys- 
tem of  Accounts  for  Shoe  Retailers,  and,  except  for  a 
few  minor  details,  the  definitions  and  classification  of 
the  accounts  remain  unchanged  in  this  addition. 


See  Them  at  the  Exhibition 

The  Canadian  Shoe  Findings  Novelty  Company, 
Toronto,  will  this  year  occupy  larger  space  than  last  at 
the  Canadian  National  Exhibition.  They  will  be  lo- 
cated in  the  Industrial  lUiilding,  where  they  will  be 
l)lcased  to  welcome  their  friends. 


Mr.  Lewis  Takes  Another  Line 

Mr.  I'",(l.  I\.  Lewis,  leather  mercliant,  Toronto,  has 
taken  the  agency  for  tlie  1 'erkins-M cNeely  Company, 
I Miiladelphia,  dealers  in  finest  quality  kid  and  upper 
leathers. 
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Taking  a  Firm  Stand 

AN  interesting,  though  rather  drastic,  answer  is 
given  by  one  Toronto  retailer  to  people  who 
unjustly  demand  refunds  and  if  they  don't  get 
them  intimate  that  his  store  is  being  con- 
ducted along  rather  questionable  lines.    "I  tell  them," 
he  said,  "that  my  store  is  just  so  straight  that  I'm 
not  going  to  allow  my  customers  to  be  crooked. 

The  Footwear  man  thought  "them  was  harsh 
words." 

"Yes,  I  know,"  replied  the  retailer,  "but  I'm  going 
to  stand  up  for  my  rights.  If  I  give  w^ay  to  one  cus- 
tomer she'll  tell  somebody  else  and  that  somebody 
else  will  tell  a  few  more  people  and  soon  it  would  get 
around  that  I  hadn't  any  backbone  at  all. 

"Now,  for  instance,  a  woman  came  into  my  store 
one  Saturday  night  and  I  could  tell  from  the  way  she 
acted  that  she  had  no  intention  of  buying.  How- 
ever, there  are  very  few  people  I  can't  sell  and  this 
woman  was  no  exception.  The  sale  amounted  to  $8.50. 
Next  week  she  came  back  demanding  her  money 
because  there  was  a  slight  scratch  on  the  heel  of  one 
of  the  shoes.  I  told  her  there  were  times  when  I 
refunded  money  and  other  times  when  I  didn't,  and 
this  was  one  of  the  times  I  didn't.  I  offered  to  give 
her  another  pair  of  shoes  exactly  the  same  and  take 
back  the  pair  with  the  scratch  on  the  heel,  but  that 
wouldn't  do,  she  must  have  her  money.  She  would 
return,  she  said,  on  the  following  Saturday  and  buy 
another  pair.  It  developed  that  she  was  short  of 
money  and  needed  some  right  away,  so  I  told  her  I 
would  allow  her  $6.00  on  the  shoes  on  the  understand- 
ing that  she  return  Saturday  night.  If  she  didn't  I 
would  place  the  shoes  back  in  stock  and  keep  the  $2.50. 
If  I  had  allowed  this  woman  the  full  purchase  price 
I  would  never  have  seen  her  again.  However,  she 
came  back  Saturday  night  with  the  $6.00,  took  a  pair 
of  shoes  and  walked  out  highly  pleased." 


Wherein  the  Boss  Failed 

THE  head  clerk  in  a  shoe  store  quit  and  opened 
his  own  store  across  the  street.  He  was  an 
alert,  wideawake  fellow.  He  had  had  experi- 
ence in  a  number  of  shoe  stores.  He  had  kept 
his  eyes  open  and  before  he  came  to  open  his  own 
business  he  made  up  a  list  of  pointers  to  watch,  as 
a  result  of  seeing  the  difficulties  encountered  by  his 
former  employers.  As  a  result  of  his  observations, 
with  less  than  half  the  money  and  stock  of  his  former 
employer,  he  was  able  to  do  as  much  ljusiness  and 
make  more  real  money.  Here  is  a  list  of  his  profit- 
chokers  : 

Selling  Faults 

Failure  to  handle  clerks  well. 
Dissatisfied  force. 

No  records  to  keep  track  of  employees'  merits. 

Plugging  for  sales  instead  of  profits. 

No  instructions  to  clerks  on  goods  in  stock,  what 
to  push,  good  profit-makers,  low  stocks,  "outs,"  goods 
coming  in. 

Lack  of  time. 

Proprietor  always  in  turmoil  over  things  that  never 
should  have  happened  with  a  good  system;  his  mind 
occupied  with  matters  that  ought  to  be  left  to  routine. 

Poor  window  displays. 

Unkept  delivery  promises. 

Mail  lists  inadequate  or  inaccurate. 

Constantly  changing  clerks. 


Buying  Faults 

Running  out  of  live  sellers. 

Overbuying,  tempted  by  long  terms. 

Good  fellowship  with  drummers  leading  to  poor 
purchases. 

Plunging  on  new  items. 

Too  many  du])licates  of  the  same  ilein. 

Buying  optimism  on  untried  items. 

Tying  up  capital  and  accumulating  slow-moving 
-  stock,  becoming  obsolete,  diminishing  sales,  leading  to 
price  cutting  to  move  the  accumulation,  thus  resulting 
in  a  disappointing  gross  margin. 

Faults  in  Management 

Poor  records  of  past  sales  by  departments,  by  lines 
and  by  items,  with  which  to  forecast  merchandise  needs 
and  purchases. 

Poor  records  of  goods  on  order  not  received. 

No  protection  against  pilfering  and  leakage. 

No  accurate  method  of  determining  best  sellers. 

No  accurate  records  for  knowing  quantities  of  goods 
in  stock. 

Bad  debts. 

Slow  collections. 

Books  which  failed  to  show  sales  by  departments, 
expenses  classified,  cost  of  selling  by  departments  and 
lines,  necessary  profits  on  slow,  bulky,  fragile,  season- 
able stock,  or  fast-selling  staples  selling  at  small  ex- 
penses. 


Baby's  Last  as  a  Model 

IT  is  said  that  one  of  the  leading  manufacturers  of 
men's  fine  shoes  took  a  size  1  baby's  last  and, 
using  this  as  a  model,  he  worked  up  on  his  sizes 
until  he  had  the  men's  sizes,  and  that  these  lasts 
have  been  in  use  in  his  shop  a  long  time. 

The -writer  cannot  vouch  for  this,  as  it  was  told  to 
him  by  one  who  claimed  to  know.  Hut  the  size  1  in- 
fant's is  a  very  good  last,  and  it  looks  as  though  it 
would  be  a  fitter  in  any  size. 

The  human  foot  is  the  same,  or  should  Ije  the  same, 
in  all  stages  of  growth,  but  it  seems  to  be  a  liltl^  con- 
torted by  the  time  it  is  on  this  earth  some  twenty-five 
or  thirty  years.  It  is  not  as  pretty  as  it  was  when  it 
first  came  here,  and  it  might  be  worth  while  for  some- 
body who  can  spare  the  time  to  enquire  why  this  is  so. 

All  shoemakers  should  examine  a  'baby's  foot  care- 
fully to  get  an  idea  of  its  beauty  and  its  shape.  The 
foot  of  the  baby  is  much  broader  at  the  toes  than  else- 
where. This  being  the  fact,  it  might  be  in  order  for 
somebody  to  explain  how  the  toe  of  men's  and  women's 
shoes  are  narrower  at  the  toe  than  elsewhere. — Shoe 
Topics. 


A  Lynn  firm  of  manufacturers  have  developed  a 
method  of  making  shoes  by  the  model.  It  works  out 
about  this  way:  When  the  company  receives  an  order 
from  a  buyer  it  makes  up  two  pairs  on  a  case  lot  tag.  It 
saves  one  pair  and  sends  the  other  to  the  buyer.  If  the 
sam])le  i)air  is  satisfactory  the  whole  order  is  made  up. 
The  samjile  that  was  kept  in  the  factory  is  sent  through 
tlie  work-rooms  with  the  order,  and  the  sln)es  are  made 
I'ully  up  to  the  sample.  They  are  inspected  all  the  way 
through  the  factory,  from  the  cutting-room  to  the  pack- 
ing-room, to  make  sure  of  this;  then  they  are  shipped 
to  the  customer,  and  he  may  compare  them  with  the 
sample  sent  to  him. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


G.  H.  Larivee,  shoe  rctaik-r,  Arnprior,  Ont.,  lias  retired 
from  business  in  that  town.  The  stock  has  l)een  taken  over  l)y 
the  Markey  Shoe  Company. 

The  capital  stock  of  the  Ref^ina  Shoe  Company,  Mont- 
real, has  been  increased  from  $-Mt,0()()  to  $1 0'.l.OOO. 

N.  B.  Detweiler,  •  of  the  Hydro  City  Shoe  Manufac- 
turers, has  been  on  a  trip  ihrou.nh  Western  Canada,  spend- 
ing a  few  weeks  at  Hanft,  .\Ua. 

Richard  Newman,  lidot  and  shoe  dealer,  Dunnville,  (  )nt,. 
has  been  succeeded  l)y  W.  K.  Newman  &  Company. 

Claude  Ives,  formerly  with  Fred  R.  F(dey,  of  Bowm.in- 
ville,  is  now  with  the  llaines  Store.  Trenton,  (Jut. 

C.  H.  Easter,  shoe  rei)airer.  of  Napinka.  Man.,  has  moved 
to  Portage  la  Prairie. 

The  Doucrlas  Shoe  Company.  Limited.  Calgary,  have 
sold  out  to  McLean  Bros. 

Clarence  Carey,  for  many  years  associated  with  the 
Carey  Shoe  Store.  Toronto,  has  leased  a  store  in  Edmon- 
ton and  will  open  a  retail  business  in  that  city. 

The  Quality  Boot  and  Shoe  Store  has  opened  at  1030 
Queen  Street  West,  Toronto. 

Mr.  W.  B.  Parvin,  of  the  Fit-U  Shoe  Store,  Toronto,  has 
returned  from  a  holiday  trip  to  Port  Arthur  and  Winnipeg. 

E.  H.  Bird,  shoe  retailer,  190.5  Dundas  Street,  Toronto, 
has  enlarged  and  improved  his  store. 

The  Crown  Shoe  Manufacturing  Company  have  started 
business  in  Montreal  at  864  Laurier  Avenue  East.  L.  Leclair 
Lasalle  is  the  sales  manager  and  the  company  manufacture 
women's,  misses'  and  children's  McKays. 

J.  H.  McLelland,  shoe  retailer,  297  Danforth  Avenue, 
Toronto,  is  putting  an  addition  on  his  store  which  will  make 
the  depth  fifty  feet. 

C.  E.  Blachford,  of  the  firm  of  H.  &  C.  Blachford,  shoe 
retailers,  Toronto,  recently  spent  a  few  weeks'  holidays  in 
Muskoka. 

J.  P.  Cote,  889  La  Salle  Avenue,  Maisonneuve,  is  form- 
ing the  Leda  Shoe  Company  in  Montreal  and  will  erect  a  fac- 
tory in  Maisonneuve. 

J.  H.  McGee,  for  six  years  with  the  Rannard  Shoe  Co., 
Winnipeg,  has  joined  the  Royal  Flying  Corps.  Previous  to 
his  departure,  Mr.  McGee  was  tendered  a  banquet  by  his 
fellow  employees. 

Among  the  Toronto  shoe  men  who  attended  the  Roch- 
ester Style  Show  where  Thos.  R.  Kelly,  Wilfred  White,  A. 
Levy,  H.  B.  McGee,  J.  H.  Moore,  Harry  Minister,  N.  K.  Saba. 

Lamont  Brandon,  son  of  Mr.  Brandon,  of  the  Brandon 
Shoe  Company,  of  Brantford,  Ont.,  recently  left  for  Eng- 
land. He  had  been  training  in  the  Aviation  Corps  at  Camp 
I5orden.    Mr.  Brandon  visited  Toronto  to  see  his  son  off. 

E.  F.  Leonard,  well  known  in  Montreal,  has  been  ap- 
pointed inspector  of  army  shoes  at  the  Hamilton-Brown  fac- 
tory in  St.  Louis. 

The  Lyon  Rubber  Manufacturing  Company  of  Canada, 
Limited,  has  l)een  incorporated;  head  office,  Montreal;  cap- 
ital, $10,000. 

C.  F'.  Scluiszaler,  'I'oronto,  was  married  recently  to  Miss 
S.  L.  Irvin. 

R.  ]•",.  Dildine,  sales  manager  for  ,\mes-l  lolden-McCready, 
Limited,  Montreal,  has  returned  from  ;i  l)usiness  trip  to 
Toronto  and  Winnipeg  and  a  motor  Idur  tlnougli  the  .Adi- 
rondack Mountains. 

A.  J.  Jackson  has  been  app<»inted  city  representative  in 


Toronto  for  the  United  Shoe  Machinery  Co.,  succeeding  E. 
D.  Pretty. 

The  Carey  Shoe  Company  have  disposed  of  their  Barrie 
branch  to  the  Hurlburt  Shoe  Company  and  the  Chatham 
store  to  the  Carey  Lawson  Shoe  Cf)nipany.  Tlie  main  store 
of  this  company  is  in  Toronto. 

The  Leather  Products  Company  has  been  incorporated 
with  head  office  London,  Out.:  capita!  .$20,000. 

T.  H.  Rieder.  president  of  the  Canadian  Consolidated 
Rul)ber  Company,  has  built  and  equip]>ed  a  natatorium  in  the 
Rieder  Block.  Kitchener.  .\t  t!ie  (jfticia!  opening-  on  July  21st, 
experts  gave  exhibitions  of  di\'in,L;.  swimming,  etc.  .About 
.'i.OOO  people  were  present. 

In  pursuance  of  the  jxdicy  of  greater  cultivation  of  the 
land,  the  factories  of  the  Canadian  Consolidated  Rubber 
Company  at  Granby,  Kitchener  and  Port  Dalhousie  were 
each  closed  for  a  week,  thus  giving  the  employees  an  oppor- 
tunity of  increasing  the  food  production  of  the  country. 

The  employees  of  the  Manitoba  Division  of  the  Canadian 
Consolidated  Rubber  Company  held  a  very  successful  picnic 
on  July  14.  Representatives  of  all  the  branches  in  the  division 
were  present. 

Kitchener,  Ont.,  can  now  boast  of  a  band,  composed  of 
employees  of  the  Canadian  Consolidated  Rubber  Company. 

J.  O.  Tetrault  and  E,  N.  Cusson,  superintendent  of  the 
Tetrault  Shoe  Manufacturing  Company,  have  been  on  a  visit 
to  the  principal  shoe  manufacturing  centres  of  the  United 
States  in  order  to  inspect  the  largest  factories,  in  view  of 
the  proposed  erection  of  a  very  large  plant  in  Maisonneuve 
for  the  company. 

Ed.  R.  Lewis,  of  Toronto,  has  been  on  a  business  visit 
to  Montreal.  Mr.  Lewis  represents  a  number  of  Canadian 
and  United  States  firms  making  leather  and  shoe  fabrics, 
including  Duclos  &  Payan,  St.  Hyacinthe  and  Montreal,  side 
leather,  counters,  etc.,  and  C.  Galibert  &  Sons,  Montreal, 
fancy  shoe  calf. 

Mr.  Howard  C.  Blachford,  of  H.  &  C.  Blachford,  Toronto, 
is  spending  a  few  weeks'  vacation  on  Mazengah  Island,  Lake 
Rosseau,  Muskoka. 

C.  S.  Corson,  manager  of  the  Regal  Shoe  Company,  To- 
ronto, has  been  in  Boston  on  a  business  trip. 

A.  Levy,  Toronto,  has  returned  from  a  trip  to  various 
points  across  the  border. 

Robert  D.  Ayling,  of  Toronto,  has  been  appointed  West- 
ern Ontario  representative  for  Scheuer,  Normandin  &  Co., 
Montreal. 

Geo.  Thorne,  formerly  conducting  a  repair  shop  at  1295^ 
Church  Street,  Toronto,  is  with  Walter  Burnill,  75  Queen  St. 
East.    He  sold  his  business  to  Vincent  Procopio. 

E.  D.  Pretty,  formerly  city  representative  for  the  U.  S. 
Machinery  Company,  is  with  the  Mechanical  Transport  Di- 
vision at  present  in  Camp  Borden.  He  is  a  son  of  D.  Pretty, 
shoe  repairer,  853  College  Street,  Toronto. 

W.  F.  Tanner,  of  Pictou,  N.S.,  has  been  appointed  Mari- 
time Province  repressentative  for  Blachford,  Davies  &  Co., 
Toronto.    Mr.  Tanner  is  well  known  in  shoe  trades. 

Harry  Dallas.  Sr.,  Toronto,  has  been  appointed  repre- 
sentative of  the  Simcoe  Shoe  and  Glove  Co..  Ltd.,  Simcoe 
( )nt.  Mr.  Dallas  represents  several  English  footwear  firms 
in  Toronto  and  the  various  provinces  of  Canaoa  . 

L.  L.  Ward,  manager  of  the  Invictus  Boot  Shop,  To- 
ronto, spent  his  vacation  in  Buffalo  and  Rochester. 
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BLANCO 

The  White  Cleaner 


IT  IS  PRIDE         msikes  a  man 

— =   or  woman  choose 

"Blanco."  They  want  their  White 
Shoes  to  be  really  white  so  they  use  a 
never-failer  like 'Blanco/  Its  Quality 
never  moves  downwards^  so  it  never 
disappoints.  "Once  a  'BLANCO'  user, 
always  a  'BLANCO'  user.  " 

If  you  are  proud  ^^p"*^ 

 ^   or  your  store, 

you'll  see  to  it  that  in  White  Cleaners 
its'BLANCO'— and'BLANCO'all  the  time. 

SUPPLIES  may  not  go  all 
the  way  round. 
Better  get  your  share  NOW. 
Your  Jobber  has  it. 


I 


Keeps  white 
shoes  white. 


99 


Manufactured  by 

Joseph  Pickering  &  Sons,  Ltd.  Sheffield,  England. 
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I 


REGATTA 


Two  of  a  series  of  newspaper  cuts,  illustrat- 
ing rubber-sole  canvas  outing  shoes,  supplied 
the  trade  gratis,  by  the  Kaufman  Rubber  Co., 
Kitchener,  Ont. 


Spreading  the  Alarm 

A  city  man  and  a  nati\-e  were  lishin^-  in  a  teeming- 
pool.  The  city  man  landed  an  imder-sized  trout,  took 
it  from  the  hook,  and  tossed  it  iback  into  the  water,  in- 
stantly the  native  reeled  up  his  line,  disjointed  his  rod, 
and  began  packing  his  outfit. 

"Why,  what's  the  matter?"  asked  the  city  man. 
"We're  not  going  to  quit  before  we  begin,  are  we?" 

"We  air,"  said  the  native,  disgustedly.  "They  ain't 
a-goin  to  be  no  more  fish  catched  here  to-day.  That 
little  feller  you  throwed  back  is  going  to  tell  all  the 
other  fish  for  miles  aroun'  just  what  happened  to  him." 


llft-BUO/ 


Moral  —  The  customer  fooled  by  tricky  methods, 
like  the  fish  returned  to  the  water,  spreads  the  report  of 
his  experience  broadcast. 


Humiliated! 


A  traveler  asked  a  question  which  the  Pullman  por- 
ter, a  new  man  on  the  run,  could  not  answer.  He  was 
most  apologetic.  "Why,  suh,"  he  said,  "it's  most  hu- 
miliatin'  to  be  so  ignorant  of  mah  business,  but  I'se  a 
new  man,  suh,  an'  hopes  you'll  have  a  li'l  patience." 

A  good  viewpoint.  Do  you  and  I  feel  a  similar  hu- 
milition  when  asked  questions  we  cannot  answer? 


THE  NEW 
UNIQUE  TRADE 
MARK  OF  THE 
COBOURG  FELT 
CO.,  COROURG. 
ONT.    THE  "K" 
IN  KIMMEL  HAS 
FOR  MANY 
YEARS  BEEN 
SYNONYMOUS 
WITH  QUALITY 
IN  THE  FELT 
SHOE  BUSINESS 


The 

"Wizard  Cleaner" 


Shoe  manufacturers  use  it  for  cleaning  soiled 
stock.    So  do  retailers,  as  it  is  the 

MOST  EFFICIENT  OF  ALL 

Your  trade  will  like  it  and  you  profit 
accordingly. 

Send  for  FREE  SAMPLE. 

CANADIAN  SHOE  FINDINGS 
NOVELTY  COMPANY 

Toronto,  Canada 


ENGRAVERoF  FINE  STEEL  STAMPS  &DIES 
230-c,-^>NES;jM0NTREALV'Ho/^^  675 

MY  STAMPS  ARE'UPTODATE"  IN  DESIGN 

T&  ADO  AN  ARTISTIC  FINISH  TO  VOUR  SHOES«Tj» 
•  WHICH  WILL  INCREASE  YOUR  SALES- 
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BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 


Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins  in  Bark  and  Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


Adelard  Guay 


Eutrope  Guay 


MANUFACTURERS  OF 


Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  MONTREAL,  QUE. 


Good  Kid  for  Good  Shoes 


New  Castle  Kid 

We  can  supply  you  with  this 
famous  product,  either  Glazed 
or  Mat.  It  is  always  of  the 
highest  quality,  uniform  and 
reliable.  Shipments  on  time 
and  in  any  quantity. 

Write  for  samples  in  black  or  colors. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:— 335  Craig  St.  W.,  Montreal 
Factory:— Wilmington,  Del.,  U.S.A. 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES--Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aero-Peds  Mfg.  Co  

Aird  &  Son   54 

Ames-Holden-McCready   5 

Armstrong,  W.  D   44 

Beckwith  Box  Toe  Company   12 

Blcccker  Company   44 

Boston  Blacking  Company    51 

Breithaupt  Leather  Company   46 

Brodie  &  Harvie   63 

Browning  Company,  C.  A   57 

Canadian  Arrowsmith  Mfg.  Co   54 

Canadian  Consolidated  Ruhl^er  Co.  3-18 

Champion  Shoe  Machinery  Co   55 

Clapp  &  Son,  Edwin  

Clarke  &  Co.,  A.  R   17 

Cleland,  Regd.,  James   49 

Cobourg  Felt  Company   44 

Canadian  Columbia  Counter  Co.  ...  49 

Commercial   60 

Cote,  J.  A.  &  M   5.3 

Daoust-Lalonde  &  Company   4 

Dominion  Die  Company   47 

Doyle,  Thos.  C.  (Regd.)    61 

Duclos  &  Payan   60 

Dunlop  Tire  &  Rul)ber  Goods  Co.  . .  48 


Fortuna  Machine  Company    59 

Gagnon,  Lachapelle  &  Hebert   ....  57 

Gait  Shoe  Company   5.3 

Guay,  Eugene    45 

Hamilton  Brown  Shoe  Co   13 

Hauthaway  &  Sons,  C.  L   8 

Hinde  &  Dauch  Paper  Co   59 

Humherstone  Shoe  Company   60 

Kieffer  Bros   62 

La  Duchcsse  Shoe  Company   63 

Lambert,  .\lfred   14 

Landis  Machine  Company   59 

McMartin,  E.  W.   49 

Milton  Shoe  Company  

Midland  Shoe  Company  

McLaren  &  Dallas  

Miner  Shoe  Company    16 

Mooney  Company,  A.  G   47 

Muir,  James   63 

Narrow  Fabric  Company   60 

National  Cash  Register  Co   50 

New  Castle  Leather  Company   ....  45 

Nugget  Polish  Company  


Odell,  L.  S   02 

Oscar  Onken  Company  

Panther  Rubber  Company  Cover 

Pickering  &  Co.,  Joseph   43 

Regal  Shoe  Company   l 

Robinson,  Jas   6-7 

Scholl  Mfg.  Company   11 

Sisman  Shoe  Company   

Slater  Shoe  Company  

Spaulding  &  Sons,  J   15 

Tebbutt  Shoe  &  Leather  Co   10 

Tetrault  Shoe  Mfg.  Co   9 

Toledo  Button  Machine  Co   64 

Trudeau  Company,  G.  J  

United   Shoe   Machinery   Co.,  Ltd. 

  52-56-58 

United  States  Hotel,  Boston   47 

VVardlaw  T.,  D   45 

Wells,  Gus  V  ■  49 

Winslovvf  Bros.  &  Smith   45 

Woodward  &  Sons,  F.  E  


Jumbo 
Blocks 


BETTER  SOLES  AT  LESS  COST 

Greater  production  with  less  waste  of  material.  That  was  the  result  we  ac- 
complished for  repair  men  with  our  Jumbo  Blocks  produced  from  our  popular  Kitch- 
ener Union  Oak  and  Penetang  Hemlock  Tannages.  Repair  men  save  time  in  handl- 
ing and  fitting  soles  with  our  Jumbo  Blocks,  They  may  order  according  to  their 
requirements,  whether  these  be  large  or  small.  They  may  keep  ample  stocks  of  sole 
leather  on  hand  without  tying  up  much  capital. 

Jumbo  Blocks  cut  two  pairs  of  tap  soles  and  additional  top  and  patch  pieces 
at  less  cost  than  two  pair  of  ordinary  tap  soles. 

Sold  by  all  Leather  and  Shoe  Findings  Dealers. 

'  'Sole  Leather  is  Nature's  Own  Supreme  Sole  Substance,  Nature  has  no  Competitor." 

The  Breithaupt  Leather  Co.,  Limited 


Manufacturers  of  Sole  Leather 
for  all  Requirements. 


Head  Office,  KITCHENER,  ONT. 


Operating  Four  Large  Exclusive 
Sole  Leather  Tanneries. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  diflance  of  the  shopping  di^lrid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


LACES 

for  Manufacturers 


Write  for  samples  of  our  Laces 
in  any  style  you  wish  to  use.  We 
are  making  a  specialty  of  Laces 
this  season,  and  have  a  particu- 
larly large  assortment  of  all  the 
latest  and  best.  Mercerized 
Round  Laces  in  black,  white 
and  colors.    All  lengths. 


BRUSHES 

Made  by  Essex  Brush  Co.  Patent 
Brushes  for  all  purposes.  Reliable 
and  economical. 

THREAD 

Made  by  the  Globe  Thread  Co., 
Fall  River.  Write  us  for  samples 
and  prices. 

CEMENT 

Ideal  Backing  Machine.  Apex 
Backing  Cement.  Premier  Backing 
Cement. 


A.  G.  MOONEY  CO. 

220  Lemoine  Street  -  -  MONTREAL,  QUE. 


DOMINION  DIES  STAY  SHARP 


We  use  only  the  finest  quality  steel  for  Dominion  Dies. 
Every  die  is  tempered  by  our  process  to  stay  sharp. 
That's  why  Dominion  Dies  give  satisfaction  in  every 
case.    Write  for  quotation  or  send  us  your  requirements. 


Made  in 
Canada 


This  name  on  your  Dies  assures  you  best  quality 
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"The  Sole 


OF 


PERFECTION" 


^  When  buying  new  boots  or  shoes,  or  having  worn  ones  re-soled,  it  is  not  a  que^ion  of 
how  long  leather  has  been  in  vogue ;  it  is  a  question  of  facing  this  fact :  "Acme"  Soles  will 
outwear  leather  and  give  more  satisfaction  all  the  time. 

^  If  your  customers  commence  wearing  "Acme"  Soles  today,  they  will  not  discontinue 
wearing  them  even  if  after  the  war  good  leather  is  again  plentiful.  Superior  shoe  service 
will  keep  them  using  "Acme." 

^  The  beauty  of  this  new  sole  is  that  it  will  always  be  the  same— the  method  by  which  it 
is  made,  and  the  materials  from  which  it  is  made,  are  standard,  and  cannot  be  very  much 
influenced  by  either  national  or  international  complications. 

^  In  other  words,  your  cu^omers  can  today,  via  "Acme"  Soles,  order  their  shoe  comfort  a 
season  ahead— bank  absolutely  on  getting  utmo^  wear,  ulmoit  pliability,  utmoft  comfort ; 
and  bank  absolutely  on  not  getting  any  cracking,  squeaking  or  slipping. 

Colors:   Black,   White,  Tan. 

"Acme"  is  a  Dunlop  produd,  and  you  are  being  invited  to  specify  and  supply  "Acme" 
because  it  measures  up  to  the  Dunlop  Sandard. 


DunlopTire  &  Rubber 
Goods  Co.,  Limited 

Head  Office  and  Factories: 
TORONTO 


r 


/"The  Sole  of  Perfection 


/ 
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2450  1  2450  1  2450 

ID  WELLS  ^ 
//  VISIBLE 
/MATE  MARKS 

FOR. 

[shoes  and  carton 

They  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
jiortant  on  tlie  bot- 
tom of  a  pair  of 
shoes  as  the  size  and 
■width  on  tlie  carton. 

Vou  can  handle 
five  pairs  of  shoes 
with  numbers  on  to 
one  without.  Once 
used   you   would  not 


GUS  V.WELLS,  531  14th  St.,Des  IHoines,  Iowa 

he  without  them  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
They  are  put  up  in  book  form  like  postage  stamps  (and  the  cash 


always  balance 
COLOR 
White  on  Black    White  on  Blue 
White  on  Tan       White  on' Red 

White  on  Green 
The  cost  is  a  trifle— lo.dlio  in  tri] 

Wliy  "stall"  around  in  the  dark.  Witli  my  numbering  on,  it's  like 
having  an  electric  sign  on  tlie  end  of  every  carton  in  the  store. 


No  mis-mates). 

PRICES 
2,500  in  Triplicate  • 
5,000  in  Triplicate  • 
10,000  in  Triplicate  ■ 
L-ate  .f0..50  (L>(l  pairs  for 


-  -  $3.00 

-  -  4.50 

-  -  6.50 

one  cent ). 


You'll  Want 

WHITE  BOOT  LACES 

Better  Order  Early 

I  have  stock  now.   These  laces  will  be  hard 
to  get  later  on. 

I  carry  in  stock  the  qualities  needed  both  by  the 
findings  trade  and  for  factory  use. 

I  also  have  both 
ROUND  and  SQUARE  CUT  LEATHER  LACES 
PORPOISE  LACES,  BLACK  and  TAN 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


FIBER  COUNTERS 


We  presume  that  you  use  them.  Nine-tenths  of  the  factories  do.  Unless  you  are  buying  Cohimbia 
Fiber  Counters  made  in  Montreal  ytni  are  paying-  too  much  and  are  getting  an  inferior  article.  It  is 
impossible  for  any  of  our  competitors  in  the  United  States  to  pay  duty  and  war  tax  and  deliver  to  you 
the  best  goods  at  a  reasonable  price.  Our  prices  are  less  by  the  amount  of  this  duty  and  tax,  and  the 
goods  better  than  any  made  in  the  United  States,  except  those  manufactured  l)y  the  Columbia  Counter 
Company  in  Boston. 

We.  manufacture  also  a  fine  grade  of  b^lt  Box  Toes  and  Steel  and  Leather  itoard  Shanks.  lie 
sure  and  see  samples  of  these  goods  before  buying. 

are  also  selling  agents  for  Canada  of  the  "  Rhin-O-TIide"  Fiber  and  Riil)ber  Soles  and  Heels. 

Mr.  George  H.  Davis,  of  59  St.  Henry  Street,  Montreal,  is  representing  us  in  the  sale  of  the  abo\'e 
lines,  and  orders  sent  to  him  or  to  the  factory  will  receive  his  personal  attention. 

Canadian  Columbia  Counter  Company 

348  Delorimier  Avenue  ....  MONTREAL,  QUE. 

Columbia  Counter  Company,  Boston,  Mass.,  U.S.A. 


JAS.  CLELAND,  REGD.,  '^"^'.^'LTaSf 


STEEL  DIES 

New  Ideas  for  Safety 

()ur  latest  steel  Dies  prox  idc  for  absolute 
safely  to  opei'ator.  They  arc  made  to  lit 
the  hand  i)crfectly,  and  cannot  possibly 
slip  or  jamb  the  hands.  The  special  steel 
\vc  use  is  tcm|)crcd  and  sbar|)ciic(l  to  hold 
a  \'ery  keen  edge.    Send  for  particulars. 

16  St.  George  St.,  MONTREAL 
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National  Credit  File 


— An  Accepted  Success 

Already  a  large  number  of  (4)  Removes  temptation. 
National  Credit  Files  have  been  (5)  Compact,  fire-resisting,  enamel- 
sold.  We  are  daily  receiving  letters  finish  cabinet.  No  chance  of 
of  endorsement.  We  are  convinced  losing  charge  slips  as  they  are 
our  new  File  is  the  best  system  locked  as  securely  as  in  a  safe, 
devised  for  keeping  charge  accounts.  The  National  Credit  Files  are 
The  followmg  are  a  few  of  the  out-  ^^jg  different  size  units  to  fit  any 
standmg  features :  business  whether  the  accounts  num- 

(1)  Permits    quick  balancing  of  ber  fifty  or  five  thousand. 

charge  and  received  on  ac-  It  is  of  the  utmost  importance  for 

count  slips.  every  merchant  who  does  a  credit 

(2)  Provides  a  safe  place  for  petty  business  to  investigate  this  new  File, 
charge  shps.  Write  us  today  and  we  will  see 

(3)  Proprietor  has  personal  control  that  a  demonstration  is  given  you  by 
over  all  charge  accounts.  one  of  our  representatives. 

I  —  ~   ~ 

The  National  Cash  Register  i  Coupon 

^                                I     r>            J  NATION. \r.  CASH  REGISTER  CO.  OF  CANADA,  LIMITED 

I   QUIUJI^Uy      Ql      V/anada  I'lease  semi  me  further  information  concernitig  your  new  Credit 

r         ^  '        Eile.     This  re'iuesl  places  me  luiiler  no  oliligation. 

Limited  i  ^..e  

Christie  Street  I   

TORONTO  I 

I         No.   CliarKO  .\ccounts   


August,  1917  FOOTWEAR    IN    CANADA  51 

iiiiiiM 


We  believe  that  the  Shoe 
Manufacturers  of  Canada  want 

HEEL  BLACKINGS 
EDGE  BLACKINGS 
SHANK  BLACKINGS 

of  the  Highest  Quality,  and  that 
is  just  what  we  are  making 

Blackings  of  Quality 

Quality  is  the  First  Consideration 


Boston  Blacking  Co 

152  McGill  Street 

Montreal    -  Canada 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking' 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pe£[££ing 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 
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"Eclipse" 

Footwear 

Leads  them  all 

Our  line  of  McKays  and  Turns 
for  Youths,  Misses,  Children 
and  Infants  is  a  leader  in  point 
of  pleasing  customers.  Made 
by  experts  who  specialize. 
That  is  the  reason  for  the 
marked  superiority  of  Eclipse 
Shoes. 

Travellers  out  soon 

Our  new  samples  will  be  ready 
shortly  and  you  will  be  given 
an  opportunity  to  inspect  our 
entire  line.  We  have  several 
new  and  up-to-date  lasts.  Our 
line-up  this  season  surpasses 
all  previous  efforts.  Look 
forward  to  something  good. 

Gait  Shoe  Mfg.  Co. 


Limited 


Gait 


Ontario 


"The  Quality  Line' 


Cote  shoes  sell 

every  day  of  the  year 


For  Men,  BoySj  Youths^ 
WometXy  MisseSj  Children 

npHE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe     -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 
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For  Jobbers 

^IRD  McKays  for  Men,  Wo  men,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling.  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.    We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


CUROPAD 

For  the  relief  of 
hard  and  soft  Corns, 
Bunions  and  Callosi- 
ties on  the  human  foot. 

A  close-fitting  and  im- 
pervious rubber  device, 
made  to  exclude  the  air, 
retain  the  moisture  of  the 
skin    and    prevent  undue 

pressure,  allay  the 
pain,     and  finally 
effect  a  cure  through 
the  process  of  desic- 
cation rather  than  by 
absorption. 

Made  in  nine  sizes. 


FOOT-REUEF 

SPECIALTIES 


Made  in  Canada 


"CURO- 
FOOT  BALM" 


An  antiseptic,  deod- 
orizing massage  balm  for 
tired,  aching,  and  perspir- 
ing feet. 


Removes  the 
poisonous  matter 
from  the  skin,  dis- 
pels all  odors  and  re- 
duces swollen  feet  to  a 
healthy,  restful  condition. 
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A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

I'y  installin.L;-  the  shoe  repair  department  behind  a 
i^iass  partition,  customers  can  look  ris^ht  into  the  repair 
shop  and  see  how  the  worl<;  is  done.  I  wnuid  put  the 
Stitcher  ri^lit  uj)  near  the  s^lass-  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  rej^air  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making-  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  o!)tained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of : 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 

Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 
and  1^'inishers. 

Two  distinct  ty])es  of  Nailing"  jNTachines. 
Many  different  Models  of  h'inishers. 
A  complete  line  of  Dou])le  Tread  'J'ire  Maciiines. 
Many  labor  and  material  sa\  ing  au\iliar\-  machines. 


Universal     Model     Curved  Needlt 
and  Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  372341  F.rest  Park  Bvd.,  St.  Louis,  Mo, 


Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name   Street  ... 

City   State   


56 


FOOTWEAR    IN  CANADA 


August,  1917 


IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  Street  Weat,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 
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We  carry  an  exten- 
sive line  of  imported 
cut,  riveted  and 
pressed  steel  buckles. 

From  25c  to  $6.00 
the  pair. 

Write  for 

asssorted 

sample 

dozen 

pairs. 


Chandler's 

Ribbon  Pump  Bows 

Hand  Tied  and  Tailored 


Our  ribbon  bows  are  made  in  all  sizes  and 
colors.  All  grades  from  mercerized  to 
finest  quality  silk. 

From  20c  to  $2.00  the  doz.  pairs. 

Write  for  Catalogue. 


C.  A  Browning  Co. 


30  Franklin  St. 


BOSTON,  Mass.,  U.S.A. 


Women's 

Leather 

Shoes 

Misses',  Children's, 
Infants'  Footwear 


JOBBERS 


^^ET  samples  of  our  Women's  Footwear 
if  you  are  looking  for  some  popular 
lines  this  season.  Canadian  women  want 
shoes  that  will  wear,  and  we  can  supply 
them.  These  shoes  will  bring  you  ad- 
ditional business  that  should  be  very  pro- 
fitable. We  will  arrange  to  show  you 
samples.     Drop  us  a  line. 

Gagnon,  Lachapelle  &  Hebert 


Shoe  Manufacturers 
55  Kent  Street 


Montreal 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything  | 
you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada^  Limited 

MONTREAL,  QUE. 

122  Adelaide  St.  W.  179  King  St.  W.  28  Demers  Street 

Toronto  Kitchener  Quebec 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — Tliey  save  storage  space. 

0. — They  have  strong  adver- 
tising value. 

7. — They  can  be  made  to  your 
specifications. 

S. — Their  first  cost  is  lower 
than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


J^ortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  e.'itensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimminos,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.     Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.zsthst.,  St.  Louis,  U.S.A, 


60 


FOOTWEAR    IN  CANADA 


August,  igif 


quality  shoe  laces 
for  every  requirement 

In  bulk  for  ihe  factory  trade. 

Single  paired  for  ihe  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading,  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Mercliants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Piovinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  tliis 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


r.4wwuMy  riNANOAL.UMUuau  a. 

ttJCM.  TIAOC  ^HVkftK^OU  CHUJ  WtSt* 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Canadian  made  Fibre 
Counters 


Our  Counters  have 
everything-  to 
recommend  them 
and  they  are  grow- 
ing in  popularity 
by  leaps  and  bounds. 
They  last  longer 
than  leather  and 
give  much  better 
results.  They  hold  their 
well  under  all  conditions, 
for  samples  and  prices. 


shape 
Write 


Upper  Leathers 

Sole  Leather 

Our    selection  of 
Upper    and  Sole 
Leathers  is  excep- 
tionally complete  at 
the  present  time. 
We  can  give  you 
stock  that  will  suit 
your  requirements 
and  make-up  inex- 
pensively.    Write  us  details  of  your 
wants  and  we  will  gladly  quote  you 
prices. 


DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE, 
P.  Q. 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto,  Ontario  Selling  Agent. 


Sales  Offices  and  Warehouses: 
224  Lemoine  Street, 
MONTREAL 

Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City. 
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This  machine  finishes  button  holes 
with  a  barred  end,  in  one  operation 


''Reece  Rapid''  Button  Hole  Machine 

The  perfect  work  of  this  button  holeing  machine  has  brought  it  into  prominence 
with  all  makers  of  good  footwear.  It  is  faster  and  more  economical  than  any 
other  machine  in  existence  today.  These  are  positive  claims  that  can  be 
proven  by  records  from  every  quarter  of  the  country.  The  Reece  Rapid  makes 
a  perfect  button  hole  with  a  strong  bar  to  finish  off  the  end,  all  in  one  operation. 
It  is  very  economical  with  thread.  It  uses  Silk,  Cotton,  or  mercerized  thread 
equally  well. 

Write  us  for  catalogue  and  terms 


Thos.  C.  Doyle  (Regd,) 


Corner  Durocher  and  Prince  Arthur 
MONTREAL 


Sole  Distributor 
for  Canada 

455  King  Street  West 
TORONTO 
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BRODIE'S 

Patent  Flour 

PASTE 

This  higli-grade  paste  is  comini^' 
into  favor  more  and  more.  With- 
in the  past  few  months  we  have 
made  new  connections  with  a 
number  of  prominent  manufactur- 
ers, after  they  had  j^iven  our  paste 
a  thorough  trial.  Write  for  a 
sample  keg  and  be  convinced. 
Brodie's  i'aste  is  ])crfumed,  and 
sjireads  evenly  at  all  times.  It 
never  dries  out  nr  releases  its 
hold.  • 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machine 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 

KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  in  Black  and  Tan. 

Shoe  FeltSj  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

fVrite  for  Samples   and  Prices 


137  McGill  street, 
MONTREAL 


SOME  SPECIALS 
FOR  JOBBERS 

Women's,  Misses',  Children's  Shoes 

We  solicit  euquiries  from 
Jobbers  in  need  of  several 
lines  of  high  grade  shoes 
for  Women,  Misses  and 
Children.  We  can  take 
care  of  your  requirements 
in  the  best  possible  way. 

"La  Duchesse" 
McKay  Shoes 
for  Women, 
and  Turn  Slip- 
pers for  men,  as 
well  as  our 
other  lines,  will 
pro\'e  a  very  at- 
tractive show- 
ing. Write  us 
at  once  for  fur- 
ther details. 

"La  Duchesse"  Shoe  Co. 

Regiskered 

MONTREAL 
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Every  Man  Favors  "Muir-Mades 

There  are  ^^Divers*^  ways  of  getting  trade. 
But  we  suggest  ^^Muir-Made^' 

Nearly  every  one  of  your  sales  to  men  and  boys  could 
be  made  from  the  stock  of  Muir-made  Shoes.  We  know 
this  for  a  fact  by  the  records  we  have  received  from  dealers 
in  every  province.  Muir-made  Shoes  are  equally  popular 
in  Vancouver,  Winnipeg,  Toronto,  Montreal,  Halifax,  and 
hundreds  of  other  places,  because  they  are  made  on  a  qual- 
ity basis. 

Write  us  to-day  for  information 

The  James  Muir  Co. 

MONTREAL,  QUE. 


1-^  O  O  T  \V  EAR    IN  CANADA 


When  you  buy  a  Toledo 
machine  you  have  perma- 
nently settled  the  button 
fastening  part  of  your  busi- 
ness. Wire  prices  guaran- 
teed against  advance. 
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THE  TOLEDO 
BUTTON  MACHINE 

Absolutely  guaranteed.  Re- 
pairs free  for  one  year.  A 
modern  service  and  mainte- 
nance system.  Toledo  Rust- 
Proof  White  Wire  for  12,000 
operations  free.  15  days' trial. 


ORDER  ONE 


The  Toledo  Button  Machine  Co. 

3448  Summit  St.,  Toledo,  O. 

For  Sale  in  Canada  and  Guaranteed  by 
Canadian  Shoe  Findings  Novelty  Co.       -  Toronto 

Adams  Bros.  Harness  Mfg.  Co.,  Ltd.        -  Winnipeg 

Great  West  Saddlery  Co.,  Ltd.     -  -  Calgary 

B.  C.  Leather  &  Findings  Co.,  Ltd.  -  Vancouver 


Vol.  VII.-No.  9 


Toronto,  September,  1917 


We  say :  Wait ! 

The  Regal  Shoe  traveller  is  heading  your  way — and  going 
strong. 

That's  an  important  statement  any  year  but  it  means  big 
things  NOW. 

Ways  and  means  to  not  only  hold  your  men's  shoe  business 
but  to  consolidate  and  upbuild  it  are  going  to  be  spread  before  you — 
along  with  the  strongest,  classiest  line  of  Men's  and  Boys'  Boots 
and  Shoes  for  1918  that  you  would  want  to  see. 

So  we  say :  Wait  for  the  Regal  salesman. 

Last  season  Regal  Dealers  certainly  had  "the  call" — the  line 
was  an  enviable  one  indeed.  This  year  we  are  prouder  of  it  than 
ever. 

Wait  for  the  Regal  salesman. 


Regal  In-stock  Service  practically  brings  our 
shipping  room  to  your  back  door.  You  get 
the  goods  you  want  just  when  you  want  them. 

The  Regal  Shoe  Co.,  Limited 

472-474  Bathurst  Street 

Toronto       -  Ontario 
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PANTHER 

Rubber 
Products 

Panther  Tested  Fiber  Soles  and  Panther  Sure-Step 
Rubber  Heels  are  the  ideal  combination  for  your 
footwear. 

Compared  with  leather,  they  wear  longer,  they  are 
waterproof  and  easier  on  the  feet. 

Prices  and  samples  on  request 

Panther  Rubber 

Company,  Limited 

Sherbrooke,  Que. 
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RINEX  SOLES 

Nothing  can  impress  a  customer  more 
favorably  toward  RINEX  than  the 
assurance  that  it  will  wear  as  long,  if 
not  longer,  than  the  choicest  sole 
leather. 

Then,  when  you  explain  that  RINEX  is  leak  proof,  something 
true  of  no  leather  sole,  you  have  a  real  sale-clinching  argument. 

Here's  another  way  in  which  RINEX  beats  leather. 

Rinex '  Soles  of  Oak  Color 

are  the  latest  and  greatest  improvement  in  fibre  soles.  Their  color 
is  a  perfect  match  for  that  of  sole  leather — and,  being  of  a  very 
tough  and  firm  consistency,  may  be  channeled  and  stitched  exactly 
like  a  leather  sole.  Specify  "RINEX"  SOLES  of  OAK  COLOR 
if  you  would  sell  your  customers  the  very  latest  improvement  in  shoe 
bottoming. 


Write  our  nearest  branch 
for  further  information  about 
''RINEX''  Soles, 


Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office       -  Montreal 
28  ''Service''  Branches  throughout  Canada 
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Our  habit 
of  giving 
satisfaction 


Our  business  in  boots,  shoes  and 
rubbers  is  one  of  the  oldest  in 
Canada  and  has  been  built  from 
the  very  start  on  a  basis  of  cus- 
tomer satisfaction.  All  our  busi- 
ness friends  will  tell  you  this. 
Today  we  have  one  of  the  most 
modern  establishments  and  possi- 
bly the  most  complete  stock  of 
footwear  of  all  kinds  in  this 
country.  We  can  work  together 
to  mutual  advantage. 


James  Robinson 

Montreal 
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WHAT  WE  HAVE 
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1  -Hfftitii- 

.  WE'LL  iWip: 


Shoes,  Rubbers 
and  Footwear 
of  Quality 

Bostonian  Shoes  will  give  your 
customers  all  that  could  be  de- 
sired in  stylish,  sensible  shoes. 
The  latest  models  for  the  coming 
season  are  now  being  shown.  In 
all  lines  of  Rubbers  for  men, 
women  and  children,  for  country, 
town,  lumber  camp,  work  and 
sport,  we  can  give  you  a  first  class 
product  that  has  the  seal  of  ap- 
proval from  thousands  of  users  of 
Independent     Brand  Rubbers. 

Write  us  a  line  and  make  sure  you  have  an 
opportunity  to  go  over  our  Footwear  lines 
early. 

James  Robinson 

,^A^;^^^;r^  Montreal 
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Your  Shoes  Are  Judged 
by  Their  Finish 

and  general  appearance.  Your  critics  are  the  Retailer  and  Consumer.  No  matter  how  nice  your  shoes 
look  in  your  Packing  Room,  if  the  finish  is  dull  when  they  are  shown  to  the  Consumer,  the  sale  may 
be  lost.  Of  course,  the  loss  of  a  sale  won't  put  you  out  of  business,  but  every  sale  lost  to  you  means  a 
sale  gained  by  a  competitor. 

You  Owe  it  to  Your  Business 

to  use  only  the  BEST  FINISHES  you  can  buy. 


This  Trade  Mark 


I   5TA1N  J      On  Labels 


is  your  protection 
IT  GUARANTEES  HIGHEST  QUALITY  IN- 

HEEL,  SHANK  and  EDGE  INKS 
DRESSINGS,  DYES,  BOTTOM  STAINS 
WAX  and  POLISH 

and  the  FAMOUS  CYCLONE  BLEACH 

We  sell  some  of  the  Best  Manufacturers  in  Canada.  They  started  with  "Trial  Orders,"  found 
what  they  wanted,  and  have  stuck  to  it. 

Don't  say,  "Oh!  our  finish  is  all  right!"    Perhaps  there  is  room  for  improvement. 

Don't  take  our  word  for  it,  but— don't  order  your  winter  supply  until 

you  have  tried  our  goods 

STOCK     AT     KITCHENER    AND  MONTREAL 


Main  Office  and  Factory 
37  Foundry  St.  S., 
Kitchener.  Ont. 


International  Supply  Co. 

Manufacturers,  Jobbers,  Importers 

Shoe  Machinery  and 
Shoe  Factory  Supplies 

The  Largest  Shoe  Factory  Supply  House  in  Canada 


Eastern  Branch 
401  Coristine  Buildinj: 
Montreal. 


September,  \{)17 
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TETRAULT 

The  "Early  Bird"  of  Shoedom 

Tetrault  is  on  the  job  bright  and  early 
always.  When  there  is  anything  new 
in  footwear  for  men  Tetrault  has  it  first. 

Birds  of  a  feather" — nuff  said. 

TETRAULT 

SHOE  MANUFACTURING  CO. 

Montreal 

Largest  Manufacturers  of  Goodyear  Welts  in 
Canada— Bar  None 

European  Office  and  Warehouse: 
9  Rue  de  Marseilles,  PARIS,  FRANCE 


FOOTWEAR    IN  CANADA 


Features  in  Fine 
Footwear 

Our  latest  styles  are  really  features  that 
you  will  be  glad  to  display  in  your  store. 
They  confirm  to  the  best  standards  of 
quality  shoe  making.  They  are  not 
freakish  in  any  way,  yet  are  decidedly 
"new".  Made  from  the  best  of  leather 
prepared  in  our  own  tanneries. 


"Metropolitan" 

Men's  Welts,  Women's  McKays 

"Paris"  "Patricia" 

Men's  Welts,  Women's  Mckays      Women's  Welts  and  Turns 

Write  Us  for  Information 

Daoust,  Lalonde  &  Co.^ 

Limited 
Montreal,  Que. 


Branch— Metropolitan  Shoe  Co.,  91  St.  Paul  St.  E. 
Montreal,  Que. 


September,  1917 
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PAT.  N°  ■  119409 

GOLD  CROSS 
SHOE 


MADE  BY 
TEBBUTT 

T^EBBUTT  shoes  are 
carried  in  stock  by 
almost  every  good  jobber 
in  Canada.  Next  time 
a  salesman  comes  round, 
ask  him  to  include  an 
order  of  Tebbutt  shoes. 
Once  you  have  given 
them  a  good  trial  in  your 
business,  we  know  you 
will  keep  them  on  hand 
at  all  times. 

Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers       -  Que. 


anti-septTc 
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"THE  SOLE 


OF 


PERFECTION" 


^  When  buying  new  boots  or  shoes,  or  having  worn  ones  re-soled,  it  is  not  a  queftion  of 
how  long  leather  has  been  in  vogue ;  it  is  a  question  of  facing  this  fact :  "Acme"  Soles  will 
outwear  leather  and  give  more  satisfaction  all  the  time. 

^  If  your  customers  commence  wearing  "Acme  '  Soles  today,  they  will  not  discontinue 
wearing  them  even  if  after  the  war  good  leather  is  again  plentiful.  Superior  shoe  service 
will  keep  them  using  "Acme." 

^  The  beauty  of  this  new  sole  is  that  it  will  always  be  the  same — the  method  by  which  it 
is  made,  and  the  materials  from  which  it  is  made,  are  ^andard,  and  cannot  be  very  much 
influenced  by  either  national  or  international  complications. 

^  In  other  words,  your  customers  can  today,  via  "Acme"  Soles,  order  their  shoe  comfort  a 
season  ahead — bank  absolutely  on  getting  utmofl  wear,  utmo^  pliability,  utmo^  comfort; 
and  bank  absolutely  on  not  getting  any  cracking,  squeaking  or  slipping. 

Colors:   Black,   White,  Tan. 

"Acme"  is  a  Dunlop  produd,  and  you  are  being  invited  to  specify  and  supply  "Acme" 
because  it  measures  up  to  the  Dunlop  Sandard. 


DunlopTire  &  Rubber 
Goods  Co.,  Limited 

Head  Office  and  Factories: 

TORONTO 


"The  Sole  of  Perfection 


September.  1917 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Keeping  Faith 

With  The  Public 


PICTURED  above 
is  a  distinctive 
style  for  this  sea- 
son's wearing.  A  style 
that  will  appeal  to 
every  man  who  appre- 
ciates style,  comfort 
and  wearmg  qualities 
combined.  The  saddle 
straps  give  an  individ- 
uality that  makes  it 
distinctive  and  pleas- 
ing. 


No.  1397 

In  spite  of  the  scarcity  of  leather,  the 
rising  cost  of  all  raw  material,  labor, 
etc.,  the  quality  of  all  Hamilton-Brown 
Shoes  has  been  maintained. 

"Keep  the  Quality  Up"  has  always  been 
the  standard  and  will  always  remain  our 
standard. 

The  result  is  you  can  today  obtain  from 
your  dealer  absolutely  the  same  well 
made,  good  looking,  long  wearing 
Hamilton-Brown  Shoes  you  have  always 
bought. 

Most  shoe  dealers  can  meet  every  shoe 
requirement  with  Hamilton-Brown  Shoes. 
If  your  dealer  cannot  supply  you,  write 
us  and  we  will  direct  you  to  a  dealer 
who  can. 


Hamilton-Brown  Shoe  Co.,  St.  Louis 

Makers 

American  Lady  Shoes    -    Security  School  Shoes    -    American  Gentleman  Shoes 

AMERICA'S    FINEST  FOOTWEAR 
Representatives — W.  J.  Chinnick,  Winnipeg,  J.  A.  Vallary,  Toronto 


^iillllllillllllllllllllllllilllllllllllllllllliilllllllllllillllll^ 
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Wherever  Shoes  Are  Made 


Hauthaways'  Superior  Goodyear  Waxes 


and 


Hauthaways^  McKay  Waxes 

Are  the  Standard 

They  are  absolutely  WATERLESS  and  are  always  UNIFORM  in  QUALITY. 
THE  BEST  WAXES  EVER  MADE, 


The  Wax  Market  and  the  Shellac  Market  have 
Gone  Out  of  Sight ! 

However,  we  have  good  supply  of  both,  and  can  offer  you  all  of  our  standard 
Unes  of  Blackings,  Dressings,  Stains,  etc.,  at  very  reasonable  prices — consider- 
ing the  exorbitant  amount  we  have  to  pay  for  raw  materials. 


For  the  Tannages  of  Leather  now  in  use,  we  especially  recommend  our:  — 


No.  9  SS  Kid  Dressing 
"    9        Kid  Dressing 
"    7        Kid  Dressing 
"3        Kid  Dressing 
Medium  and  Bright 
Gun-Metal  Dressing 


We  have  less  expensive  goods  than 
those  listed  here  that  give  excellent 
satisfaction,  but  with  the  leather  ob- 
tainable to-day  the  Best  is  None  too 
Good. 


Extra  Whango  Shank  Ink 
Special  Extra  Heavy  Heel  Ink 
No.  38  One  Set  Edge  Ink 
Wax  Enamels  (in  all  colors) 
Our  Satin  Gloss  Brush  Stain 


You  can  order  any  of  OUR  GOODS  directly  from  us;  you  can  get  them 
from  several  Canadian  Jobbers;  or  you  can  order  them  from  our  salesman 
the  next  time  he  calls  on  you. 


September.  1917 
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Good  values 

In  Shoes  for  Growing 
Girls  and  Boys 


Adams  footwear  for  the  youngsters 
will  stand  a  lot  of  rough  play  and 
will  look  well  after  much  wear. 

Our  travellers  are  now  in  their  territory 
and  we  would  be  pleased  to  have  you 
inspect  their  lines. 

Adams  Shoe  Co. 

Limited 

Toronto 
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Women's  High  Shoes 

New  Samples  in  Felts  and  White  Canvas 


Alfred  Lambert  footwear  touches  the  pinnacle 
of  desirable  features  in  modern  shoedom.  We 
have  a  number  of  attractive  lines  that  should 
be  interesting  to  your  trade. 

We  are  now  showing  new  felt  goods  for  fall 
wear  and  attractive  lines  in  white  canvas  for 
spring.  See  our  line  of  felts  with  Julliette 
leather  sole.  Write  us  for  information.  We 
will  arrange  to  show  you  samples. 


Alfred  Lambert,  Incorporated 

Montreal 

Factory,  Acton  Vale,  Que. 


September.  1917 
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Made  by  the  same  Spauldings  that  manufacture 
Spaulding's  Guaranteed  Fibre  Counters. 

J.  Spaulding  &  Sons  Co. 

Main  Office  and  Factory  Boston  Office 

NORTH  ROCHESTER,  N.  H.  203.B  ALBANY  BUILDING 

PHILADELPHIA  CINCINNATI  ST.  LOUIS  CHICAGO 

John   G.   Traver   &    Co..  Taylor-Poole   Co..  Taylor-Poole  Co..  ].  E.  D.  McMechan. 

329  Arch  St.  410   E.   8th   St.  1602  Locust  St.  217  W.  Lake  St. 

J     ,wT  ^^X^^!    f^'-J?,^^^^  ■     M      D    1,    .  English  Agents:  J.  Whitehead  &  Co.,  Ltd., 

Tonawanda,  N.Y.  Rochester,  N.H.  No,  Rochester.  N.H.  ,   .  _     ,  , 

Milton.  N.H.  Townsend  Harbor,  Mass.  Leicester,  England. 

Canadian  Agents : 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City.  V.  Champigny,  Montreal. 
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Aero- 
Peds 

Put  the  "Ped" 
in  Pedestrian 

They're  only  a  small  inex- 
pensive affair  that  every 
customer  is  willing  to  try 
but  oh,  how  they  add  to 
the  joys  of  the  pedestrian. 

Aero-Peds  take  all  the  jar 
out  of  walking.  They  pro- 
vide ventilation  for  your 
footwear  and  sell  at  sight. 

Order  a  trial  gross.  To 
display  them  is  to 
sell  them, 

Aero-Peds  Mfg.  Co. 

30  Adelaide  St.,  E. 
TORONTO 


September.  1917 
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SEND  FOR  OUR  COMPLETE  NEW  CATALOGUE 

Mailed  Free  on  Request 

Buy  3'our  shoes  from  a  Three  Million  Dollar  stock,  carried  on  the  Hoor,  ready  for  immediate  shipment,  consislin';' 
of  a  complete  line  of  Women's  two-tone,  ever-popular  novelties  in  fittings,  AA  to  E;  Buster  Brown  Shoes  for  Boys 
and  Girls,  and  Men's  and  Women's  Staples.    Send  for  catalog-  to-day 

Our  large  stock  enables  you  to  get  the  latest  novelties  and  staples  as  you  need  them,  thus  insuring  quick  turnover,  clean 
stock,  and  maximum  profits.     MAIL  ORDERS  GIVEN  IMMEDIATE  ATTENTION. 


A351 — Women's  Field  Mouse  Brown 
Kid  S!/2-inch  Lace,  imitation  tip,  2- 
inch  leather  Louis  heel,  welt.  Fifth 
Avenue  Last,  A  width,  sizes  3^-8; 
C  width,  sizes  2i4-S  $6.50 


Aaon— Women's  Russia  Calf  S'^-inch 
Lace  Boot,  single  sole  irj/S.  ("iihan 
Heel,  welt,  sizes  3-7  B,  i). 
Bryn  Mawr  Last  $4.90 


DKIO — Women's  "Maxine"  Kid  S^^-inch 
Lace,  plain  toe,  single  sole,  2-inch 
leatlier  Louis  heel.  iniilatiDn  turn. 
Classic  Last,  A  \m<1iIi.  m/cs  II'j-.H; 
B  width,  sizes  3-7;  C  widtli.  >izes 
■lyi-H.  ■  $3.85 


"PLIABLE  TREADS  WELT" 
A26 — Women's  Patent  Lace,  plain  toe, 
"Pliable  Treads  Insole,"  2-inch  lea- 
ther Louis  lieel,  welt.  No.  20  Last, 
B  width,  sizes  3-7;  D  width,  sizes 
''•/z-S  $4.25 


"PLIABLE  TREADS  WELT" 
.\23  -Women's  kid  .Syi-inch  Lace,  plain 
toe,  "Pliable  Treads  Insole,"  1^- 
inch  Cuban  heel,  welt,  Xo.  2S  Last, 
P.  width,  sizes  3-7;  C.  O  anil  K 
widths,  sizes  2'A-S  $4.35 


>."tiX — Men's    Maliogany    Clirome  Hal.. 

single  sole,   %-inch  liecl,   welt.  New 

\'orker    Last,    B,    C   and    1)  widtlis. 

sizes  n-n  $4.50 

C70— Same  in  C.uu   .\Iital    $4.00 

C(iO— Same   in   C.un    Metal,    r.uttcm.  C 

and   1)   uidths  $4.15 


Send  for  complete  new  Catalogue,  sent  free  on  request. 


^  M  ANU  F ACTU  R  K  KS— 

ST.  LOUIS         -  U.S.A. 
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AMES 
HOLDEN 

McCREADY 

 LIMITED  
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Our  Travellers 

are   now   on  their   respective  territories  with 

the 

New  Spring  Samples 


which  are  models  of  perfection  in 
MEN'S  FOOTWEAR. 


Remember  the  Slater  Trade  Mark 
is  not  only  an  immense  advertising" 
asset,  but  it  is  your  protection — an 
assurance  of  a  High-Grade  Standing 
of  Style  and  Quality. 

It  will  be  to  your  advantage  to  see 
these  samples. 

One  of  the  40  IN-STOCK  LINES 

from  which  we  can  ship  orders  the 
same  day  received,  which  means 
so  much  to  the  Retail  Shoe  Man. 


The  SERVICE  of  our  IN-STOCK  DEPARTMENT 
is  practically  "IMMEDIATE."  In  fact  our  IN- 
STOCK  SERVICE  means  "AT  ONCE." 


The  Slater  Shoe  Company,  Limited 

Montreal 
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The 


VULCO-UNIT 
BOX  TOE 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 


Patented 
Dec,  30th,  1913 


Patented 
Oct.  26th,  1915 


BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 


September,  1917  FOOTWEAR    IN  CANADA 


LIMITED 
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For  1918 

Scores  of  salesmen,  from  the  Atlantic 
UJ  Liic  i  ciLiiiL,  flic  dJvciiiiM   v_.anci(ia  wiin 
our  new  ''Fleet  Foot^^  samples  for  i9i8. 

These    samples    represent    the  best 
thought  and  effort  of  our  experts.  This 
Ime   of  Summer   Foot- Wear  will  more 
completely  than  ever  meet  the  requirements 
of  Canadian  Trade. 

Over  a  score  of  new  styles  have  been 
added  to  the  line,  and  improvements  are 
shown  on  many  of  the  present  favorites. 

A  ^'Fleet  Foot"  Salesman  is  coming  your 
way.    It  will  be  worth  your  while  to  wait 
for  him  before  placing  your  Spring  order. 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office      -  MONTREAL 

28  SERVICE  BRANCHES  THROUGHOUT  CANADA 

/  \ 

SeptLMiiber,  I'JIT 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the   Trade  by 

HUGH  G.  MACLEAN,  LIMITED 

HUGH  C.  MacLEAN,  Winnipeg,  President. 
THOMAS  S.  YOUNG,  General  Manager. 
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Telephone  A.  2700 
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To  those  who  are  acquainted  witli 
Co-operate  with  ,^^,,-^^.^J  conditions  in  the  leather 
Your  Newspaper 

market  and  in  the  mantifacturmg 
end  of  the  S'ame,  many  of  the  articles  and  style  fore- 
casts appearing-  in  the  daily  papers  would  ])e  amusini;' 
did  they  not  have  so  direct  a  bearing"  on  the  trade  in 
general.  The  editor  who  publishes  these  statements 
and,  often,  exaggerations,  is  perhaps  not  entirely  to 
blame,  since  he  must,  in  many  cases,  place  faith  in  his 
personal  knowledge  of  a  subject  he  knows  little 
about.  Consequently  there  is  need  of  an  emphatic 
and  direct  action  by  every  shoe  man  in  every 
town  and  city  who  will  endeavor,  by  close  co-operation 
with  daily  newspaper  editors,  to  prevent  statements 
from  appearing  which  are  injurious  and  misleading".  It 
might  be  pointed  out  to  the  editor  that  you  will  be  pre- 
pared to  supply  him  with  authentic  information  on 
styles  and  conditions  from  time  to  time  wiithout  incur- 
ring obligation  on  either  side.  This  is  decidedly  fair 
and  reasonable;  you,  on  your  side,  are  working  for  the 
betterment  of  the  footwear  outlook  in  }-our  x'icinity, 
while  the  editor  receives  first-Iiand  information  at  no 
cost  to  himself,  and  which  he  will  be  only  too  glad  to 


puljlish.  Get  closer  to  your  local  newspaper — give  the 
editor  the  benefit  of  you'r  knowledge,  and  thus  do  your 
l)it  in  offsetting  the  harmful  impression  that  is  being- 
created  daily  by  the  articles  of  irresponsible  writers. 


Misleading  the 
Window  Shopper 


A  retailer's  window  trim,  during  a 
"sale"  a  short  time  ago,  has  been 
called  to  our  attention.  The  shoes 
on  sale  were  placed  around  in  the  usual  manner  and  a 
prominent  sign  read:  "Special  Sale."  Many  of  the 
shoes  ])ore  a  special  sale  ticket  announcing  the  price, 
which  happened  to  be  in  the  neighborhood  of  $7.  How- 
ever, placed  at  different  points  were  several  pairs  of 
shoes  bearing  no  price  mark  whatever.  To  the  observer 
they  appeared  to  be  of  splendid  value,  the  supposition 
being  that  they  were  the  same  price  as  those  marked. 
Upon  entering  the  store  the  prospective  Iniyer  was  in- 
formed that  the  shoes  not  marked  were  the  very  best  in 
stock  and  sold  for  $15. 

Presumably  the  idea  was  to  bait  the  passerby  with 
the  idea  that  he  could  'buy  those  handsome  looking 
shoes  for  a  price  similar  to  those  marked.  Certainly  it 
was  the  impression  of  the  gentleman  who  told  us  his 
experience.  A  "fake"  he  called  it.  ^Vas  he  not  justi- 
fied? 

Falsifying  the  window  trim,  and  we  think  the  above 
instance  might  easily  be  interpreted  in  that  way,  is 
about  as  bad  as  tampering  with  your  credit  standing. 
The  window  is  the  retailer's  one  big  asset,  and  if  he 
makes  a  practice  of  tricking  the  prospective  customer 
he  cultivates  a  reputation  that's  hard  to  live  down.  The 
safest  plan  is  to  leave  the  ptiblic  in  no  doubt  as  to 
prices  in  displays  of  this  kind.  When  the  customer 
ente^rs  the  store  the  main  point  is  to  get  oft  to  a  good 
start.  First  impressions  count.  Explaining  to  the  $7 
customer  that  his  fancy  has  l)een  tickled  bv  a  $15  shoe 
is  not  likely  to  place  him  in  a  buying  mood. 

*    *  * 

Among-  the  higher  class  i)hot()- 
"  Intolerance"       plays  of  the  season  is  one  called 

"Intolerance" — a  master  piece  of 
the  screen.  The  story,  which  is  carried  back  from  the 
modern  age  to  the  crucifixion,  is  based  on  the  trait  of 
intolerance.  In  other  words,  it  is  sliown,  through  a  suc- 
cession of  world  events,  that  mostly  all  trouble  is 
caused  by  the  int(jlerance  of  one  individual,  race,  in- 
sect again.st  another.  The  very  strong-  moral  contained 
in  the  play  is  that  to  he  more  at  peace  with  ourselves 
and  the  world  we  must  practice  tolerance,  or  indulg- 
ence, towards  those  whose  practices  or  opinions  differ 
from  our  own. 

Intolerance  is  often  the  fault  ni  nian\-  rt'tailers — 
toward  the  customer  or  the  competitor.  It  is  the  cause 
of  much  of  that  'bitter  feeling  against  Jones  down  the 
street,  wiio  has,  seeniingly.  put  one  over  on  vou  ;  it  is 
the  cause  of  that  lack  of  courtes\-  siiou  n  to  inanv  cus- 
tomers where  tlie  i)rosi)ect  for  financial  gain  is  slight; 
the  rcast)!!,  often,  wliv  trade  associations  are  not  the 
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success  they  sIkjuIcI  be.  iMidurance  may  l)e  difficult  to 
cultivate,  but  in  the  end  become  a  habit.  In  all  things 
it  will  pay  the  retailer  to  practice  a  considerable  len- 
iency in  judgment — a  tolerance  of  many  conditi(jns 
which  doubtless  are  exasperating"  but  unavoidable.  Let 
us  learn  to  put  up  with  the  other  fellow  and  his  faults, 
if  for  no  other  reason  than  that  it  ])ays. 

*       *  * 

Often,  when  calling-  on  retailers, 
Be  Systematic      wc  have  noticed  that  when  many 

of  ihem  wish  to  refer  to  a  back 
issue  of  their  trade  ])aper,  or  to  some  catalogue,  the}' 
hnd  it  necessary  to  search  fo'r  a  considerable  time 
through  a  miscellaneous  pile  of  literature  of  all  sorts 
and  kinds.  In  a  well-regulated  store  this  should  not  be 
necessary.  It  is  a  simple  matter  to  have  a  sejjarate 
place  for  shoe  catalogues,  another  for  rubber  goods  lit- 
erature, and  yet  another  for  trade  i)apers.  Trade  papers 
should  be  preserved  in  the  order  of  their  dale,  even  if 
only  with  the  use  of  a  bit  of  string.  Without  wishing 
to  start  a  discourse  on  "efficiency,"  we  would  ])oint  out 
that  it  is  in  seemingly  little  matters  of  this  kind  a  little 
more  svstem  would  be  decidedly  in  orcL'r,  and  would 
materially  promote  con\-enience  and  time-sa\  ing. 
^        ^  ^ 

In  the  last  issue  of  h'ootwear  a 
Try  Discount  •  ^ 

~     ^    .  verv  instructive  i)aper  was  repro- 

for  Casli  .  ,    ,        •   1  r 

duced  dealing  with  the  wisdom  of 

giving  credit  intelligently,  if  you  must  give  it  at 
all.  Why  not,  at  the  same  time,  inaugurate  a 
system  of  giving  a  discount  for  cash  if  the 
demand  for  credit  is  exceeding  bounds.  There  would 
be  in  such  a  system  every  element  of  justice;  the  per- 
son who  requires  credit  is  entitled  to  pav  a  little  more 
for  the  accommodation,  just  the  same  as  he  would 
have  to  pay  interest  o  money  borrowed.  A  policy  of 
giving  some  sort  of  discouiTt  for  cash  would,  in  all  pro- 
bability, have  a  direct  influence  on  many  people  who 
ask  for  credit  as  a  matter  of  course.  With  a  great 
many  ])eople  "credit"  is  a  habit — and  a  bad  one  at 
that.  In  a  home  where  the  salary  check  comes  in 
monthly  this  is  i)articularly  true,  although  there  is  no 
special  reason  why  the  money  cannot  be  ai)portioned 
through  the  month  in  the  same  way  as  if  it  were  re- 
ceived weekly.  The  discount  system  could  do  no 
harm  and  might  do  much  good  in  converting  those 
people  who  want  it  "charged." 


Don't  worry  if  you  are  called  a  crank  on  effici- 
ency. Remember  a  crank  usually  starts  some- 
thing. 


Shoemen  who  have  fell  the  sting  of  the  "tijjping" 
system  will  be  interested  in  the  following  sign,  which 
is  posted  in  a  Southern  i-estauranl  :  "W'e  ])ay  our  waiter 
a  living  wage.  I  f  _\du  waul  to  buy  him  an  automobile  — 
go  to  it." 


Selling  Hints 


Learn  to  smile,  it  will  improve  your  appear- 
ance. 

Greet  your  customer,  seat  her  and  remove  the 
old  shoe. 

Answer  all  questions  truthfully  and  intelligent- 
ly.   If  in  doubt  make  sure  before  answering. 

Show  something  quickly,  don't  allow  your  cus- 
tomer to  get  our  of  patience. 

Listen  to  your  customer's  troubles,  but  don't 
tell  them  yours. 

Don't  correct  the  customer  if  he  asks  for  an 
article  by  a  wrong  name. 

Don't  annoy  a  hard  customer  too  long. 

Many  sales  are  saved  by  the  t.  o.  system. 

Avoid  disputes  by  calling  out  the  amount  of 
the  money  received  from  the  customer. 

Don't  criticize  your  competitors'  goods. 

Never  be  too  busy  to  say  good-morning. 

Don't  sell  short  shoes,  it  hurts  your  reputation. 

Never  omit  the  date  on  anything  you  write. 

Visit  a  tannery  and  a  shoe  factory  often,  the 
experience  will  help  your  selling. 

— Ben  Jacobson. 


Clearing  11  Per  Cent. 

It  is  good  business  to  take  all  available  discounts, 
be  they  ever  so  small.  One  per  cent,  discount  for  pay- 
ment in  ten  days  of  an  invoice  which  is  net,  thirty  days, 
means  really  that  }-ou  are  getting  1  per  cent,  per  twenty 
days,  or  at  the  rate  of  about  18  per  cent,  per  annum,  an 
interest  that  an  investor  would  be  wild  about.  One 
dealer  known  to  the  writer  ever  goes  so  far  as  to  bor- 
row money  from  the  bank  so  as  to  be  able  to  take  his 
discounts.  The  bank  charges  him  7  per  cent,  for  the 
use  of  his  money.  He  gets  18  per  cent.,  which  is 
sure  good  business.  Many  a  merchant  feels  that  to 
borrow  money  from  his  bank  is  to  reveal  evidence  of 
weakness.  This  is  essentially  wrong,  providing  the 
loan  is  negotiated  for  legitimate  business  purposes.  To 
borrow  money  in  order  to  take  advantage  of  cash  dis- 
counts is  an  ex'idence  of  good  business  judgment  rather 
than  of  weakness. — The  Invictagram. 


Colors  for  Spring ,  1918 

While  it  is  too  early  to  [iredict  with  certainty  the 
colors  in  women's  shoes  which  will  be  the  best  sellers 
ne.xt  s])ring  and  summer,  it  can  be  said  that  in  the 
gia/.ed  kid  industry  held  mouse,  steel  gray,  battleship 
gray,  i\  ory,  cream,  golden  brown,  rust,  plum,  and  na\y 
lilue  are  the  colors  chiell}-  under  consideration  for  ne.x: 
\  ear.  Manufacturers  of  glazed  kid  have  sampled  their 
customers  with  these  colors,  but  it  will  be  some  weeks 
before  shoe  manufacturers  and  retailers  will  be  able  to 
determine  just  what  colors  will  be  "right"  for  191S. — 
Shoe  Retailer. 
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Ben  Jacobson  Talks  on  Successful  Retailing 

Many  Pointers  on  Charge  Accounts,  Stock-taking,  Buying  and  Selling— Value  of 

Accounting  Further  Dealt  With 


WI'^  are  just  in  receipt  of  an  interesting  little 
l)()oklet,  entitled  "Successful  Shoe  Retailing," 
which  has  been  written  by  Ben  Jacobson  of 
the  "Retailers'  Profit  Service,"  conducted  by 
McElwain,  iMorse  iX:  Rogers,  New  York.  This  com- 
pany has  spent  much  time  and  money  in  studying  the 
business  of  shoe  retailing-,  and  their  remarks  may  be 
taken  as  authoritative  and  based  on  actual  conditions. 
The  value  of  good  accounting  is  perhaps  the  most  im- 
portant subject  dealt  with  in  this  booklet,  and  the 
company  has  available  for  retailers  a  splendid  system, 
which  is  supplied  at  cost.  Their  various  remarks  con- 
cerning" other  factors  of  merchandising  problems  are 
also  specially  interesting,  and  we  are  reproducing  some 
of  them  herewith  : 

Charge  Accounts 

No  sale  can  be  considered  a  sale  until  the  goods 
are  paid  for.  Cash  lousiness  is  best  for  the  retailer,  but 
if  you  must  charge  out  to  some  customers,  make  a 
duplicate  bill  on  a  regulation  sales  check,  itemizing 
each  pair  at  cost  (in  code)  and  selling  price.  The 
original  check  is  kept  on  file ;  the  duplicate  packed  with 
the  goods  delivered.  The  original  sales  checks  are  filed 
alphabetically.  \\'hen  payment  is  made  to  you,  draw 
the  original  check  from  the  file  and  use  it  as  if  the  sale 
were  made  the  day  of  the  payment. 

Easy  Stock  Taking 

The  average  size  shoe  store  can  take  stock  in  a  few 
hours  by  following  this  method.  Cut  up  some  slij^s  of 
paper  about  4x6  inches  in  size ;  start  in  the  front  of 
the  store ;  call  the  space  between  the  first  two  up- 
rights Section  1.  Enter  everything  in  that  section  on 
one  slip  of  paper — the  number  of  pairs  of  each  line,  de- 
scription, and  the  cost.  Leave  the  slip  in  a  bo.x  in  that 
section.  Then  go  to  the  next,  entering  everything  be- 
tween the  two  uprights.  Call  it  Section  2,  and  again 
leave  the  slip  in  a  1)0x  in  that  section.  Continue  in 
that  way  until  you  have  gone  all  around  the  store, 
always  leaving  a  slip  in  each  section.  Use  a  separate 
slip  for  each  showcase  and  window.  If  a  customer 
l)uys  a  pair  of  shoes  from  any  one  section  that  has 
been  taken,  take  it  off  that  slip.  If  the  items  call  for 
ten  pairs,  reduce  it  to  nine.  ^Vhen  you  are  sure  that 
all  stock  has  been  counted,  send  another  person  to 
collect  the  slips,  and  recount  the  numl^er  of  pairs  in 
each  section.  After  all  slips  have  been  taken  out,  they 
are  each  figured  up  to  get  the  totals.  It  is  best  to  keep 
the  figures  separate  as  to  how  much  merchandise  you 
have  on  men's,  women's,  misses',  children's,  boys' 
youths'.  In  this  way  it  will  prevent  you  from  buying 
too  many  shoes  for  the  slow-selling  department.  If 
you  sell  more  women's  shoes  than  children's,  yet  the 
children's  stock  is  as  high  as  the  women's,  you  will 
naturally  be  more  careful  to  get  the  proper  turnover. 
While  you  keep  these  slips  for  future  reference,  only 
the  grand  total  of  all  stocks  comlnned  arc  entered  in 
your  "inventory"  sheets. 

"System" 

You  can  make  all  work  a  profital)le  pleasure  by  the 
aid  of  a  little  forethought.  "Support  System  and  Sys- 
tem Will  Support  You." 


Be  ready  for  business  during  business  hours. 
Allow  no  one  to  loaf  in  your  store — not  even  your 
own  family. 

Every  article  in  your  store  should  have  the  cost  and 
selling"  price  marked  on  it. 

Do  not  carry  dead  stock.  Each  line  must  sell  out 
four  times  a  year.  If  you  have  12  pairs  of  a  certain 
style,  known  as  staple,  you  should  be  able  to  sell  48 
pairs  a  year  of  this  style. 

See  that  your  stock  and  fi.xtures  are  insured  to  an 
amount  of  at  least  80  per  cent,  of  their  value. 

If,  after  you  find  that  the  profit  is  too  low,  do  not 
change  prices  on  present  stock  without  consideration; 
add  profit  on  new  lines  with  which  your  customers  are 
not  familiar. 

Keep  harmony  in  your  store.  A  pretty  show  win- 
dow and  dirty  shelves  do  not  harmonize.  A  little  fresh 
paint  a  new  sign,  some  new  box  la'bels  will  prevent 
your  store  from  dying  of  old  age. 

The  Boss  of  This  Store 

It's  the  customer  whom  you  and  I  are  working  for. 

It's  the  customer  whom  you  and  I  are  here  to  please. 

It's  the  customer  who  pays  your  wages  and  mine. 

If  it  were  not  for  the  customer  you  and  I  would  be 
looking  for  a  job,  and  we  might  not  get  as  good  a  one 
as  we  have  here. 

Shoe  Buying 

The  often  and  true  saying  is,  "Goods  well  bought 
are  half  sold."  The  careful  buyer  must  study  the  whim 
of  those  who  will  buy  from  him.    He  must  keep  well 
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posted  on  the  new  ideas  in  shoiemakiny,  and  know 
the  good  sellinu-  styles  in  all  grades,  from  the  cheapest 
to  the  best.  Keep  ])osted  on  the  market  value  of  leather 
and  other  materials  which  go  into  shoes.  Read  all 
shoe  ad\ertisements,  whether  wholesale  or  retail. 
Watch  well  dressed  men  and  women,  especially  those 
in  his  neighborhood,  and  see  the  styles  they  wear  and 
how  they  lot)k  on  the  feet.  He  sh<nild  ]>e  friendly  with 
all  traveling-  men,  manufacturers,  and  wholesalers,  InU 
concentrate  ])urchases  to  as  few  'houses  as  possible, 
though  very  often  he  can  learn  something  of  benefit 
from  the  house  from  which  he  is  not  buying. 

Beginning  a  Season 

The  problem  of  planning  for  a  new  season  must  be 
gone  over  very  carefully,  so  that  you  do  not  buy  the 
same  styles  at  dififerent  prices.  Your  $3.50  shoe  must 
look  different  from  your  $5  shoe,  not  only  in  quality, 
])ut  in  style  as  well.  Having  made  plans  as  to  the 
styles  you  want  for  the  coming  season,  next  comes  the 
quantity  you  can  afford  to  ])uy  without  hurting  the 
financial  end  of  your  business.  Assuming  that  your 
stock  is  $10,000  and  you  want  to  keej)  it  at  that  aver- 
age, figure  on  your  prospective  sales  each  month,  and 
arrange  the  shipments  so  as  not  to  e.xceed  the  cost 
value  of  goods  sold  during-  the  season. 

Stock  Turnover 

In  order  to  make  room  for  new  styles  it  is  neces- 
sary to  clean  out  old  ones.  This  is  best  done  'by  pre- 
l^aring  the  day  when  an  order  is  placed  for  a  new 
stvle.   Each  stock  in  your  store  should  'be  assorted  into 


Why  not  be  as  liberal  with  your  praise  as  with 
your  knocks? 


departments,  such  as  men's,  boys',  women's,  girls'.  The 
stock  of  each  department  must  stand  its  own  turnovers. 
If  your  stock  of  women's  shoes  to-day  consists  of  fifty 
styles  and  you  are  planning  to  put  in  a  new  one,  dis- 
pose of  one  of  the  present  styles,  so  that  when  the  new 
one  comes  in  you  will  still  have  only  fifty. 

The  average  stock  of  your  store  should  turn  four 
times  a  year.  Some  stocks  in  your  store  will  turn  per- 
hai)s  ten  times.  It  is  the  slow  sellers  that  pull  down 
the  total  turnover.  Aim  not  to  carry  an  average  of 
more  than  25  per  cent,  in  stock  to  the  total  year's  ])usi- 
ness.  Eor  instance,  if  a  family  shoe  store  sells  $40,000 
a  year,  the  sales  will,  perhaps,  be  $15,000  a  year  on 
men's  and  boys'  shoes  and  $25,000  on  women's  and 
children's.  Therefore,  you  should  have  no  more  than 
$3,750  of  men's  and  l^oys'  stock  and  $6,250  of  women's 
and  children's. 

Stock  Reducing 

Assuming  that  your  mind  is  now  made  up  as  to 
how  many  new  styles  you  are  going  to  buy,  and  which 
of  the  present  stock  you  aer  going  to  discontinue,  do 
not  wait  too  long.  Begin  a  sale  and  push  the  discon- 
tinued styles  befoe  tbe  new  ones  come. 

"Do  not  lake  two  bites  of  a  cherry."  If  you  take  a 
mark-down,  take  a  good  one  while  the  orig-inal  selling 
|)rice  is  still  fresh  in  the  peo])le's  minds.  In  that  way 
you  gain  new  customers  and  the  reputation  of  a  live 
merch;int . 

When  ordering  new  styles  do  imt  delay  shi])ment> 
to<j  long  or  your  com])etilor  may  show  these  styles  be- 


fore you  d(j;  and  do  not  wait  until  your  customers  ask 
for  new  style.s — show  them  early.  You  need  not  get 
vour  whole  stock  in  too  early.  IJy  showing  .some  of 
the  new  styles  earlier  than  your  neighbor  you  are  able 
to  sell  more  shoes,  and  it  gives  you  a  good  idea  what 
t(;  prepare  for  the  coming  season.  Besides,  the  early 
shopper  will  give  your  store  good  advertising  by  tell- 
ing her  neighljors  of  having  seen  certain  styles  in  your 
store  which  she  had  not  seen  elsewhere. 

Profit  Limit 

In  buying  shoes  it  is,  of  course,  important  for  you 
to  know  the  wearing  and  fitting  quality,  but  that  is  not 
nearly  so  imptjrtant  as  selling  quality.  You  often  find 
two  manufacturers  in  one  town  using  the  same  mater- 
ial, yet  one  gets  50  cents  irn>re  for  his  shoes  than  the 
other — and  they  are  worth  it,  because  they  retail  for 
$1  more.  It  is  up  to  you  to  buy  shoes  which  sell 
quickly  and  give  you  more  than  a  fixed  profit.  You 
need  all  the  extra  profit  you  can  make  as  a  reserve 
fund,  so  that  you  can  take  a  loss  in  case  you  make  a 
mistake  during  the  season  in  buying  the  wrong  style. 

If  you  are  now  giving  your  customers  very  good 
values  by  paying  $2.60  for  $3.50  shoes  you  should  be 
able  to  ]>uy  a  few  styles  of  $2.60  shoes  which  will  look 
better  than  the  others  and  get  $4  for  them.  ■ 

Reliable  Dealers 

It  is  important  to  select  the  best  people  to  buy 
from — houses  that  are  known  for  their  reliability.  Give 
them  enough  of  your  business  so  that  they  can  afford 
to  cater  to  you. 

You  will  then  profit  much  better  than  by  scattering 
your  business  and  being  no  one's  pet  customer. 

Fair  Dealings 

After  you  have  selected  the  proper  houses,  treat 
thern  the  same  as  you  would  have  them  treat  you. 
Don't  make  unjust  complaints.  If  one  of  your  good 
customers  makes  an  unjust  kick  to  you  and  you  are 
compelled  to  make  an  allowance,  do  it  out  of  your  re- 
serve profits.  Don't  return  the  shoes  if  you  know,  as  a 
shoeman,  that  it  is  purely  the  customer''^s  fault.  Don't 
countermand  orders.  Think  of  the  salesman's  time  you 
wasted  when  he  could  have  been  elsewhere  to  take  a 
real  order  which  would  stick. 

If  you  made  a  mistake  and  bought  the  wrong  style, 
dispose  of  it  as  quickly  as  you  can,  with  as  little  loss 
as  possible.  Buy  a  new  shoe  in  its  place  and  put  a 
longer  profit  on  it  to  make  up  the  loss. 

Returning  Shoes 

Don't  return  shoes  you  l:)ought  in  good  faith  and 
the  order  was  promptly  filled.  Remember  that  in  these 
days  of  efficiency  and  economy  in  business  the  whole- 
saler and  manufacturer  figure  their  profits  on  sales  as 
well  as  you  do.  If  the  shoes  come  back  there  is  a  loss 
of  profit  on  the  sale,  dou'ble  handling  of  the  shoes,  and 
expressage.  See  whether  you  would  like  it  if  many  of 
your  customers  wanted  their  money  back  after  yon 
had  the  trouble  of  selling  and  delivering  the  shoes. 

Single  Pairs 

Don't  get  the  single  pair  or  special  order  habit.  It 
is  l)ad  for  you — showing  either  poor  salesmanship  or 
bad  stock-keeping.  It  is  a  habit  which  grows  on  you 
if  a  sale  is  hard  to  make.  There  are  many  sales  lost 
by  offering  to  get  .special  orders.  Sell  what  you  have 
in  stock.  Your  sizes  should  be  nearly  complete  at  all 
times.  A  customer  comes  to  your  store  for  shoes,  not 
l)r()mises.  In  many  cases  after  you  have  taken  her 
order  she  will  go  to  some  other  store  to  buy,  anyway. 
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You  occasionally  ha\-e  to  take  a  special  order  for  de- 
formed or  odd-sized  feet,  or  some  extremely  fancy 
style.  On  those  orders  don't  forget  to  get  a  long  pro- 
fit— doul)le  your  money  wherever  you  possibly  can. 

Shoe  Clerks 

Your  clerk  is  a  very  important  factor  in  your  busi- 
ness. He  comes  in  direct  contact  with  your  customers; 
he  can  help  "make  or  break  your  store."  Aim  to  get 
his  confidence  and  friendship  by  teaching  him  business. 
The  clerk  should  know  as  much  about  your  stock  as 
you  do.  He  should  know  every  shoe,  what  it  is  made 
of,  how  it  is  made,  and  why  you  want  him  to  push  cer- 
tain styles  first.  He  should  know  why  certain  styles  fit 
certain  feet  l)etter.  The  clerk  with  a  thorough  know- 
ledge of  your  business  gets  the  confidence  of  your  cus- 
tomers much  easier.  The  result  is  quicker  sales  and  bet- 
ter satisfied  customers.  Above  all,  have  your  clerk  be 
truthful,  for  if  he  lies  for  you  he  will  lie  to  you. 

Buying  Knowledge 

Pay  attention  to  what  the  customers  sav  about  your 
goods.    They  are  the  real  judges. 

Give  the  people  what  they  want  when  thev  want  it. 

Look  out  for  mismated  shoes  ;  they  eat  your  profits. 

Be  careful  of  narrow  toes  and  narrow  widths  on 
children's  shoes. 

It  is  better  to  lose  a  sale  than  to  have  too  many  of 
the  wrong  styles. 

Be  friendly  to  every  shoe  man.  especially  vour  near- 
est competitor. 

Never  buy  shoes  in  regular  sizes;  consult  vour  size 
sheet  first. 


IN    CANADA  2t 

Be  careful  of  golf  or  sporting  shoes  of  any  kind. 
They  don't  sell  fast  enough. 

In  order  to  retain  your  extra  profit  watch  every  line 
in  your  stock.  If  tlicy  don't  sell  fast  take  your  l(jss 
quickly. 

Display  fast-selling  styles  in  show  windows;  slow- 
selling  ones  in  the  store. 


Buying  Chart 


stock  on 
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Cost  of 

At  Once 
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of  Month 

this  Month 

this  Month 

this  Month 

be  Del'd 

fan  
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500 

3.000 

April  .  .  . 

.  9,550 

3,.500 
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500 

2,.50O 

May 

10,100 

4.000 

2,800 
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2,500 

fune  .  . . . 

10,300 
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1,000 

July  .  . .  . 

.  y,500 

3,000 

2,100 

1,000 

August  . 

.  8,400 

2,500 

1 ,750 

500 

1,000 

Sept.   .  .  . 

.  8,150 

3,000 

2,100 

500 

3,000 

Oct  

.  9,550 

3,. 500 

2,450 

500 

2,.500 

Nov. 

10,100 

4.000 

2,800 

1. 000 

2,000 

Dec 

10,300 

4,000 

2,800 

1,500 

1,000 

Jan  

10,000 

Total  .  .  40,000     28,000       9,500  18,500 

These  figures  are  for  a  store  carrying  a  stock  of 
$10,000  and' selling  $40,000  a  year  on  an  average  of  30 
]>er  cent,  profit.  Note  that  the  at  once  purchases  and 
outstanding  orders  combined  equal  the  cost  of  goods 
sold.  Proportionate  figures  are  used  in  most  anv  size 
lousiness. 


Leather  Trades  Well  Represented  at  Toronto  Fair 


A BIGGER  and  better  Canadian  National  Exhi- 
l)ition  than  ever  has  just  drawn  to  a  close,  lo 
those  who  attended — and  who  within  reach  ot 
Toronto  did  not? — it  was.  as  usual,  a  revela- 
tion in  entertainment  and  educational  possibilities.  It 
speaks  well  for  the  enthusiasm  and  energy  of  our  man- 
ufacturers that,  in  spite  of  the  hazardous  times,  there 
was  an  even  greater  number  of  displays  than  in  former 
years.  To  the  most  casual  observer  it  must  have  been 
apparent  that  no  reasonable  effort  or  expense  was 
spared  to  make  this  exhiliition  an  event  which  passes 
down  into  history  as  the  greatest  annual  fair  on  the 
continent. 

Of  special  interest  to  shoe  men  in  all  lines  wei'e  the 
numerous  exhibits  of  shoes,  leathers,  rubbers,  polishes, 
and  findings  of  all  kinds.  No  opportunity  was  lost  ])y 
the  men  in  charge  of  the  di.splays  to  explain  the  merits 
of  their  product  to  audiences  ranging  from  toddling 
children  to  burly  policemen.  A  thriving  business  was 
also  done  in  polishes  and  cleaners,  and  the  gospel  of 
"proper  shoe  maintenance"  was  spread  broadcast  on 
what  appeared  to  be  very  fertile  ground. 

In  the  Manufacturers'  Annex 

Beal  Brothers,  Ltd.,  had  their  usual  fine  display  in 
the  Manufacturers'  xA.nnex,  in  charge  oi  Messrs.  .\. 
Highfield  and  E.  J.  Smith.  In  addition  to  their  various 
lines  of  harness  and  leather  goods  there  was  an 
excellent  showing  of  trench,  officers',  and  aviators' 
boots  and  leggings,  including  the  famous  Beal  shoe- 
pack,  and  taps,  findings,  and  dressings  of  all  kinds.  An 


interesting  feature  of  the  exhibit  was  a  pair  of  ])acks 
worn  <hy  Capt.  A.  C.  Trousdale,  of  the  102nd  Canadian 
Battalion,  in  some  of  the  heaviest  fighting  in  f^^ance. 

The  Permanent  Ink  Company,  of  Hamilton,  also 
cxhi'l)ited  in  this  building,  the  display  ]:)eing  in  charge 
of  the  manager,  Mr.  C.  E.  Fisher.  This  firm  make  a 
wide  range  of  polishes  of  all  kinds,  including  "Japan- 
ese," in  black,  tan,  and  white,  for  shoes  as  well  as 
chocolate,  ox-blood,  "Oilio"  black  paste,  and  "Satin 
Finish"  liquid  foT  black  shoes. 

Industrial  Building 

The  Canadian  Shoe  I''indings  Novelty  Company's 
exhibit  was  in  charge  of  the  manager,  Mr.  Lester  Le\  v, 
who  ])r(n'ed  himself  a  salesman  and  demonstrator  of 
\ery  real  ability.  A  complete  line  of  dressings,  clean- 
ers, and  polishes  for  every  kind  of  leather  were  shown, 
and  considerable  interest  centered  around  the  contest, 
which  consisted  of  giving  away  free  a  l)o.\  of  polish  lo 
the  holder  of  every  hundredth  numl)er  handed  out. 
[■"ans  and  match-boxes  were  gi\  cn  as  som  enirs. 

The  Dui)ont  Fa'brikoid  Company,  manufacturers  of 
artificial  leather,  exhibited  several  samples  of  fancy 
sli])])ers  in  dififcrcnt  col(irs  manufactured  out  of  their 
])roducl. 

44ic  Nugget  Polish  Company's  cxlii])ii  was  presid- 
ed over  by  Mr.  L.  R.  1  loward.  That  their  line  of  staple 
polishes  is  very  popular  was  shown  l)y  the  almost  con- 
stant stream  of  purchasers.  The  two  new  lines — toney 
red  and  dark  brown — recently  added,  were  also  proving 
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t^'ood  sellers.  Pencil  boxes  and  lar_L;e  paper  carriers 
were  <^iven  with  each  sale. 

Mr.  H.  Turner,  chemist  for  Charles  Tillev  &  Sons, 
Hamilton,  explained  the  virtues  of  '"J'illey's  polishes 
for  all  leathers,  includinj^'  Dyoline,  Xu  lironze,  Kleano 
for  taking'  out  spots  and  stains,  and  so  on.  Ilalloons, 
puzzles,  and  fans  were  given. 

The  Scholl  Manufacturing  Company  had  facilities 
for  examining  troublesome  feet,  and  recommendations 
and  advice  were  freely  given  as  to  proper  appliances 
to  correct  certain  foot  trouibles.  The  exhibit  was  in 
charge  of  Messrs.  R.  L.  Kimber,  manager  of  the  To- 
ronto branch,  and  E.  A.  Fellers,  of  the  travelling  staff. 

The  Canadian  Consolidated  Rubber  Company  made 
a  feature  of  Rinex  fibre  soles,  Fleet  Foot  outing  shoes, 
and  rubbers  and  rubber  boots.  Shoes  by  different 
manufacturers  were  shown  with  Rinex  soles. 

The  Goodyear  Tire  and  Rubber  Company  alsf) 
showed  a  wide  range  of  shoes  by  many  manufacturers 
using  Neolin  fibre  soles  and  rubber  heels. 

The  exhibit  of  the  Dunlop  Tire  and  Rubber  Goods 
Company  was  given  over  in  some  extent  to  the  new 
"Acme"  soling,  manufactured  by  this  company.  As  in 
other  years,  the  display  was  arranged  by  Mr.  H.  C. 
Austen,  and  was  one  of  the  most  attractive  in  the 
building.  The  Dunlop  rublier  heel  has  'been  standard 
for  years,  and  all  indications  ])oint  to  a  record  business 
in  "Acme"  fibre  rubber  soling.  Handsome  notebooks 
were  given  to  interested  visitors,  as  well  as  miniature 
fibre  soles. 

The  shoe  section  of  the  display  of  Gutta  Percha  and 
Rubber,  Ltd.,  was  in  charge  of  Messrs.  C.  Mather  and 
PI.  A.  Mahafity,  who  discoursed  on  the  wearing  quali- 
ties of  "Tenax"  soling,  rubbers,  rubber  boots,  and  so 
on.  A  new  line  of  high  ru]>ber  boots  was  shown  which 
is  shortly  to  be  placed  on  the  market.  They  are  white 
in  color,  steam-cured,  and  made  of  the  very  best  tire 
stock  rubber.  Small  packages  of  court  plaster  were 
distributed  with  which  to  vulcanize  any  small  cuts  re- 
ceived in  the  excitement  of  sightseeing. 

Manufacturers'  Building 

The  Breithau])t  Leather  Company,  of  Kitchener, 
Ont.,  had  a  prominent  display  of  their  leathers  in  the 
Manufacturers'  Building.  Mr.  L.  O.  Breithaupt  was  in 
charge,  and  answered  many  enquiries  regarding  "Pene- 
tang,"  "Eagle,"  "Kitchener,"  "Lion,"  "Royal,"  and 
"Trent  Valley"  l^rands.  Much  interest  was  shown  in 
the  display  of  shoes,  ranging  from  the  finest  dress  shoe 
to  the  heaviest  work  shoe,  soled  with  Breithaupt 
leather.  Small  souvenirs  of  the  different  leathers  were 
distributed. 

The  Anglo-Canadian  Leather  Company  had  their 
usual  handsomely  arranged  display,  including  samples 
of  the  army  boots  of  the  warring  nations,  tanning- 
chemicals,  ta])  soles,  and  the  Maple  Leaf  brand  of  oak 
and  hemlock  tannages. 

A.  R.  Clarke  &  Co.,  Ltd.,  Toronto,  displayed  many 
lines  of  their  popular  leathers,  including  patent  and  a 
wide  range  of  gloves,  lumbermens'  shirts,  socks,  etc., 
moccasins  and  aviators'  leather  coats. 


"Nursery"  Employees  Have  Picnic 

The  first  annual  ])icnic  of  the  staff  and  em])loyecs 
of  the  Nursery  .Shoe  Com])any  was  held  at  I'ort  Pruce 
on  Saturday,  August  11,  and  prnxcd  a  decided  success. 
About  seventy  of  the  ein|)lnyccs  and  their  families  en- 
joyed the  full  day's  outing  and  the  sjxirls  which  were 
provided  bv  the  committee  in  charge,  'flie  trip  was 
made  bv  boat,  and  entei'lainnient  was  furnished  by 


Master  Donald  Ellis,  who  ga\e  several  selections  on 
the  bagpii)es.  On  arrixal  at  Port  Bruce  a  baseball 
game  was  "]julled  off"  between  the  lasting  room  and 
the  finishing  room  boys,  the  former  winning.  Lunch- 
eon was  then  enjoyed  at  the  King  Edward  ilotel.  In 
the  afternotjn  the  games  were  s])iritedly  contested.  Of 
special  interest  was  the  tug-of-war  between  six  men 
and  twelve  women — the  women  being  victfjrs.  The 
day  was  brought  to  a  close 'by  a  full  course  fish  supper, 
folltjvved  by  speeches  and  a  musical  program.  Much 
credit  for  the  success  of  the  outing  is  due  to  the  com- 
mittee— E.  Lloyd  P.  Whiting,  C.  Daly,  T.  Simpson, 
Mrs.  Sutton,  and  Miss  K.  McKechnie.  A  vote  cf 
thanks  was  tendered  Mr.  A.  1*3.  Metcalfe  for  his  assist- 
ance in  making  the  aft'air  the  success  it  was. 
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Special  Attention  to  Children 

ICT.MLER.S  should  pay  more  attention  to  the 
fitting  of  children's  shoes,"  said  a  Montreal 
retailer  to  Footwear  in  Canada.  "As  a  rule, 
women  have  no  idea  as  to  the  proper  sizes, 
and  often  try  to  purchase  shoes  which  are  too  short. 
They  forget  that  this  tends  to  injure  the  little  one's 
feet.  A  longer  shoe  may  not  look  as  nice,  but  it  is 
more  comfortable,  allows  room  for  growth,  and  is  not 
a])t  to  crii)ple  the  feet.  I,  therefore,  advise  women  cus- 
tomers to  purchase  shoes  giving  ample  room.  In  con- 
nection with  this  branch  of  our  trade  there  is  a  certain 
amount  of  grumbling  over  the  heavy  increase  in  the 
])rice  of  children's  shoes.  It  is,  of  course,  a  serious 
matter  for  a  man  with  several  children  who  finds  that 
his  shoe  bill  has  gone  up  at  a  very  steady  rate.  I  sup- 
pose that  the  manufacturers  are  justified,  but,  at  the 
same  time,  the  retailers  have  to  listen  to  some  plain 
speaking  over  what  customers  regard  as  exorl^itant 
prices." 


Reason  Enough 

Mr.  Dolby  was  found  engaged  in  vigorously  polish- 
ing his  shoes. 

"What  are  you  doing  that  for  "  the  intruder  asked. 
"I  thought  yon  always  wore  patent  leather  shoes." 

"These  are  patent  leather,"  replied  Dolby,  painfully 
bringing  his  spinal  column  into  normal  position,  "but 
the  patent  on  them  has  expired." 


School  Shoes 

Your  children  will  need 
School  Shoes  and  we 
are  at  your  service  with 
the  best  School  Shoes 
made. 

You  will,  of  course,  send  the  children  "to  good  schools  and  it's  just  as  necessary  to  send  their. 

to  a  cjood  Shoe  Store  tor  School  Shoes. 

If  you've  never  tested  our  School  Shoes,  you've  been  missing  the  best  shoe  values  made. 


McMANUS  &  CO. 


THE  SERVICE  STORE, 


Splendid  school  shoe  advertisement  by  McManus  &  Co..  Fredericton,  N.B. 
It  is  not  too  late  to  get  after  the  school  children's  business— many 
people  delay  purchasing  until  sometime  after  school  opens. 
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Low  heels  will  be  correct 
for  Fall  and  Winter — Many 
sturdy,  yet  handsome,  styles 
being  shown  for  women. 


Above:  A  "military  blucher,"  iYz  inches  high, 
black  Russia  calf,  plump  single  sole  and  9,  8 
custom  heel — handsome  and  durable. 

Upper  Right:  Mahogany  Norwegian  calf  quarter 
and  vamp,  9-inch  blucher,  new  style  wing  tip. 
perforated  lace  stay,  vamp  and  tip,  inch  heel, 
brass  eyelets,  orange  stitching,  extension  welt 
sole,  white  rope  stitch. 

Lower  Right:  A  good  fall  "hiking"  boot  on  "wo- 
men's army  last."  Tan  Willow  Calf,  9^  inches 
high.     Splendid  for  serviceable  wear. 
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Bill  and  Dan  Discuss  the  Mail  Order  Business 

The  Case  is  Presented  in  An  Entertaining  and  Instructive  Manner— Many  People  Do 
Not  Appreciate  the  Boomerang  Effect  of  Patronizing  Out  of  Town  Houses 


\LMOST  everything  that  can  he  said  about  the 
detrimental  effect  of  the  mail  order  Imsiness  on 
the  small-town  retailer  has  already  been  said, 
althout^'h,  so  far  as  can  be  noticed,  no  really 
active  and  confined  effort  has  l^een  made  t<i  Ijrcak  the 
buying  public  of  a  habit  which  reacts  to  tlicir  disad- 
vantage. In  a  recent  issue  of  the  ofhcial  organ  of  the 
■Canadian  Credit  Men's  Trust  Association  "there  appears 
a  very  entertaining"  article  on  this  subject,  which  we 
are  reproducing.  It  drives  home  the  argument  so  force- 
fully that  we  suggest  its  use  as  the  basis  of  a  circular 
which  could  be  printed  and  distributed  by  shoe  retail- 
ers to  buyers  in  districts  where  the  mail  order  hal)it  has 
been  cultivated.  The  merchants  in  small  towns  might, 
on  the  other  hand,  combine  and  distribute  many  thou- 
sand copies  of  this,  or  a  similar  circular,  at  slight  indi- 
vidual cost.    But  here's  the  story  : 

A  Fungus  Affliction 

Says  Dan:  "This  town  of  ours  has  got  the  dry  rot." 

"And  no  wonder,"  says  ISill;  "the  way  some  folks 
is  sowing  it  round  !" 

They  were  old  friends,  Jiill  Harvey  and  Dan  i'>ro- 
die.  They  had  come  west  together,  more  than  twenty 
years  ago,  and  had  settled  in  the  same  district.  Dan 
had  bought  a  farm.  Bill  had  opened  a  store  in  the 
town,  which,  at  that  time,  was  just  a  collection  of 
rabbit  hutches,  with  the  boss  hutch  the  railroad  sta- 
tion. 

That  little  hamlet  had  doul)led  itself  se\  eral  times 
since  then,  and  Bill's  and  Dan's  bank  accounts  along 
with  it.  For  the  last  few  years,  however,  there  had 
been  no  signs  of  a  further  "redouble,"  and,  as  it  hap- 
pened, that  was  one  reason  why  Dan  had  dri^•en  in  to 
see  Bill  that  evening-.  He  wanted  to  ask  him  a  ques- 
tion. 

Now,  Dan  and  Bill  were  good  friends  still,  and  had 
a  mighty  solid  respect  for  each  other.  But  you  know 
what  business  is,  either  that  of  farming-  or  running  a 
country  store.  It  keeps  a  mans'  nose  right  down  to 
the  grindstone,  if  he  is  going  to  amount  to  anything,  or 
stay  amounted.  Besides  which  it  l^egets  all  kinds  of 
separate  "interests,"  and  some  of  Dan's  and  Bill's  in- 
terests could  not  have  been  harnessed  up  together.,  for 
they  pulled  in  different  directions  sometimes,  and 
would  have  made  a  poor  team.  Still,  as  I  say,  they 
were  good  friends,  and  Dan,  having  put  a  couple  of 
fine  bays  in  the  stables,  was  not  sorry  to  see  the  cheery 
glow  of  Bill's  stove  this  bitter  cold  evening. 

'"Say,  Bill,"  says  Dan,  after  he  had  got  himself  sort- 
ed out  comfortable  in  Bill's  best  chair,  "  'S  this  berg  got 
the  dry  rot?"  Dan  was  never  one  to  beat  about  the 
bush  much.  Neither  was  liill,  for  lliat  matter.  Out 
West  they  pull  bushes  up  by  the  roots. 

Bill  shifts  his  pipe  along  a  fence  of  white,  e\en 
teeth,  to  t'other  side  of  his  mouth.  "Shouldn't  won- 
der," he  says.  "Some  folks  go  sowing  it  round  lliick 
enough." 

Dan  sees  that  I'ill  is  a  bit  sore  over  something,  and 
tries  tf)  think  where  he's  beat  Bill  out  on  a  deal  lately, 
r.nl  llic  lasi  liit  of  Iiusiness  they  did  logethei-  Hill  h.'id 


put  one  over  on  him,  fair  and  square.  So  he's  a  bit  puz- 
zled, but  IJill's  next  remark  gives  him  a  light. 

The  Missus  Does  a  Bit  of  Shopping 

"That  was  a  fine  cargo  o'  Him-fiams  you  shipped  in 
last  week,  Dan,"  he  says.  "Guess  you'll  be  starting  a 
notion  counter  in  your  cow  barn." 

Dan  puffs  pretty  hard  on  his  old  cornco'b,  and 
answers  slow  'but  stubborn.  "Now,  look  here,  Bill;  I 
can't  stop  the  missus  sending  outside  for  a  thing  or 
two.  You  know  how  a  woman  gets  took  with  one  of 
them  catalogues.  She  goes  crazy,  and  wants  to  order 
every  darned  pictur'  in  the  book  She  sees  things  illus- 
trated there  'at  she  never  even  heard  tell  of  before,  and 
feels  she  can't  live  any  longer  without  'em.    She  " 

"None  of  my  business  of,  course,"  says  Bill;  "but 
did  she  order  them  two  sets  of  harness,  and  " 

"Now,  see  here,  Bill,"  says  Dan,  kind  o'  sad.  "I 
was  coming  to  that  if  you'd  only  listened.  I  did  hap- 
pen to  squint  through  that  catalogue  myself,  and  they 
had  your  prices  just  beat  to  nothing  on  them  things." 

Bill — "I'll  tell  you  something,  Dan.  You  give  me 
a  duplicate  of  that  order  you  sent  two  hundred  miles 
away,  and  on  the  sum  total  I'll  undertake  to  give  you 
better  value  for  your  money.  Your  business  is  farm- 
ing. Mine  is  buying  and  selling.  I  know  what  I'm  up 
against  in  them  catalogue  houses.  I  ought  to.  Don't 
they  take  fifty  thousand  dollars'  worth  of  business  out 
of  this  district  alone,  every  year?   They  sure  do." 

Dan — "But,  Bill!  I  tell  you  their  prices  on  that 
harness  made  yours  look  like  real  estate  sharks." 

Bill — "That's  how  they  hooked  you,  eh?  Don't  you 
know,  Dan,  that  them  houses  always  sticks  some  staple 
articles  in  their  catalogues  at  cost  price  or  below? 
^^'hy?  So  that  you  and  your  missus  will  think  that 
the  rest  of  their  goods  are  just  as  big  value.  Your 
missus  sees  a  bucket  advertised  at  15  cents  less  than 
she  knows  I  can  sell  her  a  bucket  at.  And  on  the  next 
page  she  sees  a  beautiful  picture  of  a  skirt,  'only  $7.50, 
bargain  extraordinary,  the  latest  fashion,'  etc.,  etc. 
She  judges  the  value  of  the  skirt  by  the  bucket.  She 
don't  order  the  Inicket,  likely,  'cause  she's  got  plenty. 
She  sends  for  the  skirt.  Bargain  extraordinary  !  Why, 
I  could  give  her  the  same  thing  for  $6.50.  That's  a 
fact  now,  Dan.    And  hundreds  of  cases  the  same.  " 

Dan — "But  this  yer  harness.  Bill  " 

Bill — "^\^ell,  I  s'pose  they're  boosting  their  harness 


Outing-for  men  and 
youths— reinforced  and 
leather  insole :  sole 
strong  and  double;  No. 
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Exhibit  of  the  Canad- 
ian Shoe  Findings 
Novelty  Company,  To- 
ronto, at  the  Canadian 
National  Exhibition- 
Mr.  Lester  Levy,  Man- 
ager, on  the  left.  Judg- 
from  the  number  of 
visitors  who  stopped  at 
this  booth  the  results 
will  be  highly  profit- 
able. 
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department  just  iiuw,  and  cutting  their  prufit  on  tliat 
to  make  more  on  some  other  Hne  of  goods.  Though, 
mind  you,  Bill,  tliat  harness  won't  ever  know  old  age. 
'Twill  die  young  on  you.  You  can't  sell  leather  like 
you  can  flour  or  sugar.  Y'  want  to  know  something 
'bout  where  'twas  raised,  how  'twas  cured,  and  a 
darned  lot  besides.  Them  catalogue  joints  buy  up  a 
cheap  stock — origin  unknown — somewheres,  and  sells 
on  price.  Price  ain't  everything,  as  you'll  find  mit. 
when  that  stuff  dies  on  von  when  it  ain't  out  of  its 
teens." 

No  Joke  About  It,  Says  Bill 

Dan — ''Bill,  that's  a  joke  o'  yours,  'bout  this  dis- 
trict blowing  in  fifty  thousand  dollars  a  year  on  them 
catalogue  casinos.'' 

Bill — "They  take  fifteen  million  cash  out  of  AVest- 
ern  Canada  every  year.  Our  subscription  ain't  a  cent 
less  than  fifty  thousand  bucks.  You  talk  of  dry  rot 
setting  in.  Is  it  any  wonder?  Say,  Dan,  just  think 
what  this  berg  would  be  like  to-day,  and  all  the  coun- 
try round  it,  if  that  fifty  thousand  had  been  spent  right 
here  at  home  for  the  last  five  years.  Two  hundred  and 
fifty  thousand  dollars.  We'd  have  something  to  show 
for  it,  wouldn't  we,  Dan?  We'd  have  a  bigger  town, 
more  people,  and  more  opportunities,  wouldn't  we, 
Dan?  You'd  be  raising  more  hogs  and  cattle  to  sell  to 
us,  wouldn't  you,  Dan?  A\^e'd  have  started  some  local 
industries — developed  our  natural  resources — opened 
up  that  clay  belt  out  on  the  east  ride,  and  be  rnaking 
our  own  bricks,  wouldn't  we,  Dan     We'd  be  " 

Dan — "Oh,  shucks!  Bill,  don't  ask  me  them  ques- 
tions like  that.    I  ain't  spent  it  all  myself." 

Bill — "But  we've  sent  it  away — every  darn  cent  of 
two  hundred  and  fifty  thouand  bucks,  bones,  or  dol- 
lars. And  what  have  we  got  to  show  for  it.  We've 
got  a  town  half  as  big  as  it  should  be  and  twice  as 
poor,  to  show  for  it.  We  got  'bad  roads  and  poor 
schools  to  show  for  it.  We  got  two  or  three  storeys 
built  on  to  them  catalogue  stores  to  show  foi"  it,  and  a 
mansion  or  two  for  some  catalogue  l:)()ss  to  sliow  for  it. 
Oh,  fine!    Great  business!" 


Dan  —  "You  seem  to  have  been  figuring  on  this 
topic.  Bill,  the  way  you  talk." 

r>ill — "Figuring!  Ain't  it  something  to  figure  on, 
fifty  thousand  dollars  spilled  out  of  our  district  every 
year,  that's  wanted  right  here  at  home?  S'pose  us 
local  dealers  HAD  charged  you  a  bit  more  than  them 
catalogue  houses,  to  make  up  for  carrying  you  over 
the  bad  years,  though  I  claim  we  don't,  on  the  sum 
total,  and  can  pro\e  it  for  myself — wouldn't  it  have 
paid  you  ten  times  over  to  have  come  through  with 
the  extra  cents,  and  to  have  spent  your  money  where 
you  got  it?  Wouldn't  it  have  come  back  to  you  in  a 
hundred  difl'erent  ways?  Wouldn't  the  banks  have 
had  it  to  loan  out  to  your  for  farm  improvements? 
Wouldn't  the — oh,  say,  Dan,  ain't  it  time  you  did  a  '-.it 
of  figuring,  too?" 

Dan  Sees  the  Light 

"\\'ell,  ISill,  p'raps  'tis,"  said  Dan,  looking  pretty 
thoughtful.  "'Jliings  want  looking  into  if  fifty  thou- 
sand dollars  is  kissing  us  good-bye  for  e\-er  every 
3'ear.  I  don't  say  it  wouldn't  make  a  power  of  difier- 
ence  to  have  it  spent  right  here  instead,  liut  some  of 
you  fellers  will  have  to  pull  up  }()ur  socks  a  bit,  too, 
if  you're  going  to  chain  that  money  to  the  home  town. 
Take  old  Bob  Daniels,  cross  the  street — cross-grained 
old  cuss — who'd  buy  anything^  from  him?  Do  he 
'charge'  you?    Not  him — he  'ransoms'  you." 

"1  know,  Dan.  lUit  if  the  best  of  us — farmers  and 
merchants — wt-rc  to  g\'t  together,  and  just  take  stock 
of  the  situation,  and  reaii/.e  what  it  would  mean  to  u> 
all  to  spend  that  fifty  thousand  dollars  in  oin^  own 
communit}',  we'd  soon  find  a  way  of  keeping  it  at  home, 
or  nine-tenths  of  it.  anyhow.  There's  plenty  of  good 
sense  round  this  country.  W  o  ain't  sent  that  to  the 
catalogue  joints,  thank  (Jod!  .Vnd  if  if  we  meet  eacii 
other  half-way.  we'll  soon  stop  th;it  dr\  rot  \ou  was 
talking  about." 

"Well,  r>i1l,  I'm  agreal)le,"  sa\s  D.in,  huttoning  on 
his  coat.  "I'll  talk  to  one  or  two  neigiihors.  You  talk 
to  one  or  two  o'  _\-oiu-n.    Come  out  to  m\'  place  no.';t 
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week,  why  don't  you?  We'll  hold  another  pow-wow 
and  ofifer  up  a  prayer  for  the  preservation  of  them  lifty 
thousand  bones.  Amen!" 

''^'ou're  on,  Dan."  says  liill. 

Canadian  Manufacturer  Predicts 
a  Standardized  Height  in  Tops 

Al'I'v()AIlXlv\'r  Canadian  manufacturer,  who 
has  jusl  returned  from  the  States,  voices  the 
opinion  that  in  six  months  the  United  States 
(!o\ernment  will  have  passed  a  law  standard- 
izing" the  heit^'lit  of  to]xs  in  women's  shoes  and  possil)ly 
also  limiting  the  range  of  leathers  used.  Already,  he 
says,  there  is  a  noticeable  efil'ort  on  the  part  of  manu- 
facturers to  co-o])erate  with  and  oljserve  the  recom- 
mendations recently  sent  out  ])y  the  government  and 
conservation  in  styles  is  strongly  in  evidence. 

In  men's  the  influence  of  war-time  conditions  is 
apparent  in  the  growing  popularity  of  the  Munson 
army  last,  and  the  element  of  service,  rather  than 
style,  will  ])e  a  feature. 

Throwing  It  On  the  Retailer 

In  the  August  issue  of  Footwear  in  Canada  we 
published  the  opinions  of  several  manufacturers  on 
the  question  "Is  tendency  toward  few-er  and  plainer 
styles?"  It  will  be  remembered  that  these  forecasts 
were  consideral^ly  varied — one  manufacturer  thought 
styles  would  be  more  extreme  than  ever,  while  others 
noticed  a  trend  toward  simpler  designs.  Since  then 
we  have  received  further  opinions  on  the  matter,  one 
of  which  tends  to  place  the  burden  of  what  is  to  be  or 
not  to  be  on  the  shoulders  of  the  retailer.  This  manii- 
'facturer  says : 

"We  are  proceeding  with  our  samples  as  usual,  and 
will  show  a  wide  variety  in  'both  styles  and  leathers. 
If  the  retailers  should  prove  to  be  conservative  at  this 
time,  restricting  their  purchases,  as  to  leather,  lasts, 
and  patterns,  it  would  not  come  as  a  surprise.  In  fact, 
we  rather  look  for  them  to  adopt  such  an  attitude.  It 
is  our  intention  to  be  ready  to  take  care  of  the  retail- 
ers. It  is  just  for  them  to  say  what  their  wants  will 
be.  As  far  as  we  are  concerned,  we  are  making  our 
usual  number  of  samples  in  both  staples  and  novel- 
ties." 

Looks  for  Less  Elaborate  Designs 

The  Lady  IJelle  Shoe  Company,  of  Kitchener,  Out., 
are  of  the  opinion  that  designs  will  not  be  so  elaborate 
and  will  be  fewer  in  number  during  the  coming  season. 
They  also  believe  that  a  situation  which  calls  for 
])lainer  and  fewer  styles  will  be  quickly  taken  advan- 
tage of  l)y  retailers,  owing  to  the  fact  that  an  extensive 
demand  for  novelties  calls  for  a  heavy  range  of  stock 
and  large  capital  expenditure.  Manufacturers  can,  by 
limiting  their  styles,  keep  retail  prices  on  a  more  rea- 
sonable Ixasis  and  strengthen  business  generally. 

More  Black — Fewer  Combinations 

A  leading  llaxerhill  house,  making  women's  turns, 
outlined  its  spring  sam])les  as  follows:  More  black 
shoes  than  last  year;  fewer  combinations;  less  colored 
kid  and  onlv  dark  colors;  less  white;  more  oxfords. 
yXlthough  this  house  will  show  an  extensi\e  line,  they 
will  not  have  as  many  patterns  as  in  the  ])ast,  and  will 
endeavor  to  conline  themselves  to  the  more  staple 
styles. 


New  Louis  Rubber  Heel 

It  is  stated  that  a  rubber  heel  suitable  for  Louis 
heels  will  be  placed  on  the  market  sh(jrtly.  This  heel 
is  not  attached  with  nails  or  cement,  but  is  slipped  over 
the  regular  shoe  heel  and  held  in  place  with  an  elastic 
sleeve.  It  is  sold  to  the  customer,  who  iputs  it  on  her- 
self, somewhat  in  the  manner  that  a  rubber  protectee- 


is  slipped  over  the  ferrule  of  a  cane  or  the  protector 
over  the  leg  of  a  chair.  A  vacuum  cup  arrangement  will 
prevent  slipping. 


Going,  Going — Gone 

A  Montreal  retailer  tells  of  his  experience  with 
two  foreign  dealers  with  whom  he  had  made  a  bargain 
to  sell  some  broken  lines  which  had  gone  out  of  fash- 
ion. The  incident  illustrates  the  keen  instincts  of  the 
dealers,  and  also  their  determination  to  get,  if  pos- 
sible, a  lower  price  than  had  been  agreed  on.  The 
terms  were  so  much  per  pair,  taking  the  goods  as  they 
came.  The  total  price,  after  being  checked  by  both 
parties,  was  found  to  be  $204.10.  Instead  of  paying, 
the  dealers  offered  $200 ;  nothing  doing ;  then  $201  ; 
still  no  satisfactory  response  from  the  retailer.  Suc- 
cessive bids  of  additional  dollars  until  $204  was 
reached.  By  this  time  the  retailer  had  become  so  ex- 
asperated that  he  plainly  told  the  aliens  that  it  was 
$204.10_or  nothing,  and  that  even  $204  would  not  be 
entertained.  The  dealers  reproached  the  retailer  with 
his  want  of  business  sense;  "Call  yourself  a  business 
man,"  one  said  in  broken  English,  "and  yet  you  refuse 
good  money  because  of  a  few  cents."  "Well,"  said 
the  retailer,  "I  think  you  are  the  ones  lacking  busi- 
ness sense ;  you  make  a  bargain  and  then  refuse  to 
abide  by  it.  You  must  either  come  across  or  get  out — 
and  get  out  pretty  quick."  This  was  sufficient,  and 
the  total  sum  was  promptly  handed  over. 


Among  some  of  the  manufacturers  "millinery"  boots 
are  now  designated  "chicken"  boots.  Webster  defines 
"chicken"  as  a  young  or  timid  person — as  an  example 
he  says,  "Stella  is  no  chicken."  It  will,  therefore,  be 
seen  that  the  term  is  ibroad  in  its  application,  since 
"chicken"  lioots  are  worn  l)y  the  fair  sex  of  all  ages 
and  are  not  confined  to  the  young  and  timid.  Doubt- 
less the  expression  is  largely  slang,  having  originated 
among  those  who  refer  to  e\ery  pretty  girl  as  a 
"chicken." 
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Shoe  Displays  of  Enterprising  Western  Merchants 

Originality  in  Ideas  a  Feature— Attractive  Window  Cards  and  Floral  Trimmings — 
Specialized  Displays  are  Better  Than  Promiscuous  Offerings 

  By  W.  B.  Stoddard   


A SHOE  dealer  who  is  merely  one  the  crowd  may 
hold  his  own  little  particular  clientele — espe- 
cially if  he  has  been  in  business  for  many  years 
— but  he  will  never  expand,  and  never  secure 
transient  trade,  or  the  business  of  the  new  families  in 
town.  The  modern,  energ:etic  shoe  merchant  blows  his 
horn  loud  and  long- — and  he  makes  his  advertising- 
count  by  backing"  up  his  printed  publicity  with  a  shoe 
window  that  makes  people  sit  up  and  take  notice.  This 
show  window  is,  in  fact,  his  most  valuable  publicity 
asset.  Some  people  read  the  papers ;  everybody  sooner 
or  later  sees  a  window^  display. 

But — let  it  here  be  noted — a  window  display  is  seen 
only  when  it  offers  some  novelty.  Conventional  rows 
of  shoes  will  be  passed  over  without  a  glance,  and  it  is 
only  by  attractive  backgrounds  and  catchy  cards  that 
attention  is  arrested.  The  featuring  of  a  single  line, 
too,  is  more  effective  than  a  promiscuous  display,  as  it 
focuses  attention  on  the  merits  of  tht  particular  line. 

Concrete  examples  are  better  than  reams  of  theory, 
however,  and  the  description  of  a  few  displays  of  up-to- 
date  Western  Canada  shoe  dealers  may  give  shoe  mer- 
chants of  less  originality  some  ideas  for  improving 
their  own  offerings. 

The  Fit  -Ezi  Shoe  Company 

The  Fit  Ezi  Shoe  Com])any,  Vancouver,  B.C.,  was  a 
hrm  which  devoted  their  entire  window  to  featuring  a 
single  line — a  white  sport  shoe.  The  window  was 
floored  and  backed  with  cloth  of  small  black  and  white 
check.  And  a  tall  panel,  set  upright  in  the  centre  of 
the  stage  (window)  was  covered  with  the  same,  while 
white  pedestals  at  either  side  were  draped  with  red 
crepe — this  combination  of  black,  white,  and  red  at- 
tracting the  gaze  of  all  passers-by.  White  canvas  shoes 
with  rubber  soles  were  grouped  about  a  car  which 
showed  children  flying  kites,  and  this  was  captioned : 
"Sturdy — hard-wearing.  Just  the  thing  for  boys  and 
girls  these  days.  Restful,  practical,  cool;  try  a  pair." 
Pumps,  sandals,  and  high  shoes — all  of  the  same  de- 
sign, were  attached  to  the  sides  and  top  of  a  pedestal, 
and  here  was  shown  an  artistically-lettered  card : 
"Shoes  for  every  Canadian  sport — yachting,  bowling, 
basketball,  lacrosse — snug-fitting  and  cool — try  them." 
A  number  of  tiny  white  sandals  were  advertised  as : 
"Best  for  Baby's  Feet — Sanitary  white  footwear — Full 
of  comfort — Come  in  and  g"et  a  pair."  Near  a  cluster 
of  smart  white  canvas  pumps  was  the  suggestion :  "All 
the  fashion — Morning,  noon  or  night — ^City  or  country 
— At  home  or  on  vacation — These  white  shoes  are  all 
the  rage — We  have  your  size."  By  showing  the  differ- 
ent classes  of  canvas  shoes — ^by  catchy  cards — by  hav- 
ing each  one  priced — ^public  attention  was  focused  on 
this  line.  It  was  also  advertised  in  the  papers,  with  the 
notation,  "See  the  display  in  our  show  windows,"  and 
resulted  in  a  decided  boost  for  this  comfortable  sum- 
mer footwear. 

The  Woods  Shoe  Company 

^^^oods  Shoe  Comi^any,  \  ancouver,  had  a  window 
floored  with  old  gold  \elour  and  ])apered  with  dull 
gold,  with  frieze  depicting  scenes  from  Indian  life.  One 


window  devoted  to  women's  shoes  had  a  go(jd  showing 
of  spats  of  rose,  turquoise,  and  green,  with  a  framed 
card : 

OUR  SPATS  FIT 

They  are  cut  on  the  proper  pattern,  and  carefully 
stitched.  Chocolate  pumps  with  buff  uppers,  patent 
leathers  with  tops  battleship  grey,  and  chocolate  with 
cloth  tops  were  among  the  newest  offerings  in  dress 
shoes,  and  card  advised : 

BEAUTY  IS  A  DUTY— IN  THESE  SHOES. 
And  the  wear  is  there — as  a  matter  of  course. 

A  window  devoted  to  men's  shoes  was  draped  with 
a  big  flag,  and  had  a  tall  vase  filled  with  Scotch  broom. 
Silk  hose  were  shown  here  in  colors  to  match  the  shoes, 
and  a  card  bound  in  red  suggested  : 

CANADA— FIRST,  LAST,  AND  ALWAYS. 
Canadian-made  Goods  Our  Specialty. 

The  Ingledew  Shoe  Company 

The  Ingledew  Shoe  Com])an3',  Vancouver,  showed  a 
window  floored  with  light  green  mottled  paper  and 
backed  with  mirrors.  Two  redwood  pedestals  held 
crystal  bowls  filled  with  crimson  roses  and  asparagus 
fern,  and  set  in  the  midst  of  the  flowers  were  British 
and  Canadian  flags.  On  standards  were  shown  a  good 
line  of  ladies'  shoes,  ranging  from  pumps  to  walking 
boots.  The  light  green  floor — the  brilliant  splotches 
of  red  flowers — drew  the  gaze  of  the  hurrying  crowds 
— and  the  neat  selection  of  shoes  (care  being  taken 
not  to  overcrowd  the  window)  enabled  all  to  see  the 
good  points  of  the  summer  novelties. 

Featured  Riding  Boots 

James  Rae,  Vancouver,  featured  riding  Ixjots  in  a 
manner  that  brought  them  to  the  attention  of  all  lovers 
of  the  sport.  A  grass  rug  covered  the  floor,  and  here 
was  also  shown  a  reed  chair  and  table  (borrowed  from 
a  local  furniture  house).  On  the  table  was  a  bronze 
statuette  of  a  horseman,  a  pair  of  gauntlets,  and  a  rid- 
ing crop.  Near  the  table  was  a  pair  of  tan  riding  boots, 
with  crop  laid  across  them.  Here  also  were  shown 
elkskin  hunting  boots,  hip-high  wading  l^oots,  sjiiked 
baseball  shoes,  and  canvas  tennis  shoes.  These  dift'er- 
ent  sport  shoes  were  displayed  on  a  circular  shelf  built 
of  a  tree  stump  (manufactured  out  of  a  pole  covered 
with  bark),  and  to  the  top  of  the  stump  was  fastened  a 
card : 

ALL  OUTDOORS  INVITES  YOU. 

Nature  calls  you  to  come  out  into  the  open 
these  summer  days.  These  are  the  days  of 
outdoor  sports,  or  rides,  of  hikes.  The  first 
requisite  for  perfect  enjoyment  is  a  comfort- 
able shoe.  Visit  our  sport  shoe  department 
for  best  results. 

McRobbie's  Boot  Shop 

iMcRobbic's  I>oot  Sho|),  \'ancou\  cr,  showed  a  back- 
ground of  imitation  Icathci".  with  long,  narrow  i)anels 
of  wall  paper  of  gay  design  of  birds  and  flowers.  There 
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were  two  windows  with  this  'backj^rouiul — one  dexoted 
to  shoes  for  ladies,  the  other  for  j^entlemen.  The  for- 
mer was  draped  with  ])ronze  velvet;  the  latter  with  old 
rose.    In  the  former,  half  of  the  s])ace  was  devoted  to 
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white  shoes;  the  other  half  to  Ijlack — forming  an  ex- 
cellent contrast.  A  wider  ran^e  of  colors  was  shown 
in  men's  shoes — -oxford,  laced,  and  bnttoned  shoes, 
beinj^-  shnwn  in  black,  tan,  choccdate,  and  white. 


Relation  of  Sales  and  Expenses  to  Net  Profit 

Mr.  T.  C.  Wampler,  Shoe  Retailer,  Offers  Some  Excellent  Advice  on  Important  Sub- 
ject— Too  Many  Sales  are  Held— More  Uniformity  in  Business  Necessary 


NliT  prohts,  if  thc_\-  arc  to  ])e  nnifcjrm,  must  be 
provided  for  by  a  more  uniform  method  of 
conducting-  business,  and  I  ha\'e  in  mind  as 
one  condition  to  be  remedied  the  early  semi- 
annual clearance  sale. 

Some  merchants  ha\'e  j^one  so  far  as  to  inauj^uralc 
a  svstem  of  semi-monthly  sales.  This  system  loses 
sii^'ht  of  the  real  imderlyin^-  i)rinciple  of  sane  merchan- 
disiui^",  makes  any  efifort  alon^-  sane  lines  doubly  hard 
for  their  associates  in  business  and  must  eventually 
react  unfavorably  on  their  own  business  activities.  The 
public  becomes  educated  to  wait  fnr  sales,  and  the  mer- 
chant has  automatically  reduced  his  early  sales,  made 
it  hard  for  him  to  meet  his  obli^-ations,  and  the  factory 
— after  carrying-  him  indefinitely — finally  notifies  him 
that  thcv  are  sliort  on  leather,  and  will  not  be  able  to 
supplv  him  with  his  fall  sliiiiments. 

Sales  August  and  February 

The  only  proper  time  for  clearance  sales,  in  these 
times  of  intensive  merchandising,  is  August  for  the  ox- 
ford stocks,  and  February  for  the  hig'h  boot  proposi- 
tion. Leoitimate  sales — on  these  two  dates — are  per- 
missible even  in  these  strenuous  days,  but  not  abso- 
lutely necessary.  But,  if  you  do  inaugurate  sales  at 
these  times,  make  them  real  sales — giving  real  dis- 
counts even  to  the  extent  of  20  per  cent,  off — and  in- 
clude staple  merchandise  in  your  offerings.  This  may  be 
trading  dollars,  as  it  were,  but  if  you  have  sat  tisht  in 
the  months  of  real  demand,  you  can  afiford  to  go  to  it — 
putting  the  use  of  the  money,  in  the  turn-over  proposi- 
tion, during  the  winter  or  smnmer.  as  the  case  mav  be, 
against  the  seeming  loss.  All  this  includes  a  sale  of 
standard  merchandise,  and  we  believe  from  experience 
that  dead  merchandise  had  better  be  sold  to  auction 
jobbers  than  sold  to  a  bargain-hunting  public. 

.^nd  again  the  comparative  amount  of  credit  and 
cash  business  must  be  reckoned  with  in  determining 
the  'basis  upon  which  to  estimate  net  profits.  No  mat- 
ter how  acute  a  merchant  mav  be  in  extending  or  re- 
fusing credit  bad  accounts  will  accumulate. 

Five  Per  Cent.  Discount  for  Cash 

We  furnished  a  card  notice  to  every  one  of  our 
credit  customers,  and  advertised  in  our  city  and  county 
papers,  that  on  and  after  a  certain  date  we  would  allow 
a  5  per  cent,  discount  on  all  cash  purchases.  We  were 
the  first  firm  in  our  town  to  adopt  this  system,  and  the 
effect  has  been  to  stimulate  cash  l)n\  inL!'  in  our  slure. 
The  system  is  o])en  to  e\'ery  one,  and  all  they  ha\-e  tn 
do  is  to  embrace  it.  \\y  this  s\-slem  a  merchant  has  his 
money  for  the  turn-over,  which  is  the  basis  for  all  suc- 
cessful business.  Neither  will  anv  one,  though  he  b(- 
antagonistic  to  such  a  system,  denv  the  cerlaintx-  of  ihc 
fact  that  it  costs  on  the  average  5  ])er  cent,  to  handle 
credit  documents.  All  merchandise  is  marked  in  plain 
figures  on  a  credit  basis,  and  usually  no  reference  is 
made,  during  the  process  of  a  sale,  lu  llu'  disi  iuclidu. 


\\'hen  the  customer  buys  a  five-dollar  pair  of  shoes, 
say,  for  cash,  we  simply  gi\  e  him  five  dollars  back  out 
of  a  ten-dollar  bill  and  refund  him  twenty-five  cents  as 
his  discount  for  cash.  On  the  other  hand,  if  the  cus- 
tomers asked  that  the  shoes  be  charged,  we  cheerfully 
do  it,  if  he  has  a  record  for  prompt  payment. 

I  feel  certain  that  in  these  days  of  ad\  ancing  ])rices 
the  merchant  must  anticipate  the  days  of  readjustment, 
and  receive  a  httle  more  in  net  j^rofits  than  he  would 
exact  from  the  jniblic  in  normal  times.  And  all  this, 
not  that  he  may  accumulate  wealth,  at  the  expense  of  a 
helpless  pu'blic,  but  that  he  may  only  keep  his  business 
from  running  upon  the  rocks. 

What  Is  Legitimate  Net  Profit? 

Finally,  we  must  consider  the  \-arious  lines  of  ex- 
pense on  a  percentage  basis,  in  arri\-ing  at  our  conclu- 
sions as  to  legitimate  net  profits  in  the  retail  shoe  busi- 
ness. We  have  figured  our  deductions  from  a  store 
doing  on  the  average  of  $40,000  annually,  and  we  think 
the  conclusions  will  apply  to  stores  doing  business  on  a 
larger  or  smaller  basis,  because  the  expenses  will  be 
up  or  down  in  proportion  to  the  amount  of  business. 
Net  profits,  likewise,  will  depend  upon  the  volume  of 


business. 

Sales  per  year   $40,000.00 

Rents                                            4  per  cent. 

Salaries                                          9  per  cent. 

Ad\  ertising                                    1  per  cent. 

Heat  and  light                                1  per  cent. 

Taxes  and  insurance                        1  per  cent. 

Depreciations                                 5  per  cent. 

Bad  accounts                                 4  per  cent. 

Making  a  total  25  per  cent. 


A  legitimate  net  profit  is  10  per  cent.  This  makes 
the  gross  basis  of  profits  35  per  cent.,  and  these  conclu- 
sions are  based  upon  the  selling  price  rather  than  upon 
the  cost  price  of  the  merchandise.  If  a  net  profit  of 
$4,000  seems  too  much  for  twelve  months  of  hard 
thought  and  labor  on  the  part  of  any  merchant,  he  can 
easily  cut  it  down  to  a  30  per  cent,  basis,  which  should 
yield  him  a  net  profit  of  5  per  cent.,  or  $2,000  annually, 
on  this  revised  basis. 

This  is  but  an  average,  and  must  be  made  flexible, 
varying  with  the  kind  of  shoes  under  consideration  in 
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the  particular  store.  Extreme  novelties  must,  of  neces- 
ity,  yield  a  larger  percentage  of  profit.  We  do  not 
hesitate  to  mark  a  novelty  on  the  basis  of  50  per  cent., 
or  even  more,  for  usually  they  are  seasonable  merchan- 
dise. But  when  we  come  to  staple  merchandise,  like 
"Old  Time  Comfort  Shoes,"  we  mark  them  on  25  per 
cent,  'basis,  and  depend  upon  the  law  of  averages  to 
bring  us  the  desired  net  profit. 

Reducing  our  conclusions  to  the  consideration  of 
single  styles,  we  contend  that  a  novelty  style  costing 
$5  may  retail  at  $7.50  or  $8,  without  violating  war-time 
methods  of  business;  and  a  staple  which  w'e  wish  to 
retail  at  $4  per  pair  may,  because  of  the  absolute  cer- 
tainty of  a  clean-up  have  cost  the  merchant  $3  a  pair. 

Handle  Minimum  of  Lines 

My  final  word  is  that  any  shoe  merchant  who  will 
practice  sanity  in  business — confining  his  purchases  to 
the  minimum  of  lines  and  facing  the  size-up  problem 
squarely,  and  will  then  mark  his  shoes  on  some  such 
nearly  profitable  basis — will  have  money  to  discount 
his  bills,  and  will  not  have  to  take  up  his  note  at  the 
bank  by  "giving  another."  And  if  the  state  association 
could  wo'rk  for  greater  uniformity  in  the  prices  of 
shoes  bringing  up  the  fellow  who  lags  behind,  and  put- 
ting the  brake  on  any  merchant  charging  exorbitant 
prices,  we  would  have  accomplished  much,  both  for  the 
industry  and  the  consumer. 


Leather  Export  Increasing 

Exports  of  upper  leather  from  Canada  to  the  United 
States  and  Great  Britain  in  the  years  1914-16  and  17 
show  an  interesting  and  \  aluable  expansion  for  Cana- 
dian industry. 

Included  in  the  class  known  as  upper  leather  is  the 
fine  patent  variety,  which  is  being  made  here,  of  a  qual- 
ity equal  to  that  of  any  other  country  in  the  world.  In 
1914  Canada  exported  129,310  pounds  of  upper  leather 
to  the  United  Kingdom,  worth  $31,469.  In  1916  she 
exported  1,601,292  pounds  of  upper  leather  to  the  Unit- 
ed Kingdom,  worth  $1,379,933,  and  in  the  fiscal  year 
ended  March  31,  1917,  her  exports  of  that  class  of 
leather  to  the  motherland  were  worth  $1,139,209.  The 
increases  in  exports  of  "uppers"  to  the  United  States 
since  1914  have  also  been  striking.  Three  years  ago 
Canada  exported  219,154  pounds  across  the  line,  at  a 
value  of  $78,089.  In  the  last  fiscal  year  the  volume  of 
that  export  item  was  increased  to  391,291  pounds  and 
the  value  to  $944,861. 


Prominent  Winnipeg  Retailer  Explains  His 
Attitude  Towards  Sales 

Our  illustration  is  a  reproduction,  reduced  in  size, 
of  a  sale  advertisement  of  Rannard  Shoe,  Ltd.,  Winni- 
peg. It  will  be  noted,  at  the  top,  the  company  ask  : 
"Why  Does  Rannard  Have  a  Shoe  Sale?"  The  answer 
is  frank,  convincing-,  and  logical.  Furthermore,  there 
is  some  justification  in  clearing  out  oxfords  and  pumj^s 
to  make  room  for  fall  and  winter  high  shoes.  In  dis- 
cussing the  matter  of  sales  with  Footwear  in  Canada. 
Rannard  Shoe,  Ltd.,  have  expressed  their  attitude  in 
the  following  statements : 


'Rannard  Shoe,  Ltd.,  during  its  fourteen 


vears  m 


business,  have  adopted  a  policy  of  keeping  the  stocks 
clean  and  up  to  date,  and  in  order  to  do  this  we  find  it 
necessary  to  keep  on  two  sales  a  year — one  after  the 


winter  season  is  over  and  the  other  after  the  summer 
season  is  over. 

"We  have  made  it  a  point  to  advertise  correctly  the 
styles  to  be  sold,  the  sizes,  the  number  of  pairs,  and 
the  prices  we  formerly  sold  them  for  (not  what  they 
will  pay  elsewhere). 

"We  do  not  aim  in  making  money;  we  know  il  i.-, 
impossible  to  do  this  at  a  legitimate  sale,  giving  the 
public  absolute  bargains,  but  we  do  know  we  have 
made  new  friends,  as  well  as  extending  favors  to  our 


WHY  DOES  RANNARD  HAVE  A  SHOE  SALE? 

1.  To  make  new  ydends  and  customers. 

2.  To  ''clear"  stock  before  the  Fall  season. . 


50  Pairs 

Rannard 
Mens  Oxfords 


at 


WE  HAVE 
selected 
50  pairs 
Men's  Oxfords, 
hi(;h  ^rade,  but 
slightly  shop- 
worn. Every  pair 

guaranteed  weKcd  soles,  made  in  the  various*  leathers,  lace 
and  button;  every  pair  a  bargain.    Sizes  5  to  7. 

These  are  on  sale  Saturday  at  our 
NO.  1  STORE.  556  MAIN  STREET. 
If  you  get  a  pair  you'll  get  a  bargain. 


You  know,  of  course,  that  no  good  merchant  makes 
any  particular  money  profit  out  of  a  legitimate  sale. 
His  profit  cotnei  in  the  forrn  of  new  good-will,  gain- 
ed by  offering  extra  inducements 


YOUR  MONEY  WILL  BE  REFUNDED  IF  NOT  SATISFIED. 
NO  PHONE  OR  C.O.D.  ORDERS. 


TD. 


RANNARD  SHOE  L 


old  customers,  and,  as  intimated  at  the  beginning, 
'clear  stocks.' 

"We  agree  with  you  that  sensational  slaughter  sales 
are  inconsistent  with  the  increased  prices  of  to-dav. 
and  we  hope  the  merchants  and  the  jiublishers  will 
speed  the  day  when  dishonest  advertising  will  be  made 
impossible  by  the  federal  advertising  claus.-.  that  when- 
ever a  business  is  questioned  or  brought  before  )':: 
courts,  the  firm  partnership,  or  indi\  iduals  will  be  com- 
pelled to  say  that  business  was  honest. 

"Just  as  soon  as  this  is  done  the  value  of  advertis- 
ing will  be  raised,  because  the  public  will  be  able  to 
depend  on  what  is  advertised,  as  this  is  not  a  general 
rule  to-day." 
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Play  Square  with  the  Complaining  Customer 

Find  Out  Where  the  Real  Fault  Lies— Place  the  Blame  Where  it  Belongs — 

Don't  "Kuss"  the  Kicker 


By  B   J.  Coens 


THERE  are  many  elements  neeessary  to  the  com- 
])()siti()n  of  business  suecess.     Judieious  buy- 
ing', appropriate  and  truthful  advertising,  at- 
traetive  window  dis])lays,  efficient  credit  sys- 
tem, neat  and  expeditious  wrai)ping'  of  ])urchases,  ser- 
vice and  other  elements  are  all  necessary  for  success. 

Our  business,  however,  is  so  constituted  that  the 
success  that  may  be  earned  by  the  ])roper  attention 
to  these  may  be  neutralized  or  over-shadowed  by  fail- 
ure of  the  Trouble  Department  to  handle  its  end  ])ro- 
perly.  Of  course,  successful  merchandising'  has  re- 
duced complaints  to  the  minimum. 

Reducing  Complaints 

Many  complaints  are  without  foundation  and  un- 
fair, and  the  method  of  receiving  them  may  confess  a 
liability  that  does  not  exist.  On  the  other  hand,  a  cus- 
tomer may  have  a  just  cause  for  complaint  and  the 
treatment  he  receives  may  anger  him  so  that  he  will 
never  return. 

Many  shoemen  are  accustomed  to  blame  the  manu- 
facturer, while  others  are  inclined  to  throw  all  the 
blame  on  the  complaining  customer.  The  ])ro])er 
method  is  to  treat  each  complaint  as  a  se])arate  case 
— as  a  rarity.  Listen  attentively  and  examine  the  ar- 
ticle complained  of  im])artially,  ask  for  the  necessary 
information  politely,  and  be  just  and  scpiare  with  the 
customer,  even  against  yourself. 

Typical  Cases 

A  few  typical  cases  may  serve  as  illustrations  of 
some  of  the  complaints  that  come  to  the  retailer. 


A  customer  came  to  us  with  a  shoe  he  had  worn 
three  times  and  said  we  had  a  bum  lot  of  shoes.  I 
inx  ited  him  to  take  a  seat,  pulled  off  his  shoe  and  saw 
at  once  the  soles  of  his  shoes  had  been  burnt,  and  told 
him  so,  but  he  said,  "Now,  you  can't  hand  me  that  bunk, 
I  have  no  fire  in  my  house.  Our  flat  is  steam  heated 
and  I  don't  jnit  my  shoes  on  the  radiator."  I  then 
asked  if  he  jjatronized  a  street  car.  He  said  he  did. 
Then  I  said  "Isn't  it  a  fact  that  you  put  your  feet 
under  the  seat  on  the  radiator."  He  partly  ag'reed 
with  me,  but  at  the  same  time  I  could  not  convince 
him  that  that  was  the  way  he  burned  his  shoe.  I  then 
told  him  to  take  his  shoe  to  any  store  in  the  city  of 
Chicago,  naming  a  few  where  he  might  go,  and  if  their 
opinion  wasn't  the  same  as  mine,  we  would  keep  him 
shoes  free  of  charge  for  one  year.  That  didn't  seem  to 
make  much  of  a  hit  with  him.  He  said  that  he  could 
])ay  for  the  shoes  that  he  wore.  I  noticed  him  getting 
uglier  all  the  time,  so  sooner  than  lose  his  trade,  I  put 
on  a  new  ])air  of  bottoms  at  our  expense,  and  he  left 
the  store  well  satisfied. 

We  were  right  in  our  diagnosis  of  the  trcjuble,  and 
would  have  been  justified  standing  on  our  rights.  Ow- 
ing, however,  to  the  customer's  calling  in  life  and  his 
influence  we  deemed  it  prudent  to  conciliate,  and  suc- 
ceeded in  holding  his  trade,  worth  more  to  us  than 
the  cost  of  soling-  his  shoes. 

Watch  the  Fakir 

Another  customer  complained  about  a  tan  shoe. 
It  had  split  across  the  ball.    I  looked  inside  and  no- 
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Latest  window  card  dis- 
tributed to  Regal  dealers 
hy  tlie  Ivegal  Shoe  Corn- 
pan}',  Toronto.  This  is  a 
very  costly  and  handsome 
card — the  tie  is  of  cloth,  as 
is  also  the  flower  and  hat. 
It  is  nicely  done  in  colors, 
on  thick  cardboard,  and 
stands  upriglit  by  means 
of  a  siipiport  attached  t""' 
the  l)ack. 
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ticed  it  was  black  from  perspiration.  I  told  him  it  was 
his  own  fanlt,  and  that  he  would  burn  any  shoe,  especi- 
ally tan  leathers.  He  made  an  awful  kick,  and  could 
not  see  it  as  I  did.  After  looking  over  the  shoes  again, 
I  noticed  it  was  a  pair  we  had  closed  out  a  year  before 
and  that  he  had  not  bought  them  a  short  time  before, 
but  fifteen  months  ago.  He  then  tried  to  get  out  of 
it  by  saying  he  bought  them  last  summer,  and  had 
not  worn  them  much.  I  told  him  the  best  I  could  do 
was  to  put  on  an  invisible  patch,  but  no  patch  for  him. 
He  said,  "I'll  sit  here  until  I  get  a  new  pair  of  shoes." 
Just  then,  one  of  our  boys  gave  me  the  wink  and  I 
followed  him  to  the  rear.  He  asked  if  I  didn't  remem- 
ber the  man  I  was  waiting  on.  He  said,  "Don't  do  a 
thing  for  him — that  man  comes  in  every  time  he  wants 
a  pair  of  shoes,  brings  in  his  last  year's  shoes,  and  the 
old  man  has  always  given  him  a  $3.00  rebate  on  an- 
other pair."  You  folks  can  realize  how  I  felt  about 
this  time,  so  I  told  the  customer  that  his  claim  was 
unreasonable,  and  that  T  would  do  nothing  for  him 
in  this  instance. 

We  probably  lost  an  unprofitable  custt)mer  but  are 
satisfied  that  no  other  retailer  would  care  for  his  trade. 

A  customer  came  in  with  a  pair  of  shoes  that  were 
s])lit  across  the  vamj)  near  the  throat  seam  which  was 
plainly  a  fault  of  the  factory.  She  had  worn  the  shoes 
about  a  month.    I  asked  if  the  shoes  had  been  worth 


$1.50  to  her  and  she  said,  "Why,  yes.  I  said,  "Allright, 
I'll  give  you  a  new  pair  for  $1.50."  She  said,  "Oh,  I 
didn't  expect  that.  1  thought  I  could  have  them  re- 
paired." She  went  away  happy.  The  next  day  a  girl 
from  her  office  came  in  and  bought  a  $12.00  pair  of 
shoes  on  the  strength  of  that  allowance. 

No  Loss  by  Square  Dealing 

Now  in  this  case,  while  we  did  more  than  the  cus- 
tomer anticipated,  we  were  square  and  did  not  lose  by 
being  square. 

We  insist  on  our  salesmen  studying  the  customer's 
foot  and  giving  them  as  near  as  possible  the  right  last. 
We  try  also  to  make  it  a  point  to  use  good  judgment 
in  the  selection  of  leathers  for  difTerent  feet.  For  in- 
stance, a  customer  with  ])erspiring  feet,  as  you  all 
know,  should  wear  vici  kid.  We  also  try  to  sell  cus- 
tom and  flat  English  last  long  enough.  Lack  of  toe 
room  often  brings  a  customer  back  with  shoes  that 
must  be  exchanged. 

Take  a  loss  with  a  smile.  Tell  the  truth  in  this  mat- 
ter, as  well  as  about  every  other  business  transaction. 
At  the  same  time,  there  are  decided  limits  to  one's 
patience.  Lavish  generosity,  in  settling  complaints, 
leads  to  the  belief  that  you  are  dead  easy,  or  that  your 
profits  are  so  enormous  you  can  afi'ord  to  make  some 
restitution,  or  that  you  do  not  know  the  merchandise 
you  are  handling. 


The  Future  of  Leather  Prices  Not  Encouraging 

  By  Ralph  Stadeker  


THE  conditions  facing  the  retailer,  developed  by 
the  war  and  intensified  by  the  entry  of  our 
own  country  into  the  fray,  are  unprecedented, 
and  offer  problems  of  future,  which,  in  his  en- 
deavor to  solve,  find  him  completely  at  sea.  The  de- 
termining factors  which  prevent  his  reaching  a  definite 
solution  are  uncertainty  as  to  the  duration  of  the  war 
and  economic  conditions  thereafter.  For  any  one  to 
attempt  to  state  positively  what  will  happen  with  re- 
spect to  future  prices  of  leather  would  be  absurd. 
There  are  absolutely  no  past  experiences  upon  which 
to  base  any  positive  prediction,  for  never  before  has 
there  been  a  war  in  which  the  earning  power  of  so 
many  millions  of  men  has  been  wholly  lost ;  such  a  tre- 
mendous amount  of  property  destroyed  and  billions 
spent  on  warfare.  All  warring  Europe  will  have  to 
stint  to  meet  the  heavy  interest  charges  on  war  debts, 
curtailing  their  purchasing  powers. 

Each  of  us  can  form  his  own  judgment  as  to  what 
v.'ill  happen  to  prices,  with  equal  chances  of  being 
right  or  wrong.  While  I  refuse  to  be  quoted  as  a 
prophet,  I  have  my  opinion  unaffected  by  my  occupa- 
tion, that,  while  occasionally  an  overstocked  tanner 
or  a  hungry  manufacturer  may  offer  his  product  at 
slightly  lower  prices,  the  public  will  be  fortunate  if 
present  prices  remain  undisturbed.  During  the  past 
six  months,  the  manufacturers  have  not  been  in  the 
market,  being  supplied  with  leather  for  their  early 
fall  orders.  Notwithstanding  the  comparative  absence 
of  buying,  prices  have  held  strong,  plainly  showing 
that  the  tanners  have  faith  in  obtaining  ])resent  values. 
The  manufacturers  will  soon  have  to  replenish  their 
stock  and  then  prices  will  stiffen. 

My  survey  of  the  entire  situation  tends  to  the  be- 
lief that,  from  a  supply  and  demand  standpoint,  from 
a  higher-priced  labor  view  and  from  a  debased  gold 


outlook,  there  will  be  no  general  recession  in  values, 
except  possibly  in  fancy  colored  leathers  for  which  an 
artificial  price  was  obtained  by  the  tanners.  Rather  do 
I  look  for  moderately  higher  prices  during  the  continu- 
ance of  the  war  and  for  a  few  years  after  peace. 

It  was  necessary  that  the  American  people  should 
be  aroused  to  the  need  of  a  large  food  economy  at  home, 
if  we  hope  to  help  feed  our  allies  and  neutrals  abroad. 
Vigorous  measures  were  instituted  to  wake  us  up  to 
the  needs  of  the  hour.  Roused  from  our  money-mak- 
ing into  the  realization  that  our  country  was  at  war, 
the  press  teeming  with  pleas  for  economy  in  food  and 
increased  planting,  the  people  grew  hysterical  and  be- 
gan to  retrench  in  their  purchases  of  all  merchandise. 
Europe  needs  food  and  munitions  from  us  and  to  econ- 
omize in  aught  else  is  like  the  Irishman  Vv-ho,  finding 
his  blanket  did  not  cover  his  feet,  cut  off  a  piece  at  the 
top  to  lengthen  it. 

Do  Not  Cut  Purchases 

To  cut  down  purchases  means  a  reduction  of  manu- 
facturing, entailing  lesser  employment  of  labor,  there- 
by reducing  its  buying  power.  W'ar  taxes  must  be 
met,  but  if  we  cut  down  the  consuming  power  of  the 
nation,  the  contraction  of  business  will  make  it  more 
difficult  to  collect  the  fund  required  to  carry  on  this 
war  to  a  successful  issue.  There  is  no  reason  why  a 
de])ression  in  business  should  come  now.  Notwith- 
standing higher  living  costs,  the  country  is  in  ;ui  un- 
precedented prosperous  condition.  Some  time  ago  the 
shoe  retailers  adopted  the  slogan  "Keej)  the  Skirts 
Sliort."  Let  the  new  slogan  "Kec])  Husfness  doing" 
be  cried  in  their  advertisements  and  in  their  own  pur- 
chases. 

This  is  the  time  to  ])reach  confidence  and  to  prac- 
tice confidence.    ICvery  dollar  you  spend  for  family 
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or  personal  use  will  help  to  swell  the  feeling  that  there 
is  no  cause,  however  remote,  for  any  panicky  condition. 
Don't  curtail  your  family  buying.  Help  stimulate  gen- 
eral business,  help  your  cloak  merchant,  your  milliner, 
your  tailor  to  si)end  his  profits  in  buying  your  shoes. 
Take  your  outings  and  your  trips  as  you  have  always 
done.  Let  us  all  spend  our  money  normally,  helping 
to  avoid  depression,  and  while  assisting  in  furthering 
the  war  cause  to  a  successful  issue,  reap  individual 
benefit. 


The  Present  Shoe  Situation  and  its 
Future  Possibilities 

By  T.  H.  Helhake 

NO  one  man  can  formulate  and  write  a  fixed  set 
of  rules  for  running  a  retail  sh(je  l)usiness.  The 
success  of  any  business  de])ends  largely  on  the 
personality  and  individuality  of  the  merchant 
or  the  man  wdio  is  conducting  the  business.  In  my 
judgment  ithere  are  two  kinds  of  men  in  l)usiness — the 
store-keeper  and  the  merchant.  The  one  is  in  business 
because  he  is  trying  to  make  a  livings,  and  follows  the 
routine  and  same  rules  he  has  been  following  for  years. 
This  man  is  more  of  a  store-keeper. 

The  other  kind  is  the  man  who  throws  all  of  his 
energy  and  ability  into  his  business,  analvzing  carefully 
his  surroundings,  the  kind  and  class  of  customers  in 
his  commnuitv.  He  carries  footwear  that  will  ])uild 
his  business  by  satisfying  his  customers.  I  would  call 
this  man  a  merchant. 

The  personality  and  abilitv  of  a  merchant  is  shown 
in  his  windows,  in  the  cleanliness  and  orderlv  appear- 
ance and  courtesy  of  his  selling  force,  and  in  all  the 
general  methods  used  in  promoting  his  business.  I 
contend,  therefore,  that  the  present  shoe  situation  is 
largely  due  to  the  method  and  policy  pursued  by  the 
merchant  himself. 

No  doubt  there  will  be  plenty  of  money  in  the  coun- 
try this  fall,  and  business  will  be  good,  but  I  do  not 
believe  that  the  future  iustifies  gambling.  The  general 
belief  seems  to  be  that  both  the  present  and  future  pos- 
sibilities are  dependent  for  success  largely  on  the  abil- 
ity, energy,  and  integrity  of  the  merchant  conducting 
the  business.  No  man  or  organization  of  men  has  ever 
been  able  to  formulate  a  fixed  set  of  rules  for  running  a 
retail  shoe  store. 

Profits  According  to  Risks 

A  good  law  in  all  mercantile  lines  is:  "The  greater 
the  risk,  the  greater  the  rate."  Women's  no\'elty  foot- 
wear cannot  be  sold  at  the  same  percentage  of  profit  as 
staple ;  women's  shoes  as  a  whole  or  as  a  line  cannot  be 
sold  as  closely  as  men's  or  boys',  or  misses'  and  chil- 
dren's. A  merchant  should  know  his  cost  of  doing 
business,  and  should  take  into  consideration  each  sea- 
son his  depreciation,  taken  in  sales  and  inventory  as  a 
part  of  the  net  cost  of  operation,  and  this  should  l)e  his 
basis  for  the  coming  season  in  figuring  costs.  On  top 
of  this  he  should  add  a  ]>ront  on  to  the  shoe  which  is 
honest  and  fair  tf)  his  customer. 

Profit  By  Foresight 

If  he  has  antici])ate(I  his  ])urcliases  and  owns  shoes 
at  a  price  imder  the  ])resent  market  value,  he  is  entitled 
f>n  account  of  his  foresight  and  the  risk  he  took  to  reap 
the  reward  by  making  an  extra  profit  on  tliis  merchan- 
dise, and  he  should  make  a  provision  l)y  setting  aside  a 
certain  percentage  of  his  net  profits  to  take  care  of  de- 
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])reciation  when  the  market  turns  the  other  way.  In 
women's  dress  footwear  style  is  fully  50  per  cent,  of  the 
commercial  value. 


Value  of  Personal  Appearance  Illus- 
trated by  Interesting  Incident 

By  C.  L.  Mathis 

When  some  young  man  applies  to  us  for  a  posiion 
and  he  looks  to  us  like  he  could  sell  shoes  for  us,  he  will 
look  to  the  customer  like  he  can  sell  shoes  to  him,  and 
that  is  part  of  the  battle.  As  an  illustration  of  this  fact, 
we  have  in  mind  a  young  man  whc;  was  working  in  one 
of  the  stores  of  our  city  a  few  years  ago;  one  day  a 
travelling  salesman  who  was  also  a  member  of  a  well- 
known  Eastern  firm,  making  men's  shoes,  came  to  that 
store ;  this  clerk  was  quietly  polite  to  every  one,  and, 
although  he  did  any  kind  of  work  to  be  done  about  the 
store,  always  had  the  happy  faculty  of  looking  like  he 
liad  just  "stepped  out  of  a  band-box."  During  the  day 
the  travelling  man  asked  him  how  long  he  had  been 
with  the  firm  and  was  told  that  he  was  only  working 
extra  and  would  be  through  in  a  few  days.  As  the 
travelling  man  left  that  evening  he  handed  the  clerk  his 
business  card,  on  which  was  written  the  name  of  a  well- 
know  n  retailer  in  a  large  Western  city,  and  said:  "If 
you  would  like  steady  employment  at  a  good  salary 
write  this  man,  enclosing  this  card,  and  ask  him  when 
he  wants  you  to  come.  You  need  not  even  apply  for 
the  place,  as  I  have  been  commissioned  to  send  him  a 
man  for  his  ladies'  shoe  department."  The  clerk  did  so, 
was  told  to  come  at  once,  and  in  a  year  or  so  was 
manager  of  that  department.  He  left  that  place  on 
his  own  accord  to  take  a  better  position  as  manager, 
and  since  the  first  of  this  year  has  been  junior  mem- 
ber of  a  large  firm  in  Denver.  Now  if  these  qualities 
attracted  the  attention  of  that  travelling  man  and 
opened  the  way  for  this  clerk  to  command  a  top  salary, 
and  help  furnish  the  capital  which  put  him  in  busi- 
ness, these  same  things  have  a  dollars  and  cents  value 
in  vour  clerks  and  mine. 


Everything  in  Upper  Leathers 

Under  the  management  of  Mr.  R.  L.  Stiles,  the  John 
R.  Evans  Leather  Company,  Ltd.,  have  opened  a  ware- 
house and  office  at  214  Lemcjine  Street,  Montreal,  with 
a  view  to  a  more  aggressive  cultivation  of  Canadian 
trade.  The  company  is  a  branch  of  John  R.  Evans  & 
Co.,  Philadelphia,  who  believe  that  there  is  a  good  field 
for  their  i)roducts  in  Canada.  The  aim  of  the  com- 
pany is  to  give  efficient  service  in  supplying  "every- 
thing in  upper  leathers."  Their  brands  include  "Maxi- 
mus"  patent  kip  and  sides,  "Peerless"  white  and  grey 
kid,  "Peerless"  glazed  kid  and  mat  cabarettas,  and 
"Ruby"  glazed  kid.  The  Canadian  company  carry 
stocks  in  all  their  lines,  so  that  immediate  shipment 
can  be  made. 


Proving  Good  Faith 

The  "clean-np  sale"  idea  has  been  worked  to  such 
a  degree  by  shoe  stores  that  the  public  is  becoming  as 
wary  of  believing  the  story  of  "short  lines"  as  of 
"samples."  A  Chicago  merchant  overcomes  this  feel- 
ing l)y  dis])laying  in  his  window  a  card  telling  the  sizes 
.still  remaining  in  each  line.  As  a  size  is  sold  out  a 
clerk  crosses  it  off  the  sign  with  black  crayon,  and 
]nissers-by  thus  are  shown  that  the  advertisement  is 
alxsolutely  true. — System. 
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Current  News  of  the  Boys  on  the  Road 


That  "Regal"  bearing-  affected  during  the  past  few 
weeks  by  Mr.  Charles  F.  Schuszler,  the  popular  road- 
man of  the  Regal  Shoe  Company,  is  not  alone  due  to 
the  line  of  shoes  he  handles,  but  rather  that  Charles  F. 
has  taken  unto  himself  a  wife.  Hence  the  expanded 
chest  and  the  glad  smile.  The  ceremony  was  performed 
at  Fergus,  Ont.,  in  the  Methodist  Church,  and  the 
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bride  was  Miss  Sara  Lena  Irvin,  daughter  of  Mr.  and 
Mrs.  Archie  Irvin.  The  maid  of  honor  was  JNliss  Flor- 
ence Irvin,  and  the  best  man  Mr.  H.  Bradford,  of  To- 
ronto. After  a  trip  to  many  Eastern  points,  Mr.  and 
Mrs.  Schuszler  returned  to  Toronto,  where  they  have 
taken  up  residence.    May  they  live  long  and  prosper ! 

*  ^  ^ 

Messrs.  E.  T.  Wright  &  Co.,  Inc.,  St.  Thomas,  Out., 
have  made  some  changes  in  their  selling  staff  this 
season.  Mr.  W.  Lindsley.  who  has  carried  their 
goods  for  the  past  two  seasons  from  Winnipeg  to  the 
Coast,  has  resigned,  and  their  Western  sales  will  be 
looked  after  by  Mr.  G.  W.  McFarland,  of  Regina,  Sask., 
who  is  in  charge  of  their  "in-stock"  department  there. 
Mr.  McFarland's  salesmen  will  carry  the  Just  Wright 
lines,  in  conjunction  with  other  lines  handled  through- 
out the  Western  provinces.  Mr.  A.  A.  Orendorff  will 
cover  Western  Ontario  as  far  east  as  Kingston,  and 
Alfred  Winn  is  taking  from  Kingston  east  through  the 
Maritime  Provinces,  as  formerly.  The  company  have 
a  decidedly  new  and  interesting  style  this  season  in 
their  Arch  Preserver  line,  which  has  been  made  by  the 
Rockland  factory  for  the  past  three  or  four  years  and 
also  by  the  Selby  Shoe  Company,  of  Portsmouth,  Ohio, 
in  ladies'. 

*  *  * 

The  travellers  of  Dupont  &  Frere,  Montreal,  are  all 
on  the  road.  J.  S.  Ashplant  is  covering  Ontario  ;  Im  ccI 
J.  Lashbrook,  Manitoba  and  Saskatchewan  ;  T.  Adair. 
British  Columbia  and  Alberta;  N.  Dupont,  Quebec  Pro- 
vince; J.  F.  Nicol,  Maritime  Provinces,  and  J.  A.  \'ian, 
citv  of  Montreal. 


The  Gourlay  &  Fogel'berg  salesmen  left  the  first 
week  in  September  for  their  respective  territories,  as 
follows :  George  J.  Cowling,  Eastern  Ontario ;  Frank  E. 
Rousseau,  Western  Ontario;  Arthur  L.  Brown,  Que- 
bec and  the  Maritime  Pro\  inces  ;  A.  F.  Winslow,  Mani- 
tol)a  ;  W.  D.  Harris,  Alberta;  W.  G.  Downing,  British 
Columbia,  and  G.  E.  Davis,  Saskatchewan. 

*  *  * 

James  Muir  &  Co.,  Montreal,  announce  that  their 
Western  representative  is  Mr.  T.  K.  Bennett,  who  is 
now  on  the  ground  with  a  complete  range  of  samples. 

*  *  * 

The  travellers  for  Daoust  Lalonde  &  Co.,  Montreal, 
and  their  branch,  the  Metropolitan  Shoe  Company,  are 
as  follows:  A.  D.  Seguin,  north  of  Montreal;  ^V.  H. 
Larue,  Montreal  to  Ottawa ;  Joseph  Larue,  part  of 
Eastern  Townships;  Emile  Desjardins,  south  of  Mont- 
real ;  E.  A.  Chalk,  north  of  Ontai-io ;  W.  F.  Copp.  Pro- 
vince of  New  Brunswick ;  Joseph  Jobin,  north  of  Mont- 
real ;  O.  A.  Lachapelle,  Montreal  to  Lake  St.  John ; 
1  lector  Champagne,  city  of  Montreal ;  Laurent  La- 
marre,  city  of  Quebec  and  Montreal  to  Gaspe  Coast ; 
Mr.  J.  A.  Champagne,  Temiskaming  and  north  of  On- 
tario. 

*  *  * 

Mr.  W.  W.  Lindsley  has  joined  the  staff  of  the  Min- 
ister-Myles  Shoe  Company,  Toronto,  and  will  cover 
Quebec  and  the  Maritime  Provinces.  He  was  for  se\  en 
years  on  the  staff  of  Getty  &  Scott,  Ltd.,  of  Gait,  and 
for  the  last  five  years  has  been  with  E.  T.  Wright  & 
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Co.,  St.  Thomas,  lie  is  thoroughly  familiar  with  East- 
ern territor}-,  whicli  he  has  visited  for  a  number  of 
vears. 


Mr.  1).  A.  Lcnnard,  of  the  .\nierican- 1 Iritisli  Distri- 
butors will  start  on  the  10th  on  his  Western  trip  to  tiie 
I'acific  Coast  with  the  strongest  range  of  men's  and 
women's  shoes  that  this  firm  have  ever  handled.  The 
\_\  Inier  Shoe  Company  lia\  e  aiUled  se\  eral  lines  of 
ladies'  8-inc.h  walking  shoes. 
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Mr.  Lincoln  Visiting  Eastern  Points 

Mr.  H.  N.  Lincoln,  of  ihc  international  Snpply 
Company,  Kitchener  and  Montreal,  left  during  the  last 
week  in  August  for  Eastern  points.  He  will  visit  all 
the  shoe  factories  in  the  Maritime  l'ro\  inces  and  most 
of  the  factories  in  Quebec,  spending  considerable  time 
with  the  Montreal  branch.  Mr.  Lincoln  is  a  shoe- 
maker of  wide  experience,  especially  from  a  mechanical 
stand])oint.  He  is  an  expert  on  Puritan  machines, 
having 'been  with  the  J'uritan  Company  for  a  number 
of  years,  during  which  time  he  spent  two  years  in 
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Europe,  selling  and  demonstrating.  He  is  always  glad 
to  help  the  manufacturers  out  of  machine  difificulties, 
and  we  have  no  d()u]:>t  he  will  find  a  ready  welcome  at 
the  hands  of  the  Eastern  manufacturers.  Mr.  Lincoln 
is  also  armed  with  a  complete  line  of  samples  of  the 
goods  handled  by  his  firm,  and  can  always  be  depended 
on  to  talk  price,  delivery,  and  service.  He  not  only 
talks  it,  but  his  company  l^acks  him  up  and  makes 
good. 


A  Change  of  Program 

In  the  August  issue  of  Footwear  it  was  reported 
that  Mr.  L.  S.  Brockway,  Canadian  salesman  for  the 
well-known  blacking  house  of  C.  L.  Hauthaway  & 
Sons,  of  Boston,  Mass.,  U.S.A.,  would  start  his  regular 
fall  Canadian  trip  in  the  interests  of  his  firm  the  latter 
part  of  this  month.  Mr.  Brockway  will  be  prevented 
fi-om  doing  this  on  account  of  sickness.  The  Canadian 
trade  will  not,  however,  be  neglected,  but  will  be  visit- 
ed by  Mr.  Clarence  L.  Hauthaway,  treasurer  of  this  firm 
and  successor  to  the  late  Frank  M.  Hauthaway.  Mr. 
Hauthaway  is  a  man  well  known  among  users  of  black- 
ings, stains,  inks,  etc.,  and  has  had  years  of  practical 
experience  attending  to  the  trying  needs  of  manufac- 
turers, and  is  very  familiar  with  the  problems  that  are 
confronted  in  the  factories.  Mr.  Hauthaway  will  leave 
for  Canada  about  September  22,  and  will  conform  to 
the  route  usually  adhered  to  by  Mr.  Brockway,  men- 
tioned in  .August  h'ootwear.  The  trade  will  lind  in  Mr. 
llauthaway  a  man  who  is  ever  ready  to  give  his  cus- 
tcjmers  the  best  of  ])ersonal  service. 

(i.  \V.  R()I)ins()n  Company,  I-iiiiilcd,  I  laniilloii,  Onl.,  re- 
cently advertised  a  special  sale  of  ])aiis  of  sanii)le  shoes. 


Serving  His  Country 

The  photograph  herewith  is  of  l'ri\-ate  Roy  D. 
Smith  (on  the  right  and  A.  Ross,  of  Toronto  (on  the 
left ).  Private  Smith  is  a  son  of  Mr.  E.  J.  Smith,  who  is 
well  known  in  leather  circles  as  Western  Ontario  repre- 
sentative for  Beal  Brothers,  Ltd.,  Toronto.  He  enlisted 
with  the  75th  Battalion,  and  went  overseas  in  March. 
I'il6.  He  fought  in  the  Ypres  engagement  and  the  Bat- 
tle of  the  Somme,  where  he  was  wounded  and  invalided 


J 


to  England.  He  is  now  with  a  reserve  battalion,  and 
eager  to  get  back  to  the  trenches.  It  is  interesting  to 
note  in  this  picture  that  Private  Smith  is  wearing  a  pair 
of  the  famous  Beal  Brothers  shoepacks.  In  a  letter  to 
his  father  he  stated  that  he  has  never  had  cold  or  wet 
feet  since  receiving  them.  He  has  received  many  sub- 
stantial ofifers  for  their  purchase,  but,  as  he  characteris- 
tically puts  it,  "Money  is  of  no  use  in  the  trenches." 


A.  E.  Elmer,  formerly  of  the  Invictus  Shoe  Com- 
pany, will  represent  the  American-British  Canadian 
Distributors  in  Eastern  and  Northern  Ontario.  Pre- 
viously Mr.  Elmer  was  employed  by  the  Midland  Shoe 
Company,  of  Kingston, 


A  leading  Canadian  manufacturer  will  include  in  his 
sjjring  lines  for  men  toney  red,  royal  'purple,  khaki, 
glace  kangaroo,  cordo-veal,  and  black  calf.  The  leather 
market  remains  firm,  he  says,  and  there  is  no  relief  in 
sight.  While  not  long  ago  he  had  considerable  diffi- 
rnlt\  in  securing  sufiicient  laces  to  parallel  his  out])ut, 
he  now  has  a  su])i)ly  ahead. 


• 
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Of  special  Interest  to  Repairmen 

Toronto  Association  Notes — Repair  Shop  Advertising  — 
How  to  Attacli  French  Heels 


A 


R  R A X  C  i EM  F.XTS  have 
1)een  completed  by  the 
Toronto  Shoe  Repair- 
ers' Association  for 
handUng  a  standard  fibre  sole 
and  rubl)er  heel.  These  are  to 
l)e  distributed  through  the  pre- 
sident of  the  association,  Mr.  C. 
E.  Robertson,  497  Queen  Street 
West,  Toronto.  The  membership  of  the  association  is 
now  well  over  the  hundred  mark,  with  new  members 
coming-  in  daily.  President  Robertson  and  Mr.  C.  J. 
Wren,  who  recently  visited  Rochester  and  called  on 
the  trade,  reported  at  a  meeting  of  the  association  that 
cement  sold  for  90  cents  a  gallon  over  there,  while  in 
Toronto  the  cheapest  was  $1.50.  The  Toronto  associa- 
tion, however,  received  better  prices  for  their  work. 
Mr.  W.  Baker,  who  had  been  in  Buffalo,  reported  the 
shops  there  had  difficulty  in  securing  labor,  and  thai 
prices  were  not  as  good  as  in  Toronto. 

Several  matters  are  under  consideration  by  the 
association,  including  a  co-operative  buying  proposal. 
G.  Barreca.  682  Bloor  Street  West,  Toronto,  s  the 
composer  of  a  catchy  song,  called  "Toronto  Shoe  Re- 
pairers' Song."  The  new  meeting  room  at  22  College 
Street  contains  a  piano,  and  the  boys  have  some  good 
musical  evenings. 


Advertising  for  the  Repair  Man 

IT  has  always  been  the  big  plaint  of  many  repair 
men  that  their  business  rushes  are  seasonal.  They 
will  be  loaded  up  with  work,  for  instance,  when 
the  wet,  sloppy  weather  comes — ^before  the  holi- 
days— or  in  spring,  and  during  other  months  they  have 
time  to  spare.  It  argues  in  many  cases  that  people 
either  procrastinate  or  do  not  think  to  have  their  foot- 
wear put  in  shape  in  advance  of  the  need.  There  is  a 
prospect  in  every  person  who  has  a  pair  of  shoes 
stacked  away  in  the  cupboard  because  he  doesn't  need 
them,  and,  anyway,  the  soles  are  worn  out. 


LOOK  THEM  OVER 
CAREFULLY 

and  see  If  you  can  find  any- 
thing more  perfect  than  our 
shoe  repairing.  Every  stitch 
even  soles  and  heels.  Just 
like  those  on  shoes  that  have 
never  been  worn.  Once  you 
test  our  handiwork  you'll 
realize  how  needless  it  is  to 
buy  new  shoes  so  often.  Our 
repair  work  doubles  the  dur- 
ability of  footwear. 

Electric  Shoe  Repair  Shop 

S.  GOODMAN,  Proprietor 
279  Rasl*n  Street 
Next  Door  Temporance  H«H 
Block 


Occasionally  one  notices  some  repair  shop  advertis- 
ing in  the  newspapers,  but,  in  general,  it  is  very  scarce. 
Xo  particular  effort  is  made  ])y  repair  men  to  kce]) 
their  names  before  the  public  as  a  constant  reminder 
of  the  necessity  for  having  repairs  made — no  apparent 
desire  to  create  demand  in  slack  seasons. 

\\'e  suggest  that  every  repair  man  seriously  con- 
sider at  least  trying  a  consistent  newspaper  campaign 
for  the  enlai'gement  and  balancing"  of  his  trade.  No 
great  amount  of  space  need  be  used — regularity  of 
appearance  is  more  important.  Try  to  establish  the 
name  of  your  shop  in  the  mind  of  the  reader.  Urge  the 
advisability  of  having  extra  pairs  of  shoes  placed  in 
good  shape  well  in  advance  of  the  need ;  speak  of  your 
good  service  and  workmanship  ;  originate  a  slogan  or 
some  catchy  name  for  your  store.  Results  may  not  be 
apparent  immediately,  'but  this  should  cause  no  abate- 
ment in  the  campaign — persistency  wins  in  advertising 
as  in  evervthiu"'  else. 


HiiiiiiiHUiiiiiiiiiiiiiiiiiiiiwiiiiiiiniiiiiutiiininiiimiiw»iiniiiiitiiiiiiiiiiiiiii»nn 

A  snappy  repair  shop  advertisement— the  original  was  slightly  larger  in  size. 


When  High  Heels  Drop  Off 

SH  \i  had  lost  both  heels — b^rench  heebs — and  every- 
body laughed  to  see  her  standing  up  in  the  car 
with  toes  upturned.  It  seems  that  in  sitting- 
down  she  stuck  both  heels  l^etween  the  edge  of 
the  seat  and  the  strip  on  the  floor,  and  in  getting  up 
the  heels  did  not  disengage,  'but  came  off.  She  had  a 
young  lady  accompanying  her,  whom  she  severely  re- 
primanded for  laughing  so  much  at  something  which 
was  not  so  very  funny  after  all.  The  men  folks  had  no 
pity  for  her,  and  roared.  A  repairer  was  badly  needed, 
and  as  the  writer  happens  to  know  the  young  lady 
herein  referred  to,  he  knows  what  troulile  she  had  in 
getting  one  that  could  or  would  fasten  dt)wn  those 
heels.  Some  claimed  that  they  were  made  of  paper  and 
could  not  be  solidly  put  on  ;  others  that  they  had  no 
nails  long  enough,  and  still  others  that  new  heels  could 
be  built  U'p. 

It  seems  rather  strange  to  the  writer  that  so  manv 
repairers  know  nothing  about  affixing  high  heels  to 
shoes.  Eirst  of  all,  apply  first-grade  cement  and  nail 
with  a  hook  nail  from  the  inside,  I)ut  remember  thai 
the  cement  is  fully  as  important  in  holding  the  heel 
down  to  the  sole  as  the  nails.  It  is  surprising  what 
cement  will  hold  when  of  the  right  kind  and  properly 
applied.  All  cheap  heels,  whether  high  or  low,  are 
cemented  down  before  nailing  in  shoe  factories.  To 
compress  the  heel  down  on  the  heel-seat  of  the  shoe  to 
better  cement  down  the  heels  is.  of  course,  advantage- 
(lus,  and  repairers  should  ha\-e  some  kind  of  a  press  to 
do  that.  1  ligh  heels  call  for  this  cementing  down  more 
than  low  heels,  and  in  combination  with  the  right  kind 
of  nails,  any  repairer  can  solidly  affix  l-^-ench  heels  or 
any  other  kind  of  high  heels,  It  is  up  lo  the  modern 
repairer  to  (juickly  compreliend  the  needs  of  his  time 
rather  tlian  kick  against  the  sl}  le. — Shoe  Repairer. 
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Some  Facts  on  Repairing 

AT  tlie  recent  conxeiition  of  shoe  findings  men  in 
Mihvautcee  one  of  the  papers  read  contained 
some  very  interesting  facts  regarding  shoe  re- 
pairing.   Tlie  figures  apply  more  particularly 
to  conditions  in  thai  country,  hut  will  he  f)f  interest 
alike  to  Canadian  repair  men. 

It  is  estimated  that  $300,000,000  is  now  heing  spent 
per  year  for  shoe  repairs. 

Some  of  the  larger  shops  employ  from  30  to  40  men. 
The  average  numher  of  shoes  repaired  per  shop  per 
day  is  from  25  to  40,  or  alKUit  10  to  12  pairs  j)er  man 
per  day. 

The  average  gross  income  ])er  shop  per  dav  is  from 
$25  to  $40  daily.'" 

The  estimated  increase  in  shoe  repairs  since  the 
outbreak  of  war  is  from  40  to  50  per  cent. 

The  increase  in  rates  for  soling  and  heeling  aver- 
ages from  33  1/3  to  50  per  cent. 

There  are  82  shoe  repairers'  associations  in  exist- 
ence, all  in  sound  standing. 

Wages  have  increased  since  the  war  from  20  to  25 
per  cent.  The  average  paid  is  from  $12  to  $18  per 
week. 

Many  laundries  are  installing  repair  departments 
and  find  an  open  field — their  facilities  for  calling  and 
delivering-  jobs  being  specially  adapted. 


While  in  a  repair  shop  the  other  day  we  noticed  the 
proprietor's  boy  cleaning  the  machine  while  it  was  in 
operation  and  the  repairer  himself  working  on  shoes. 
Even  the  best  mechanics  have  been  "caught"  while 
using  a  rag  around  revolving  shafts  and  belting,  caus- 
mg,  often,  complete  disablement.    This  boy  evidently 


(lid  Hill  a])])rrciale  the  danger  in\(^l\ed  in  a  slip  which 
would  ha\  e  brought  his  hand  into  contact  with  some 
nio\  ing  part.  The  time  to  clean  and  oil  machinery  is 
either  in  the  morning,  before  work  has  commenced,  or 
at  the  close  of  the  day's  work,  and  always  with  the 
machinerv  idle. 


Room  for  Improvement  in  Montreal 

IN  the  course  (jf  a  chat  with  a  representative  (^f 
I-'ootwear,  the  proprietor  of  a  Montreal  shoe  re- 
pairing store  spoke  of  the  decreased  profits  which 
have  resulted  from  the  rise  in  the  prices  of  leather 
and  findings  "I  find  it  im])ossible,"  he  said,  "to  obtain 
anything  like  the  margin  of  profit  1  was  formerly  able 
to  get.  .Shoe  manufacturers  have  put  up  their  prices 
in  accordance  with  the  higher  value  of  raw  materials, 
but  shoe  repairers  have  not  been  able  to  follow  suit, 
largely  because  of  the  competition  t(j  get  business.  Of 
course,  prices  have  advanced,  but  not  in  the  same  ratio 
as  the  rise  in  leather  and  labor.  The  general  rate  for 
halfsoling  and  heeling  is  $1.50;  occasionally  I  get  $1.65, 
but  there  is  a  strong  kick  on  the  part  of  some  custom- 
ers, who  say  they  would  rather  buy  new  shoes  than 
])ay  what  they  call  extravagant  rates  for  repairing.  So 
far  from  being  this,  they  are  not  sufficient,  and  I  find  it 
pretty  hard  to  make  a  decent  living.  At  one  time  I 
did  a  large  amount  of  work  on  soldiers'  boots ;  the 
rate  was  $1.25  for  halfsoling  and  heeling.  I  found  that 
this  was  too  low,  and  put  on  25  cents  per  pair — result, 
the  work  went  elsewhere.  This  is  the  .sort  of  thing 
those  who  are  trying  to  get  higher  rates  are  up  against. 
The  shoe  repairing  trade  in  Montreal  is  quite  disor- 
ganized, and  while  we  are  competing  against  each 
otlier  we  shall  not  f)btain  anv  relief." 


Mr.  Grififith  Qarke's  hydro  plane,  the  "Leopard,"  equipped  with  a  135  h.p.  six  cylinder  Sterling  marine  engine, 
and  capable  of  a  speed  of  40  miles  per  hour.   The  illustration  shows  the  "Leopard"  in  the  speed 
boat  races  off  the  Toronto  Exhibition  grounds.   Mr.  Clarke  is  seen  at  the  wheel. 
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Gift  Specialties  Instead  of  Cut 
Prices  to  Win  Trade 

By  J.  W.  Hance 

MOST  shoe  dealers  recognize  that  nothing  is 
more  demorahzing  to  trade  and  profits  than 
cut-price    inducements,    even   when  legiti- 
mately made  to  close  out  dead  stocks — espe- 
cially so  when  featured  to  stimulate  waning  trade 
under  the  deceptive  guise  of  "clearance,"  "stock  reduc- 
mg,"  and  other  "sales"  of  similar  character. 

Jn  addition,  such  events  are  gradually  losing  their 
influence  with  the  public.  The  average  purchaser  of 
shoes  is  seldom  a  sufficiently  good  judge  of  technical 
points  concerning  footwear  to  measure  the  true  worth 
of  an  inducement  to  buy  that  is  offered  in  the  form  of  a 
cut  price. 

Through  long  acquaintance  with  "bargain  sales" — 
good,  bad,  and  indift'erent — the  public  is  inclined  to  dis- 
count the  worth  of  goods  "marked  down"  and  to  ques- 
tion even  the  most  genuine  values  at  reduced  prices. 

Every  shoe  dealer  knows  that  a  bona  fide  cut  of 
eight  or  ten  cents  per  pair  on  children's  shoes,  for  ex- 
ample, would  exercise  practically  no  influence  as  a 
sales  inducement.  Confronted  with  the  proiblem  of  gin- 
gering up  sales  in  the  children's  department  or  moving 
an  overstock  of  children's  shoes,  the  dealer — to  invoke 
the  bargain  inducement — must  choose  between  deceiv- 
ing the  buyer  with  fictitious  values  or  "cuts"  or  actu- 
ally losing  a  large  percentage  of  his  legitimate  profit. 

Here  is  where  the  gift  inducement  offers  a  way  out 
of  the  dilemma  without  resort  to  either  the  reprehen- 
sible or  the  deplorable  alternative  just  mentioned.  The 
dealer  has  only  to  set  apart  the  amount  he  can  really 
afford  to  move  the  goods  or  ginger  up  sales  and  invest 
it  in  gift  specialties,  and  they  will  perform  the  desired 
service  without  reducing  his  margin  of  profit. 

These  are  inducements  the  buyer  can  easily  under- 
stand and  appreciate.  Boys  and  girls  have  no  difficulty 
in  measuring  the  pleasure  they  will  derive  from  pos- 
sessing a  jump-rope  or  game.  But  neither  children  nor 
parents  can  appreciate  an  equivalent  of  their  cost  of- 
fered in  the  form  of  a  price  reduction. 

Gift  specialties,  first  of  all,  afford  a  genuine  incen- 
tive to  buy ;  secondly,  they  help  the  dealer  in  maintain- 
ing his  regular  scale  of  prices,  and  over  all  these  ad- 


\antagcs  llu'\'  make  lasting 
girls  who  recci\'e  them. 


friends  of  the  l)ovs  and 


A  Quick  Cure 

Speaking  about  salesmen  and  their  peculiarities,  a 
Toronto  retailer  told  us  this  one:  "I  have  a  man  on  my 
staff  who  used  to  complain  very  frequently  of  illnes.s — 
something  wrong  with  his  stomach,  he  said,  and  he 
would  have  to  go  home  at  times  when  I  needed  him 
most,  and  often  would  not  show  up  in  the  morning  at 
all.  Mnally  it  -got  so  that  he  averaged  a  day  a  week 
oft'.  I  decided  then  that  1  would  inaugurate  a  rule  in 
my  store  which  1  had  never  done  before  and  really  did 
not  believe  in  as  a  general  thing — 1  would  'dock'  all 
salesmen  for  time  away  for  any  reason.  I  didn't  say 
much  about  it  to  the  other  boys,  but  I  told  this  one  in 
particular  that  I  had  to  do  something  of  that  sort  be- 
cause I  couldn't  afford  to  be  so  'badly  inconvenienced 
and  pay  his  salary  at  the  same  time.  From  that  day 
to  this  I  have  never  heard  a  word  out  of  him  about 
sickness  and  he  turns  up  as  regular  as  the  clock.  T  am 
not  saying  he  was  deliberately  taking  advantage  of  me, 
but  it  looks  funny,  don't  it?" 


Retail  Clerk's  Association 

"What  are  we  going  to  do  about  this  early  clos- 
ing business?"  a  Yonge  Street  salesman  asked  a  Foot- 
wear representative.  "You  know  we  can't  work  all 
day  and  all  night  and  do  our  best.  Of  course,  we  take 
it  in  shifts,  but  that  doesn't  lighten  the  burden  much. 
I  predict  that  after  this  war  is  over  Toronto  will  have 
an  association  of  retail  salesmen  who  will  themselves 
dictate  whether  or  not  the  retail  stores  shall  stay  open. 
It  will  then  be  a  matter  for  the  retailer  to  decide  whe- 
ther he  will  keep  open  and  try  to  handle  the  trade  alone, 
or  whether  he  will  do  the  sensible  thing  and  close  at- 
a  decent  hour.  When  this  association  is  formed  the 
retailers  will  be  unable  to  hire  clerks  to  work  night 
and  day  for  them." 


If  They  Fail  to  Pay  Promptly 

When  custt)mers  disregard  the  usual  monthly  bills 
and  it  might  be  undiplomatic  to  write  a  collection  let- 
ter, a  druggist  sends  a  statement,  on  the  'bottom  of 
which  is  penned  the  phrase:  "Eventually — whv  not 
now?  \\\th  apologies."  It  accomplishes  the  desired 
effect  without  offence. — Svstem. 


Retail  Advertising  Pointers 


Speak  in  common-sense  terms — leave  the 
flossy  stuff  to  the  other  fellow. 

Speak  of  good  merchandise,  good  store  ser- 
vice and  good,  square  prices — leave  the  fake  stuff 
alone  to  stand  out  sharp  and  clear  in  contrast 
with  your  own  copy. 

The  public  will  believe  a  modest  price  reduc- 
tion— sensational  cuts  are  branded  "fake." 

Use  some  distinctive  style  of  type  if  you  can. 
Get  acquainted  with  your  newspaper  man  or 
printer  and  find  out  what  he's  got. 


Use  illustrations  freely,  but  remember  they 
must  be  up-to-date  and  appropriate. 

Somebody  on  your  staff  might  be  able  to  write 
ads  better  than  yourself.  Find  out — give  them  a 
chance. 

Modern  advertising  is  too  efficient  to  fear  com- 
petition of  haphazard  methods.  Make  a  study  of 
the  subject. 

To  stop  advertising  is  to  be  forgotten. 
To  write  good  advertising  you  must  be  lum- 
inous rather  than  voluminous. 
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Suggestions  for  Findings  Cards 

Many  people  imagine  that  the  aches  and  pains 
in  their  feet,  ankles,  legs  and  back,  are  caused  by 
rheumatism,  when  nine  times  out  of  ten  it  is 
really  nothing  more  or  less  than  the  strain  on  the 
arch  of  their  foot  caused  by  its  not  being  suffici- 
ently supported.    We  can  give  you  instant  relief. 

When  you  are  wearied  and  "fagged  out"  at 
the  end  of  the  day  by  being  constantly  on  your 
feet,  you  will  be  surprised  how  quickly  these  con- 
ditions will  disappear  after  being  fitted  with  our 
special  arch  cushions. 

You'll  never  realize  how  much  solid  comfort 
you  have  been  missing  until  you  have  tried  a  pair 
of  our  arch  supports.  Get  a  pair  without  delay 
and  obtain  absolute  relief  and  grateful  comfort. 
They  are  made  in  all  sizes  for  men  and  women. 


Rubber  Prices  May  Increase 

In  answer  to  a  recent  enquiry  regarding-  the  tenden- 
cy of  rul)l)er  price.s  in  the  near  future  we  have  received 
the  foUowing  re{)ly  from  (_>ne  of  the  larger  manufactur- 
ers : 

"To-day  a  very  large  percentage  —  nearly  75  per 
cent. — of  all  crude  rubber  comes  from  the  Orient,  and 
there  is  considerable  difficulty  in  securing  transporta- 
tion, for  the  reason  that  the  llritish  (lovernment  ha,> 
commandeered  so  many  boats  that  were  regularly  used 
in  this  trade.  Fortunately,  the  production  of  planta- 
tion rubber  is  increasing  in  about  the  same  proportion 
as  its  use  at  the  present  time,  so  that  the  price  would 
remain  cpiite  steady  with  ample  transportation  facili- 
ties. However,  it  is  now  25  per  cent,  to  40  per  cent, 
higher  than  the  average  for  the  past  few  years. 

"The  above  is  one  reason  why  we  may  e.xpect  in- 
creased prices  on  rubber  goods.  The  main  reason,  how- 
ever, is  in  the  fact  that  cotton  fabrics  also  enter  largely 
into  the  construction  of  most  articles  in  which  rubber 
is  used.  Cotton  fabrics,  such  as  belting  and  hose  ducks, 
have  more  than  doubled  in  price  within  the  last  twelve 
months,  while  automobile  tire  fabrics  have  advanced 
from  200  per  cent,  to  300  per  cent. 

"In  the  writer's  opinion,  we  may  look  for  increas- 
ingly higher  i)rices  during  the  continuance  of  the  war." 


What  Makes  a  Salesman? 

Mr.  H.  Russell,  a  prominent  Yonge  Street,  To- 
ronto, retailer,  has  some  ideas  of  his  own  on  the  ques- 
tif)n  of  salesmanship  and  selling  methods.  Incident- 
ly  he  never  loses  a  sale  himself,  except  on  the  most 
rare  occasions. 

"'The  average  salesman  I  get  nowadays,"  he  told 
us,  "is  a  born  shoeman  ;  knows  every  branch  of  the 
business  from  the  ground  up.  Jle  is  much  like  the 
average  college  student  who  during  the  first  year  of 
his  course  always  knows  more  than  the  professor.  The 
second  year  he  finds  he  knows  a  trilU'  less;  the  third 
year,  he  realizes  he  don't  know  very  nnich  after  all, 
and  when  he  gets  out  in  the  business  world  he  finds 
he  doesn't  know  a  darned  thing.    'J'hat's  the  way  with 


our  ])resent-(lay  salesman  whose  experience  has  usu- 
ally been  in  handing  out  pe;inuts,  headgear  or  groceries. 
1  want  to  tell  you  that  to  be  a  shoe  salesman — a  suc- 
cessful one — recjuires  something  more  than  a  cheerful 
line  of  'gab'  and  a  glossed-over  knowdedge  of  .shoes. 
It  re(|uires  an  unbounded  ability  to  correctly  judge 
human  nature,  and  a  more  or  less  thorough  knowledge 
of  the  science  of  accurately  fitting  feet — both  of  which 
the  average  'salesman'  is  lacking  in.  Salesmanship 
is  ])ut  to  its  fullest  test  when  we  encounter  the  type 
of  person  who  won't  sit  down,  won't  take  ofif  her  shoe 
or  do  any  other  thing  than  ask  to  see  something.  Now 
the  best  way  to  go  at  a  ])erson  of  this  kind  is  very 
(|uictly — don't  rush  (jIT  to  the  shelves  and  start  show- 
ing styles  just  because  }-ou've  been  asked  to.  Try 
and  change  the  subject  a  little,  finding  out  finally 
just  about  what  kind  of  a  shoe  they  desire.  Is  it 
something  in  a  low  heel?  Something  in  lace  or  but- 
ton? What  style  and  color  of  leather  do  they  usually 
wear?  And  so  on,  until  you  know  by  adroit  question- 
ing just  what  they  want.  Now  is  the  time  to  get 
them  seated — ask  them  very  quietly,  even  carelessly, 
just  to  sit  down  and  you  will  show  them  something 
along  that  line.  Usually  I  have  no  more  trouble.  But 
with  salesmen  it  is  different.  Met  with  a  request  to 
'show  them  something,'  by  a  person  who  won't  be 
seated,  usually  results  in  the  clerk  making  a  dive  for 
the  boxes  and  pulling  out  'a  swell  line  by  so  and  so,' 
another  line  made  by  the  Jones  Company,  and  'here's  a 
nifty  style  made  by  somebody  else.'  I  generally  lead 
these  fellows  ofif  quietly  and  tell  them  that  as  long  as 
they  are  working  in  my  store,  they  are  selling  my 
shoes — nobody  else's.  And  what  is  the  use  of  them 
pulling  out  style  after  style  without  knowing  what  the 
customer  wants?  When  a  salesman  fails  to  close  a 
sale  in  a  reasonable  length  of  time,  they  have  instruc- 
tions to  pass  the  case  over  to  me  and  I  very  seldom 
have  a  customer  walk  out  without  buying — not  buy- 
ing because  he  thinks  he  has  to,  but  because  he  is  per- 
fectly satisfied." 


X'acations  are  not  time  and  money  uselessly  spent. 
The  merchant  needs  to  get  away  from  the  daily  grind 
of  his  store  for  a  while  in  the  hot  months,  and  he  gets 
back  better  physically  and  mentally  fit  for  his  work. 
r>reakdowns  are  too,  often  directly  attributable  to  con- 
tinuous close  application  to  business. 
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Hylace  —  white  cloth. 

white  rubber  — leather 

insole,    double  sole. 
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heel— No.  744  for  wo- 

man —  844  for  girls- 

Miner  Rubber  Comp- 

^^^^ 

any. 

September,  1917 


FOOTWEAR    IN  CANADA 


45 


Takes  Charge  of  New  York  Office  of  the  SchoII 
Manufacturing  Company 

Air.  J.  K.  Ingalls,  a  portrait  of  whom  is  shown  here- 
with, has  just  been  placed  in  charge  of  the  New  York 
office  of  the  SchoU  Manufacturing  Company.  His  long 
experience  in  this  line,  combined  with  his  mature  busi- 
ness judgment,  his  drawing-  personality,  and  his  en- 
thusiasm for  the  Scholl  line,  assure  in  advance  the  suc- 


Mr.  J.  K.  Ingalls. 


cess  of  his  administration.  Air.  Ingalls  has  been  a  sales- 
man, a  demonstrator,  and  a  lecturer  for  the  Scholl 
Manufacturing-  Company  and  has  made  an  enviable  re- 
cord in  each  of  these  capacities.  It  may  be  taken  as  a 
foregone  conclusion  that  the  New  York  office,  under 
his  direction,  will  greatly  increase  its  power  to  serve 
that  portion  of  the  trade  which  is  handled  by  it. 


"Foot  Prints"  for  1918 

''Foot  Prints"  for  September,  issued  by  the  Cana- 
dian Consolidated  Rubber  Company,  contains  the  1918 
catalogue  of  Fleet-Foot  shoes  "for  every  member  off 
the  family."  The  sale  of  sport  shoes  of  every  descrip- 
tion has  shown  a  marvellous  growth,  and,  in  the  case 
of  Fleet  Foot,  has  increased  in  a  decade  from  a  few 
thousand  pairs  to  millions  of  pairs  annually.  The 
catalogue  is  fully  illustrated,  the  cuts  in  some  in- 
stances showing  the  soles  of  the  shoes,  as  well  as  a 
general  view  of  the  goods.  The  cover,  printed  in  col- 
ors, is  very  suitable,  depicting  various  phases  of  sport. 
A  number  of  the  cuts  are  also  in  colors.  This  com- 
pany, in  order  to  emphasize  the  new  lines — a  total  of 
21 — have  issued  a  special  catalogue  of  these  shoes, 
which,  however,  are  included  in  the  September  issue  of 
"Foot  Prints."  It  is  stated  that  in  women's  the  plain 
colored  tops  are  the  latest  word,  and  in  women's  pumps 
there  is  a  wider  range  of  styles. 


Mr.  Rannard  Gathering  Information 

Mr.  C.  F.  Rannard,  of  Rannard  Shoe,  Limited, 
Winnipeg,  was  a  recent  visitor  at  the  offices  of  Foot- 
wear in  Canada,  on  his  return  from  Montreal,  where  he 
was  attending  the  annual  meeting  of  the  Dominion 
T>(>ard  of  the  Retail  Merchants'  Association.  Mr.  Ren- 
nard's  trip  was  also  for  the  ])urpose  of  getting  advance 
]K)inters  on  style  trend  and  the  leather  markets  in  con- 
nection with  which  he  visited  several  points  in  Can- 
ada, as  well  as  Chicago,  on  the  return  journey.  He 
fully  api)reciates  the  advantage  of  getting  out  after 


lirst-hand  information,  and  counts  his  little  jaunts  to 
the  style  centres  as  very  protitable  indeed. 


New  Miner  Catalogue 

The  Miner  Ruliber  Company,  Ltd.,  Granby,  have 
issued  their  season  1918  catalogue — French  and  Eng- 
lish editions — of  (ireyhound  canvas  shoes.  This  shows 
a  very  extensive  range  of  these  goods,  the  demand  for 
which  is  increasing  year  by  year.  The  catalogue  is 
well  printed  on  good  stock  in  black  and  white  and  in 
colors,  with  a  brief  description  of  each  class  of  shoe. 
It  also  contains  a  list  of  the  various  branches  and  sell- 
ing agents  in  Canada,  where  a  c(>m])lete  assortment  of 
goods  are  kept. 


Ralston  Health  Shoes 

The  new  fall  and  winter,  1917-18,  catalogue  of  the 
Ralston  Health  Shoemakers,  Ih-ocktcm,  Mass.,  is  just 
to  hand,  and  is  a  very  handsome  booklet  of  28  pages. 
Two  new  lasts  of  the  iMiglish  type  have  l)een  added  to 
an  already  very  ccmiplete  list,  and  the  Ralston  army 
shoe  is  shown  as  an  example  of  rugged  service  shoe. 
This  company  makes  a  shoe  with  cushion  innersole  of 
high-grade  felt ;  also  a  combination  bal  for  low  insteps 
and  various  models  with  fibre  soles  and  heels.  All 
styles  are  "in-stock,"  and  can  be  convenientlv  ordered 
by  telegraph  code. 


Views  on  Low  Heeled  Footwear 

A  manufacturer  of  women's  fine  shoes,  whose  fac- 
tory produces  about  the  best  made  footwear  in  the 
United  States,  says  the  Shoe  Retailer,  expresses  the 
opinion  that  low  heeled  footwear  will  not  be  a  spec- 
tacular feature  for  either  dress  or  street  wear,  as  many 
shoe  people  expect.   He  says: 

"The  retailers  themselves  do  not  know  just  what 
they  or  their  customers  may  want  in  low  heeled  shoes. 
At  first  they  were  ordering  one  and  a  half  inch  heights, 
then  they  changed  their  minds  and  asked  for  the  one 
and  five-eighths.  Later  there  was  another  reversal  of 
thought  and  a  call  developed  for  the  one  and  three- 
quarter  inch  heel.  Now  it  would  seem  that  the  one 
and  seven-eighths  inch  heel  will  be  the  right  thing. 

"This  latter  type  of  leather  heel  in  Cuban  effect 
may  be  great  in  the  selling,  but  what  is  to  prevent 
the  women  from  saying,  'Oh  well,  as  long  as  that  height 
seems  to  be  popular,  I  may  as  well  stick  to  my  old 
favorite ;  give  me  a  shoe  with  the  two-inch  covered 
wood  heel.'  There  is  so  little  difference  between  the 
height  of  these  two  heels  that  the  trade  might  well  ex- 
pect just  this  thing.  One  cannot  very  well  get  away 
from  the  fact  that  no  matter  how  much  the  trade  de- 
sires to  see  low-heeled  footwear  in  \ogue,  women  of 
fashion  will  persist  in  demanding  the  covered  Louis 
heel  for  street  and  dress  wear." 

Another  argument  advanced  by  this  manufacturer 
is  tliat  in  his  opinion  all  the  grace  a  woman  ])t)ssesses 
disappears  when  she  dons  low-heeled  shoes.  Naturallv 
there  are  many  women  of  a  certain  t\  ])e  who  can  wear 
low  heeled  shoes,  l)ut  the  great  majorit\'  look  unnat- 
ural in  them. 

This  particular  manufacturer  does  not  wish  to 
throw  cold  water  on  the  selling  of  low-heeled  footwear. 
He  admits  the\-  may  be  good  factors  in  the  selling  this 
coming  fall,  but  he  cannot  see  where  they  can  have 
a  permanent  ])lace  in  the  heart  of  the  buying  public, 
unless  it  is  for  sport  wear,  the  morning  walk,  or  for 
hiking. 
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Story  of  the  Foot  is  Told  by  the  Shoe 

  By  Wm.  M.  Scholl,  M.D.   


The  Practipedist  has  a  wonderful  field  and  oppor- 
tunity of  recognizing  foot  weaknesses  and  foot  troubles 
by  the  manner  in  which  the  shoes  are  worn.  In  no 
profession  are  there  so  many  possibilities  of  diagnosis 
and  positive  confirmation  of  what  one  may  expect  as  is 
found  by  the  expert  shoe  fitter  and  I'ractipedist. 

First — Because  the  manner  in  which  the  shoe  is 
worn  shows  up  any  foot  weakness,  mal-position  of 
any  of  the  bones  and  the  manner  in  which  the  person 
walks.  The  gait  and  carriage  of  an  individual  are  also 
splendid  ways  of  rec(jgnizing  foot  troubles.  Have  you 
ever  noticed,  while  going  down  the  street  and  watch- 
ing the  feet  of  the  pedestrians,  how  many  have  turn- 
ing ankles,  slouchy  gait,  flat  foot,  bunions  and  pain- 
ful conditions  of  the  feet — all  recognized  by  the  appear- 
ance of  the  shoes  externally.  A  good  plan  to  follow 
is  to  be  on  the  alert  and  notice  how  the  person  walks 
when  he  enters  the  store.    This  is  very  important. 

A  Physician's  Mistake 

A  mechanical  orthopedist  of  Brooklyn,  N.Y.,  no- 
ticed the  gait  of  a  yt)ung  lady  entering  the  store,  and 
at  once  recognized  that  there  was  a  hip  lesion.  The 
customer  had  a  prescription  from  a  local  physician 
for  a  special  spinal  jacket  for  curvature  of  the  spine. 
After  making  a  careful  examination,  he  telephoned  to 
the  physician  that  the  trouble  was  not  in  the  spine 
but  was  the  result  of  a  slight  conversion  of  the  hip 
and  that  the  patient  required  a  hip  splint  rather  than 
a  spinal  jacket.  This  merely  goes  to  show  that  watch- 
ing how  the  people  walk  and  noticing  how  they  use 
their  feet  is  very  important  in  diagnosis. 

Now,  when  the  shoe  is  removed,  see  how  it  is 
worn.  Are  the  heels  straight  or  crooked?  Are  the 
shanks  perfect,  or  are  they  forced  down  out  of  shape? 
How  is  the  wearing  surface  of  the  sole?  Is  there  a 
thin  spot  under  the  first  metatarsal  phalangeal  joint 
(great  toe  joint)?  If  so,  this  is  indicative  of  weak- 
ened longitudinal  arch.  Undue  pressure  is  being- 
thrown  on  this  joint,  causing  it  to  wear  through  too 
quickly.  Are  there  thin  spots  across  the  ball  of  the 
foot  instead  of  the  sole  being  worn  uniformly?  If  so, 
place  your  hand  inside  the  shoe  and  notice  if  there 
are  depressions  in  the  inner  sole.  This  would  indi- 
cate a  drcjp  metatarsal  head,  forcing  the  weight  down, 
and  wearing  through  the  sole  before  other  parts  of 
the  tread  are  worn  through. 

Then  run  your  fingers  further  forward  in  the  toe 
l)art  of  the  shoe.  Are  there  depressions  on  the  great 
toe  side?  Are  there  depressions  on  the  third,  fourth, 
or  fifth  toes?  This  would  show  (jne  of  two  things. 
One  would  indicate  a  weakened  longitudinal  arch.  The 
other,  metatarsalgia  or  breaking  down  of  the  anterior 
metatarsal  arch  (across  the  ball  of  the  foot).  These 
conditions  can  all  be  remedied  by  the  i)roper  arch 
fitted  to  give  su])])ort  to  the  foot. 

Counters  Run  Over 

Are  the  counters  run  oxer?  Does  the  customer 
com])lain  of  shoes  losing  their  sha])e  unduly  soon? 
Do  the  u])pers  s])read  over  tiie  sole?  If  so,  this  is 
due  to  a  s|)reading  of  the  anterior  metatarsal  arch. 
These  com])]aints  are  very  nmnerous.  Many  a  shoe 
dealer  has  lost  a  good  customer  because  of  the  wrong 
impression  that  the  dealer's  shoes  were  not  as  good 


as  formerly,  because  they  did  not  hold  their  shape. 
The  real  fault  was  that  a  weakness  had  developed  in 
the  anterior  portion  of  the  foot,  causing  metatarsalgia 
or  weakening  of  the  arch  between  the  great  and  little 
toes. 

Do  you  have  complaints  of  shoes  being  short? 
It  may  not  be  due  to  the  measurement  or  fit  of  the 
shoe,  but  to  weakness  of  the  longitudinal  arch.  Sup- 
I)ort  the  foot  structure,  holding  the  foot  back  into 
the  heel  j^art  of  the  shoe,  and  comfort  will  result  in  the 
shoe  the  customer  thought  was  fitted  short.  Do  the 
shanks  rip?  Do  the  uppers  break  out  at  the  inseam? 
This  is  due  to  weak  arch. 

Watch  the  shoes  of  your  customers.  Help  them 
to  get  better  service  and  better  wear,  by  using  some 
of  the  simple  diagnostical  features. 

Walking  on  Heels 

Did  you  ever  notice  a  person  walking  on  the  heels 
to  save  the  pressure  on  the  toes?  This  is  not  at  all 
an  unusual  occurrence  among  Practipedists  who  are 
carefully  observing  the  feet  of  their  customers  and 
who  notice  how  they  walk. 

\'ery  frequently  a  person  with  metatarsalgia  or 
painful  callouses  across  the  ball  of  the  foot  will  walk 
thus,  to  save  the  pressure  and  resulting  irritation  and 
pain  by  throwing  the  weight  on  to  the  toes. 

Another  very  common  condition  of  foot  trouble, 
discovered  by  the  manner  in  which  the  shoes  are 
worn,  is  the  treading  on  half  of  the  fore  part  of  the 
sole.  A  person  having  a  painful  or  irritated  corn  will 
try  to  dodge  the  pressure  of  the  shoe  bv  throwing  the 
weight  to  the  opposite  side  of  the  foot,  and  after  a  short 
time,  the  shoe  will  begin  to  wear  out  on  the  opposite 
side  so  that  the  foot  locates  its  bearing  points  there 
instead  of  equalizing  it  over  the  tripod  bearing  points 
of  a  normal  foot. 

A  study  of  old  shoes  is  almost  essential  to  the 
knowledge  seeking  student  of  Practipedics.  A  de- 
pressed metatarsal  bone  will  have  indentations  in  the 
inner  sole  and  the  same  condition  will  leave  black 
marks  and  depressions  in  the  inner  sole  along  the  outer 
edges  of  the  inner  sole  along  the  toe. 

Shoes  Ripping  at  the  Shank 

This  is  not  always  due  to  faulty  workmanship  or 
materials  used  by  the  manufacturer.  The  pressure 
and  strain  of  faulty  walking  may  have  overburdened 
and  stretched  the  shoe  until  they  gave  way.  The  ex- 
cessive moisture  from  perspiring  feet  that  the  leather 
absorbs  may  also  have  contributed  to  the  cause  by  rot- 
ting the  threads. 

It  is  the  duty  of  the  Practipedist  to  recognize  just 
such  causes  and  make  the  proper  recommendations. 
The  study  of  the  foot  is  a  wonderful  education,  but 
because  a  shoe  is  a  shoe  is  no  reason  why  it  should 
not  also  be  made  a  part  of  the  study,  as  it  is  these  dif- 
ferent links  in  the  chain  that  gives  you  the  complete 
knowledge  of  foot  work. 

Now,  with  shoes  costing  fifty  to  one  hundred  per 
cent,  more  than  they  did  a  short  time  ago,  there  is 
even  more  reason  why  the  shoe  dealer  should  give 
service  to  the  shoe  buying  public  by  pointing  out  the 
cause  of  shoe  C()mi)laints  brought  on  by  abnormal  con- 
ditions (jf  the  foot. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


P.  F.  and  J.  R.  Payan,  of  Duclos  and  Payan,  St.  Hya- 
cinthe  and  Montreal,  are  on  a  visit  to  New  York.  They 
will  return  by  automobile. 

Corporal  Leslie  F.  Jackson,  Edmonton,  brother  of 
Messrs.  A.  E.  and  W.  Jackson,  of  the  Miner  Shoe  Company, 
Limited,  Montreal,  has  died  from  wounds  received  at  the 
front.    Corporal  Jackson  was  wounded  twice  previously. 

A.  E.  Jackson  and  Alec  Angus,  of  the  Miner  Shoe  Com- 
pany, Montreal,  were  recent  visitors  to  Quebec  City.  They 
state  that  business  there  is  quiet. 

J.  M.  S.  Carroll,  sales  manager  of  the  Dominion  Rubljer 
System,  Montreal,  has  been  on  a  visit  to  the  West. 

Joseph  Daoust,  president  of  Daoust,  Lalonde  &  Com- 
pany, Limited,  Montreal,  has  returned  from  a  brief  busi- 
ness visit  to  Boston. 

Alfred  Steen,  superintendent  of  the  Elmira  rubber  fac- 
tory. Dominion  Rubber  System,  was  recently  married  to 
Miss  Aurel  Deppische,  of  Kitchener,  Ont. 

In  Minneapolis  a  firm  which  advertised  a  special  sale  as 
their  premises  were  condemned  and  had  to  be  torn  down 
were  fined  .$25  for  misleading  advertising,  as  it  was  shown 
the  statement  was  false. 

Charles  Jackson,  a  salesman  in  the  employ  of  the  T. 
Eaton  Company,  Toronto,  was  arrested  on  a  charge  of  theft. 
He  is  alleged  to  have  sold  shoes  to  customers  without  mak- 
ing full  return  to  the  company. 

"They're  going  to  wear  'em  longer."  This  is  the  decree 
regarding  skirts  recently  issued  by  the  Fashion  Art  League 
at  their  semi-annual  convention  at  Chicago.  From  two  to 
six  inches  longer  is  the  verdict. 

Shoes  with  rope  soles  are  made  for  the  use  of  British 
soldiers  operating  "tanks." 

The  Montreal  Leather  Company,  Montreal,  Canada,  is 
the  new  name  for  the  Montreal  Carriage  Leather  Company. 
There  is  no  change  in  the  line  of  leather  manufactured. 

A  French  tanner  suggests  the  use  of  the  skin  witli  hair 
on  for  the  manufacture  of  army  shoes.  This  would  insure 
a  shoe  more  complete  than  the  one  now  in  use  in  the  army. 
It  could  be  well  fitted  for  certain  branches  of  the  service. 

M.  A.  Desmond  now  manages  the  branch  of  the  New 
Castle  Leather  Company,  at  Montreal,  Que. 

Tlie  Quebec  Shoe  Manufacturing  Company,  Quebec, 
Que.,  have  obtained  a  charter. 

The  Lida  Shoe  Company,  Limited,  with  a  capital  of 
$190,000,  has  been  incorporated.  The  company  will  take 
over  the  business  of  Mr.  J.  P.  Cote  and  build  a  new  factory 
at  Maisonneuve,  Que. 

F.  H.  Sharpe,  late  of  the  Juvenile  Shoe  Company,  Sorel, 
Que.,  has  been  appointed  foreman  of  the  women's  making- 
room,  Ames-Holden-McCready,  Limited,  Montreal. 

The  United  Shoe  Machinery  Company  of  Canada,  Mai- 
sonneuve, have  supplied  shoe  repairing  outfits  to  the  mil- 
itary hospitals  in  Toronto  and  Halifax.  These  are  used  in 
teaching  wounded  soldiers  the  trade  so  as  to  enable  them 
to  earn  a  living. 

Jos  Harper,  formerly  with  the  Juvenile  Shoe  Comjiany. 
Sorel,  Quebec,  is  now  foreman  of  the  sole  leather  room. 
Smardon  Shoe  Company,  Montreal. 

Lieut.  Donald  G.  Davidson,  son  of  Mr.  W'illiam  Da\'id- 
son,  Montreal  manager  of  the  Marlatt  and  Armstrong  Com- 


Company,  Limited,  leather  merchants,  Oakville,  Ont.,  has 
been  killed  at  the  front.  He  was  in  the  Rf)yal  Flying  Corps 
and  was  21  years  old. 

Plans  have  been  drawn  for  the  extensive  factory  which 
the  Tetrault  Shoe  Manufacturing  Company,  Montreal,  pro- 
pose to  erect  in  Maisonneuve.  It  will  be  on  a  site  500  x  50 
and  will  consist  of  three  storeys  and  basement.  It  is  in- 
tended to  make  the  factory  one  of  the  best  on  the  continent 
and  to  incorporate  in  it  some  features  of  the  most  recent  fac- 
tories in  the  States.  The  foundations  are  tf)  l)e  of  concrete, 
and  the  exterior  limestone  and  plastic  brick.  Provision  will 
be  made  for  the  comfort  of  the  employees.  The  heating  will 
be  by  steam.  Two  freight  elevators  will  be  installed.  The 
estimated  cost  is  $150,000. 

James  E.  Moore,  for  the  past  four  years  city  traveller 
for  S.  C.  Cronk  &  Company,  Toronto,  died  recently  at  his 
residence,  144a  Sorauren  Avenue. 

Harry  Richardson,  formerly  manager  of  the  Lightning 
Shoe  Repair  Shop,  Winnipeg,  has  been  killed  in  action.  He 
enlisted  with  the  61st  Battalion  and  was  later  transferred 
to  a  Highland  battalion. 

Foster  Fraser,  of  Regina,  has  joined  the  selling  staf?  of 
Blachford,  Davies  &  Company,  Toronto.  He  was  formerly 
with  Thomas  Ryan  &  Company,  of  Winnipeg. 

R.  J.  Orr,  of  Toronto,  who  handles  the  Arrowsmith  line 
of  specialties,  is  on  an  extended  trip  through  Wisconsin, 
Minnesota  and  North  and  South  Dakota. 

Z.  Anchin,  shoe  repairer,  Roncesvalles  Avenue,  Toronto, 
has  mstalled  a  new  Goodyear  ecjuipment  and  remodelled  his 
shop. 

The  United  Last  Company,  Maisonneuve,  recently  com- 
pleted orders  for  the  United  States  and  Russian  governments. 
The  orders  were  of  the  rush  character  and  kept  the  factory 
Ijusy  night  and  day. 

After  a  long  interval,  the  Canadian  government  have  en- 
tered the  market  for  more  army  shoes.  Tenders  for  25,000 
pairs  were  sent  in  on  August  31. 

The  Great  West  Felt  Company,  Limited,  Elmira.  Ont., 
are  erecting  an  addition  to  their  factory  for  the  manufac- 
ture of  felt  and  felt  footwear. 

J.  G.  McDiarmid,  of  Toronto,  has  left  on  his  spring  sell- 
ing trip  through  the  western  provinces.  He  represents  the 
Murray  Shoe  Company,  of  London. 

Walter  J.  Patterson,  formerly  on  the  staf?  of  .Ames- 
Holden-McCready,  Toronto,  has  gone  with  the  White  Shoe 
Company,  Toronto,  and  will  cover  Northern  Ontario. 

Geo.  E.  Williams,  formerly  with  D.  D.  Hawthorne  and 
Company,  Toronto,  has  gone  with  Blachford,  Davies  &  Com- 
pany, Toronto,  as  manager  of  their  warehouse. 

Thomas  Bennett,  of  Toronto,  who  represents  the  James 
Muir  Company,  Montreal,  has  left  for  Western  Canada  with 
a  full  line  of  spring  samples. 

.■\n  Edmonton  newspaper  contains  the  following:  .\  com- 
pliment to  Edmonton  as  a  business  centre  is  paid  by  the  Carey 
Shoe  Co.,  of  Toronto,  one  of  the  largest  exclusive  footwear 
companies  in  Canada.  Its  first  western  branch  is  to  be  opened 
here  in  a  few  days  or  as  soon  as  the  heavy  shipment  of  shoes 
reaches  lulmonton.  The  decision  to  locate  its  first  branch 
in  lulnionton  was  not  made  by  the  management  of  the  Carey 
Shoe  Company  until  a  thorough  investigation  had  been  made 
as  to  the  merits  of  many  western  cities,  I'.dinonton  iieing 
their  choice.    The  new  store  will  be  located  on  lOlst  Street. 
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next  to  the  Journal.  A.  C.  Carey  will  have  charge  of  the  new 
branch. 

G.  J.  Scott,  Western  Canada  representative  for  I'.  Jac(jbi, 
Toronto,  has  left  on  an  extended  trip. 

The  Crystal  Shoe  Company  have  oj^ened  at  the  corner 
of  John  and  Queen  Streets,  Toronto. 

A  concern  styled  "The  Sample  Shoe  Store,"  has  opened 
in  rooms  2,  .'!  and  4.  Edward  Building,  :i2.")  Portage  .\venuc, 
Winnipeg. 

The  Brandon  Shoe  Company,  Brantford,  Ont.,  recently 
closed  down  in  order  that  employees  could  assist  in  getting 
in  a  bumper  harvest  of  grain. 

A.  Butterworth  is  now  sole  proprietor  of  the  Practical 
Shoe  Repairing  Company,  Toronto,  having  bought  out  the 
interest  of  his  partner,  F.  W.  Johnston.  Mr.  Butterworth 
now  operates  three  stores — 457  Yonge  Street,  067  Queen 
Street  West,  and  357  Church  Street. 

Geo.  N.  Dunning,  shoe  repairer,  has  leased  a  store  in 
McTavish  Block,  Aylmer,  Ont.,  and  is  fully  equipped  with 
the  latest  machinery. 

Returned  soldiers  are  learning  shoe  repair  work  at  the 
Nova  Scotia  Technical  College  at  Halifax.  Army  shoes  which 
have  been  condemned  because  of  wear  are  put  into  good 
shape  by  apprentices  under  the  direction  of  competent  in- 
structors, and  sold  back  to  the  soldiers  for  just  enough  to 
cover  the  expense  of  the  materials  put  into  them. 

It  is  stated  there  is  a  good  opening  in  Italy  for  manu- 
facturers of  shoe  findings.  Information  may  be  obtained 
from  Consul-General  David  F.  Wilbur,  Genoa,  Italy. 

The  Labor  Day  sports  in  Toronto,  held  at  the  Exhibi- 
tion Grounds,  were  witnessed  hy  about  twenty-five  thousand 
people.  The  many  events  were  enthusiastically  contested 
and  the  handsome  silver  trophy  donated  by  the  Toronto  Dis- 
trict Trades  and  Labor  Council  for  the  union  securing  the 
most  points  was  won  by  the  Boot  and  Shoe  Workers'  Union. 
The  trophy  must  be  won  three  times  in  five  years  to  con- 
stitute ownership. 

The  Dominion  Rubber  System  Band,  of  Kitchener,  gave 
a  splendid  concert  recently  at  Waterloo,  Ont. 

Clarence  Muirhead,  of  Fernie,  B.  C,  has  purchased  a 
half  interest  in  the  Chilliwack  Shoe  Company,  Chilliwack, 
B.C.  Mr.  Muirhead  has  been  in  the  shoe  business  all  his 
life  and  before  going  to  Chilliwack  conducted  one  of  the 
finest  shoe  stores  in  Fernie. 

In  a  recent  issue  the  Scientific  American  tells  its  readers 
that  "during  1916  no  less  than  1,143  deaths  resulted  from  the 
wearing  of  high  heels,  fatal  injuries  being  caused  by  the 
heel  catching  in  step  or  clothing  and  throwing  the  wearer 
downstairs.  To  this  the  fashionable  crimester  added  in  the 
same  year  a  total  of  4,000  cripplings,  including  sprains,  break- 


ages and  permanent  strainings.  As  the  hand  of  humanity 
has  turned  against  the  fly,  so  must  the  foot  of  womankind 
turn  against  the  high  heel." 

The  annual  picnic  of  the  Tillsonlnirg  Shoe  Company's 
employees  was  held  recently  at  \'ienna  Hill  Grove.  One  of 
the  interesting  features  was  a  baseball  match  between  the 
married  men  and  the  bachelors — the  latter  winning  by  two 
runs.  There  were  also  foot  races,  ball  throwing  and  nail 
driving  contests,  etc.,  together  with  ample  refreshments. 

The  Stratford  Glove  Makers,  Limited,  Stratford,  Ont., 
have  obtained  a  charter. 

John  Brown,  one  of  Kitchener's  pioneer  shoe  and  glove 
manufacturers,  died  recently  following  an  operation. 

In  view  of  the  great  increase  in  the  price  of  footwear 
the  Italian  Government  has  decided  to  manufacture  a  stand- 
ard shoe  of  stout  make  and  at  a  reasonable  price.  Three 
hundred  thousand  pairs  will  ))e  turned  out  monthly  in  Italy, 
and  another  200,000  pairs  will  be  imported. 

"Some  of  the  footwear  of  the  present  day  is  almost  as 
bad  as  that  of  the  footbindings  in  China,"  declared  a  Toronto 
minister  in  announcing  that  at  the  Epworth  League  an  ad- 
dress would  be  presented  on  "The  Feet  in  Relation  to  Phy- 
sical and  Mental  Health."  "No  wonder,"  he  continued,  "we 
have  so  many  nervous  wrecks  when  people  are  set  up  on 
stilts,  as  though  meant  to  be  mudwaders.  They  talk  of 
shortness  of  leather  nowadays;  I  think  it  is  rather  length  of 
leather  that  is  the  trouble." 

Miss  Addie  Rogers,  bookkeeper  at  the  .\mherst  Boot  & 
Shoe  Company's  store,  Amherst,  N.S.,  spent  a  week's  holi- 
days at  her  home  in  Heatherton,  Antigonish. 

The  many  New  Hamburg  friends  of  Titus  C.  Boullee, 
formerly  of  that  town,  are  pleased  to  hear  of  the  success 
of  the  Boullee-Fraser  Leather  Company,  who  recently  re- 
ceived a  two  million  dollar  contract  from  the  United  States 
Government. 

The  Davis  Leather  Company  and  the  Office  Specialty 
Company,  Newmarket,  Ont.,  have  secured  their  employees 
against  danger  from  coal  famine  this  coming  winter.  Dur- 
ing the  past  week  several  car  loads  of  coal  have  been  de- 
livered to  them  at  their  homes  at  the  actual  cost  of  the  coal 
to  the  companies. 

G.  J.  Trudeau,  who  recently  underwent  an  operation  for 
appendicitis,  has  now  returned  to  business.  He  has  taken 
new  offices  at  G72  Ontario  Street  East,  Montreal,  and  repre- 
sents several  well-known  lines  of  shoe  findings. 

POSITION  WANTED  as  Superintendent  or  Foreman 
by  Al  man  of  8  years  Canadian  experience.  Energetic  and 
can  get  results.  McKay,  Welts  or  Turns.  Address  Box  611. 
Footwear  in  Canada,  Toronto,  Ont.  8-8 


THE  NEW 
UNIQUE  TRADE 
MARK  OF  THE 
COBOURG  FELT 
CO.,  COIiOURG, 
ONT.    THE  "K" 
IN  KIMMEL  HAS 
FOR  MANY 
YEARS  HEEN 
SYNONYMOU.S 
WITH  QUALITY 
IN  THE  FELT 
SHOE  HUSfNES.S 


MADE  IN 

^"^COBOURG 

COBOURG 
A.J.KmMEL  Pres 


CANADA 


FELT  C8 


LIMITED^ 


ONTARIO 
A.C.KIMMEL  Mgr> 
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BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 


Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins  in  Bark  and  Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


Adelard  Guay 


Eutrope  Guay 


MANUFACTURERS  OF 


Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  ^^"^^  MONTREAL,  QUE. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Mercliant  sells  boots  and  shoes 
— tliere  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


r**WU.IUy  riMANCUL.COMMOlCiAL  R. 
'fiUEJLa  TKADE,  rCWSPAPtlL^CW*  GUAI  VVUT. 

Over  33  years  in  its  field 

''CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Mercliants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Quebracho,  Hematine,    Fustic  and  Hypernic 


(Paste  or  Crystals) 


Manufactured  by 

THE  STAMFORD  MFG.  CO.,  Stamford,  Conn. 


ANILINE  DYES-Leather  Colors  a  Specialty 


Manufactured  by 

JOHN  R.  GEIGY,    -    BASLE,  Switzerland 


T.  D.  WARDLAW 


23  Scott  Street,  TORONTO 
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The  Leading 
Solid 
Leather 
Shoe 


HYDRO  CITY 

The  days  of  fancy  footwear  are  over 
for  a  while.  What  the  people  are 
demanding  is  good  wearing  qualities 
in  a  sensible  leather  shoe.  Here  is 
your  opportunity  to  offer  "  Hydro 
City"  footwear — the  leading  solid 
leather  line.     Get  our  prices. 

Hydro  City  Shoe  Maaufacturers 

Limited 

Formerly  O.  V.  Oberholtzer  Co.  Ltd. 

KITCHENER,        -  ONT. 


Good  Kid  for  Good  Shoes 


New  Castle  Kid 

We  can  supply  you  with  this 
famous  product,  either  Glazed 
or  Mat.  It  is  always  of  the 
highest  quality,  uniform  and 
reliable.  Shipments  on  time 
and  in  any  quantity. 

Write  for  samples  in  black  or  colors. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilminston,  DeL,  U.S.A. 


Subscribers'  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date  1917 

"FOOTWEAR  IN  CANADA" 

347  Adelaide  Street  West,  Toronto. 

Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible)   

Name   

Address   
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Our  salesmen  will  call  on  you 
shortly  with  Samples  of 


Superior  Quality 

Life-Buoy 

Outing  Shoes 

For  Summery  1918 

Wait  for  the  Life-Buoy  representative, 
We  want  your  order. 


The 


Kaufman  Rubber  Co. 


Limited 


Kitchener,  Ontario 


WAREHOUSES 
IN  ALL 
PRINCIPAL 
CITIES 


The  Economical  Substitute 
for  Leather 

For  Everyday  Wear 


RUBBER-SOLED  FOOTWEAR 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adams  Shoe  Company    i:! 

Acme  Steel  Goods  Company   (17 

Acro-Peds  Mfg.  Co   16 

Aird  &  Son   58 

Ames-Holden-McCready   18 

Armstrong,  VV.  D   i>7 

Beckwith  Box  Toe  Company   20 

Blcecker  Company   67 

Boston  Blacking  Company    .5;! 

Boston  Felt  Company   52 

Brcithaupt  Leather  Company   ()7 

Brodie  &  Harvie   65 

Browning  Company,  C.  A  

Brown  Shoe  Company   17 

Canadian  Arrowsmith  Mfg.  Co   58 

Canadian  Columbia  Counter  Co  

Canadian  Consolidated  Rubber  Co.  '.i-22 

Champion  Shoe  Machinery  Co   55 

Clapp  &  Son,  Edwin   59 

Clarke  &  Co.,  A.  R   21 

Cleland,  Regd.,  James   61 

Cobourg  Felt  Company   48 

Commercial   49 

Cote,  J.  A.  &  M   54 

Daoust-Lalonde  &  Company   8 

Dominion  Die  Company  

Doyle,  Thos.  C.  (Regd.)    56 

Duclos  &  Payan   68 

Dunlop  Tire  &  Rubl)er  Goods  Co.  . .  10 

Dupont    &    Frere    59 


Kzy  Walk  Mfg.  Company   61 


Fortuna  Machine  Company  . . 


09 


(iagnon,  Lachapelle  &  Hcbcrt   ....  62 

Gait  Shoe  Company   54 

Gnay,  Eugene    49 


Hamilton  Brown  Shoe  Co.  . 
Hauthaway  &  Sons,  C.  L.  ... 
Hinde  &  Dauch  Paper  Co. 
Humbcrstone  Shoe  Company 
Hydro  City  Shoe  Company  . .  , 


1 1 
12 
69 
68 
50 


Independent  Rubljer  Company   ....  57 

International  Supply  Co   6 

Kaufman  Rubber  Company    51 

Kieffer  Bros   65 


La  Duchesse  Shoe  Company   65 

Lambert,  Alfred   14 

Landis  Machine  Company   69 

McLaren  &  Dallas  

McMartin,  E.  W   61 

Midland  Shoe  Company  

Milton  Shoe  Company   68 

Miner  Shoe  Company    16 

Mooney  Company,  A.  G   6.3 

Muir,  James   71 


Narrow  Faljric  Company   68 

National  Cash  Register  Co   GO 

New  Castle  Leather  Company  ....  50 

Nugget  Polish  Company  

Odell,  L.  S   65 

(Jscar  Onken  Company  

Panther  Rubber  Company  Cover 

Regal  Shoe  Company   1 

Robinson,  Jas   4-5 

Scholl  Mfg.  Company  

Sisman  Shoe  Company    63 

Slater  Shoe  Company   19 

Spaulding  &  Sons,  J   15 

St.  Hyacinthe  Soft  Sole  Co   67 

Tebbutt  Shoe  &  Leather  Co   9 

Tetrault  Shoe  Mfg.  Co   7 

Toledo  Button  Machine  Co   72 

L'nited  Shoe  Machinery  Co.,  Ltd. 

  64-66-70 

United  States  Hotel,  Boston   63 

Wardlaw.  T.  D   49 

Wells,  Gus  V   61 

Winslow  Bros.  &  Smith   49 


We  make  a  specialty 
of  all  kinds  of 


FELT 


for  the 
SHOE  TRADE 


Upper  Felt 
Insole  Felt 
Shoe  Toppings 


Lining  Felt 
Cushion  Felt 
Filler  Felt 


Sole  Felt 
Heel  Pad  Felt 
Shoe  Roll  Felt,  etc. 


SUPERIOR   LINE  OF  FELT  FOR   BOX  TOES 
THE  BEST  FELT  FOR  EVERY  PURPOSE 

Write  us  for  Samples  and  Prices 

Boston  Felt  Mfg,  Co. 

112  Beach  Street,  Boston,  Mass. 
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We  believe  that  the  Shoe 
Manufacturers  of  Canada  want 

HEEL  BLACKINGS 
EDGE  BLACKINGS 
SHANK  BLACKINGS 

of  the  Highest  Quality,  and  that 
is  just  what  we  are  making 

Blackings  of  Quality 

Quality  is  the  First  Consideration 


Boston  Blacking  Co. 

152  McGill  Street 

Montreal    -  Canada 
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"Eclipse" 

Shoes  for  Growing 
Girls,  Youths,  Misses, 
Children  and  Infants 


With  several  new  lasts  added 
and  numerous  other  season- 
able features  incorporated, 
the  Eclipse  range  this  season 
Eclipses  any  previous  effort. 
You  can  well  afford  to  wait 
for  the  Eclipse  man  as  he 
can  supply  you  with  your 
full  requirements  in  child- 
rens  goods. 

Our  travellers  are  now  on 
the  ground  and  you  can 
make  no  mistake  in  plac- 
ing your  order  for  Eclipse 
Footwear. 

Wait  for  the  Eclipse  man 

Gait  Shoe  Mfg.  Co. 


Limited 


Gait 


Ontario 


"The  Quality  Line' 


Cote  shoes  sell 

every  day  of  the  year 


For  Metiy  BoySj  Youths^ 
Wometiy  MisseSy  Children 

rr^HE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe     -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 
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A  Shoe  Merchant 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


With  a 

Champion  Shoe  Repair 

Department,  said 

By  installing-  the  shoe  repair  department  l^ehind  a 
glass  partition,  cnstomers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  rig-ht  in  making  such  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leave  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 

Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 

Champion  New  Model,  No.  F-60,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use-That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of : 

Seven  different  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing-  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  saving-  auxiliary  machines. 


Universal     Model     Curved  Needlt 
and   Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


CHAMPION  SHOE  MACHINERY  CO.,  3723-41  F.rest  p.rk  Bvd.,  St.  Louis,  Mo. 


Please  send  me  particulars  about  a  shoe  store  repair  department. 

Name   Street  .  . . 

City   State   .  .  . 
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R  e  e  c  e 
Rapid 
Button 
Holing 
Machine 


Th  is  is  the  .button  hole  machine,  known  the 
world  over,  that  gives  the  best  results  in  speed, 
accuracy  and  continuous  service  on  all  footwear. 
There  is '  only  one  motion  to  make  a  complete 
button  hole  with  a  continuous  solid  bar  to  fasten 
the  end.  No  button  hole  is  perfect  without  this 
bar  to  finish  it.  The  Reece  Rapid  uses  any 
thread  and  is  the  most  economical  machine  on 
the  market.  Write  us  for  information,  prices 
and  terms. 

Thos.  C.  Doyle 

(Registered) 


Sole  Distributor  for  Canada 


Corner  Durocher  and  Prince  Arthur 
MONTREAL 


455  King  Street  West 
TORONTO 


September,  1917 
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Place  Orders  Now 

Speed  King  Tennis  Shoes 


More  than  likely  your  stock  of  Speed 
King  Tennis  and  Sporting  Shoes  ran 
pretty  low  this  season.  Speed  Kings 
did  a  remarkable  volume  of  business. 
Place  liberal  orders  this  month  for 
1918.  Take  advantage  of  placing 
prices  and  also  prepare  your  store  for 
the  sure  demand.  Order  through  any 
of  the  following  jobbers. 


The  Amherst  Boot  &  Shoe  Co.,  Ltd.,  Amherst,  N.S. 
The  Amherst  Central  Shoe  Co..  Ltd.,  Regina,  Sask. 
A.  W.  Ault  Company,  Limited,  Ottawa,  Ont. 
White  Shoe  Company,  Toronto,  Ont. 
Kilgour,  Rimer  Company,  Limited,  Winnipeg,  Man. 
The  J.    Leckie    Company,    Ltd.,    Vancouver,  B.C. 


The  London  Shoe  Company,  Ltd.,  London,  Ont. 

McLaren  &   Dallas,  Toronto,  Ont. 

James  Robinson,  Montreal,  Que. 

Brown,    Rochette,    Limited,   Quebec,  Que. 

T.    Long   &    Brother,  Collingwood. 

E.  A.  Dagg  &  Company,  Calgary,  Alta. 


Independent  Rubber  Co. 

Limited 

Merritton       -  Ontario 
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For  Jobbers 

^^IRD  McKays  for  Men,  Women,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling.  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.   We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


CUROPAD 

For  the  relief  of 
hard  and  soft  Corns, 
Bunions  and  Callosi- 
ties on  the  human  foot. 

A  close-fitting  and  im- 
pervious rubber  device, 
made  to  exclude  the  air, 
retain  the  moisture  of  the 
skin    and    prevent  undue 

pressure,  allay  the 
pain,    and  finally 
,^.1     effect  a  cure  through 
the  process  of  desic- 
cation rather  than  by 
absorption. 

Made  in  nine  sizes. 


FOOT-RELIEF 


ill 


SPECIALTIES 


Made  in  Canada 


"CURO- 
FOOT  BALM" 


An  antiseptic,  deod- 
orizing massage  balm  for 
tired,  aching,  and  perspir- 
ing feet. 


Removes  the 
poisonous  matter 
from  the  skin,  dis- 
pels all  odors  and  re- 
duces swollen  feet  to  a 
healthy,  restful  condition. 


WjRO.FOOr-BAljJ 
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The  Cornell 


Established  1853 


AN  EXPERIENCE  OF  OVER  SIXTY 
YEARS  AT  JUST  ONE   THING:  — 

THE  MAKING  OF  MENS  HIGH- 
EST GRADE  BOOTS  AND  SHOES  AND 
NOTHING  ELSE- 
TELLS  ITS  OWN  STORY  AS  TO 
QUALITY. 


EAST  WEYMOUTH,    MASS.,  U.S.A. 


D&F 

Shoes  for  Spring 


D&F  Footwear  for  Spring  possesses 
every  refinement  of  detail  and  exclusive- 
ness  of  style  that  is  now  being  shown 
in  the  larger  centres. 

Our  travellers  are  now  on  the  road  with 
new  spring  samples.  They  are  up-to-the- 
minute  yet  sacrificing  nothing  in  quality 
or  workmanship. 

D&F  Shoes  means  more  sales. 


DUPONT  &  FRERE 

301  Aird  Ave.,  MONTREAL 
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Better  Business 

In  1916  there  were  1785  failures  among  retail 
merchants  in  Canada.  Most  of  the  failures 
were  due  directly  to  one  cause — unsystematic 
business.  Most  of  the  merchants  who  failed 
were  apparently  doing  a  big  business.  But 
they  didn't  know  the  details  of  their  business. 
They  had  no  system.  They  lost  money  through 
mistakes,  through  forgotten  charges.  They  lost 
customers  through  disputes.  A  store  with  an 
annual  turnover  of  $40,000  should  net  at  least 
$4,000  profit,  on  a  conservative  estimate,  yet 
that  profit  is  easily  eaten   up   by  such  losses. 


A  National  Cash  Register  System  in- 
sures against  loss  due  to  mistakes, 
forgotten  charges,  etc.,  and  insures 
each  retail  merchant  that  he  will  get 
all  his  profit  all  the  time — whether 
he  is  in  the  store  or  not. 


The  price  of  a  National  Cash  Reg- 
ister is  insignificant  when  the  amount 
of  information  it  gives  is  considered. 

Write  us  today  for  full  particulars 
which  we  will  gladly  furnish. 


THE  NATIONAL  CASH  REGISTER  CO. 
OF  CANADA  LIMITED 

350  Christie  Street  Toronto,  Ontario 
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2450  12450  12450 

ID  WELtS-^ 
1  VISIBLE 
/mate  marks 

FOR, 

SHOES  AND  CARTON 

They  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  tbe  bot- 
tom of  a  pair  of 
shoes  as  tl>e  size  and 
\sidth   on  the  carton. 


liandle 


five 
w  itli 
one 
used 


pairs  of  shoes 
numbers  on  to 
without.  Once 
you   would  not 


CUS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 

be  without  them  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
They  are  put  up  in  book  form  like  postage  stamps  (and  the  cash 
always  balance.     No  mis-mates). 
COLOR  PRICES 
White  on  Black    White  on  Blue         2,500  in  Triplicate  -  -  -  $3.00 
White  on  Tan       White  on  Red        5,000  in  Triplicate  -  -  -  4.50 
White  on  Green  10,000  in  Triplicate  -  -  -  6.50 

The  cost  is'a  trifle — 10, (KM)  in  triplicate  ,fC.50  (20  paiis  for  one  cent). 
Why  *'staH"  around  in  the  dark.  With  my  niunbering  on,  it's  like 
having  an  electiic  sign  on  the  end  of  every  carton  in  the  store. 


You'll  Want 

WHITE  BOOT  LACES 

Better  Order  Early 

I  have  stock  now.   These  laces  will  be  hard 
to  get  later  on. 

I  carry  in  stock  the  qualities  needed  both  by  the 
findings  trade  and  for  factory  use. 

I  also  have  both 
ROUND  and  SQUARE  CUT  LEATHER  LACES 
PORPOISE  LACES,  BLACK  and  TAN 


E.  W.  McMARTIN, 


45  St.  Alexander  St. 
MONTREAL 


"The  Leading  Novelty  Slipper  House 

of  America 

Now  is  the  time  to  order  your  Felt  and  Novelty 

Slippers 


The  E-Z  Walk  Specialties  in  HIGH  GRADE  FELTS,  SATINS, 
SPORT  CLOTHS,  GROS  GRAINS,  CRETONNES  and 
COMBINATIONS,  are  the  talk  of  the  trade. 


Style  —  Design  —  Fit  —  Workmanship  can't  be  beat 

Ask  your  Jobber  about  them. 

THE  E-Z  WALK  MFG.  CO.,  Inc. 

62-70  West  14th  Street  -  -  -  NEW  YORK  CITY,  U.S.A. 


JAS.  CLELAND,  REGD., 


Die  Manufacturer 
in  Canada 


STEEL  DIES 

New  Ideas  for  Safety 

Our  latest  steel  Dies  prtivicie  lor  ahsolulc 
safety  to  oj^erator.  They  are  made  to  lit 
tlic  liaiul  perfectly,  and  cannot  ])ossii)lv 
slij)  or  janil)  the  hands,  'llie  special  steel 
we  use  is  tempered  and  sharpened  to  hold 
a  \  ery  keen  ed,i;e.    Send  for  particulars. 

16  St.  George  St.,  MONTREAL 
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"The  Best  Everyday  Shoes" 

are  the  Best  Boys'  and  Girls'  Shoes  in  the  Trade 

And  our  other 
lines    are  equally 


popular  with  farm- 
ers and  mechanics 
all  over  the  Domin- 
ion. 

Always  ask  your  Jobber 
for  this  brand. 


The  T.  Sisman  Shoe  Co.,  Limited 

AURORA,  ONTARIO 


Women^s 

Leather 

Shoes 

Misses^  Children's^ 
Infants'  Footwear 


JOBBERS 


^~^ET  samples  of  our  Women's  Footwear 
if  you  are  looking-  for  some  popular 
lines  this  season.  Canadian  women  want 
shoes  that  will  wear,  and  we  can  supply 
them.  These  shoes  will  bring  you  ad- 
ditional business  that  should  be  very  pro- 
fitable. We  will  arrange  to  show  you 
samples.     Drop  us  a  line. 

Gagnon,  Lachapelle  &  Hebert 


Shoe  Manufacturers 
55  Kent  Street 


Montreal 


September.  1917 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  diSance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


LACES 

for  Manufacturers 


Write  for  samples  of  our  Laces 
in  any  style  you  wish  to  use.  We 
are  making  a  specialty  of  Laces 
this  season,  and  have  a  particu- 
larly large  assortment  of  all  the 
latest  and  best.  Mercerized 
Round  Laces  in  black,  white 
and  colors.    All  lengths. 


BRUSHES 

Made  by  Essex  Brush  Co.  Patent 
Brushes  for  all  purposes.  Reliable 
and  economical. 

THREAD 

Made  by  the  Globe  Thread  Co., 
Fall  River.  Write  us  for  samples 
and  prices. 

CEMENT 

Ideal  Backing  Machine.  Apex 
Backing  Cement.  Premier  Backing 
Cement. 


A.  G.  MOONEY  CO. 

220  Lemoine  Street  -  -  MONTREAL,  QUE. 


Dominion  Dies  for  Sharp  Cutting 


The  high  quality  steel  used  in  all  Dominion  Dies  takes  a  keen 
edge  and  holds  it  for  a  great  length  of  time.  We  have  years  oi 
experience  back  of  our  tempering  process.  Dommion  Dies  will  give 
you  satisfaction.     Write  for  details  or  send  us  your  requirements. 

MONTREM 

This  name  on  your  Dies  assures  you  best  quality 


Made  in 
Canada 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 
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BRODIE'S 

Patent  Flour 

PASTE 

This  hij^ii-grade  paste  is  coming- 
into  favor  more  and  more.  With- 
in the  past  few  months  we  ha\-e 
made  new  connections  with  a 
nnml^er  of  prominent  mannfactnr- 
ers.  after  they  had  given  our  paste 
a  thorough  trial.  Write  for  a 
sample  keg"  and  l)e  convinced. 
Brodie's  Paste  is  perfumed,  and 
spreads  evenly  at  all  times.  It 
never  dries  out  or  releases  its 
hold. 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machine 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  m  Black  and  Tan. 

Shoe  FeltSj  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

PVrite  for  Samples  and  Prices 


137  McGill  street, 
MONTREAL 


SOME  SPECIALS 
FOR  JOBBERS 

Women's,  Misses^  Children's  Shoes 

We  solicit  enquiries  from 
Jobbers  in  need  of  several 
lines  of  high  grade  shoes 
for  Women,  Misses  and 
Children.  We  can  take 
care  of  your  re(|uireineiits 
in  the  best  jxissible  \va_\'. 

"La  Duchesse" 
McKay  Shoes 
for  W  o  ni  e  n  , 
and  Turn  Sli|)- 
])ers  for  men,  as 
w  ell  as  on  r 
olhcr  lines,  will 
|)ri)ve  a  very  at- 
tractive show- 
ing. Write  us 
at  once  for  fur- 
ther details. 

"La  Duchesse"  Shoe  Co. 

Registered 

MONTREAL 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         1 79  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 
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iLHITED 
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Our  Standard  Screw  Shoes 

WILL   STAND   PLENTY   OF    HARD  WEAR 

Made  on   foot-fitting   lasts   tliat   will   give   comfort   to   the  wearer 
and   are  durable. 
The  Range  Includes 
Men's,   Boys',   Youths',   Little   Gents'  and  Children's  Box  Kip 

Your  Jobber  will  quote  you  inices,  or  write  us  direct 

St.  Hyacinthe  Soft  Sole  Shoe  Co. 

St.  Hyacinthe,  Quebec  Limited 


Dot  Embossed 
Box  Strapping 

Lacquered  to  prevent  rusting,  and  the 
surface  is  embossed  to  prevent  nails 
from  slipping. 

In  coils  of  300  feet  20  coils  to  a  case. 
For  prices  and  samples  write  to 

Acme  Steel  Goods  Co.  of  Canada 

Limited 
MONTREAL,  Que. 


•V.I).tVRMSTROMG' 


I  ENGRAVERofFINESTEELSTAMPS&DIES 


AJAIN 


f 


25q,c,^.>NES)rM0NTREALPHo/i. 

CR^^^C^^J?)   c>  QUE-  0  O*^' 


MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES' 
•  WHICH  WILL  INCREASE  YOUR  SALES- 


r 


The 

"Wizard  Cleaner" 

Shoe  manufacturers  use  it  for  cleaning  soiled 
stock.    So  do  retailers,  as  it  is  the 


MOST  EFFICIENT  OF  ALL 

Your  trade  will  like  it  and  you  profit 
accordmgly. 

Send  for  FREE  SAMPLE. 

CANADIAN  SHOE  FINDINGS 
NOVELTY  COMPANY 

Toronto,  Canada 


''There  is  Nothing  Like  Leather'' 

JUMBO 
BLOCKS 


These  Trade  Marks 
Guarantee  Quality 


B.  L.  Co.  LTD. 


B.  L.  Co.  LTD 


One  Jumbo  will  produce  at  least  two  pairs 
of  large  size  taps  and  additional  top  pieces. 
One  Bundle  of  Six  Jumbos  will  produce 
one  dozen  pairs  of  tap  soles  and  additional 
pieces  for  top  pieces  and  patches  at  less  cost 
than  one  dozen  tap  soles  of  the  same  selec- 
tion. 

Jumbo  Blocks  are  cut  in  our  popular  Kitch- 
ener Union  Oak  and  Penetang  Hemlock 
Tannages  in  Men's,  Boys'  and  Women's 
sizes. 

Order  a  sample  lot  from  your  Jobber  im- 
mediately and  satisfy  yourself  that  "Jumbo 
Blocks  are  a  big  feature  for  Repair  Work." 

"Sole  Leather  is  Nature's  Own  Supreme  Sole 
Substance—Nature  has  no  Competitor" 

Our  Six  Brands 

"TRENT  VALLEY"  OAK 
"ROYAL"  OAK 
"LION"  OAK 

"KITCHENER"  UNION  OAK 
"EAGLE"  HEMLOCK 
"PENETANG"  HEMLOCK 

The  Breithaupt  Leather  Co. 

Limited 

Tanners  of  Hemlock,  Union 
and  Oak  Sole  Leathers 

KITCHENER       -  ONTARIO 

Tanneries  at 

Kitch  ener,  Penetang,  Hastings  and  Woodstock 
Ontario 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  ihe  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustles?, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading,  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Jobb 


ers 


Men's  and  Boys' 
Standard  Screw 
and 
Loose  Nail 


We  have  the  stock  and  can  double 
our  output 

Write  for  our  special  proposition 

MILTON  SHOE  CO 

MILTON,  ONT. 


Canadian  Made  Fibre  Counters 

These  Fibre  Counters  are  made  from  the  finest  grade  fibre  board 
and  will  give  excellent  results  in  all  grades  of  footwear.  Better 
than  leather  and  they  cost  less. 


Upper  and 

Sole  Leathers 


Write  us  for  quotations  on  your  re- 
quirements for  the  coming  season. 


DUCLOS  &  PAYAN 


Tannery  and  Factory: 
ST.  HYACINTHE, 
P.  Q. 


Sales  Offices  and  Warehouses: 
224  Lemoine  Street, 
MONTREAL 


Ed.  K.  Lewis,  21  Scott  St.,  Toronto,  Ontario  Selling  Agent.       Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City. 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 

— They  save  time  in  packing. 
—They   save  storage  space. 
—Tliey     have     strong  adver- 
tising value. 
—They  can  be  made  to  your 

sfiecil'ications. 
—Their    first    cost    is  lower 
than  wood. 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  e.Kten.sively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-2,')  Outfit.     Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  n.  25thst.,  St.  Louis,  U.S.A. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  St.  W. 
Toronto 


MONTREAL,  QUE. 

179  King  St.  W. 
Kitchener 


28  Demers  Street 
Quebec 


September.  1911 
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The  Best  of  the  Season's  Offerings 

MUIR  MADE  MEN'S  SHOES 


You  will  get  more  than 
ordinary  good  value  in 
the  new  Muir  models  for 
men  and  boys.  On  a 
basis  of  genuine  worth, 
they  are  the  best  propo- 
sition offered  thisseason. 
Our  salesmen  will  be  out 
in  a  short  time  and  will 
give  you  an  early  call. 


Drop  us  a  card  to  make  sure  of  a  visit  soon. 

The  James  Muir  Co. 

Montreal 
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When  you  buy  a  Toledo 
machine  you  have  perma- 
nently settled  the  button 
fastening  part  of  your  busi- 
ness. Wire  prices  guaran- 
teed against  advance. 


$ 


85 


IN  CANADA 


THE  TOLEDO 
BUTTON  MACHINE 

Absolutely  guaranteed.  Re- 
pairs free  for  one  year.  A 
modern  service  and  mainte- 
nance system.  Toledo  Rust- 
Proof  White  Wire  for  12,000 
operations  free.  15  days'  trial. 

ORDER 


The  Toledo  Button  Machine  Co. 


3448  Summit  St.,  Toledo,  O. 


For  Sale  in  Canada  and  Guaranteed  by 
Canadian  Shoe  Findings  Novelty  Co.       -  Toronto 

Adams  Bros.  Harness  Mfg.  Co.,  Ltd,  Winnipeg 

Great  West  Saddlery  Co.,  Ltd.     -  -  Calgary 

B.  C.  Leather  &  Findings  Co.,  Ltd.  -  Vancouver 


Vol.  VII.- No.  10 


Toronto,  October,  1917 


Spring  and  Summer  Styles 
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PANTHER 

Rubber  Products 

PANTHER  Soles  and  Heels  are  made 
in  black,  white  and  tan.  They  pro- 
vide an  excellent  substitute  for  leather  with 
the  additional  advantages  of  being  water- 
proof and  easier  on  the  feet. 

Information  and  samples 
on  request. 

Panther  Rubber 

Company,  Limited 

SHERBROOKE,  QUE 


October,  l!)17 
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RINEX 
OAK  SOLES 


Rinex  Oak  is  the  latest  and  liest 
imi)r( >\  ement  in  a  ti1)re  sole.  Its  cnlor 
matches  exactly  that  of  oak  leather. 
This  is  not  a  mere  snrface  coating;', 
but  a  through  and  throui^h  color 
which  is  always  the  same,  however 
'bufied  or  worn  down. 

Rinex  Oak  is  much  touj.;her  and 
firmer  than  any  fibre  sole  thus  far 
produced.  It  can  be  channelled  and 
stitched  just  the  same  as  a  leather 
sole. 

Rinex  Oak  is  always  waterproof, 
and  it  will  wear  as  loni;-,  if  not  IdUj;'- 
er,  than  the  choicest  sole  leather. 

If  you  want  to  sell  vour  customers 
the  \'ery  latest  imi:)ro\'ement  in  shoe- 
solin^',  tell  your  manufacturer  to  use 
Rine.x  wSoles  of  Oak  color  (jn  }-our 
next  order. 

Every  Rinex  Sole  is  stamped 
with  the  name  and  carries 
our  guarantee 

Our  nearest  branch  will 
give  you  full  information 


Canadian  Consolidated  Rubber  Co.^  Limited 

Head  Office        -  MONTREAL 

Service  Branches  at  Halifax,  St.  John,  Moncton,  Quebec,  Ottawa,  King- 
ston, Toronto,  Hamilton,  Brantford,  London,  Kitchener,  North  Bay,  Fort 
William,  Winnipeg,  Regina,  Saskatoon,  Edmonton,  Calgary,  Lethbridge, 
Vancouver,  Victoria. 
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Features  in  Fine 
Footwear 


Our  latest  styles  are  really  features  that 
you  will  be  glad  to  display  in  your  store. 
They  confirm  to  the  best  standards  of 
quality  shoe  making.  They  are  not 
freakish  in  any  way,  yet  are  decidedly 
"new".  Made  from  the  best  of  leather 
prepared  in  our  own  tanneries. 


"Metropolitan" 

Men's  Welts,  Women's  McKays 

"Paris"  "Patricia" 

Men's  Welts,  Women's  Mckays      Women's  Welts  and  Turns 

Write  Us  for  Information 


Daoust,  Lalonde  &  Co., 

Limited 

Montreal,  Que. 

Branch — Metropolitan  Shoe  Co.,  91  St.  Paul  St.  E. 
Montreal,  Que. 
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FOOTWEAR    IN  CANADA 


5 


Do  you  know  the  value  of 
Foot  Health  ? 

V/fORE  OF  YOUR  CUSTOMERS  are 
■■■  buying  Shoes  for  Foot -Health  than 
ever  before.  TEBBUTT  SHOES  give 
them  correct  principles  worked  into  Stylish 
Footwear.  Antiseptic  and  fashioned  from 
original  exclusive  ideas  obtainable  only 
in   the  Tebbutt  product. 

Ask  your  Jobber  to  write  direct. 

TEBBUTT  SHOE  &  LEATHER  CO. 

LIMITED 


Three  Rivers,  Que. 


One  of  the  many  features  you  will  appreciate  in 
dealing  with  James  Robinson  is  the  personal 
service  that  always  attends  every  order. 

We  know  how  to  make  the  word  "Service"  mean  more  to  you 
than  it  ever  did  before.  We  are  noted  for  good  service  wherever 
shoes  are  sold  in  Canada. 


James  Robinson 

MONTREAL 


(  Independent  Rubber  Footwear 


Bostonian  Shoes  for  up-to-date  styles,  for  un- 
rivalled quality  and  for  ready  sales.  We  have 
what  you  want  in  stock  for  immediate  use. 

We  are  ready  for  big  business  in  the  many  popular  lines  of 
Independent  Rubbers.  Get  your  winter  stock  in  shape.  Send 
to  us  for  any  sizes  or  styles  you  require  to  fill   your  needs. 


James  Robinson 

MONTREAL 
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i-ALDEN'S  BOOTS  FOR  MEN-i 


Necessary  in  the  building  of  a  substantial  busi- 
ness is  lasting  worth.  In  the  making  and  selling 
of  footwear,  the  staple  features  in  and  to  such  an 
end  are,  gentility,  comfort  and  service,  para- 
mount characteristics  of  the  men's  boots  made 
by  the  C.  H.  Alden  Company,  Abington,  Mass. 


FALL  1917 


October,  1917 
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THERE  IS  PROBABLY  NO  DOUBT 

IN  YOUR  MIND 

that  quick  service  on  good  shoes  means  more  to  the  retail  merchant's 
success  than  ever  before.  In  fact,  the  retailer  who  should  attempt 
to  do  without  quick  service,  at  least  on  a  certain  class  of  shoes, 
would  soon  find  himself  overwhelmed  by  his  competitors  who 
depend  upon  it. 

You  progressive  merchants  who  read  Footwear  in  Canada  have 
everything  to  gain  by  acquaintance  with  an  in-stock  service  such  as 
is  offered  here.  These  styles  are  right,  of  a  standardized  quality  well 
known  and  appreciated  in  many  of  the  best  stores  in  Canada. 

The  benefits  are  within  your  reach.  You  can  duplicate  their  ex- 
perience.    Be  sure  to  have  a  catalog.    A  request  will  bring  it. 


F  375  K 

Women's  Welt  Boot,  glazed  kid, 
Madison  last,  S'-inch  height,  full 
quarter,  lace,  black  satin  top 
facing,  fudge  edge  welt,  plain 
toe,  17s-inch  leatiier  Louis  heel. 
AA,  4  to  7;  A,  35^  to  7;  B,  2^ 
to  8;  C,  25/^  to  S;  D,  21/2  to  8. 

$5.00 

In  Stock 


F  172  E 

Women's  Flexible  McKay  Boot, 
black  glazed  kid,  Belmont  last, 
7!/; -inch  height,  circular  fox, 
Peerless  lace,  plain  toe,  IJ-^-inch 
leather  half  Louis  heel.  A,  4 
to  7;  B,  2H  to  7;  C,  'lyi  to  7. 

$3.50 

In  Stock 


F  0346  X 

Women's  Welt  Boot,  H.  B. 
Russia  Calf,  Arlington  last,  8- 
inch  height,  diplomat  lace,  three- 
quarter  fox,  l-H-'nch  Cuban  heel, 
perforated  imitation  tip.  AA,  4 
to  8;  A,  3  to  8;  B,  2^  to  8 ;  C, 
21^  to  8;  D,  21/2  to  8. 

$5.50 

In  Stock 


"The  Name  That  Stands  For  Quality" 

UTZ  8f  DUNN  CO. 

ROCHESTER*.  NEW  YORK 


DENVER  OFFICE 

218  Charles  Building,  Denver,  Colo. 
Tiger  &  Voorvaart,  Representatives 


NEW  YORK  OFFICE 
200  5th  Ave.,  5th  Ave.  Bldg.,  Room  405 
S.  A.  McOraber.  Representative 


LOS  ANGELES  OFFICE 
319  Story  Building,  Los  Angeles,  Cal. 
G.    C.    McAfee.  Representative 
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Where 's 

TETRAULT? 

Some  of  the  Newest 
and  Finest  Styles  in 

MEN'S 
GOODYEAR  WELTS 

Are  here  For 

TETRAULT 


What's 
Newest 
and  Best 
Comes  From 


You  must  have  the  new  styles 
to  hold  the  trade  of  wide- 
awake men  today.  Get 
them  from  Tetrault.  All 
the  new  styles  and  new  ideas 
— first. 


TETRAULT 

SHOE  MFG.  CO.,  LTD. 


Largest  Manufacturers 

of  Goodyear  Welts 
In  Canada— Bar  None 


MONTREAL 
P.  Q. 


European  Office  and 
Warehouse:  9  Rue  de 
Marseilles,  Paris,  France 


October,  1917 
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If  it's 
new  you 
can  get 
it  from 


TETRAULT 


You  always  know  where  to 
come  for  anything  new  in 
Men's  footwear.  Ask 
Tetrault.  All  the  latest  ideas 
and  all  the  features  that  have 
been  really  successful  were 
introduced  by  Tetrault. 
Come  to  Tetrault  first. 


Prices  the  Lowe§l  Quality  the  Highest 

TetrauWs  Sy§lenn  Does  it 

TETRAULT 


Largest  Manufacturers 

of  Goodyear  Welts 
In  Canada — Bar  None 


SHOE  MFG.  CO.,  LTD. 

MONTREAL 
P.  Q. 


European  Office  and 
Warehouse:  9  Rue  de 
Marseilles,  Paris,  France 
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Keeping  Faith 

With  The  Public 


PICTURED  above 
is  a  distinctive 
style  for  this  sea- 
son's wearing.  A  style 
that  will  appeal  to 
every  man  who  appre- 
ciates style,  comfort 
and  wearmg  qualities 
combined.  The  saddle 
straps  give  an  individ- 
uality that  makes  it 
distinctive  and  pleas- 
ing. 


No.  1397 

In  spite  of  the  scarcity  of  leather,  the 
rising  cost  of  all  raw  material,  labor, 
etc.,  the  quality  of  all  Hamilton-Brown 
Shoes  has  been  maintained. 

"Keep  the  Quality  Up"  has  always  been 
the  standard  and  will  always  remain  our 
standard. 

The  result  is  you  can  today  obtain  from 
your  dealer  absolutely  the  same  well 
made,  good  looking,  long  wearing 
Hamilton-Brown  Shoes  you  have  always 
bought. 

Most  shoe  dealers  can  meet  every  shoe 
requirement  with  Hamilton-Brown  Shoes. 
If  your  dealer  cannot  supply  you,  write 
us  and  we  will  direct  you  to  a  dealer 
who  can. 


Hamilton-Brown  Shoe  Co.,  St.  Louis 

Makers 

American  Lady  Shoes    -    Security  School  Shoes    -    American  Gentleman  Shoes 

AMERICA'S    FINEST  FOOTWEAR 

Representatives — W.  J.  Chinnick,  Winnipeg,  J.  A.  Vallary,  Toronto 


aiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiim 
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kELIABILITY 


CLARKE'S 

PATENT 
LEATHER 


Mr.  Griffith  B.  Clarke's 
speed  boat 
"The  Leopard" 


^  A.  R.  CLARKE  &  CO.,  LIMITED 

TBir  TORONTO 
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The  Sign  of 
Standard 
Value 


The  Sign  of 
Standard 
Quality 


Known  from  Coast  to  Coast 


Stock  up 
with  the 
BEST 
KNOWN 
SHOE  IN 
CANADA 


SLATER  SKiX  will  ^ive  standing  and  importance  to 
your  business — you  \\\\\  l)e  adjudi^ed  a  man  who  knows  shoe 
quality. 

This  wiill  promote  quick  and  easy  sales ;  there  will  be  no 
hat^gling-  over  quality  and  value.  The  sign  of  the  slate  will  have 
secured  the  confidence  of  the  customer  before  he  entered  your 
store. 

No  wonder  the  Slater  Shoe  leads  in  sales  to  Canadian  shoe 
retailers. 

()ur  tra\'eller  will  call  on  you  xary  shortly.  Stock  up  with 
our  new  styles — it  lueans  bigger  business  "with  less  effort. 

Remember,  we  carry  40  lines  in  stock,  readv  to  ship. 


Slater  Shoe  the  Standard  in  Canada. 

Slater  Shoe  Company,  Limited 

Montreal,  Quebec 


October,  1917 
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TANNERS  OF 

HEMLOCK,UNION  and 
OAK  SOLE  LEATHER 


AGENCIES  AT 

TORONTO 
MONTREAL 
QUEBEC 


SOLE  LEATHER 

The  Supreme  Sole  Substance 

Wearing  Service — the  crucial  test  of  a  shoe's  worth — has  demonstrated  beyond  any 
chance  of  dispute  that  good  Sole  Leather  absolutely  has  no  substitute.  Many 
thousands  of  soldiers  and  civilians  now  realize  that  Leather  gives  them  better  value 
and  better  satisfaction  than  any  other  Soling  material. 

JUMBO  BLOCKS 

Every  Repair  man  and  every  Jobber  in  the  Dominion  now  appreciates  the  immense 
saving  in  time  and  money  made  possible  by  our  Jumbo  Blocks.  Progressive  repair 
men  are  trying  them  out  and  the  many  repeat  orders  we  are  securing  is  the  best  recom- 
mendation we  could  give  you  for  this  new  form  of  cut  stock.  Jumbo  Blocks  are  cut 
from  our  popular  Kitchener  Union  Oak  and  Penetang  Hemlock  Tannages  in  Men's, 
Boys'  and  Women's  sizes.     See  your  Jobber  or  write  us  direct. 

The  Breithaupi  Leather  Co.,  Ltd. 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers 
Head  Office  -  KITCHENER,  ONT. 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
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The 


VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30tti,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 

BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 


October,  1917 
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EVERYBODY  ENJOYS 

THE  SUPERIOR 
SERVICE  OF 

PAOLDING 

1^ 


Made  by  the  same  Spauldings  that  manufacture 
Spaulding's  Guaranteed  Fibre  Counters. 


J.  Spaulding  &  Sons  Co. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 

PHILADELPHIA  CINCINNATI 
John   G.   Traver   &    Co.,  Taylor-Poole  Co., 

329  Arch  St.  410   E.   8th  St. 

SEVEN    FACTORIES : 
Tonawanda,  N.Y.  Rochester,  N.H.  No.  Rochester.  N.H. 

Milton,  N.H.  Townsend  Harbor,  Mass. 


ST.  LOUIS 
Taylor-Poole  Co. 
1602  Locust  St. 


Boston  Office 

203-B  ALBANY  BUILDING 

CHICAGO 
I.  E.  D.  McMechan. 
217  W.  Lake  St. 


Enslish  Agents:  J.  Whitehead  &  Co.,  Ltd. 
Leicester,  England. 


Canadian  Agents: 
International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City. 


V.  Champigny,  Montreal. 
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AMES 
HOLDEN 
McCREADY 

 LIMITED  
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Our  Complete  New  Catalogue 


Mailed  Free  on  Request 


Our  $8,000,000  stock  carried  on  our  lloors  in  St.  Louis  in  tittings  A.\  to  EE  means  more  profits  for  our  customer.^, 
as  they  can  operate  on  a  much  smaller  stock  by  mail  ordering  frequently.  This  immense  stock  includes  not  only  Men's 
and  \\'omen's  staples,  but  also  the  latest  effects  in  women's  novelties,  two  tones,  colored  kids,  fancy  cloth  tops, 
etc.,  as  well  as  Men's  High  Grade  Dress  Shoes,  and  in  addition  to  these  the  famous  "Buster  IJnnvn  .Shoes"  for  Boys 
and  Girls — the  l)est  known  and  l)est  advertised  line  in  tlie  world,  ' 


COS — Men's  Mahogany  Chrome  Bal., 
single  sole,  %-inch  heel,  welt,  Ne%v 
Yorker  Last,  B,  C  and  D  widths, 
sizes  511  $4.60 


Dli6 — Women's  Light  Ciiay  Kid  f^'A- 
inch  Lace,  light  gray  cloth  top,  plain 
toe,  single  sole,  2-inch  leather  cov- 
ered wood  Louis  heel,  imitation  turn. 
Dallas  last,  A  widtli.  ^izc^  ■'fj-S:  l! 
width,  sizes  S-7  ;  C  wiiltli,  si/cs  2'_.-.s 
  $3.90 


C260— Men's  Gun  Metal  Bal.,  sin,s<le  solo, 
^s-inch  heel,  welt,  Ritz  last,  I!,  C  anil  1) 
widtlis,  sizes  5-11    $3.50 


C276 — .Same  in  Mahogany  I^otus,  excei>t 
circular  vamj)  and  foxing,  fdire  sole,  li, 
C,  and  1)  widtlis   $3.85 


C62 — Men's  Kid  I'.al,  single  sole.  l-inc;i 
heel,  welt,  Windsor  last,  C  and  U 
widths,  sizes  .j-ll    $4.25 


DlOO — Women's  "Maxine"  Kid  85^ -inch 
Lace,  plain  toe,  single  sole,  2-inch 
leather  Louis  heel,  imitation  turn. 
Classic  Last,  A  width,  sizes  ^yi-!^; 
B  width,  sizes  S-7 ;  C  width,  sizes 
■>'/2-S  $3.85 


085   —  Men's   "Goodwork"    Black  Xapa 
Blucher,    i<>    double    sole,    nailc  1.  Mis- 
souri last.  KL  width,  sizes  (1-11  ...  $3.00 


-MANUFACTURERS- 

ST.  LOUIS         -  U.S.A. 
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Men's  Goodyear  gun  metal  calf  bal,  brown  cloth 
top.  made  up  in  different  color  toppings. 


ALLIES 

Boy  Scouts 
Scout  Master 
Girl  Guide 


Women's  McKay,   Havana   brown  bal. 
sport  last,  very  much  in  demand. 


Our  In  Stock  Depart- 
ment is  large  and  ready 
to  ship  your  immediate 
orders. 


SAMPLES  FOR  SPRING-Our  "allies"  are  on  the 
march.    If  you  want  their  assistance  they  will  win 
for  you  certain  victory. 

They  are  in  the  front  rank  with  modern  lasts  and 
styles  They  are  built  up  to  MINER  QUALITY 
with  best  MATERIAL  and  WORKMANSHIP. 

Men's,  Boy's,  Youth's,  Women's,  Misses' 
and  Children's  — Shoes  for  every  person. 


The  Miner  Shoe  Co.,  Limited 


MONTREAL 


OTTAWA 


QUEBEC 


TORONTO 


October,  l<)ir 
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and 


Drab 


REGISTERED    U  S.  PATENT  OFFICE 

WE   HAVE  WON 

high  praise  for  the  appearance  and  wearing  qual- 
ity of  our  Wyclo  Cloth. 

The  present  tendency  toward  things  military 
should  make  these  two  new  shades  in  this  cloth 
appealing. 

They  have  that  distinctive  leathery  finish  which 
has  made  Wyclo  a  very  popular  shoe  fabric. 

Also  made  in  white,  black,  and 
a   large   assortment  of  colors. 


&  Co 


NEW  YORK 
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I  I  The  Shoe  with  the  "Anchored-Arch"  Bridge  Construction  |  | 

!  I  THE  I  I 

f !  "Arch  Preserver''  Shoe  i  I 

I  I  FOR  MEN  I  I 

I  I    U.  S.  Pats,  on  Lasts,  Shank,  Bottom  Design,  Shoe.    Canadian  Rights  Pending  | 
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Bottom  Design 
Patented 


This  is  NOT  an  "arch- 
prop"  shoe.  Right  now, 
when  this  wonderful  new 
type  of  shoe  is  making  its 
initial  bow  to  the  Cana- 
dian shoe  trade,  please  let  us  get  this  ONE  point 
thoroughly  fixed  in  your  mind : — 

Tht  "ARCH  PRESERVER"  Shoe  is  the 
shoe  wearer's  INSURANCE  AGAINST  THE 
DEVELOPMENT  of  foot  weaknesses  and  other 
foot  troubles. 

Investigations  and  experiments  conducted  by 
the  inventor,  covering  a  period  of  many  years  m 
the  leading  shoe  stores  of  the  world,  proved  be- 
yond any  question  that  practically  every  foot 
weakness  and  other  acquired  foot  deformity  was 
the  direct  result  of  these  things: — 

Certain  glaring  inconsistencies  in  the  model- 
ing of  lasts,  the  LACK  OF  PROPER 
STRENGTH  IN  THE 
SHANKS  OF  SHOES 
the  short-fitting  from 
HEEL  -  TO  -  BALL 
which  is  necessary  in 
the  case  of  prac- 
tically every  regular 
type  of  shoe  ;  all 
of  above  aggravated 
and  supplemented  and 
perpetuated  by  the  fact 
that  there  is  not  in  ex- 
istence any  system  for 
FITTING  regular 


Just  Wright 
Arch 
Preserver 


types  of  shoes  which  is  based  upon  the  system 
employed  in  modeling  and  making  the  shoes. 

How  many  men  or  women  m  any  part  or 
branch  of  the  shoe  industry  can  honestly  say  that 
they  have  ever  had  a  shoe  which  they  felt  was  a 
proper  fit  for  their  feet? 

Or  how  many  have  any  well-grounded  idea  as 
to  the  actual  LENGTH  of  shoe  they  should  have, 
to  fit  their  feet  FROM  HEEL-TO-BALL? 
Which  latter  is  the  way  that  all  shoes  are  made 
to  fit  and  intended  to  be  fitted. 

The  principles  involved  in  the  modeling  of  the 
"ARCH  PRESERVER"  Lasts  and  in  the 
method  of  BUILDING  the  "ARCH  PRE- 
SERVER" Shoe  together  with  the  "ARCH  PRE- 
SERVER" system  for  determining  the  proper 
heel-to-ball  fitting  enable  the  shoe  dealer  to  offer 
his  trade  a  service  so  far  superior  to  anything 
heretofore  known  that  competition  is  practically 
eliminated. 

The  "ARCH  PRESERVER"  Shoe,  in 
several  models,  will  be  included  in  our  line 
going  out  this  season,  and  you  will  find  our 
salesmen  bubbling  over  with  enthusiasm  re- 
garding the  goodness  of  its  principles  and 
features,  and  prepared  to  point  out  to  you 
the  road  to  additional  profits  through  added 
customers  and  the  eli- 
mination    from  your 
stock  of  several  types 
of   "special   shoes  for 
special  feet"    after  you 
get     your     stock  of 
"ARCH 
PRESERVERS." 
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Write  for  Booklet 
"PUTTING  IT  UP 
TO  THE  DEALER" 


St.  Thomas,  Ont. 
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1  1  The  Shoe  with  the  *'Anchored-Arch"  Bridge  Construction  |  i 


THE  I  I 

"Arch  Preserver  ^  Shoe  1 1 

FOR  WOMEN  AND  MISSES  |  | 

U.  S.  Pats,  on  Lasts,  Shank,  Bottom  Design,  Shoe.   Canadian  Rights  Pending   1  1 


=  Bottom  Design 
=  Patented 


And  this  is  NOT  an  "arch- 
prop"  shoe.  This  state- 
ment is  repeated  here  for 
the  simple  and  express 
purpose  of  helping  to  head 
off,  at  the  beginning  of  our  Canadian  campaign, 
any  possibiUty  of  a  misunderstanding  regarding 
the  real  MISSION  of  the  "ARCH  PRE- 
SERVER" Shoe. 

The  greatest  satisfaction  and 
profit,  to  both  the  shoe  dealer 
,and  the  makers  of  these  fam- 
ous shoes,  as  well  as  the 
maximum  benefit  to  the  pub- 
lic generally,  can  come  only 
by  having  the  real  MISSION 
of  the  shoe  properly  and 
thoroughly  understood. 
The  REASON  for  the  ex- 
istence of  the  "ARCH  PRE- 
SERVER "  Shoe  can  be 
found  in  the  extra  large  size 
newspaper  and  magazine  ad- 
vertisements exploiting  corn 
and  bunion  cures,  deformity 
correctors,  foot  support  de- 
vices, rubber  heels,  and  in 
the  fact  that  many  shoe  men 
a.re  becoming  chiropodists 
BECAUSE  THERE  IS 
MORE  MONEY  IN  IT. 
All  of  which  does  not  argue 
well  for  some  part,  or  parts, 
of  the  shoe  business. 
The  MISSION  of  the 
"ARCH  PRESERVER" 
Shoe  is  to  PREVENT  —  or 
at  least  reduce  to  a  minimum 
—  the  development  of  foot 
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ailments,  some 
human  being. 


of  v/hich  afflict  almost  every 


DRESS  LAST 


Exactly  the  same  principles  of  modeling  and  con- 
struction which  are  involved  in  the  Men's  "ARCH 
PRESERVER"  Shoes  are  carried  into  the  Wo- 
men's "ARCH  PRESERVER."  Size  for  size, 
the  Women's  shoes  carry  the  same  width  of 
STEEL  BRIDGE  CONSTRUCTION  in  the 
shajik  as  the  Men's.  This  idea  is  based  upon  the 
fact  that  a  woman's  anatomical  physical  structure 
demands  at  least  as  substantial  a  shoe 
shank,  to  PREVENT  the  breaking 
down  of  her  foot  arch,  as  does  a  man. 
Nature  treated  both  man  and  woman 
alike  in  the  matter  of  formation  and 
construction  of  their  feet  and  in  the 
character  of  the  paths  upon  which  to 
walk.  But  when  the  modern  shoe, 
with  heels,  came  in,  shoemakers  treat- 
ed women  as  though  she  were  fifty 
times  as  strong  as  a  man.  The  result 
is  that  women  have  more  than  fifty 
times  as  many  foot  and  allied  troubles 
as  men  have.  All  the  refinements  and 
niceties  of  last  modeling,  pattern  de- 
signing and  shoemaking  are  carried 
into  Women's  "ARCH  PRESERV- 
ERS," but  in  the  strength  of  shank 
and  the  qualities  which  make 
"ARCH  PRESERVERS"  FIT  AS 
NO  OTHER  SHOES 
EVER  FITTED,  they 
are  equal  to  the  Man's 
shoes. 

The  boot  illustrated, 
together  with  twenty 
other  styles  of  Boots 
and  Oxfords,  are  car- 
ried in  stock — AAAA 
to  E. 
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The  Selby  Shoe  Co., 


Write  for  Booklet 
"  PUTTING  IT  UP 
TO  THE  DEALER" 


Portsmouth,  Ohio 
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A  Big  Sturdy 

Rubber  Workshoe 


Monarch  Pressure  Curing 
Builds  Shoes  Like  Auto  Tires 


All  these  Goods 
have  the 
Grey  Finish 


Greyhound  workshoes  are  made  by  tire  methods — every  piece  of  rubber  and 
fabric  is  pressed  into  one  unit. 

They  are  as  waterproof  as  an  automobile  tire  is  air  tight. 

The  Tough  Tire  Thread  is  a  guarantee  of  greater  mileage — even  under  the 
most  strenuous  road  tests  possible. 

The  Monarch  pressure  cured  vulcanization  of  the  best  grade  pure  rubber  made 
this  possible.  It  is  a  process  which  makes  Rubber  covered  Workshoes  of 
unusual  strength  and  durability. 

ilillililllliiiiliii 
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Tire  Built 

WORKSHOES 

Masters  of  The  Road 
of  Bigger  Sales 

By  recommending  the  Monarch  Rubber 
Canvas  Workshoes  you  will  make  staunch 
friends  of  all  your  customers. 

They  are  the  most  economical  shoes  of 
their  kind — they  look  good  for  many  a  day 
long  after  the  ordinary  sort  are  worn  out. 

Moderately  priced,  comfortable,  Mater- 
proof — and  absolutely  invariable  in  quality. 

No  wonder  these  Grey  Finished  Tire  built 
Workshoes  are  making  big  sales  for  many 
a  shrewd  retailer. 


All  these  Goods 
have  the 
Grey  Finish 
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Comfortable, 
sturdy  foot- 
wear for 
young  people 


Stock  up  with  this  brand  of  footwear.  The 
cards  are  all  in  your  favor— frank,  sincere 
service  to  you  ;  honest  quality,  right  styles 
and  moderate  prices  to  the  customer. 

UNIFORM  QUALITY 

—FAIR  PRICES 

make  a  team  that  builds  for  greater  business. 

QUALITY  assures  footwear  that  fits  and 
will  withstand  the  rough  usage  of  young  folk. 

FAIR  PRICES  mean  a  satisfied  "come 
back"  customer. 

This  is  why  it  will  pay  you  to  look  into  this 
season's  lines  of  Boys',  Girls',  Misses'  and 
Infants'  Shoes. 

Send  to  your  jobber  as  soon  as  possible  or 
write  us  direct. 


Charbonneau  &  De  Guise 

636  Craig  Street  E.  -  MONTREAL 
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Originators  of 

NUBUCK 

(Reg.  U.S.  Pat.  Off.) 

Makes  cool,  comfort- 
able shoes. 

Easiest  to  keep  clean 
of  any  suede  finished 
side  leather. 

White   and  popular 
shades. 

Originators  of 

ACLOSUEDE 

and 

ACLOTAN 

Chrome  tanned. 

Predominant  in  the 
domestic  glove  lea- 
ther field. 


Originators  of 

BLACK 
DIAMOND 

(Reg.  U.S.  Pat.  Off.) 

Chrome  Patent  Sides 

The  most  extensively 
sold  Chrome  Patent 
Sides  on  the  market. 

Originators  of 

GUN  METAL 

(Reg.  U.S.  Pat.  Off.) 

CALF 

The  Old  Reliable 

No  other  calf  leather 
has  ever  approached 
the  degree  of  popu- 
larity established  by 
Gun  Metal  Calf. 

Black  and  Colors 


Originators  of 

WEILDA 

(Reg.  U.S.  Pat.  Off.) 

Suede  finish  calf. 
Twenty-eight  colors. 
Very    popular  with 
our  export  trade. 

Originators  of 


GUN  METAL; 

;  :  1 

(Reg.  U.S.  Pat.  Off.)  g 

'  <  i 

SIDES  : 

Colors — Tan,  Brown 

and  Mahogany.  ■ 

Originators  of 

"HUB"  ; 

Pigskin  Welting  ■ 

"HUB"  1 

Pigskin  Sole  Leather  ■ 

A  C- LAWRENCE  LEATIIER  C9. 

BOSTON.  MASS.  U.S.A. 

NEW   YORK         CHICAGO  ST  LOUIS  CINCINNATI 

ROCMESTCR  GLOVERS  VI LLE 
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A  ^TLEET  FQOT^^  QUARTETTE 

Four  selections  by  which  to  judge  our  1918  "  Fleet  Foot"  line  for  men 

These  will  satisfy  the  most  exacting.  The  "SENTRY,"  "REGENT"  and 
"WORKMAN"  are  shown  for  the  first  time.  The  "SPORT"  is  made 
with  a  special  cushion  sole  and  is  ideal  for  summer  comfort. 


SPORT  WORKMAN 


Canadian  Consolidated  Rubber  Co.,  Limited 
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28  Service  Branches   throughout  Canada 
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_    .    ,      .  „  Spring-  styles  come  around  with 

Spring  and  Summer      ^      ^  ■' 

Styles  '^'^^  regularity  of  spring  fever,  and, 

as  a  matter  of  fact,  during  the 
past  eighteen  months  the  strain  of  keeping  in  close 
touch  with  style  developments  has  been  almost  a  lever 
in  itself.  However,  all  signs  now  point  to  a  relief 
which,  although  it  may  not  be  apparent  to  any  great 
extent  in  the  near  future,  should  influence  spring  and 
summer  buying  to  no  little  extent.  Smart  styles  of 
modest  color  and  design,  lower  heels  and  military 
ei¥ects  are  all  in  the  atmosphere,  and  the  advice  given 
by  many  manufacturers  is  to  "go  slow  on  extreme 
styles." 

The  panicky  conditions  that  existed  some  time  ago 
as  the  direct  result  of  rumors  of  leather  famine  resulted 
in  a  disarrangement  of  trade  conditions  which  is  now 
commencing  to  be  felt  by  those  retailers  who  over- 
stocked heavily  and  by  many  manufacturers  who  laid 
in  large  stocks  of  leather.  Reports  from  the  Maritime 
Provinces  state  that  most  retailers  are  carrying  large 
stocks,  and,  consequently,  are  very  cautious  in  placing 
further  orders.  In  Montreal  and  Maisonneuve  manu- 
facturers report  conditions  as  uncertain.    Orders  for 


spring  delivery  are  coming  in  very  slowly  in  some 
cases,  and  travellers  report  cautious  'buying,  in  the 
hope  that  a  little  later  prices  may  be  reduced.  Some 
manufacturers  state  that  there  is  an  undoubted  ten- 
dency to  a  lower  range  of  values,  although  it  is  ex- 
tremely doubtful  if  there  will  be  any  substantial  reduc- 
tion in  the  near  future  as  anticipated.  The  cost  ol 
labor  and  other  unchangeable  conditions  will  operate 
against  lower  prices. 

In  Montreal  the  local  talk  of  cheaper  hides  has 
affected  the  leather  market  to  such  an  extent  that 
some  manufacturers  are  staying  their  hands  in  the  mat- 
ter of  buying.  The  leather  trade  is  very  dull — a  condi- 
tion which  has  existed  for  some  time — and  in  the 
medium  and  lower  grades  of  kid  prices  have  declined 
from  their  previously  abnormal  levels.  Sole  leather, 
however,  is  as  high  as  ever,  and  manufacturers  do  not 
look  for  any  concessions.  Findings  are  on  the  upgrade. 
The  tanners  state  that,  despite  the  slow  market,  there 
is  no  reason  to  believe  that  prices  of  leather  will  further 
decline.  Rather,  they  believe,  with  a  fair  spring  trade, 
the  tendency  will  be  toward  further  increases.  The 
one  thing  which  would  cause  a  substantial  advance 
would  be  the  removal  of  the  British  embargo.  This 
would  result  in  immense  quantities  of  leather  being 
sent  to  the  other  side,  and  would  undoubtedly  be  re- 
flected in  prices  charged  to  Canadian  buyers  and,  of 
course,  to  the  shoe  retailers. 

However,  aside  from  the  question  of  leather  prices 
and  overstocking,  there  is  a  noticeable  trend  toward 
quieter  and  more  sensible  styles  for  spring  and  summer 
selling.  It  is  impossible  to  say  at  the  present  time 
whether  there  will  be  any  determined  effort  on  the  part 
of  the  various  governments  to  set  certain  standards  in 
leathers  and  heights,  but  purely  as  a  style  development 
more  sombre  colors  and  fewer  combinations  will  be  the 
order  for  the  coming  season.  Retailers  who  place  their 
spring  and  summer  business  with  this  thought  in  mind 
will,  we  believe,  have  ample  reason  to  congratulate 
themselves  at  the  close  of  that  season's  business. 

*   *  * 

It  is  not  a  bit  too  early  to  com- 
mence planning  that  campaign 
which  will  bring  to  your  store  a 
larger  and  better  Christmas  trade  than  ever  before. 
The  key  to  the  success  of  such  an  endeavor  will  be 
found  in  the  decision  to  make  full  use  of  the  ever-grow- 
ing tendency  on  the  part  of  everyone  to  give  "some- 
thing useful."  In  addition  to  this  ordinary  desire  there 
will  be,  this  year  particularly,  an  element  of  war-time 
patriotism  that  should,  if  properly  cultivated,  do  much 
to  forward  the  business  of  the  shoe  retailer.  It  has  been 
the  experience  of  many  retailers  that  the  money  pros- 
perity extending  throughout  the  country  is  causing 
many  people,  who  are  making  far  more  than  they  ever 
made  before,  to  spend  in  a  corresponding  ratio.  This  is 
a  condition  that  augurs  well  for  the  Christmas  shoe 
trade  of  1917.    Not  onlv  can  the  shoe  man  satisfac- 


Plan  Ahead  for 
Christmas  Trade 
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torily  Sdhe  the  gift  problem  for  children  and  older 
folks,  but  there  is  also  a  splendid  opening-  in  the  sale 
of  those  articles  which  will  be  purchased  in  vast  quan- 
tities for  the  foot  comfort  of  our  boys  "somewhere  in 
France."  Preparations  to  participate  in  the  comint^' 
Christmas  trade  are  quite  in  order  immediately.  There- 
fore, to  avoid  the  confusion  of  eleventh-hour  rushes, 
and  to  ensure  the  fullest  returns  possible,  every  retailer 
will  be  well  advised  in  giving  the  matter  prompt  at- 
tention. 

*    *  * 


The  Hide 
Situation 


Much  is  being  said  in  the  daily 
press  about  a  surplus  of  raw  hides 
in  Canada  and  the  United  States, 
and  the  hope  has  been  expressed  that  this  may  mean 
an  easing  in  the  prices  of  next  year's  footwear.  While 
this  is  a  consummation  devoutly  to  be  wished,  and 
one  that  would  please  all  the  elements  in  the  trade  as 
much  as  the  consumer,  it  is  difficult  to  foresee  how  the 
trend  in  prices  of  hides  can  be  downward  to  any  extent 
or  for  any  length  of  time.  For  example,  the  following 
item  illustrates  what  is  ahead  of  the  manufacturers  in 
the  United  States;  it  is  quoted  from  the  Shoe  Re- 
tailer : 

It  is  a  fair  estimate  that  the  military  forces  of  the 
United  States  will  require  sixteen  million  pairs  of 
shoes  a  year  to  keep  them  properly  shod.  Lord  North- 
cliffe,  proprietor  of  the  London  "Times"  and  the  pur- 
chasing agent  of  the  British  Government  in  the  United 
States,  in  an  address  before  the  big  'business  conven- 
tion at  Atlantic  City,  said : 

"This  war  is  the  greatest  business  the  world  ever 
knew,  and  in  our  country  we  are  doing  nothing  else. 
Let  me  tell  you  that  you  will  have  to  furnish  between 
five  and  six  pairs  of  shoes  a  year  in  the  easiest  parts  of 
the  lines  at  the  front  and  twelve  pairs  a  year  at  the 
hard  parts  for  each  of  the  600,000  or  800,000  men  you 
will  soon  have  on  the  front." 

If  our  fighting  men  will  consume  six  pairs  under 
one  condition  and  twelve  under  another  the  average 
would  l)e  nine  pairs  a  year  for  the  soldiers  at  the  front. 
This  would  make  a  total  of  7,200,000  pairs  a  year.  But 
our  forces  will  reach  a  total  of  2,000,000  men  if  we  in- 
clude the  navy,  the  marines,  and  the  new  armies  in  the 
making.  It  is  fair  to  assume  that  the  1,200,000  men 
apart  from  those  at  the  front  will  require  8,800,000 
])airs  of  shoes  a  year.  In  this  way  we  reach  the  total 
estimate  of  sixteen  million  pairs  as  the  annual  con- 
sumplion  of  our  armed  forces. 

*    *  * 


hooU.  to  Your 
Lighting 


Now  lhal  the  dark  days  and 
niglils  are  with  us  once  more  it 
behooves  all  retailers  to  look  well 
to  the  efficiency  of  their  store  lighting  .systems.  Mod- 
ern dc-velo])ments  in  illniuinaliiig  units  have  made  pos- 
sible the  use,  by  every  retailer,  of  lighting  systems  that 
combine    the    much-sought-for    efficiency    with  the 


Finances  in  Healthy  Condition 

The  financial  statement  of  the  Dominion  for 
the  first  half  of  the  fiscal  year,  which  ended  Sep- 
tember 30,  is  regarded  by  the  Minister  of  Finance 
as  most  satisfactory.  Receipts  from  all  sources 
show  an  increase  of  $24,000,000  over  the  corres- 
ponding period  of  last  year.  Payments  on  cap- 
ital and  ordinary  account,  including  the  increased 
interest,  and  pension  charges  are  $1,800,000  less 
than  for  the  first  six  months  of  last  year.  The 
net  result,  apart  from  war  expenditures,  shows  an 
improvement  in  the  financial  position  of  $25,000,- 
000,  as  against  the  first  half  of  the  year  1916-17. 
During  the  six  months  in  question  the  surplus 
revenue  over  capital  and  ordinary  expenditure 
amounted  to  $65,000,000,  which  was  applied  in 
payment  of  the  principal  of  war  expenditure  in 
Canada. 


utmost  eye  comfort  and  pleasing  appearance.  As  an 
advertising  medium  the  value  of  good  store  lighting  is 
often  not  appreciated.  Those  people  who  are  accus- 
tomed to  taking  regular  evening  walks  during  the  brisk 
autumn  and  winter  weather  are  invariably  attracted  to 
stores  that  stand  apart  from  others  by  reason  of  their 
good  illumination.  In  this  issue  we  are  illustrating 
some  difterent  types  of  store  lighting  fixtures,  together 
with  their  definitions  and  forms  of  application.  The 
importance  of  studying  the  requirements  of  your  own 
particular  store  and  the  use  of  fixtures  and  lamps  suit- 
aljle  both  from  an  illuminating  and  aesthetic  stand- 
point are  dealt  with,  and  cannot  be  over-estimated. 
Changes  in  lighting  systems  have  often  resulted  in  im- 
mediate business  increases.  In  any  case,  a  change  from 
poor  lighting  to  good  lighting  is  bound  to  justify  the 
trouble  and  expense  within  a  reasonable  period. 


The  Dividing 
Line 


*    *  * 

One  of  the  biggest  advertising 
mistakes  a  shoe  man  can  make  is 
to  overlook  the  dividing  line  be- 
tween reputation  and  notoriety.  Reputation  is  of  slow 
but  sturdy  growth,  a  growth  that  is  due  to  unremitting- 
care,  the  sunshine  of  prosperity,  and  the  storms  oi 
adversity.  Notoriety  has  many  of  the  outward  ap- 
pearances of  reputation,  but  the  hackhone  is  lacking. 
Reputation  is  acquired  by  years  of  painstaking  and 
conscientious  advertising,  backed  by  store  service  of 
the  highest  order.  Notoriety  may  be  attained  by  a 
single  advertisement  in  a  few  hours,  but  it  dies  as 
quickly.  To  the  casual  visitor  to  some  particular  city 
all  advertisements  might  look  alike — ha\e  the  ring  of 
trutli  and  the  hall-mark  of  quality — but  ask  the  man 
who  knows,  the  resident,  the  regular  shopper.  He 
will  tell  you  of  those  that  are  as  reliable  as  the  Bank 
of  luigland,  but — if  you're  looking  at  others,  think  of 
"safety  first."  Don't  let  us  forget  that  unbridgable 
gulf  between  "reputation"  and  "notoriety." 
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Styles  for  Spring  and  Summer,  1918 

The  Pendulum  of  Fashion  is  Swinging  Back  to  a  Conservatism  in 
Color  and  Design — Look  jor  "Smart"  Styles  but  Avoid  "Freaks" 
— Brown  in   a  Variety   of  Shades   will  be  Strongly   in  Favor 


THE  day  of  the  extreme  novelty  boot 
has  passed,  or  rather  it  will  have 
passed  by  the  time  spring  and  sum- 
mer goods  are  in  the  hands  of  the 
retailer,  according  to  one  of  the  large  Can- 
adian manufacturers  who  has  made  a  close 
study  of  conditions  in  the  style  centers  for 
many  months  past.  "Everywhere,"  he  said, 
"I  find  evidence  of  quiet  conservatism  in  de- 
signs and  a  desire  on  the  part  of  most  man.u- 
facturers  to  assist  the  government  in  the 
conservation  of  leather,  if  such  a  thing  be 
necessary.  Many  elaborate  and  fancy  styles 
are  selling  well  now,  but  I  maintain  that  the 
retailer  who  stocks  up  on  anything  but  nat- 
ural designs  and  sensible  colors  for  the  year 
1918  will  be  sadly  "in  the  soup."  This  same 
manufacturer  states  that  the  low  heel  will 
be  a  strong  seller  and  that  the  military  de- 
signs are  "catching  on"  in  a  surprising  man- 
ner. 

Whether  or  not  there  will  be  a  general 
reduction  in  color  combinations  and  fanci- 
ful styles  is  an  open  question,  since  many 
manufacturers  are  including  a  wide  range 
of  colors.  It  would  be  a  very  desirable  situ- 
ation indeed  were  the  selection  confined  to 
styles  of  simpler  form,  yet  smart  appearance. 
Extreme  patterns  are  not  business  builders, 
and  how  best  to  sustain  trade  and  develop 
new  customers  is  of  more  importance  to  any 
merchant  than  the  twist  of  a  pattern  or  the 
color  harmony  of  leathers. 

A  Change  in  Heels 

The  developing  in  the  large  style  centers 
of  the  14-8  shapely  Cuban  heel  to  go  on 
welt  footwear  has  reached  the  point  where 
it  can  be  safely  termed  an  assured  style  for 
spring.  The  sudden  shift  from  Louis  heels 
to  Cuban  heels  is  a  development  which 
might  well  be  expected,  for  the  run  on 
Louis  heels  was  phenomenally  long  and 
due  largely  to  the  desire  for  "novelties." 
Sensible  and  serviceable  walking  boots  are 
on  the  increase,  and  the  most  popular  col- 
ors are  dififerent  shades  of  tan,  from  medium 
light  to  dark  cherry  or  mahogany.  Some 
of  these  boots  are  entirely  of  calf,  others 
have  brown  kid  tops  and  a  very  good  selling 
number  has  a  top  contrasting  color  of  imi- 
tation buck,  while  in  the  wav  of  high  grades. 


genuine  buck  is  used  as  a  favorite  topping- 
material.  An  occasional  style  shows  heavy 
foxing  and  a  top  with  more  or  less  pinking 
and  perforating.  This,  however,  is  not  like- 
ly to  prove  a  popular  style,  as  women  still 
desire  a  shoe  that  is  light  on  the  feet,  and 
which  will  appear  light  and  airy  to  the  eye. 

Skirts  to  Remain  Short 

Reports  from  Paris  and  New  York  state 
that  shorter  and  narrower  skirts  will  be  in 
vogue  in  the  near  future,  and  just  so  long 
as  skirts  are  short  the  lace  boot  must  hold 
the  centre  of  the  stage,  since  button  boots 
are  not  so  practical  in  the  higher  heights. 

In  heights  the  styles  vary  from  8  to  10 
inches,  the  majority,  however,  being  8^  or 
9.  A  prominent  western  Ontario  manufac- 
turer is  making  most  of  his  high-grade 
models  with  9-inch  tops.  The  standard 
height  of  the  military  design  is  usually  8 
inches. 

Pointed  toes  with  long  narrow  treads  are 
still  strong.  It  is  claimed  there  will  be 
a  slight  tendency  toward  shorter  vamps  and 
wider  toes,  but  this  will  not  be  evident  to 
a  very  noticeable  degree. 

In  the  matter  of  materials  there  seems  to 
have  been  a  revival  of  calf  skin,  which  is 
now  dividing  honors  with  kid.  The  in- 
creased showing  of  calf  is  due  largely  to 
the  popularity  of  the  dif¥erent  shades  of 
tans  and  browns. 

Revival  of  Oxfords 

It  is  the  prevailing  opinion  of  shoe  manu- 
facturers that  1918  will  see  a  strong  re- 
vival in  the  popularity  of  oxfords.  This 
type  of  shoe  has  been  at  low  ebb  for  a  num- 
ber of  seasons,  but  among  the  spring  samples 
there  is  a  surprising  number  of  beautiful 
oxford  patterns.  While  bluchers  are  shown 
to  some  extent,  it  may  be  safely  conceded 
that  the  balmoral  pattern  is  decidedly  neater 
and  Avill  have  the  greater  sale.  The  types 
of  oxfords  which  are  meeting  with  the  great- 
est amount  of  favor  are  the  four  and  five 
eyelet  patterns,  blind  eyelets  prevailing, 
while  the  lacings  are  small  and  neat.  The 
popular  type  of  oxford  heel  is  on  the  Cuban 
order,  ranging  from  10/8  to  13  8.    An  occa- 
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Women's  Spring  and 
Summer  Styles,  1918 
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Upper  right:  eight  inch  button,  brown 
Russia  calf  vamp,  fawn  buck  top. 

Above:  Tan  calf  and  buck  effect,  welt 
walking  boot,  lYz  inch  heel. 

Lower  right:  8J/^  in.  service  boot,  black 
cabretta  top,  gun  metal  vamp,  13/8 
heel. 
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Glimpses  of  the  Style  Trend  for  Women 


Nine  inch  khaki  calf  welt,  Napoleon  cut, 
circular  vamp.  Top  is  olive  brown 
Nubuck,  perforated  around  the  vamp, 
17/8  leather  Louis  heel — La  Parisi- 
enne  Shoe  Company,  Montreal. 


Above:  An  example  of  superb  workman- 
ship in  the  art  of  shoemaking.  White 
kid  and  black  patent  leather,  turn, 
Louis  heel. 

Below:  A  high  top  cream  kid  bal,  one 
of  the  handsome  spring  designs  of 
the  Eagle  Shoe  Company,  Montreal. 


A  patent  pump  showing  the  new  12/8 
leather  Louis  heel.  Over-lapping 
cjuarter  with  square  throat,  narrow 
toe  last,  long  vamp,  fine  fudge  edge 
welt. 
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sional  oxford  in  the  higher  grades  carries  a 
2-inch  miHtary  heel  and  where  the  shoe  is 
intended  as  a  semi-dress  style  the  full  or 
half-Louis  heel  is  also  shown. 

Pumps  are  shown  with  few  decorations 
except  in  the  medium  grades,  where  they 
have  small  cut  steel  buckles  or  ornaments. 
Beaded  effects  are  also  in  evidence.  It  is 
generally  conceded  that  the  plain  pum])  will 
have  the  preference. 

While  on  the  subject  of  low  shoes  it  will 
perhaps  be  in  order  to  speak  of  the  sport 
shoe  or  oxford.  The  freak  styles  of  last  year 
seem  to  have  lost  their  hold,  and  it  is  strong- 
ly evident  that  less  incongruous  and  more 
dignified  styles  will  be  demanded,  even  for 
the  most  athletic  sports. 

Much  Cloth  in  Evidence 

Cloth  tops  are  shown  on  many  of  the 
smart  styles  to  retail  at  prices  around  $8 
and  $10.  In  combinations  there  are  many 
well-balanced  designs  with  kid  vamps  and 
cloth  tops. 

Black  shoes  constitute  a  large  share  of 
the  new  samples  and  manufacturers  are  find- 
ing a  steady  market  for  black  kid  boots  in 
popular  8  and  9  inch  patterns.  It  may  be 
said  that  solid  colors  for  women  will  be  the 


rule  and  combinations  the  exception. 
"Freaks"  will  be  reduced  to  a  minimum. 
White  buck,  kid  and  fabric  will  be  standard 
for  summer  wear.  Black,  tan,  Russia  in 
calf ;  gun  metal  and  beige,  sand  and  fawn 
in  buck.  In  kid  there  will  be  black,  gray, 
ivory,  field  mouse,  tan  and  to  some  extent 
reddish  browns.  Black  patent  leather  is 
shown  to  a  considerable  extent  also.  The 
few  combinations  noticed  are  mostly  gray, 
sand  and  fawn  buck  tops,  gray  and  ivory 
kid,  over  black  calf,  kid  or  patent,  and,  in 
some  cases,  tan,  brown  kid,  or  Russia,  vamps. 

Don't  Overload  on  "Freaks" 

From  all  indications  women's  styles  will, 
this  season,  be  a  much  safer  buying  prob- 
lem for  the  retailer  than  at  any  time  during 
the  past  two  years,  notwithstanding  the 
many  fancy  creations  shown  by  some 
makers.  Many  merchants  have  had  their 
lesson  in  overloading  on  novelties  and  will 
confine  the  biggest  percentage  of  their  buy- 
ing to  smart  and  wearable  styles,  rather 
than  delicate  "fair  weather"  shoes.  This 
does  not  mean  a  discontinuance  of  new  or 
clever  styles,  but  simply  an  avoidance  of 
weird  patterning  and  "impossible"  color 
combinations. 


BRIEFLY,  the  principal  features  in  the 
style  trend  in  men's  shoes  for  spring 
and  summer,  1918,  may  be  summed 
up  as  follows : 
Conservation  of  lasts  and  patterns  in 
high  and  medium  grade  lines.  Some  tend- 
ency toward  more  military  designs.  Plain 
toe  on  modified  army  lasts  for  civilian  wear 
and  slightly  wider  round  toe  on  English 
last  are  expected  to  be  strong.  Dark  col- 
ors are  favored  and  some  boarded  stock  in 
high-grade  lines  is  featured.  Here  and 
there  an  eflfort  appears  to  bring  in  lighter 
shades  of  tan.  There  will  be  a  larger  show- 
ing of  oxfords  than  for  some  seasons  past, 
but  the  majority  of  business  is  expected  to 
be  on  the  popular  balmoral.  Combinations 
are  not  very  numerous  and  are  confined  to 
gray  and  brown  tops  combined  with  brown 
and  black  vamps.  Vamps  continue  about 
4  to  4^2  inches  long  and  heels  range  from 
7-8  to  9-8  with  most  business  on  8-8  heights. 

Fewer  Lasts 

in  ])revious  years  it  was  the  cx])ectation 
that  each  manufacturer  would  come  out 
with  a  number  of  new  lasts  each  season,  but 


this  season  manufacturers  are  providing 
very  few  new  lasts  or  fancy  effects  in  men's. 
The  aim  has  been  to  make  good  shoes  of 
refined  appearance  and  if  there  is  any  change 
in  last  it  is  noticeable,  in  the  United  States 
at  least,  in  a  greater  popularity  of  broader 
toes  after  the  style  of  the  army  model.  In 
Canada,  however,  the  military  last  has 
ceased  to  be  a  novelty  for  civilian  wear  and 
it  is  quite  evident  that  the  more  graceful 
l:)almoral  will  be  the  favorite. 

Not  Many  Novelties 

Men's  novelty  shoes  have  never  sold 
heavily  in  the  best  grades  and  for  next  sea- 
son there  has  been  little  attempt  to  make 
shoes  look  fancy.  A  few  combinations  will 
be  made  for  those  who  desire  them,  but 
they  will  be  of  quiet  colors,  such  as  brown 
and  gray  tops,  combined  with  Drown  and 
black  vamps. 

The  Range  in  Colors 

There  is  an  almost  universal  opinion  that 
dark  browns  will  be  strong,  as  will  also 
cherry  calf,  royal  purple,  tony  red  and  others 
of  a  similar  order.    Black,  of  course,  will 
I  be  in  the  lead.    A  Toronto  manufacturer 
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Advance  Men's  Styles  for  1918 


New  oxford  last,  showing  wider  and 
rounder  toe.  tan  pebljled  calf,  per- 
forated wing  tip.  white  sole  stitch- 
ing. 8/8  heel,  perforated  lace  stay, 
pinked  and  perforated  circular  vamp. 


Cordovan  bal  oxford,  straight  tip  and 
pinked  edge  and  small  perforations, 
circular  vamp,  square  throat,  close 
fitting  top  with  invisible  eleyets,  8/8 
heel. 


Oxfords  and  boots  are  shown  in  the 
officer's  army  last.  In  the  oxford 
the  heel  seat  is  extended  to  match 
the  sole,  made  in  Russia  calf.  The 
boot  is  modified  to  give  straight  re- 
cede toe,  has  half  bellows  tongue, 
8/8  broad  right  and  left  heel,  lap 
seam  backstay,  paneled  stitched 
quarter,  unlined,  single  sole. 
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of  men's  shoes  has  introduced  a  new  color 
in  kangaroo  stock  which  it  is  tliought  will 
be  widely  favored  by  buyers  of  high-priced 
kid  shoes  who  favor  the  mahogany  shade. 
Last  year  this  was  not  obtainable  and  for 
summer  wear  it  is  in  good  demand. 

The  use  of  fibre  soles  and  rubber  heels 


continues  by  many  manufacturers.  As  a 
matter  of  fact  one  maker  has  advised  us 
that  50  per  cent,  oi  his  output  is  manufac- 
tured with  this  new  alternative  soling  and 
that  the  demand  for  it  is  steady.  Owing  to 
its  waterproof  qualities  it  should  find  ready 
sale  during  the  early  spring  months. 


Fashion's  Sway  as  seen  by  the  Makers 


As  representing  the  range  of  styles, 
volume  of  Inisiness  and  other  general 
conditions  existing  with  many  of  the 
leading  Canadian  manufacturers  we 
are  reproducing  several  letters  and  style  re- 
views. The  Hartt  Boot  and  Shoe  Company, 
of  Fredericton,  N.B.,  say: 

In  regard  to  our  spring  samples,  the  re- 
sults that  have  been  received  from  our  sales- 
men since  they  have  started  out  have  been 
satisfactory,  although  they  have  only  been 
out  a  short  time.  Our  line  of  samples,  we 
think,  is  the  finest  that  we  have  ever  pro- 
duced, and  we  are  naturally  proud  of  them." 
Our  policy  is,  as  you  no  doubt  are  aware, 
to  progress  consistently  and  steadily.  This 
has  been  our  policy  for  a  good  many  years, 
and  we  propose  to  continue  along  the  same 
line.  We  have  added  four  new  lasts  for 
spring,  and  while  they  are  not  extreme,  they 
are  lasts  that  can  be  used  to  advantage  in 
a  high  grade  gentlemen's  line  of  footwear, 
such  as  we  make.  Our  Gold  Medal  Grade 
line,  which  we  sell  at  $1.50  to  $2.00  per  pair 
higher  than  the  highest  priced  shoe  made 
by  any  other  firm  in  Canada,  is  steadily  in- 
creasing in  favor  with  our  customers.  This 
Gold  Medal  Grade  line  was  gotten  up  par- 
ticularly to  show  that  we  were  capable  of 
making  as  good  or  better  shoes  as  could 
be  made  elsewhere,  and  we  feel  that  in  this 
Gold  Medal  Grade  line  we  are  producing 
shoes  that,  to  say  the  least,  will  comj^are 
favorably  with  the  very  highest  grade  qual- 
ity that  are  made  in  the  United  States.  We 
could  ])ut  the  case  much  stronger  than  we 
are  doing  in  this  letter  and  still  be  within 
the  mark,  but  we  do  not  care  to  boast.  The 
general  tendency  of  our  line  for  s])ring  is, 
of  cotirse,  moderate  in  apjjearance,  and  mod- 
est in  tone — naturally  it  would  be  that  way 
in  the  grade  of  goods  that  wc  arc  making. 

Large  Output  with  Fibre  Soles 

The  John  Kitchic  CDmpany,  Limited, 
Qtiebec,  advise  that  s])ring  orders  are  start- 
ing to  come  in  in  good  \dlumc,  the  popular 
demand  seeming  to  run  in  the  brcjwn  shades 
of  tan  and  fully  50  |)er  cenl.  of  the  orders 


received  call  for  fibre  rubber  soles,  which 
still  seem  to  be  very  popular  among  the 
trade.  The  predominating  last  is  the  long 
narrow  toe,  which  seems  to  be  increasing  in 
favor  over  the  old  favorite  high  toe,  though 
the  high  toed  last  is  still  popular  among  the 
jobbing  trade. 

Strong  on  Children's 

The  Star  Shoe  Limited,  Montreal,  special- 
ize in  children's  shoes  and  have  a  very  com- 
plete range  in  McKays,  turns  and  stitch- 
downs.  They  do  not  spend  much  time  on 
novelties  or  "freaks,"  but  most  of  their  lines 
are  good  serviceable  staples — shoes  made 
from  standard  leathers,  such  as  gun  metal 
calf,  glazed  kid,  chocolate  kid,  patent  leather 
and  a  few  with  dull  and  cravanette  tops. 

War  Naturally  Affecting  Trade 

The  following  is  from  Messrs.  Daoust, 
Lalonde  &  Company,  Montreal,  and  indicates 
that  the  Compulsory  Service  Act  is  not 
without  its  ill  efi^ects  on  manufacturers  of 
men's  shoes : 

Our  travellers  have  been  on  the  road  for 
about  three  weeks  and  are  doing  beyond  our 
expectations.  The  styles  which  seem  to  take 
best  are  the  semi-high-cut  lace  bals,  pointed 
toes  and  low  heels  ;  both  in  black  calf  and 
brown  cedar  calf.  Pumps  do  not  seem  to 
sell,  nor  patent  leather.  In  the  way  of 
leather  we  find  that  gun  metal  kip  for  men's 
shoes  and  a  little  less  for  women's  are  sell- 
ing. Black  dongola  for  women's  are  also 
good  sellers.  The  brown  color  will  replace 
the  mahogany  color  for  next  spring.  Can- 
vas bals  for  women's  in  white  and  fancy 
colors  are  good  sellers.  Men's  shoes  do  not 
sell  so  freely  as  women's  on  account  of  con- 
scri])tion,  but  we  expect  that  the  orders  will 
come  in  a  little  later,  though  we  believe  that 
the  enlistment  of  one  hundred  thousand 
young  men  will  be  badly  felt  in  the  shoe 
trade,  especially  by  firms  making  a  specialty 
of  men's  fine  shoes. 

Three  New  Lasts 

Three  new  lasts  in-  women's — the  Rose- 
mount,  Rambler,  and   Peerless — are  shown 
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Oxfords,  Pumps  and  Spats,  for  Spring 


Mahogany    calf   oxford,   imitation  wins, 
tip.  12/.S  C"iil)an  heel,  S  iron  welt. 


Above:  Smart  five  eyelet  oxford,  predict- 
ed a  big  seller  for  next  summer. 

Below:  A  new  spat  style  designed  for 
spring  wear,  9  button,  white,  trimmed 
with  black. 


Above:    Silver    satin    evening  slipper, 
Parisian  beading.  Louis  covered  heel. 

Below:  .A.  spring  pump  in  patent  leather, 
.  Louis  heel. 


iarA-iii;^irritirai?rffirifi?rfflrrrti?niirrait^ 
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by  J.  &  T.  Bell,  Ltd.,  Montreal.  The  first 
named  has  a  high  arch,  18/8  heel  and  short 
vamp,  and  is  l)uilt  for  the  western  trade. 
The  Rambler  has  also  a  high  arch,  Cuban 
heel,  with  a  short  forepart  effect.  The  Peer- 
less is  made  with  a  long  vamp  and  18/8 
heel.  The  new  lines  have  plain  toes  and 
also  imitation  tips.  They  come  in  solid 
colors  and  in  a  ^'ariety  of  combinations, 
some  with  ])hie  and  gray  \'am])s.  The  shoes 
are  high  cuts,  8  and  9  in.,  with  straight  and 
waved  tops.  The  pumps  are  an  inviting 
collection,  some  being  plain  and  others  with 
perforated  tips.  One  of  black  kid,  built  on 
the  Rambler  last,  has  a  perforated  tip,  col- 
lar, and  foxing,  and  another,  in  Russia  calf, 
has  a  wing  tip  and  side  perforations.  A  very 
attractive  model  has  a  brown  suede  vamp 
and  quarters,  overlap])ed  effect  and  perfor- 
ated throat.  A  pump  which  is  a  good  seller 
is  called  the  Marion  ;  it  is  made  in  patent, 
kid,  and  gun  metal,  with  full  and  half  Louis 
heels,  and  an  ornamental  buckle.  The  men's 
lines  also  include  three  new  lasts — the  Cus- 
tom, Carlyle,  and  Devonshire.  The  first  two 
include  a  very  full  range,  patent,  gun  metal, 
tans,  black,  white  canvas,  fibre  soles,  and 
kid  and  gun  metal  oxfords.  A  walking  shoe 
has  some  elaborate  perforated  effects.  The 
Devonshire  last  is  made  in  black  and  brown 
kids,  gun  metal,  and  also  with  a  cushion 
sole.  The  entire  range  of  the  firm's  goods 
is  very  extensive,  dainty  in  appearance,  and 
of  high  grade  material  and  workmanship. 

Strong  Line  of  McKays 

Besides  adding  little  gents",  youths'  and 
misses'  to  their  McKay  lines,  the  Eagle  Shoe 
Company,  Montreal,  have  put  in  three  new 
lasts  with  their  spring  samples,  one  w^o- 
men's  and  two  men's.  The  women's  last 
has  a  recede  toe,  long  circular  vamp,  8^,^  in. 
top,  and  plain  toe.  It  is  made  in  many  solid 
colored  leathers  and  also  in  combinations. 
The  men's  lasts  have  a  round  toe  and  a 
long  recede  toe.  The  shoes  come  in  a  var- 
iety of  colored  leathers,  some  solid  and 
f)thers  in  combination.  One  of  the  most 
striking  is  in  willow  calf,  while  others  are 
in  shades  of  brown. 

Goodyear  Welts  in  the  "Daisy"  Line 

The  feature  of  the  samples  of  Dufresnc 
and  Cialipeau,  Montreal,  is  the  inclusion  of 
(ioodyear  welts  in  the  Daisy  brand  of  wo- 
men's shoes.  .Some  new  lasts  in  women's 
and  men's  lines  are  also  being  shown  in  the 
same  brand.  ( )ne  of  (he  most  attracti\-e  lines 
is  a  men's  sliof  in  kliaki  colored  leather.  The 
firm  report  thai  conntry  business  is  coining 
in  very  well,  bul  thai  ihe  city  retailers  are 
exercising  great  caution  in  buying. 


The  lines  of  the  Tetrault  Shoe  Manufac- 
turing Company,  Montreal,  contain  a  large 
number  of  shoes  with  fiber  soles.  The  com- 
pany have  lately  been  very  strong  in  this 
particular  department,  and  the  popularity 
of  the  fibre  sole  is  evidenced  by  the  large 
increase  in  the  sales  of  shoes  fitted  with  this 
alternative  soling.  In  addition  to  the  white 
and  brown  varieties,  these  soles  are  being- 
made  with  the  exact  appearance  of  leather. 
The  spring  samples  include  a  new  recede  toe. 
It  would  look  as  if  there  are  to  be  more  col- 
ors than  ever,  and  the  Tetrault  Company 
have  samples  in  numerous  shades,  includ- 
ing the  popular  khaki.  The  majority  have 
plain  effects,  blind  eyelets  still  being  in  de- 
mand. While  generally  the  volume  of  busi- 
ness so  far  is  fair,  with,  however,  a  belief 
by  manufacturers  that  the  season  will  prove 
satisfactory,  the  Tetrault  Company  state 
that  the  sales  are  ahead  of  this  time  last 


year. 


New  Patterns  in  Women's 


George  A.  Slater,  Limited,  Montreal,  re- 
I)ort  that  in  men's  goods,  outside  of  a  new 
last  there  are  not  many  radical  changes,  for 
the  reason  that  the  dealers  are  acting  cau- 
tiously. The  company  are  of  opinion  that 
gun  metal  will  continue  largely  in  favor. 
There  are  some  shades  in  dark  Russia.  In 
spite  of  the  strong  bid  for  fibre  soles,  leather 
soles  will  be  as  popular  as  heretofore.  Men's 
shoes  are  being  considerably  lightened  in 
the  way  of  bevelling  the  edges,  so  that  the 
demands  of  the  city  trade  may  be  met. 
Strong  attention  will  be  directed  to  the  Eng- 
lish last,  which  will  be  in  as  good  demand  as 
ever ;  there  is  also  a  growing  tendency  to 
favor  the  London  toe,  which  will  meet  the 
requirements  of  middle  aged  customers.  Kid 
leathers  for  city  wear  are  still  in  good  de- 
mand. In  women's  lines  there  are  a  num- 
ber of  new  patterns,  one  having  a  fancy 
facing  and  collar  effect.  All  the  old  pat- 
terns have  been  revised  to  conform  with 
the  new  lines  demanded  by  present-  styles, 
that  is,  a  more  square  throat  and  longer 
vamp  lines.  Low  and  medium  heels  with  a 
medium  recede  toe  are  shown  to  a  consider- 
able extent.  Both  high  heels  and  lasts  with 
long  foreparts  are  to  be  seen.  In  connec- 
tion with  the  high  heel  lasts  a  new  French 
shank  adds  much  to  the  daintiness  of  the 
models.  This  shank  gives  a  light  appear- 
ance without  materially  detracting  from  the 
wearing  qualities.  A  new^  shade  of  kid,  al- 
most plum  in  color,  is  being  shown,  to- 
gether with  a  combination  of  various  other 
shades.  Several  shoes  of  all  plum  color  are 
also  among  the  samples.  A  new  Louis  heel 
has  very  graceful  lines.  Some  scalloped 
patterns  of  \-arious  designs  are  among  the 
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Smart  Footwear 
for 

Women 


Below :  Mahogany  Norwegian 
calf  boot,  9  inch,  Federal 
blucher,  Avenue  last,  heavy 
sole  welt,  stitched  aloft,  IJ^ 
in.  military  heel — Utz  and 
Dunn,  Rochester. 


Piccadilly  lace  boot,  0  inch 
height,  gray  castor  quarter, 
navy  gray  calf  vamp,  collar 
and  back  stay,  Juanita  last, 
2;4  g''ay  enamelled  leather 
Louis  heel,  welt.  Also  made 
with  wood  covered  Louis  heel 
— Utz  and  Dunn,  Rochester. 


.Shirley — High  cut,  steel  grey  cra- 
venette,  white  sole  and  heel,  wo- 
men's sizes  only. 

Culleen — High  cut,  Palm  Peach 
fabric,  white  sole  and  heel,  vso- 
men's  sizes  only. 

Priscilla — High  cut,  white  duck  top, 
white  sole  and  heel. 

Three  of  the  handsome  "Fleet  Foot" 
designs  for  summer,  manufactured 
by  the  Canadian  Consolidated 
Rubber  Company,  Montreal. 


Republic  lace  boot,  S  in.  pearl 
giay  cloth  top,  navy  gray  calf 
vamp,  fox  and  collar,  Ritz 
last,  2  in.  enamelled  leather 
Louis  heel.  .\lso  made  with 
khaki  cloth  top  and  khaki  calf 
vamp — Utz  and  Dunn,  Roch- 
ester. 
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samples,  I 
in  height. 


majority  l)cing  iS  in.  and  9 


Excellent  Showing  of  Pumps 

La  Parisienne  Shoe  Company,  Maison- 
neuve,  are  showing  the  largest  range  of 
pumps  yet  made.  These  come  in  several 
colors,  a  noticeable  feature  being  the  ex- 
tensive lines  in  suedes  and  also  some  in 
black  silk  velvet.  For  the  most  part,  the 
samples  arc  plain,  with  a  number  showing 
collars  and  cord  around  the  tops.  The  com- 
pany are  showing  four  new  lasts,  one  hav- 
ing a  pointed  toe  and  12/8  heel.  A  feature 
is  the  oxfords  in  khaki  calf.  In  the  new 
high  cuts  is  a  khaki  calf,  9  in..  Napoleon 
cut,  with  a  circular  vamp.  Another  has  a 
gray  suede  vamp  and  a  gray  cloth  top,  with 
a  full  Louis  heel.  Other  models  have  colored 
cloth  U)\)s.  Khaki  calf  is  the  leather  chiefly 
employed,  although  there  are  very  attractive 
shoes  in  darker  shades. 

Handling  the  Arch-Preserver  Line 

E.  T.  Wright  &  Company,  Inc.,  St.  Thom- 
as, Out.,  advise  that  there  is  no  radical  de- 
parture in  their  styles  this  season  from  the 
season  just  passed.  They  expect  the  trend 
to  be  more  toward  plain,  rather  than  fancy, 
styles,  and  their  samples  are  lined  up  ac- 
cordingly. In  addition  to  their  usual  line 
they  are  showing  the  "J"st  Wright"  Arch 
Preserver  Shoe  for  the  first  time  in  Canada. 
This  shoe  has  been  made  in  their  United 
States  factory  for  the  past  three  years  and 
has  been  a  good  success.  It  comes  in  both 
wide  and  narrow  effects  and  the  company 
will  also  carry  the  line  of  women's  and  mis- 
ses' "Arch  Preservers"  manufactured  by  the 
Selby  Shoe  Company,  Portsmouth,  Ohio. 

One  New  "Regal"  Last 

The  Regal  Shoe  Company,  Toronto,  have 
the  snai)piest  line  of  men's  shoes  they  have 
ever  offered  to  the  trade.  One  new  recede 
toe  last  has  been  added  and  the  lines  are 
])roduced  in  all  the  wanted  and  up-to-date 
leathers  and  colors.  A  strong  and  dis- 
tinctive line  is  made  in  chocolate  kangaroo; 
this  is  an  exceptionally  fine  type  of  shoe — 
the  leather  takes  a  high  polish  and  is  hand- 
some in  appearance.  Royal  purple,  cherry 
red,  and  nut  brown  calf  are  also  featured,  in 
addition  to  the  standard  blacks  and  tans. 
Many  are  made  with  fibre  soles  and  rubber 
heels.  A  novel  feature  is  the  use  of  white 
fiber  soles  and  white  welt  and  red  fibre  soles 
and  red  welt.  'I'his  makes  a  very  pleasing 
effect.  .Solid  color  effects  are  used  mostly, 
there  being  few  combinations.  Cloth  tops 
are  also  in  the  minority.  Roughly  the  range 
runs  about  C>()  pei"  cent,  colored  goods  and 


40  per  cent,  black.  The  Regal  Comjjany  are 
now  showing  a  handsome  range  of  youth's 
and  boys'  welts,  starting  at  size  10.  These 
shoes  are  made  in  the  same  designs  and  of 
the  same  leathers  and  wcjrkmanship  as  are 
used  on  the  men's  Regals. 

Solid  Colors  in  Wide  Range 

The  Perth  .SIkjc  Com]jany,  Limited,  Perth, 
Ont.,  one  of  the  leading  western  Ontario 
manufacturers,  advise  that,  generally  speak- 
ing, their  spring  range  covers  many  solid 
colors  in  white,  silver  gray,  battleship  gray 
and  Havana  brown  kids.  They  are  showing 
8,  9  and  IC  inch  tops.  While  the  range  is 
extensive,  there  are  few  cloth  tops.  The 
newest  last  shows  a  full  four  inch  vamp 
with  2  inch  heel — in  fact  all  heels  have  a 
tendency  to  be  slightly  lower.  An  extensive 
line  is  being  shown  in  colored  calf,  cjuite  a 
few  with  fibre  rubber  soles  and  rubber  heels 
for  fall  and  early  spring  selling.  The  Perth 
Shoe  Company  have  also  added  a  very  at- 
tractive pum])  last  on  which  they  are  show- 
ing a  splendid  line  of  pumps  and  oxfords  in 
brown,  silver  grey  and  battleship  grey  kid 
oxfords.  Also  patent  kid,  white  kid  and  blue 
kid  pumps.  Some  of  these  lines  carry  fancy 
white  stitching  and  white  welts.  This  firm 
manufacture  Goodyear  welts  exclusively. 

Quiet  Designs  and  Low  Heels 

The  sirring  and  summer  styles  being 
shown  by  the  Minister  Myles  Shoe  Com- 
pany. Limited,  Toronto,  whose  styles  for 
women  are  among  the  most  representative 
in  Canada,  indicate  to  some  extent  the  con- 
servation in  design  apparent  in  the  samples 
of  many  other  manufacturers.  The  tend- 
ency is  towards  lower  and  Cuban  heels  and 
solid  colors  rather  than  combinations.  Con- 
trary to  a  generally  prevalent  opinion,  the 
Minister  Myles  Company  state  that  the  mil- 
itary last  is  not  a  popular  seller.  They  find 
a  large  demand  for  ladies'  walking  boots, 
however.  Three  new  lasts  have  been  added 
which  have  been  made  up  very  handsomely. 
One  is  in  Alice  blue  kid,  scalloped  vamp, 
scuiare  throat  bal,  full  Louis  heel  and  white 
kid  top,  9  inches  high,  with  deep  red  satin 
top  facing.  Another  is  a  biscuit  buck,  scal- 
lo]ied  vamp,  Louis  heel  with  silk  top  of  the 
same  color  and  lavender  top  facing.  Other 
models  are  Havana  brown  with  biscuit  buck 
top,  and  one  with  dark  tan  vamp,  khaki 
cloth  toj)  and  leather  Louis  heel.  The  mil- 
itary last  is  f)f  the  Mtmson  type,  10-8  heel 
and  seven-inch  top.  Tt  is  made  of  tan  Russia 
calf.  .\  good  selling  line  has  been  found  in 
liatenl  combinations — soiue  with  buck  tops. 
Patents  with  cloth  u])pers  are  shown  in 
some  of  the  chea])er  lines.    .\  fine  showing 
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of  pumps  and  oxfords  is  provided  in  the  leading  col- 
ors and  on  smart  lasts. 

In  men's  there  are  four  new  lasts  of  the  recede  toe 
tyi)e.  TiTe  straight  tip  is  noticed  on  many  models 
and  eyelets  all  the  way  to  the  top.  In  colors  the  range 
is  in  khaki  calf,  royal  purple,  seal  brown,  toney  red, 
mahogany  and  Havana  brown.  There  are  also  some 
striking  sam])les  with  buck  tops  in  contrasting  colors. 

Maintaining  Their  High  Standard 

The  Blachford  Shoe  Manufacturing  Company,  To- 
ronto, have  added  a  new  last  carrying  an  18/8  heel  for 
the  ultra  stylish  footwear,  and  tw^o  very  handsome  11/8 
and  12/8  heel  lasts  for  street  wear.  Among  some  of 
the  most  attractive  samples  are  No.  61.  silver  grey, 
lace,  kid,  Polish  ])attern,  9-inch  top  on  full  Louis  heel ; 
ivory  kid  lace.  Polish  pattern,  9-inch  top,  turn,  covered 
Louis  wood  heel ;  Cherry  calf,  lace,  taupe  buck  top  on 
12/8  heel.  A  remarkably  pretty  white  washable  kid 
pump  is  also  show^n.  The  new  turn  department  of  the 
Blachford  Shoe  Company  is  now  in  a  position  to  sup- 
ply a  very  complete  line  in  white  cloth  pumps  and  ox- 
fords in  specially  attractive  designs.  An  "In-stock" 
department  is  maintained  which  carries  a  large  stock 
of  the  most  approved  styles  in  a  complete  range  of 
sizes  and  widths.  The  company  are  now  issuing  an 
"In-stock"  catalogue  which  will  be  distributed  to  re- 
tailers. 


A  Manufacturer's  View  of  the  Leather 
Situation 

REPORTS  in  the  daily  press  announcing  an  al- 
leged slump  in  the  price  of  hides  led  some  shoe 
manufacturers  and  retailers  to  expect  a  reduc- 
tion in  the  cjuotation  of  leather  and  shoes. 
These  reports  were  most  emphatic  in  stating  that 
prices  of  hides  had  dropped  to  a  very  substantial  ex- 
tent, from  28c  a  pound  to  from  15c  to  17c,  and  that 
even  at  the  lower  rates  there  was  a  difficulty  in  dis- 
posing of  them. 

While  it  is  admitted  by  tanners  that  there  has  been 
a  decline  in  hides,  there  is,  it  is  claimed,  n(^  justifica- 
tion for  the  statements  as  to  the  extent  of  the  fall, 
neither  is  there  any  prospect  of  an  appreciable  cheap- 
ening of  leather,  with,  of  course,  lower  prices  for 
shoes.  Speaking  to  a  representative  of  "Footwear," 
Mr.  Joseph  Daoust,  president  of  Daoust,  Lalonde  and 
Company,  Limited,  shoe  manufacturers  and  tanners, 
Montreal,'  stated :  "As  you  are  aware,  the  Allied  Gov- 
ernments were  at  one  time  very  strong  buyers  of 
leather,  both  in  Canada  and  the  United  States,  and 
this  combined  with  a  good  United  States  domestic 
and  Canadian  demand  forced  up  prices  both  in  the 
United  States  and  here.  Don't  overlook  the  fact  that 
the  United  States  is  the  dominant  factor  in  the  world's 
leather  market.  Naturally  the  insistent  demand  for 
leather  stimulated  the  price  of  hides,  which  in  turn 
was  reflected  in  the  quotations  in  the  leather  market. 
Then  in  the  fall  of  1916  the  shoe  manufacturers  bought 
very  heavily  for  spring,  which  als(T  made  for  high 
leather  prices. 

"Following  this  there  was  a  j^artial  setback,  due 
to  a  combination  of  causes.  The  British  Government 
placed  an  embargo  on  the  importation  of  leather  from 
Canada  and  the  United  States ;  the  manufacture  of 
leather  substitutes,  especially  for  soles,  displaced  an 
immense  amount  of  leather ;  the  widespread  demand 
for  white  canvas    goods    was    another  contributing 


cause ;  and  the  orders  for  shoes  for  fall  were  not  up 
to  expectations.  All  these  resulted  in  a  reduced  de- 
mand for  leather — and  a  consequent  decline  in  the 
price  of  hides.  The  lowest  price  I  have  paid  for 
country  hides  is  22c  against  29c  the  highest  price. 

"I  regard  the  decline  as  purely  temporary,  for  the 
following  reasons :  The  American  Government  will 
be  a  very  heavy  buyer  of  leather  for  shoes  and  equip- 
ment ;  the  Italian  and  Russian  governments  are  in  the 
market  for  supplies ;  and  I  also  look  forward  to  large 
orders  being  placed  with  Canadian  shoe  manufacturers 
for  spring  goods,  as  I  believe  that  the  retailer  will 
be  compelled  to  buy  owing  to  depleted  stocks.  An 
additional  reason  is  the  report  that  Argentina  will 
place  a  duty  on  exports  of  hides  and  skins  from  that 
country,  which  will  have  the  effect,  I  believe,  of 
strengthening  the  American  and  Canadian  hide  mar- 
ket. Furthermore,  the  Chicago  packers  have  sent  large 
consignments  of  hides  to  be  tanned,  in  order  to  keep 
up  the  hide  market.  The  latest  reports  from  Chicago 
and  New  York  are  favorable  as  to  the  position  of 
hides,  and  I  see  no  evidence  of  a  slump.  On  the  con- 
trary, I  think  that  in  October  and  November  prices 
of  hides  and  leather  will  be  back  again  to  their  former 
high  levels.  For  the  reasons  I  have  stated  the  immedi- 
ate outlook  is  for  a  maintenance  of  jiresent  prices  of 
footwear." 


Have  your  clerks  make  a  note  of  all  the  styles 
asked  for,  even  though  the  customer  is  satisfied  with 
something  else.    It  will  help  you  in  future  buying. 


White  Sea  Island  kid  and  Nibucl<  boot,  white  ivory  sole  and  heel,  13  8 
madium  low  heel— Shown  by  Don  D.  Sargent,  Salem,  Mass. 
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Various  Practices  in  Store  Lighting  Problems 

Three  Systems  are  Available  and  Applicable  to  Individual  Cases—  From  an  Adver- 
tising Standpoint  Good  Lighting  Pays— Study  Your  Requirements 


T()  i)ruvide  the  best  illumination  in  any  store,  it 
is  always  best  to  treat  the  case  as  an  individual 
])roblem,  paying  particular  attention  to  every 
feature,  unusual  or  otherwise,  which  may  be  a 
factor  in  increasing  or  lowering  lighting  efficiency. 
Physical  features  of  the  store,  shelving,  balconies,  stair- 
ways, and  so  on,  must  all  be  taken  into  consideration, 
as  must  also  the  decorative  colors. 

The  advertising  value  of  a  well-lighted  store  is  be- 
coming- more  ])opularly  realized  every  day.  Alert  mer- 
chants are  demanding"  illuminating-  systems  suitable 
both  scientifically  and  aesthetically,  when  often,  for 
the  merely  ordinary  store,  a  much  more  inexpensive 
system  would  apparently  fill  all  reciuirements.  The 
matter  of  cost  is,  of  course,  an  important  factor  in 
many  instances,  although  it  is  rarely  that  a  satisfactory 
lighting  system  cannot  be  afforded  when  the  ultimate 
benefits  are  taken  into  consideration. 

Three  Kinds  of  Store  Lighting 

There  are  three  general  systems  of  illumination, 
any  one  of  which  may  be  successfully  adapted  in  par- 
ticular cases.  These  are  as  follows:  (1)  The  indirect 
system,  in  which  all  the  light  from  the  fixture  is  first 
sent  up  against  the  ceiling,  whence  it  is  diffused 
throughout  the  store.  The  units  themselves  may,  at 
first  sight,  api)ear  somewhat  dark,  but  this  system  is 
verv  restful  and  the  distribution  of  light  is  wonder- 


fully unifcjrm.  The  exterior  of  the  unit  niay  be  of 
any  shape  or  material  desired,  but  the  interior  re- 
flecting surfaces  usually  mirrored  glass  or  porcelain 
enamel. 

(2)  The  semi-indirect  system,  in  which  part  of  the 
light  is  sent  uj)  against  the  ceiling  as  in  a  totally  in- 
direct system,  and  ])art  is  transmitted  through  the 
bowl,  which  may  be  of  alabaster  or  of  opal  or  pris- 
matic glass. 

(3)  The  direct  lighting  system,  in  which  are  u.sed 
totally  inclosing  or  semi-inclosing  globes  completely 
screening  the  lamp  from  view,  or  open  reflectors  de- 
signed to  diffuse  and  direct  the  light  and  to  protect 
the  eye.  Direct-lighting  units  commonly  used  in  store 
lighting  are  of  the  opal  or  prismatic  glass  type.. 

Most  Satisfactory  Systems 

For  the  average  store,  the  indirect,  semi-indirect 
and  inclosed  units,  any  one  of  which  can  be  secured 
in  a  variety  of  artistic  designs,  are  generally  applic- 
able and  desirable.  Inclosing  units  have  become  very 
popular  because  of  their  wide  variation  of  design  and 
cost  and  the  good  illumination  which  they  afford  on 
shelves  and  walls.  From  the  standpoint  of  comfort 
and  beauty  the  indirect  and  semi-indirect  units  are 
the  most  desirable.  In  indirect  illumination,  the  ceiling 
should  be  light  colored,  although  not  necessarily  white. 
Very  pleasing  results  are  possible  where  the  walls  and 
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Fig.  I— Splendid  example  of  indirect  liglifinfi  in  an  up-to-date  .shoe  store. 
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ceiling  are  tinted  to  give  a  slight  color  effect  to  the 
light.  Fig.  2  shows  eight  different  styles  of  illuminat- 
ing fixtures  and  a  beautiful  example  of  shoe  store 
lighting  is  shown  in  the  illustration,  Fig.  1.  It  will 
be  seen  that  the  fixtures  in  Fig.  1  are  the  indirect 
type  and  the  light  is  first  thrown  upward  to  the  light 


Fig.  2-Types  of  Store-Lighting  Units. 
1— Semi-inclosing  unit.    2— Opal  inclosing  unit.    3— Opal  semi-indirect  units. 
4— Prismatic  inclosing  unit.     5— Prismatic  open  reflector.     6— Opal  open  re- 
flector.  7— Prismatic  semi-indirect  unit.   8— Mirrored  glass  indirect  unit. 

colored  ceiling  and  then  reflected  downwards.  This 
type  of  lighting  is  very  restful  to  the  eye  and  pleasing 
to  the  customer. 

Learn  How  to  Use  Your  Lights 

Some  people's  taste  runs  to  gaudy  house  furnish- 
ings, loud  wearing  apparel  and  noise.  Some  merchants 
display  a  similar  taste  in  the  use  of  high  power  lights 
which  are  allowed  to  glare  at  the  customer  and  the 
passerby  on  the  street  from  every  angle.  Gradually, 
however,  we  are  coming  to  a  realization  that  good 


lighting  is  not  so  much  a  matter  of  "bright"  light  as 
it  is  of  "light  control." 

A  good  lighting  installation  serves  a  double  pur- 
pose:  (1)  it  permits  the  merchandise  to  be  examined 
with  comfort;  (2)  it  advertises  the  store.  Light  is 
recognized  as  one  of  the  least  expensive  and  most 
eft'ective  advertising  mediums  and  it  is  for  this  very 
reason  that  higher  intensities  than  absolutely  neces- 
sary are  often  demanded.  In  deciding  the  intensity  of 
light  to  be  used  it  is  useful  to  sum  Uj;  the  natural 
light  and  reflecting  qualities  of  the  store  deccjrations, 
the  lighting  standard  in  the  immediate  neighborhood 
;in(l  the  amount  which  you  think  should  constitute 
your  lighting  bill. 

Various  Types  of  Lamps 

The  use  of  the  correct  lamp  is  of  vital  importance  to 
the  successful  operation  of  any  system  of  illumination. 
The  tungsten,  vacuum  lamp  found  ready  sale  to  retail 
stores,  but  it  may  be  said  that  the  later  gas-filled 
Mazda  lamp  is  particularly  suitable  for  store  illum- 
ination. Their  filaments  operate  at  a  temperature 
considerably  above  those  of  vacuum  lamps,  their  effi- 
ciency is  higher  and  their  light  whiter.  Mazda  C-2 
lamps,  a  further  refinement  in  lamp  manufacture,  are 
made  with  scientifically  colored  bulbs  and  filter  the 
light  so  as  to  give  it  a  color  cpiality  similar  to  that  of 
afternoon  sunlight.  These  are  very  valuable  in  bring- 
ing artificial  daylight  into  the  store  and  making  pos- 
sible the  display  and  examination  of  true  color  values. 

The  color  of  its  light  is  important  to  the  appear- 
ance of  the  goods  and  the  harmony  of  the  decorating 
system,  and  consequently  the  use  of  the  various  types 
of  lamps  with  artistically  designed  reflecting  or  dif- 
fusing units,  makes  it  possible  for  any  merchant  to 
secure  a  multitude  of  effects,  one  of  which  w\\\  give 
him  a  distinctly  well  illuminated  store. 


First  Shoe  Style  Pageant  Held  in  Canada 

Enterprising  Western  Ontario  Manufacturers  Stage  an  Innovation— Amply  Demonstrated  that 
Canadian  Style  and  Workmanship  Compares  Favorably  with  the  Best  in  the  World 


AN  innovation  in  Canadian  shoe  circles  was  the 
event  of  the  Classic  Shoe  Style  Pageant,  held 
at  the  King  Edward  Hotel,  Toronto,  on  the 
evenings  of  September  26-27  and  28,  to  fea- 
ture the  new  style  models  of  "Classic"  shoes  for  wo- 
men, manufactured  by  Getty  &  Scott,  Limited,  Gait, 
Ont.  This  company  should  be  highly  commended  for 
their  progressive  effort  which  will  be  felt  among  the 
entire  Canadian  industry.  There  has  been,  and  still 
is,  a  pronounced  prejudice  on  the  part  of  the  Canadian 
public  in  favor  of  American  made  shoes.  In  harbor- 
ing this  prejudice  the  public  are,  perhaps,  not  to  blame, 
as  it  is  only  in  recent  years  that  Canadian  makers 
have  progressed  sufficiently  to  put  their  product  on 
an  even  plane  with  that  of  the  best  United  States 
makers. 

Getty  &  Scott  in  the  Front  Rank 

It  is  generally  acknowledged  that  Messrs.  Getty 
&  Scott  are  in  the  front  rank  of  those  Canadian  manu- 
facturers responsible  for  the  stimulated  progress  of  the 
Canadian  industry  and  the  general  betterment  of  Can- 
adian shoes  for  women.   In  staging  this  elaborate  style 


pageant  they  have  gone  to  considerable  trouble  and  ex- 
pense in  an  effort  to  correctly  inform  the  public,  and 
l)rove  beyond  the  shadow  of  a  doubt,  that  there  are  as 
fine  styles  and  as  good  shoes  produced  in  Canada  as 
elsewhere.  The  styles  shown  were  from  models  ap- 
l^earing  in  the  leading  style  centres  of  the  United 
.States  and,  in  addition,  several  of  the  company's  own 
design. 

A  large  attendance  was  ])resent  each  evening  in  the 
iKillroom  of  the  King  Edward,  where  a  raised  platform 
had  been  constructed  down  the  centre  of  the  beauti- 
fully decorated  room.  An  orchestra  rendered  catchy 
music  during  the  display  and  excellent  illumination 
was  provided  by  two  spotlights  directed  on  the  models 
as  they  paraded  before  the  audience. 

Canadian  Leathers  a  Feature 

As  each  style  was  displa}ed  it  was  announced  by 
number  and  name  so  that  the  spectators  could  refer 
to  the  more  complete  description  contained  in  the  pro- 
grammes which  were  distributed.  'I'hirt}-  dift'crent 
styles  were  shown  in  the  course  of  the  evening  and. 
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TaAe  t/ze  I/'^/e  hoy^  cs/id^/Hs-  on  c3  ir/p  to  Tdiiry  Land  vykyoiir  waJL 


let  tfie  Kids' ^el  j'/ilo  c3  rea/ cdri-' 
even       ///e  c/q^  js-  "cnoo^ien/  " 


Pdnejyour  haJ/s' 


The  Boot  and  Shoe  Recorder  offers  the  above  suggestions  to  attract  the  kiddies'  trade,  via  wall  decorations,  toys, 

doll  houses  and  so  on. 


ill  addition,  several  special  numbers  sliowtng-  pumps 
and  children's  shoes.  Special  attention  was  drawn  to 
the  use  of  Canadian  leathers  and  findings  in  the  manu- 
facture of  most  of  the  styles.  In  the  handsome  patent 
leather  designs  the  product  of  the  K.  R.  Clarke  Leather 
Company  and  the  H.  B.  Johnson  Com])any,  Toronto, 
aroused  visible  comment.  IMorson,  Boswell  &  Com- 
pany, Toronto  and  Montreal,  manufacturers  of  craven- 
ette  shoe  cloths,  supplied  the  topping  for  a  modish 
12-inch  Avalking  boot,  the  vamp  being  of  patent  lea- 
ther, and  a  mahogany  calf  9-inch  lace  boot.  Rinex 
fibre  rubl)er  soles  and  heels  were  shown  on  a  hand- 
some white  golf  shoe  of  Robson's  buck.  Edwards  and 
Edwards,  7<S0  Dupont  Street,  Toronto,  were  the  ex- 
clusive source  of  all  sheepskins  used  in  the  styles 
shown,  and  the  Breithaupt  Leather  Company,  of 
Kitchener,  Out.,  amply  demonstrated  the  suitability 
of  their  1Vent  Valley  Oak  and  Royal  Oak  brands  of 
sole  leather  for  women's  fine  shoes.  Other  leathers 
and  finding-s  were  furnished  by  S.  L.  Agoos,  Boston, 
The  Beckwith  Box  Toe  Company,  Sherbrooke,  Pfister 
■  &  Vogcl,  Milwaukee,  Davis  Leather  Company,  New- 
market, Beardmore  and  Ccmipany,  Toronto,  C.  S.  Hy- 
maii  and  Company,  London,  Out.,  Robert  IT.  Foerder- 
er,  Philadeli)hia.  and  the  Robson  Leather  Com])any, 
Oshawa,  Ont.  "Iv  IL  &  C."  white  washable  kid  was 
also  shown  on  several  wonderfully  smart  models. 

Nine  Inch  Tops  the  Rule 

it  was  nf  ])articular  inlercst  to  note  tiiat,  while 
many  of  the  tops  were  as  high  as  12  inches,  the_  ma- 
jority of  the  many  styles  shown  were  9  inch.  DiTfer- 
ent  heel  heights  prevailed  from  12/.S  to  l.S/X  and  the 
P.aby  Louis  heel  on  one  model  was  (|uite  a  sensation. 


The  "Currie"  military  boot,  a  special  design  of  Mr. 
Wm.  Chamberlain,  is  from  an  adaptation  of  the  offi- 
cer's military  boot,  and  is  very  snug  fitting  and  smart. 
It  is  made  of  Russia  calf  with  12/8  heel  and  regulation 
l)lucher  point.  The  forepart  is  plain  and  without  box. 
In  view  of  the  militar}-  tendency  everywhere  present, 
this  style  is  particularly  timely.  An  oxford  turn  of 
nut  brown  calf,  with  14/8  heel,  will  be  a  strong  favorite 
for  1918  summer  selling,  and  a  handsome  beaded  pump 
of  black  matt  kid  with  18/8  heel  was  very  much  ad- 
mired. Only  two  button  boots  were  shown,  one  of 
which  was  called  the  '"Seemore."  It  was  made  with 
white  calf  vamp  and  gray  buck  toj),  which  was  open 
and  ornamental. 

Dark  Colors  Predominated 

Most  of  the  styles  shown  were  in  dark  colors, 
which,  by  the  way,  is  the  tendency  noticed  in  more 
important  style  centers.  A  brief  description  of  most 
of  the  models  follows:  Lancer  boot,  12-inch  top,  17/8 
heel,  green  kid  ;  Currie  military  boot,  12-inch  top,  12/8 
heel,  cocoanut  brown  calf;  Walking  boot,  12-inch  top, 
14/8  heel,  patent  leather  vamj),  brown  cloth  top  ;  Nine- 
inch  lace,  gray  buck  with  17/8  buck  covered  heel; 
Vimy  boot,  nut  1m-owii  calf  \am]),  grey  buck  top; 
9  in.  lace,  17/8  patent  leather  vamp,  white  washable  kid 
top;  Nine  inch  lace,  nut  brown  calf  vamp,  light  gray 
])uck  top ;  Nine  inch  lace,  16/8  heel,  blue  kid  vamp,  blue 
buck  quarter;  Nine  inch  lace,  17/8  heel,  vici  kid  vamp, 
wliite  buck  (piarter;  Lancer  pattern  turn,  12  inch  top, 
17/8  heel,  \\ory  kid;  Lancer  lioot,  12-inch  top, 
17/8  heel,  \-ici  kid  ])erforated  vamp  and  cpiarter :  ^Valk- 
ing  boot,  9  inch  top,  13/8  heel,  tan  calf  vamp,  tan  buck 
lop,   Rinex   soles;  Classic   ])ump,   17/8  heel,  patent 
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leather ;  Nine  inch  lace,  turn,  two-tone  brown  kid, 
18/8  heel;  Nine  inch  lace,  17/8  heel,  gray  bnck ;  Nine 
inch  lace,  17/8  heel,  mahogany  calf,  olive  brown  buck 
quarter;  Nine  inch  button,  16/8  heel,  mahogany  calf; 
Classic  military  boot,  12/8  heel,  nut  brown  calf;  Nine 
inch  lace,  14/8  heel,  nut  brown  ;  Anderson  pump,  17/8 
heel,  brown  calf  and  olive  brown  buck;  Nine  inch  lace, 
white  welting,  fawn  buck  top,  Zulu  brown  calf ;  Nine 
inch  lace,  17/8  heel,  field  mouse  gray  kid;  Nine  inch 
lace,  16/8  heel,  mahogany  calf,  cloth  top  ;  Nine  in.  lace, 
16/8  spike  heel,  patent  leather  vamp,  matt  top  ;  9-inch 
16/8  heel,  white  calf  top  and  heel,  black  calf  vamp. 

The  Getty  &  Scott  Sales  Staff 

The  following  salesmen  represent  the  Getty  & 
Scott  Company  throughout  Canada:  S.  J.  Anderson, 
Toronto  and  Northern  Ontario ;  D.  R.  Hawley,  Mont- 
real and  Eastern  Ontario;  Percy  Waugh,  Hamilton 
and  Western  Ontario;  Frank  Delafield,  smaller  towns 
in  Eastern  Ontario ;  \Ym.  Karney,  Maritime  Provinces  ; 
W.  J.  Fallon,  Winnipeg  and  British  Columbia;  Lee 
Walden  and  Wm.  McDonald,  Manitoba,  Saskatchewan 
and  Alberta. 

The  men  behind  this  splendid  organization  are  F. 
S.  Scott,  M.P.,  and  Wm.  Chamberlain,  to  whom  credit 
is  due  for  an  exhibition  of  beautiful  footwear  such  as 
has  never  before  been  shown  in  Canada. 


Retailer  Hands  Out  a  Surprise  in 
Adjusting  Complaints 

EVERY  retailer  has  his  own  opinion  as  to  the 
best  method  of  handling  complaints — many  are 
convinced  that  theirs  is  absolutely  the  one  and 
only  satisfactory  way  of  doing  it,  whether  it 
is  by  refunding  the  money  without  question  or  "argu- 
ing the  point."  However,  we  believe  all  merchants  are 
interested  in  knowing  just  how  the  other  fellow  dis- 
poses of  his  little  problems,  and  so  are  printing  the 
following  experience  which  was  imparted  in  a  recent 
issue  of  the  Boot  and  Shoe  Recorder. 

The  invariable  opinion  of  merchants  is  that  in  view 
of  the  high  prices  of  shoes,  complaints  are  on  the  in- 
crease and  adjustments  more  difficult.  One  store, 
which  averaged  two  complaints  a  day,  states  that 
twenty  is  more  like  the  present  day  schedule.  Most 
of  them  are  trivial,  but  they  bulk  up  as  menaces  to 
the  continuity  of  good  feeling  between  the  store  and 
the  customer. 

The  Best  Way  to  Settle 

A  lady  customer  comes  into  my  store  to  make  a 
complaint.  She  has  purchased  a  $10.00  pair  of  shoes 
and  wants  an  adjustment,  as  she  claims  the  shoes  have 
not  worn  satisfactorily. 

Q.  I  said :  Lady,  how  long  have  you  had  these 
shoes? 

A.    About  two  months. 

Q.  How  long  do  you  usually  wear  a  pair  of  shoes? 
A.    About  four  months. 

Q.    You  have  worn  these  about  one-half  the  time 
you  usually  wear  vour  shoes? 
A.  Yes. 

Q.  All  right.  (To  the  salesman):  We  will  allow 
this  lady  $5.00  on  her  shoes,  and  as  she  has  got  the 
balance  of  the  value  in  actual  wear,  the  transaction  is 
closed,  and  we  are  to  keep  the  old  shoes. 

The  lady  selects  a  pair  of  shoes  and  asks  to  have 
them  sent  out,  but  is  informed  she  will  have  to  wear 


the  new  ones,  as  by  our  system  of  adjustment  we  want 
to  keep  her  old  shoes. 

The  Lady  in  Defensive  Attitude 

Now  the  lady  takes  the  place  of  the  ((uestiimer  and 
the  dialogue  goes  on  as  follows  : 

Q.    You  want  to  keep  my  old  shoes? 

A.  Why  certainly.  It  wouldn't  be  fair  for  you 
to  wear  them  any  longer,  and  you  have,  yourself,  said 
that  you  were  satisfied  with  the  adjustment  we  made, 
and  we  actually  charged  you  only  for  the  wear  of  the 
shoes,  which  you  have  already  had. 

Q.  You  do  not  mean  to  tell  me  that  you  are  going 
to  keep  my  old  shoes? 

Why  certainly.  You  do  not  want  us  to  give  you 
a  pair  for  charity,  do  you  ?  You  tell  me  you  have  worn 
the  shoes  one-half  the  time  you  usually  wear  them 
and  I  have  taken  your  word  for  it  and  allowed  you 
$5.00.  The  shoes  now  are  our  property  and  I  can't 
give  you  the  shoes  back. 

Q.    Why,  the  idea  ! 

A.  We  have  been  fair  with  you,  now  look  at  it 
from  the  viewpoint  of  this  store.  We  are  in  business 
to  please  our  customers  and  we  have  done  so  in  your 
case.  You  have  received  value  for  every  dollar  you 
have  spent  and  it  is  just  on  the  business  principle, 
value  for  value,  that  we  have  adjusted  the  matter  just 
as  you  desire.  It  is  a  matter  of  principle  with  us  to 
keep  the  old  shoes. 

And  by  the  strange  philosophy  of  women,  they  in- 
variably see  the  point  and  look  upon  their  old  shoes 
as  being  worth  to  them  more  than  the  $5.00.  Thus  the 
customer  adjusts  her  own  complaint  and  there  is  no 
kick  to  follow  up,  she  has  been  treated  with  considera- 
tion and  the  proof  of  this  method  of  adjustment  is  in 
the  lessening-  number  of  complaints  we  have  each  sea- 
son. If  the  complaint  is  due  to  a  fault  in  service  or 
manufacture,  we  advance  no  argument  Init  immediately 
tell  the  customer  she  can  have  a  new  pair  or  her  money. 


Manufacturer  Gives  Repair  Service 

The  Hurlbut  Comi)any  not  long  ago  introduced  an 
innovation  into  shoedom  that  is,  we  Ijelieve,  entirely 
new  to  Canada,  though  practiced  to  some  extent  in 
certain  other  countries.  This  is  a  manufacturer's  re- 
pair department  for  taking  care  of  Hurlbut  shoes — 
any  parent  may  have  his  children's  Hurlbuts  soled  or 
otherwise  repaired  by  the  manufacturers  themselves 
l)y  mailing  direct  to  the  factory  at  Preston.  The  cus- 
tomer ])ays  the  expense  to  Preston,  where  the  manu- 
facturer repairs  them  and  prepays  the  return  charges. 
The  repair  work  is  done  at  actual  cost. 

Retailers  will  doubtless  find  this  innovation  an 
added  inducement  in  the  sale  of  this  manufacturer's 
shoes,  as  the  method  of  repairing  will  ensure  that  the 
work  is  done  under  the  most  favorable  circumstances, 
i.e.,  it  will  be  to  the  interests  of  the  manufacturer  to 
satisfy  the  customer  so  that  he  mav  continue  to  pur- 
chase the  same  make  of  footwear.  The  Hurlbut  Com- 
])any  claim  for  their  shoes  that  thc}-  arc  "the  lowest 
])rice  per  day's  wear"  of  any  sIkx^  in  Canada. 


Mr.  George  Evans,  463  Yonge  Street,  Toronto,  is 
Canadian  jiatentee  of  the  sli]>on  rublx^-  heel  for  Louis 
heels,  illustrated  in  the  September  issue  of  Footwear 
in  Canada.  Mr.  Evans  has  leased  a  store  at  458  Yonge 
Street,  where  he  will  liandle  many  rubber  specialties, 
including  the  Evans  Detachable  Rubber  Heel,  sole 
protectors,  and  so  on. 
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Many  Cleaners  Have  Injurious  Chemical  Action 

Retailers  Should  Guarantee  Shoes  Conditional  on  the  Use  of  Proper  Cleaning 
Solutions— Fabrics  Are  Very  Susceptible  to  Acids 


MAW  cleanei's  are  used  on  canvas  shoes  which, 
throug'li  their  acidity,  destroy  the  fibre  of  the 
fabric  and  consequently  renc'L^-  the  shoe  \  ery 
unsatisfactory  in  vvearinj^"  qualities.  What 
recourse  has  the  retail  shoe  man  when  his  customer 
comes  back  in  a  case  of  this  kind?  He  can,  of  course, 
i^"i\  e  his  customer  a  new  pair  of  the  same  shoes.  Sucli 
action  will  tend  to  hold  trade,  'but  it  is,  as  a  rule,  profit- 
less and  unsatisfactory.  Therefore,  in  order  to  avoid 
loss,  the  dealer  must  have  some  basis  of  adjustment 
which  he  can  apiply  to  each  case  as  it  comes  up.  Rea- 
sonably speakinj^-,  a  dealer's  guarantee  should  be  de- 
pendent on  the  use  of  the  cleaner  he  personally  recom- 
mends. The  whole  situation  is  dealt  with  in  a  recent 
issue  of  the  Shoe  Economist,  and  the  interesting"  ana- 
lytical statements  will  be  of  value  t(j  the  retailer. 

The  Consumer's  Viewpoint 

The  most  common  ground  of  complaint  is  that  the 
fabric  rots  or  cracks.  The  consumer  thinks  this  is  due 
only  to  imperfections  in  the  material  of  which  the  shoe 
upper  is  made.  But  the  consumer  is  seldom  able  to 
diagnose  the  case  accurately.  He  or  she  does  not 
know  anything'  about  the  fabric  of  which  the  shoe  is 
made,  how  to  care  for  it,  or  how  to  clean  it. 

^^'hen  the  shoes  are  purchased  the  fabric  is  white 
and  attractive.  After  some  use  the  shoes  become 
soiled  and  must  Ije  cleaned.  The  consumer  purchases 
a  bottle  of  some  cleaning  solution  and  proceeds  to 
apply  the  contents  with  a  sponge  or  rag. 

How  Cleanser  Is  Bought 

In  many  cases  the  shoes  are  purchased  at  one  store, 
and  the  cleanser — when  needed — at  another.  At  such 
times  the  consumer  takes  what  can  be  had  and  hopes 
that  it  will  be  satisfactory.  A\'hat  actually  occurs  far 
too  often  is  expressed  in  the  folK)wing  statement  by 
an  acquaintance  of  the  writer: 

"When  I  went  away  this  summei  1  needed  a  bottle 
of  cleanser.  I  went  to  a  shoe  store  for  it  and  took 
what  the  salesman  recommended,  but  when  I  tried  it  j 
did  not  like  it.  It  did  not  take  the  soil  off,  but  only 
covered  it  up." 

WHien  the  speaker's  shoes  got  soiled  again  she  had 
to  repeat  the  covering,  and  after  several  applications 
the  fabric  of  the  upper  became  thickly  coated. 

Many  Cleaners  Harmful 

Whether  such  treatment  will  harm  a  shcje  depends 
entirely  on  what  the  cleanser  is  made  of.  Undoubtedly 
there  are  solutions  which  can  'be  had  which  will  not 
injure  the  fi'bre  of  the  canvas,  but  unfortunately  there 
arc  other  cleansers — and  many  of  them — which  con- 
tain acids  that  cat  into  the  cloth  and  destroy  il. 

The  complaints  that  have  been  made  of  the  poor 
wearing  f|ualities  of  the  white  canvas  used  for  shoe 
uppers  during  the  past  summer  have  been  sufificiently 
numerous  to  cause  retailers,  wholesalers,  and  manu- 
facturers to  recognl/c  the  necessity  of  taking  some 
action  in  orrler  to  prevent  the  injury  of  this  shoe. 

l",n(|uirv  of  the  makers  of  llie  canwis  used  clicilcrl 
tlic  information  llial  the  fabric  is  carefully  maiK'  and 
finished.    When  delivered  to  the  shoe  manu  fad  ni-'ji-  it. 


is  as  free  frc;m  acids  as  any  bleached  fabric  can  be. 
When  made  into  a  shoe,  care  is  taken  to  preserve  the 
whiteness  of  the  fabric,  and  any  s(jil  is  ])ro])crly 
cleaned  away.  In  this  cleaning  non-injurious  materials 
only  are  employed,  and  if  in  subsequent  cleanings  the 
same  materials  were  em])loyed,  the  life  of  the  shoe 
would  be  extended  and  the  satisfaction  of  the  con- 
sumer would  be  assured. 

It  seems  to  us  that  it  is  up  to  the  retailer  to  obtain 
from  the  manufacturer  the  name  of  the  proper  cleansers 
and  to  recommend  to  the  consumer  that  only  such 
cleansers  be  used.  1  le  could  even  go  so  far  as  to  insist 
that  the  customer  purchase  the  cleansers  from  him  and 
could  decline  to  guarantee  shoes  cleaned  with  any 
other  cleansers. 

Such  refusal  of  guarantee  would  be  considered  arlji- 
trary  by  many  consumers  unless  backed  up  by  good 
reasons.  Here  are  several  reasons  based  on  the  condi- 
tion of  returned  shoes  as  ascertained  in  the  laboratory 
of  one  of  the  leading  analytical  chemists  of  the  country. 

Damage  and  How  Inflicted 

"K.  44090.  Shoes  much  worn.  Found  sulphates, 
which  indicate  that  sulphites  were  used  in  a  dressing, 
and  sulphides  indicating  the  use  of  lithopone  in  a  dress- 
ing We  think  the  shoes  were  injured  from  sulphuric 
acid  from  either  bisulphites  or  from  lithopone.  The 
latter  gives  off  hydrogen  sulphide  by  the  action  of  acids 
and  hydrogen  sulphide  changes  to  sulphuric  acid. 

"K.  64975.  These  shoes  showed  evidence  of  sul- 
phuric acid,  as  sulphates  were  found.  The  canvas  was 
loose  from  the  rubber  backing,  which  suggests  the  use 

of  an  organic  cleaner  like  .    On  moist  canvas  

will  cause  rotting",  due  to  the  hydrochloric  acid  formed. 
The  shoes  had  been  much  used. 

Soles  Not  at  Fault 

"K.  66770.  We  found  these  shoes  had  an  acid  in- 
sole, but  this  does  not  seem  to  have  caused  trouble. 
Finding"  sul])hides  indicates  that  lithopone  was  used  in 
dressing.  Trouble  may  have  come  from  this  score. 
Shoes  shcnved  considerable  wear. 

"K.  6676S.    Shoes  were  heavily  encrusted  with  pol- 
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ish.  which  alone  is  apt  to  cause  brittleness  where  bend- 
in<^-  occurs.    There  was  indication  of  litliopone,  also. 

Lining  Came  Loose 

^-'^^j-  i'liese  showed  evidence  of  sulphites  for 
bleaching-.  The  canvas  was  loose  from  rubber  lining, 
which  indicates  the  use  of  an  organic  solvent  as  a 
cleaner. 

"K.  o4164.  W'e  could  not  find  any  evidence  of 
chemicals  that  would  be  apt  to  cause'  rottenness  of 
cloth,  but  from  the  facts  that  the  cloth  was  loose  from 
the  backing-  and  the  eyelets  were  much  corroded,  it 

may  have  been  that  or  similar  cleaner  had  been 

used  when  shoes  were  damp  from  being  recently  worn. 

"K.  .-i2738.  These  shoes  showed  evidence  of  sul- 
phites, and  we  found  both  chlorides  and  cloth  loose 
from  the  backing,  which  are  indicative  of  the  use  of  an 
organic  solvent  as  cleaner. 

'"New  shoes  No.  382196.  These  contain  sulphates, 
which  may  come  from  sulj^hites  and  have  a  slightlv 
acid  inner  sole. 

Tests  of  Cleaners 

"Three  cleaners  were  examined.  No.  2  showed  no 
sulphites,  oxalates,  or  lithopone,  and  we  should  think  it 
would  be  found  satisfactor}-.  No.  1  showed  a  little 
lithopone,  and  we  would  not  think  it  as  good  as  No.  2, 
wdiich  show  ed  no  oxalates  or  sulphites.  No.  3  showed 
the  presence  of  a  weak  acid,  lithopone,  and  a  test  for 
sulphites  was  obtained.  W'e  would  think  this  cleaner 
very  undesirable  ;  no  oxalates. 

Acids  Had  Been  Used 

"Sample  pair  25-12-5164  showed  oxalic  acid  had 
been  used  in  the  cleaner.  This  was  particularly  strong- 
ly shown  in  the  upper,  which  had  been  most  weakened 


l)y  the  acid.  W'e  found,  however,  that  it  existed  in  the 
lower  part  of  the  upper  as  well.  The  composition  sole 
is  acid,  but  apparently  the  shoes  had  not  been  wetted, 
and  it  had  not  caused  trouble  with  the  canvas,  as  there 
was  no  trace  of  sulphuric  acid  in  the  same.  If  this 
composition  sole  cannot  be  made  without  the  presence 
of  free  acid  it  should  be  well  insulated  by  some  rul)ber 
cement  from  the  upper. 

"Shoes  25-12-5162,  we  tind  sulphuric  acid  in  the 
upper  as  well  as  in  the  composition  sole.  This  must 
have  come  from  tlie  cleaner,  as  it  is  found  too  far  awny 
from  the  sole  to  iiave  come  from  -hut  source.  It  is  a 
mystery  to  us  just  what  the  composition  of  the  cleaner 
w  as  that  contained  sulj)huric  acid,  !)ut  -'omeinies  bisul- 
l)hites  a-e  used  i:>v  cleaners,  and  the  clcar^er  in  question 
must  have  contained  bisulphates,  which  changed  into 
sulphates  and  sulphuric  acid. 

Canvas  Not  at  Fault 

"The  trouble  in  these  shoes  is  not  due  to  the  can- 
vas, which  is  not  affected  in  places  where  the  cleaner 
did  not  come  in  contact  v/ith  the  canvas. 

"On  canvas  unbacked:  Case  15684.  We  have  made 
a  careful  test  of  the  sample  of  canvas  and  do  not  hnd 
any  indication  of  acid. 

How  Some  Acids  Form 

"Lithopone  is  a  sul])hite  that  becomes  oxidized  to 
sulphuric  acid  through  action  of  air  and  moisture. 

"Organic  cleaner  is  a  cleaner  like  benzine,  naphtha, 
etc.  If  applied  to  moist  shoes  made  of  canvas  the 
cleaner  will  have  a  tendency  to  be  held  in  the  canvas 
shoe,  decomposing,  and  causing  hydrochloric  acid, 
which  is  injurious  to  the  fabric. 


'  Group  your  ci/^ -QUITS'  cs/on^  ^op   of^^oiir  Ccshjne-t  o/ls'Ae-A^t^s' 


Put  <3  real  s^wh^  on 
/ie  ffoor  -for  f-A&  Kfdd/^^~- 


Cjr/Mood  dfmafp^ere  m  wndow  a/sj>/dy 


The  retailer  who  makes  a  strong  bid  for  children's  trade  has  the  right  idea.  Getting  the  kiddies  pulling  for  you  is  often  accomplished 
by  srmple  and  inexpensive  arrangements  for  their  entertainment.   Above  suggestions  are  from  the  Boot  and  Shoe  Recorder. 
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Toronto  Repairers  Have  Successful  Smoker 

Good  Times  in  Store  for  Members  of  This  Live  Organiza- 
tion—Sec.-Treas.  to  Celebrate  Silver  Wedding  f 

 ; 


N  'Hiursday  cvenino-, 
Scptenil^er  27th,  the 
Toronto  Shoe  Repair- 
ers' Association  held  a 
qnoker"  in  their  rooms  in  the 
Foresters'  Hall,  C\)llege  Street, 
"oronto,  at  which  there  was 
an  attendance  of  over  one  hun- 
dred members  and  their  friends, 
the  proceedings  being-  in  charge  of  the  president,  Mr. 
C.  F.  Robertson.  Cigars,  cigarettes,  "church-ward- 
ens," tobacco  and  soft  drinks  were  provided  in  abund- 
ance by  the  association,  and  an  excellent  vocal  and 
instrumental  programme  was  rendered  by  Mr.  Dun- 
can Cowan,  the  well-known  entertainer,  and  various 
members  of  the  association,  including  Messrs.  Skill- 
ing.  Wren,  Butterworth  and  Staniforth.  Charles  Mus- 
grave,  the  well-known  Toronto  pianist,  was  at  the 
piano.  Mr.  E.  J.  SkilHng  rendered  several  selections 
on  the  cornet,  among  which  were,  "There's  a  Long, 
Long  Trail,"  and  "The  End  of  a  Perfect  Day"  ;  Mr.  D. 
Staniforth  is  an  expert  on  the  euphonium,  and  played 
"When  You  Wore  a  Red,  Red  Rose,"  and  "All  the 
World  Will  be  Jealous  of  Me,"  in  an  accomplished 
manner.  Mr.  C.  J.  Wren  delighted  the  audience  with 
such  songs  as  "The  Village  Blacksmith,"  "When  the 
Shamrocks  Grew  on  Broadway,"  and  "Mother  Ma- 
chree."  Mr.  A.  Butterworth's  very  able  contribution 
included  "When  Old  Bill  Bailey  Plays  on  his  Uke- 
lele,"  "Oregon,"  and  "Turn  Back  the  Universe."  Short, 
but  enthusiastic  addresses  were  given  by  Messrs.  Rob- 
ertson, Hayworth,  Burnett,  Van  Blaricom  and  Butter- 
worth.  The  evening  did  not  break  up  until  nearly 
11.30  and  was  voted  a  tremendous  success,  although 
but  a  forerunner  of  many  more  enjoyable  evenings 
to  come. 

During  the  winter  months  various  entertainments, 
concerts,  euchres,  and  so  on,  will  be  arranged,  in  addi- 
tion to  the  regular  fortnightly  meetings  at  which  live 
trade  subjects  are  discussed  and  dealt  with. 

Facts  About  the  Association 

The  Association  recently  had  printed  and  distri- 
buted the  following  circular  letter,  which  has  been  sent 
t(j  all  the  shoe  repairers  in  Toronto.  This  was  signed 
by  the  President,  C.  F.  Robertson  ;  V  ice-president,  H. 
K.  Hayward;  Secretary-treasurer,  ,\.  iiutterworth,  and 
Recording-secretary,  S.  Burnett. 

"The  Toronto  Shoe  Repairers'  Association,  after  a 
year  of  existence,  is  now  firmly  established,  having 
a  menibershi])  of  over  100,  including  nearly  every  lead- 
ing shoe  repair  business  in  the  city,  and  having  a  sub- 
stantial balance  in  the  bank  (the  absolute  property  of 
the  members j.  The  Association  has  established  and 
maintained  friendly  relations  with  the  wholesale  trade 
generally.  It  has  concluded  an  arrangement  with  the 
Coodyear  Rubber  Coni])any  whereby  numbers  making 


tiieir  ])urchases  of  this  firm's  goods  through  the  Asso- 
ciation agent  (Mr.  C.  F.  Robertson)  obtain  a  substan- 
tial discount  on  their  orders. 

"It  has,  by  jjromoting  fraternal  gatherings,  etc., 
created  amongst  the  members  of  the  shoe  repair  trade 
a  friendly  feeling  which  did  not  exist  before.  On  July 
18th,  1917,  for  the  first  time  in  the  history  of  Toronto, 
the  Repairers  held  a  picnic  and  sports  at  Niagara 
Falls,  Ont.,  when  over  400  members  and  friends  were 
I^resent  and  met  the  members  of  the  St.  Catharines, 
Hamilton  and  Welland  Associations.  Prizes  to  the 
value  of  nearly  $200,  donated  by  the  wholesale  houses, 
were  competed  for,  and  a  most  enjoyable  day  was  spent. 

"The  Association  is  in  no  sense  a  combine,  and 
has  neither  used  coercive  measures  to  get  members 
or  attempted  any  interference  in  the  conduct  of  any 
member's  business,  believing  that  each  member  is 
competent  to  conduct  his  own  business  according  to 
his  own  special  conditions.  It  has,  however,  by  mutu- 
al co-operation,  materially  advanced  and  maintained 
more  remunerative  prices  for  repairs,  by  which  action 
non-members  of  the  Association  have  benefitted  equal- 
ly with  the  members.  This  has  all  been  accomplished 
entirely  by  voluntary  effort,  not  a  single  cent  having 
been  paid  in  salaries  or  fees  out  of  the  Association 
funds. 

"We  want  you  to  join  us  and  help  us  to  increase 
the  scope  and  usefulness  of  our  Association.  We  want 
the  benefit  of  your  experience  and  ideas.  If  you  have 
any  prejudice  against  our  organization  come  and  tell 
us.    You  will  receive  a  respectful  hearing,  and  anv 


Mr.  A.  Butterworth,  secretary-treasurer  of  ttie  Toronto  Shoe  Repairers' 
Association,  and  Mrs.  Butterworth  will  on  October  28  celebrate 
the  25th  anniversary  of  their  wedding.   In  "avoirdupois" 
Arthur  is  "there  with  the  goods,"  but  in  action 
he's  still  as  lively  as  a  cricket. 
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idea  of  yours,  it  practical,  will  be  acted  upon.  You 
will  find  our  nieetiugs  most  interestiug.  ICvery  sub- 
ject of  interest  in  the  trade  is  discussed  and  advice 
and  information  on  any  subject  is  freely  given  by  the 
members. 

"X'arious  entertainments,  concerts,  euchres,  drives, 
etc.,  have  been  arranged  for  the  winter  months.  Come, 
be  one  of  us,  and  help  us  to  have  a  real  good  time. 
Ours  is  the  very  oldest  craft  in  the  world,  so  why 
should  we  not  stick  together?  The  subscription  is 
only  $3.00  yearly,  payable  half-yearly.  Any  further  in- 
formation can  be  obtained  from  any  of  the  officers 
of  the  Association." 


Saving  Power  and  Steps 

ALITTI.I^  idea  that  will  save  a  few  steps  and 
some  time  in  a  busy  shop  is  to  be  used  in 
handling  the  switch.  I  have  a  strong  cord,  one 
end  of  which  is  attached  to  the  handle  of  the 
switch  and  passes  through  a  ring  fastened  to  the  board 
the  switch  is  on.  It  is  scjuare  in  the  centre  so  that  the 
switch  can  be  pulled  square  in  the  grooves  for  starting 
the  motor.  The  line  passes  about  a  foot  higher  through 
another  ring,  then  down  along  the  sides  of  the  machine 
frame  and  is  fastened  to  the  front  frame.  This  line  is 
rather  tight.  Then  another  line  fastened  to  the  same 
handle  and  passing  down  to  thfe  machine  frame,  goes 
along  to  the  front  as  the  first  one,  but  rather  loose. 
Now  to  start  the  machine  pull  the  tight  line  (which 
is  the  upper  one)  and  to  stop  it  pull  the  looser  line. 
Either  can  be  done  in  almost  an  instant,  no  matter  at 
what  part  of  the  machine  I  may  be  standing  when  I 
want  to  start  or  stop  it.  In  having  the  stopping  line 
looser,  this  is  because  if  anything  should  happen  it  will 
be  easy  to  reach,  or  if  your  apron  or  any  clothing 
get  caught  in  the  running  gear  and  pull  you  down- 
ward, in  falling  you  would  be  most  likely  to  strike  the 
loose  cord  and  stop  the  machine.  Both  lines  pass  along 
the  working  side  of  the  machine.  This  device  will  save 
time  and  power  in  going  to  and  fro,  in  starting  and 
stopping  the  motor.  The  machine  is  about  two  feet 
from  the  board  the  switch  is  on.  — Shoe  Repairer. 


Be  Courteous 

FROM  all  cjuarters  on  hears  of  increasing  busi- 
ness for  the  shoe  repairer.  A  subscriber  showed 
us  a  pair  of  oxfords  a  few  days  ago  that  had  lain 
in  disuse  for  a  long  time  but  which  he  had  un- 
earthed and  taken  to  the  repairer.  The  result  was  a 
pair  of  shoes  almost  ecjual  to  new  ones  and  one-third 
the  cost.  The  $12  ticket  is  still  something  of  a  shock 
to  the  man  who  was  accustomed  to  paying  $5  or  $6  in 
pre-war  times,  even  though  he  is  well  able  to  pay  the 
increased  amount.  All  classes  from  the  laborer  to  the 
corporation  president  seem  to  be  learning  that  the  re- 
pairman is  the  man  of  the  hour.  It  is  a  wartime  situa- 
tion in  which  the  repairer  has  the  advantage  over  his 
friend  the  shoe  retailer. 

-  Some  representative  manufacturers  and  retailers 
have  voiced  the  opinion  that,  even  after  the  war,  high 
prices  will  remain — in  women's  at  least — basing  their 
conclusions  on  the  demand  for  extreme  millinery  styles. 
It  is,  however,  less  likely  that  the  high  prices  in  men's 
will  continue,  so  that  a  falling  off  in  men's  repairs 
might  reasonably  be  anticipated.  In  this  connection 
it  is  just  possible  that  many  repairers  are  taking"  pre- 
sent business  too  much  as  a  matter  of  course — that  is. 


they  are  not  sufficiently  careful  to  build  for  future 
trade.  We  cite  as  an  example  the  case  of  a  man  who 
wanted  a  rush  job,  as  he  was  going  out  of  the  city. 
The  repairman  came  over  from  his  machine  to  the 
counter  and  said  he  could  have  the  job  by  the  follow- 
ing day.  On  being  asked  if  he  couldn't  stretch  a  point 
and  have  it  by  six  that  night,  he  deliberately  tossed 
the  shoes  back  to  the  customer  and  returned  to  his 
work. 

The  most  successful  men  in  the  world  are  those 
who,  in  their  busiest  hours,  prepare  for  cjuieter  times, 
and  the  attitude  of  all  repairmen  should  be  to  culti- 
vate a  lasting  impression  that  will  continue  when  times 
become  normal  and  the  leather  market  returns  to  a 
more  reasonable  plane.  Just  now,  shoe  repairing  is 
one  of  our  busiest  and  most  important  industries — in 
many  cases  business  is  coming  in  faster  than  it  can 
be  handled.  But  after  the  rush — what  will  haj)pen? 
In  any  case  modern  business  demands  courtesy  at  all 
times  and  the  repairer  will  profit  in  proportion  as  lie 
makes  friends. 


Cuts  Soles  with  Saw 

Not  long  ago  a  repairer  was  observed  sawing  sole 
leather  instead  of  cutting  it  with  a  hand  knife.  The 
saw  was  fine  and  flexible,  and  was  arranged  with  a  high 
frame  so  as  to  allow  the  blade  to  go  well  into  the 
leather.  The  blade  could  also  be  turned  at  different 
angles,  so  that  the  operator  could  saw  around  curves. 
The  repairer  explained  that  one  great  advantage  in 
using  a  saw  was  that  it  recjuired  no  sharpening.  The 
one  he  was  using  had  been  in  constant  service  for  over 
three  months. — Shoe  Repair  Shop. 


Applying  Filling 

Too  many  repairers  only  apply  filling  at  the  fore 
l)art  and  leave  the  shank  part  devoid  of  any 
support  for  the  sole.  The  filling  should  be  set 
into  the  channel  and  the  whole  filling  should 
be  forced  against  the  bottom  of  the  shoe.  Too  much 
filling  is  as  bad  as  not  enough.  Remember  that  the 
flat  bottom  is  wanted  in  all  shoes  except  turns,  and 
turn  shoes  have  a  special  filler  which  is  not  included 
in  this  article.  Buy  the  kind  of  filler  that  is  bought 
by  shoe  manufacturers  and  do  not  try  to  mix  up  some 
leather  dust  with  cement  or  something  else  to  take  the 
place  of  the  well-known  and  eff'ective  bottom  filler 
generally  used  in  shoe  factories. 

The  shank  piece  is  held  to  some  extent  by  the  fill- 
ing, provided  it  is  of  the  proper  grade  and  kind.  In  a 
McKay  shoe  felt  is  best,  although  some  put  in  a  tarred 
filler  to  which  they  first  set  fire,  and  while  aflame  set 
d(nvn  on  the  bottom.  That  filler  sticks  to  the  insole 
on  account  of  being  heated  and  thereby  rendered  sticky. 
Still,  it  is  a  question  whether  the  regular  belt  filler, 
well  coated  with  cement,  does  not  hold  fully  as  well 
to  the  insole  during  wear.  The  shank  piece  in  a  welt 
shoe  is  not  easily  held  in  place  with  tacks,  as  the  tacks 
are  set  at  the  heel  end  only  and  not  in  the  shank,  so 
that  hot  tar  is  used  in  most  factories  to  dip  the  insole 
in  and  then  stick  same  to  the  insole  of  the  shoe.  This 
process  is  quicker  and  gives  the  desired  results,  but 
may  not  be  practical  in  the  average  rei)air  shop.  Some 
repair  shops  could  be  termed  shoe  factones.  however, 
as  they  have  the  principal  machines  and  do  enough 
work  to  deserve  the  term  of  shoe  factory. 

Repairers  do  not  j)ay  enough  attention  to  the  shank 
piece  and  they  usually  leave  the  old  shank  ])ioce  in 


50 


FOOTWE/^R    IN  CANADA 


OctoI)er,  1017 


the  shoe  and  re-sole.  A  new  shank  piece  holds  up  the 
arch  of  the  foot  and  gives  so  much  additional  satisfac- 
tion to  the  customer  that  the  small  extra  price  charged 
is  not  worth  thinking  about.  Customers  have  to  be 
educated  to  those  things  and  it  is  up  to  the  repairer 
to  suggest  that  a  new  shank  piece  be  put  in.  The  heel 
need  only  be  lifted  to  insert  the  end  of  the  shank  piece 
underneath.  Shank  pieces  cost  little  money  and  should 
be  kept  in  stock. — Shoe  Repairer. 


Good  Business  in  Macliinery 

Messrs.  P.  B.*  Wallace  &  Son,  dealers  in  leather, 
shoe  store  findings  and  shoe  machinery,  Toronto,  ad- 
vise that  during  the  past  four  weeks  they  have  taken 
the  following  orders  for  Landis  stitchers:  J.  Blum, 
Owen  Sound  ;  J.  V.  Calderone,  Peterboro ;  M.  Vener- 
anda,  Peterboro;  F.  R.  Clarke,  Hamilton  ;  John  Thorn- 
ton, Hamilton;  James  McGall,  Kingston,  and  John 
Henley,  Belleville.  Progressive  finishing  machines 
made  by  the  Progressive  Shoe  Machinery  Company,  of 
Minneapolis,  have  been  installed  by  the  following:  Dan 
Guiltinan,  Oshawa ;  J.  V.  Calderone,  Peterboro;  W. 
Petrie,  Peterboro;  H.  Woxman.  Hamilton;  J.  Valliear, 
Midland;  T.  J.  Taylor  &  Son,  Sarnia ;  R.  E.  LeSueur, 
Sarnia  ;  C.  Makey,  Hamilton,  and  H.  Murfin,  Hamil- 
ton.   I^arge  orders  have  also  been  received  from  the 


( irey  Nuns  Hospital,  Montreal,  the  Whitby  Convales- 
cent Home  and  the  College  Street  Convalescent  Home, 
Toronto. 


The  water  should  not  be  too  warm  fc^r  a  turn  shoe, 
as  the  working  of  the  sIkjc  would  be  afifected  from  be- 
ginning to  end.  The  channels  at  the  sewing  machine 
will  often  be  ripped  on  account  of  the  water  being  too 
hut  at  the  time  of  tempering,  which  renders  the  leather 
brittle  and  easy  to  tear.  Another  trouble  with  sole  lea- 
ther relates  to  shrinkage  and  is  due  chiefly  to  improper 
tanning.  Sole  leather  properly  tanned,  which  has  had 
enough  time  tf)  rijjcn,  will  cause  no  trouble  in  this  di- 
rection.— .Shoe  Repair  Shop. 


.\.  few  of  the  busiest  shoe  repair  shops  in  the  United 
States  occupy  premises  jointly  with  shoe  shine  parlors. 
Patrons  having  shoes  are  compelled  to  face  the  repair 
machinery  where  work  is  in  full  swing  and  their  atten- 
tion cannot  fail  to  be  drawn.  If  these  two  departments 
were  conducted  under  (jne  management  in  a  good 
down  town  section  business  should  be  rushing.  Shin- 
ers could  put  in  their  odd  moments  polishing  shoes 
Ijrought  in  for  repairs.  The  cost  for  polish  would  be  a 
slight  on  each  job,  and  the  efifect  on  the  customer 
amply  worth  the  trouble. 


The  Little  Dinky  Engine 


]<:RHAPS  you  have  heard  the  story  of  the 
iittle  dinky  engine.  If  you  have,  it  is 
worth  repetition.  If  you  haven't,  well- 
listen.  The  little  dinkey  engine  worked  in 
the  switch  yards,  y'understand,  puffing  valiantly 
back  and  forth  over  its  great  spider  web  of  steel. 
It  pufifed  and  it  tooted  and  it  went  about  its  busi- 
ness of  herding  wayward  freight  cars  with  a  great 
deal  of  noise. 

Rarely  did  the  little  dinky  engine  handle  more 
than  one  car  at  a  time.  Far  over  near  the  freight 
sheds  the  little  dinky  engine  would  spy  a  loaded 
car,  and  forthwith  that  car  would  be  scolded  and 
pushed  into  its  position  as  a  part  of  the  long  way- 
freight.  And  far  over  toward  the  water  tank  an- 
other truant  car  would  be  discovered,  to  be  drag- 
ged to  duty  by  the  little  dinky  engine.  A  car 
here,  a  car  there  and  a  car  yonder,  until  at  length 
the  long  way-freight  would  stand  completed — 
ready  for  the  great  mogul  that  waited  in  the 
round-house,  its  fires  roaring,  to  take  it  out  upon 
the  highways  of  steel. 

But  it  happened  one  day  that  the  big  mogul 
became  sick;  even  engines  are  subject  to  ail- 
ments at  times,  y'know.  And  the  little  dinky 
engine  that  had  never  been  away  from  home,  was 
called  to  take  its  big  brother's  place.  Right  val- 
iantly did  the  little  dinky  engine  tackle  the  job. 
Out  of  the  criss-crossed  yards  it  drew  its  as- 
sembled charges  and  found  pride  in  the  responsi- 
bility. 

So  it  happened  at  length  that  the  little  dinky 
engine  with  its  long  train  of  cars  came  to  a  great 
hill.  Now  that  hill  would  have  been  something 
of  a  task  even  for  the  big  mogul.  TIk-  cars  that 
followed  jerkily  in  the  little  dinky  engine's  wake 
laughed  derisively  as  they  saw  what  their  leader 
was  abfuit  to  attem|)t.  Rut  the  little  dinky  en- 
gine tof)k  one  look  at  the  great  high  hill  and  began 
to  talk  to  itself — engines  do  talk,  y'sec,  it's  only 


a  matter  of  understanding  their  language.  As  it 
took  a  running  start  with  its  long  train  of  cars  at 
that  great  high  hill,  the  little  dinky  engine  said: 

"I — think — I — can;  I — think — I — can;  I — think 
— I — can!" — just  like  that. 

But  the  task  proved  even  more  diflicult  than 
it  looked.  Consider  the  matter  yourself;  great 
high  hill,  little  dinky  engine,  long  train  of  cars — 
and  you'll  not  wonder.  And  as  the  little  dinky 
engine  with  its  stubborn,  dragging  load,  crawled 
half-way  up  the  great  high  hill,  it  panted  with  ex- 
ertion and  what  it  said  sounded  like  this: 

"I — think — I — can;  I — think — I — can;  I — think 
— I — can!" — or  something  to  that  efifect. 

At  last  the  summit  was  nearly  reached — little 
dinky  engine,  great  high  hill,  long  train  of  cars. 
But  there  was  still  an  agonizizng  stretch  to  con- 
quer— and  the  cars  behind  gripped  the  rails  as 
though  they  had  been  glued.  But  the  little  dinky 
engine — gasping  now — laid  its  throbbing  belly 
close  to  the  ground  and  fought  for  every  inch. 
.\nd  you  might  have  heard  it  whisper,  between 
set  jaws: 

"I — think — I — can;  1 — think — I — can;  1 — think 
— I — can." 

For  a  moment  you  couldn't  have  told  for  the 
life  of  you  whether  the  little  dinky  engine  with 
its  long  train  of  cars  was  going  over  the  crest 
or  lose  its  fight,  to  slide  ignominiously  backward 
down  the  great  high  hill.  But  after  a  heart- 
breaking interval  the-  top  of  the  great  high  hill 
was  gained  and  with  growing  momentum,  its  small 
drive  wheels  twinkling  with  satisfaction,  the  little 
dinky  engine  raced  down  the  other  side  and  won 
the  day.  And  had  you  been  of  sympathetic  na- 
ture, you  could  have  heard,  as  it  tore  by  in  a 
smother  of  smoke  and  dust,  the  exultant  remark: 

1  thoughtlcould,  Ithinighticould,  Ithoughtl- 
could." 
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Is  Carelessness  the  Cause  of  Many 
Freight  Overcharges 

A FEW  days  ago  we  were  approached  by  one  of 
the  leading  Toronto  shoe  retailers  with  a  com- 
plaint of  gross  overcharging  on  freight  ship- 
ments by  one  of  the  railway  companies.  He 
stated  that  on  a  shipment  weighing  90  pounds  he  was 
charged  for  140  pounds.  During  the  same  week  we 
heard  of  another  retailer,  in  one  of  the  large  western 
cities,  who  was  overcharged  to  the  extent  of  1,300 
pounds  on  two  shipments.  In  both  instances,  when  the 
matter  was  taken  up  with  the  railway  company,  a 
refund  was  made,  the  assertion  being'  that  the  charge 
was  due  to  a  clerical  error. 

With  a  view  to  ascertaining  the  experience  of  other 
retailers  along  this  line  we  have  gone  into  the  matter 
more  fully.  Retailer  No.  1  was  fairly  positive  that  his 
freight  charges  are  always  accurate  and  stated  that 
he  had  never  had  any  cause  for  complaint.  Retailer 
No.  2  likewise  has  never  had  reason  to  suspect  over- 
charging. As  a  rule,  he  said,  he  was  able  to  judge  the 
weight  pretty  well,  or  if  not  it  was  a  simple  matter  to 
apportion  the  freight  charge  to  each  pair  of  shoes 
in  the  shipment,  and  if  it  averaged  a  certain  amount 
per  pair  he  knew  it  was  all  right. 

On  the  other  hand  we  have  the  opinion  of  Re- 
tailer No.  3,  that  he  has  at  times  suspected  he  was 
being  overcharged,  but,  as  he  was  not  sure  in  any 
one  case,  he  refrained  from  complaining. 

Retailer  No.  4  had  experienced  no  trouble  except 
about  a  year  ago,  when  he  was  overcharged  a  consider- 
able amount  on  an  express  shipment.  This  was  re- 
funded on  complaint — the  excuse  being  that  it  was 
just  a  mistake. 

Difficult  Matter  for  the  Retailer 
The  big  difficulty  with  every  retailer  is  that  he  lacks 
facilities  for  weighing  his  shipments  and  checking  up 
his  freight  charges.  Therefore,  what  can  he  do?  He 
has  to  rely  solely  on  his  own  judgment  of  the  weight 
of  each  shipment  and  he  cannot  dispute  the  carrier 
company's  charge  because,  as  one  retailer  put  it,  "they 
might  give  me  the  laugh." 

It  is  quite  out  of  the  question  for  every  retailer 
to  have  a  scales  of  his  own,  nor  it  is  probable,  or  even 
reasonable,  to  suspect  the  railways  of  any  deliberate 
desire  to  overcharge.  The  handling  of  freight  is  a 
more  complex  matter  than  can  be  seen  on  the  sur- 
face, and  it  is  more  than  probable  that  the  shortage  or 
incompetence  of  labor,  which  is  being  experienced  by 
many  of  our  largest  companies,  is  responsible  for  these 
cases  of  overcharging,  though  one  of  ovir  informants 
expressed  the  opinion  that  he  was  being  systematic- 
ally "done."  There  are  doubtless  isolated  cases  of 
undercharging,  but  these  have  not  been  placed  on 
record. 

A  Remedy  for  the  Difficulty 

The  fact  remains,  however,  that  the  retailer  is 
entirely  helpless  in  this  matter  of  checking  up  weights, 
and  there  seems  practically  but  one  way  in  which  every 
doubt  in  his  mind  can  be  set  at  rest  regarding  his 
freight  weights  and  charges,  and  that  is — by  the  co- 
operation of  the  manufacturer.  Shoe  factories  might 
well  profit  by  the  exam])le  of  manufacturers  in  many 
other  lines,  who  almost  invariably  mark  each  shipment 
with  its  correct  weight ;  some  even  go  so  far  as  to  in- 
clude the  dimensions  of  the  package.  It  will  readily 
be  seen  that  it  is  a  much  easier  matter  for  the  manu- 
facturer to  provide  this  service  than  it  is  for  the  re- 


tailer to  install  scales  and  do  his  own  weighing.  Fur- 
thermore, it  seems  only  right  that  the  maker  should 
protect  the  customer  to  this  slight  extent. 

Evidently  this  is  a  situation  proving  troublesome 
to  cities  outside  of  Canada.  The  following  item  ap- 
pears in  the  Shoe  Retailer,  referring  to  conditions  as 
they  exist  in  Baltimore,  Md. 

"During  these  days,  when  we  are  all  having  a 
bunch  of  stuff  sent  in  by  express,  it  is  wise  to  watch 
the  charges  for  such  service.  One  merchant  told  me 
last  week  that  he  found  several  cases  of  excessive 
charging  for  express  service,  and  in  each  case  the  com- 
pany refunded  him  the  overcharge." 

We  would  suggest  to  retailers,  who  have  experi- 
enced trouble  with  their  freight  bills,  that  they  request 
manufacturers,  at  the  time  of  placing  their  orders,  to 
specify  the  weight,  either  on  the  invoice  or  on  every 
package  shipped.  They  will  then  be  able,  in  either 
case,  to  check  their  freight  charges  instantly  and  in 
a  manner  that  will  leave  no  room  for  doubt.  The 
retailer  may  in  this  way  find  an  occasional  undercharge, 
which,  of  course,  will  be  very  interesting,  but  the  main 
idea  will  be  to  set  at  rest  any  suspicion,  well  founded 
or  otherwise,  that  the  carrier  companies  are  lax  in  their 
system  of  apportioning  charges.  If  an  overcharge 
does  occasionally  slip  through,  claim  for  rebate  can 
then  be  made  with  all  confidence. 


Mr.  Prince,  a  member  of  the  firm  of  the  E-Z  Walk 
Manufacturing  Company,  New  York  City,  is  in  Can- 
ada with  a  full  line  of  samples  of  their  specialties  in 
felt  and  novelty  slippers.  The  various  lines  are  made 
in  felts,  satins,  sport  cloths,  gros  grains,  cretonnes 
and  combinations  and  are  unusually  attractive. 


"JUST  WRIGHT 

SHOES 

GEM  MEN  ALWAYS  WEAR  THEM" 


E.  T.  Wright  &  Co.  of  St.  Thomas,  have  issued  some  handsome  window 
cards  for  retailers,  one  of  which  is  reproduced  above.  It  isstrikingly 
executed  in  red  and  black,  on  stiff  cardboard,  and  is 
about  12  X  14  inches  in  size. 
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Leather  Supply  Dependent  on  Meat  Demand 

Mr.  Frank  C.  Rand,  President  of  the  International  Shoe  Company,  Explains  the  Situation 
in  an  Interesting  Manner— Leather  is  a  By-Product  the  Supply  of  Which 

is  Unaffected  by  High  Prices 


THE  Law  of  Supply  and  Demand  in  the  conduct 
of  the  average  business  is  ahnost  as  constant 
as  the  Law  of  Gravitation.  The  location  of 
great  steel  plants  and  foundries,  as  well  as  lum- 
ber mills  and  industries  of  like  character  is  fixed,  usu- 
ally, by  the  accessibility  and  the  availability  of  the 
source  of  supplies  on  which  the  industry  rests.  If  the 
demand  on  our  great  steel  plants  is  increased,  this 
demand  is  met  by  an  increased  output  of  ore  from 


High-cut  women's  bal, 
circular  vamp,  full 
quarter,  half  Louis 
heel,  9  inch,  blind  eye- 
lets—One of  the  many 
samples  of  J.  &  T.  Bell 
Limited,  Montreal. 


the  mines.  When  our  country  is  active  in  the  work 
of  construction  and  is  building  houses,  ships,  etc.,  re- 
quiring lumber  in  large  and  increasing  quantities,  for- 
ests are  felled  and  the  supply  is  forthcoming  to  meet 
the  needs  of  mankind  as  they  arise.  The  great  wool- 
len mills  of  the  world  are  in  close  touch  with  the  shep- 
herds, and  flocks  of  sheep  increase  to  meet  the  grow- 
ing consumption  of  wool  as  it  develops. 

Demand  and  Supply :  an  Instance 

When  cotton,  two  decades  ago,  reached  a  price  so 
low  that  this  wonderful  raw  material  became  the  cheap- 
est and  most  economical  material  from  which  cloth 
could  be  made,  the  economic  attention  of  the  nation 
was  turned  toward  cotton.  The  inventive  genius  of 
mankind  was  directed  to  the  development  of  new  ways 
and  means  by  which  cotton  could  be  used  to  produce 
attractive  fabrics  in  various  forms.  In  this  way,  the 
low  price  of  the  South's  great  product  became  a  bless- 
ing in  disguise  because  of  the  varied  and  multiplied 
forms  of  consum])tion  which  were  developed.  The  in- 
creasing kinds  of  materials  produced  from  cotton  re- 
sulted in  corresponding  increasing  demands  for  cotton 
fabrics,  which  was  met  in  direct  ratio  by  increased 
acreage,  better  farming  and  a  more  scientific  treat- 
ment of  the  plant. 

With  a  little  imagination  one  can  easily  sec  from  the 


instances  cited  and  from  innumerable  others  that  as 
the  demand  for  an  article  increases  the  natural  law  is 
for  the  supply  to  increase  in  direct  ratio  to  meet  the 
demand.  This  rule,  however,  which  is  almost  invari- 
able in  the  great  industries  of  the  commercial  world,  is 
suspended  and  does  not  apply  to  two  of  the  great  in- 
dustries in  which  St.  Louis  and  the  Central  West  are 
vital  factors.  I  refer  to  the  tanning  of  leather  and 
manufacture  of  leather  products,  especially  the  manu- 
facture of  boots  and  shoes. 

Leather  a  By-Product 

These  great  industries,  whose  volume  aggregates 
hundreds  of  millions  of  dollars,  rest  on  a  source  of  sup- 
ply which  is  not  governed  in  the  slightest  by  the  de- 
mand or  consumption.  It  is  true  that  an  active  demand 
for  hides  and  skins  in  one  place  will  shift  the  supply 
from  one  locality  to  another,  but  an  active  demand  for 
leather  ])roducts  does  not  create  a  supply.  The  funda- 
mental fact  prevails  that  our  great  tanners  and  shoe 
manufacturers  have  built  their  business  on  a  by-pro- 
duct. Hides  and  skins  from  which  leather  and  shoes 
are  made  come  almost  wholly  from  four  animals,  name- 
ly, cows,  goats,  sheep  and  horses.  The  slaughter  of 
cows,  goats  and  sheep  is  governed  almost  wholly  by 
the  demand  for  meat ;  horsehides  come,  in  this  coun- 
try, from  the  death  of  horses  from  natural  causes,  and 
in  a  limited  way  in  some  foreign  countries  the  young 
horse  or  colt  is  killed  for  meat. 

It  can  therefore  be  clearly  seen  that  although  a  high 
price  may  prevail  on  hides  and  skins  of  various  kinds 
the  price  in  itself  does  not  produce  the  supply.  On 
the  other  hand,  if  the  price  be  exceedingly  low,  the 


A  pump  by  J.  &  T. 
Bell,  Limited,  Montre- 
al. Circular  vamp, 
overlapped  effect,  half 
Louis  heel,  made  in 
colors  and  black. 


supply  of  hides  and  skins  is  not  decreased,  for  these 
articles  are  not  regarded  as  controlling  factors,  they 
respond  to  influences  other  than  those  springing  from 
the  demands  of  the  tanners  or  the  shoe  manufacturers. 

The  utility  of  and  necessity  for  leather  has  been 
felt  by  every  people,  whether  civilized  or  not,  as^  evi- 
denced not  only  by  the  improved  and  refined  methods 
of  tanning  today,  but  also  by  the  crude  efi^orts  of  un- 
civilized tribes  to  tan  in  some  way  the  skins  of  ani- 
mals to  meet  the  urgent  needs  of  man.  The  safety 
that  surrounds  tanners  and  shoe  manufacturers  in  their 
product  is  the  result  of  the  demand  for  food,  which 
necessarily  assures  tanners  constantly  of  some  raw 
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material,  but  never  guarantees  to  them  this  supply 
in  quantities  that  have  a  direct  relation  to  the  demand 
for  such  material. 

The  picture  easily  unfolds  itself  to  a  man  of  imagin- 
ation in  the  simple  statement:  "Leather  and  its  pro- 
ducts, being  a  by-product,  do  not  control  the  supply 
of  hides,  which  is  dependent  solely  upon  the  demand 
for  food." 

The  Three  Sources 

The  supply  of  hides  and  skins  for  leather  produced 
in  America  comes  from  three  sources :  hides  taken 
off  by  the  packer,  hides  taken  off  by  the  country 
butcher,  and  hides  imported  from  foreign  countries. 
Late  Government  purchases  of  shoes,  harness,  saddles, 
belts,  etc.,  have  been  placed  in  quantities  large  enough 
to  consume  all  of  the  packer  hides  that  will  be  taken 
oft'  during  the  year  1917.  Imports  are  irregular  and 
uncertain  because  of  the  insufficient  bottoms  for  mar- 
ine transportation,  thus  making  the  leather  supply 


Black  kid  bal,  full  toe  cap, 
piping  and  perforations. 
Also  made  in  matt  calf 
dull  finish,  by  the  John 
Strootman  Shoe  Company, 
Buffalo.  Shown  in  Canada 
by  American-British-Can- 
adian Distributors,  Ltd. 


of  the  United  States  for  commercial  consumption 
largely  dependent  upon  the  hides  and  skins  taken  oft' 
by  the  country  butcher. 

Under  such  conditions  and  confronted  with  the  un- 
certain developments  of  the  European  war,  the  tan- 
ner and  manufacturer  of  shoes  and  other  leather  pro- 
ducts has  today  a  much  harder  problem  to  solve  and 
can  anticipate  market  fluctuations  with  much  less  ac- 
curacy than  under  normal  conditions. 


Divide  Toronto  Into  Districts 

The  first  meeting  for  the  fall  and  winter  months 
of  the  Toronto  Shoe  Retailers'  Association  was  held 
on  "Wednesday,  September  26,  in  the  Foresters'  Build- 
ing, College  Street.  The  principal  topic  for  discussion 
was  the  decision  to  subdivide  the  city  into  five  or  six 
districts,  appointing  a  chairman  and  secretary  for  each 
section.  In  this  way  the  different  sections  would 
each  have  their  own  meetings  and  discuss  their  own 
problems,  the  final  decision  on  all  matters  to  rest  with 
the  parent  organization.  It  is  felt  by  the  members  that 
the  retail  shoe  trade  of  Toronto  is  so  scattered  in  loca- 
tion that  some  such  arrangement  will  be  highly  bene- 
ficial, and  to  the  best  individual  interests  of  all  con- 
cerned. The  executive  of  the  association  now  have  the 
matter  in  hand  and  it  is  expected  that  organization  of 
the  various  districts  will  be  completed  in  a  short  time. 


Mr.  Muirhead  Goes  to  Chilliwack 

Mr.  Clarence  Muirhead,  as  noted  briefly  in  our  Sep- 
tember issue,  until  recently  in  business  in  Fernie,  B.C., 
has  moved  to  the  Coast,  and  after  looking  over  the  de- 
sirable openings  in  the  boot  and  shoe  line  has  acquired 
a  half-interest  in  the  Chilliwack  Shoe  Company,  of 
Chilliwack,  Eraser  Valley.    He  will  be  manager  of  the 


Battleship  grey  kid  ard 
cloth  combinaticn  with 
full  Louis  covered  heel 
and  kid  trimmings.  9  in. 
top,  long  narrow  last. 
Made  by  John  Stroolman 
Shoe  Company,  Buffalo. 
Shown  in  Canada  by  Amer- 
ican-British Caradiir  Dis- 
tributors. Limited. 


concern,  which  has  branch  stores  at  Kamloops  and 
Fernie.  While  located  at  the  latter  city,  Mr.  Muir- 
head conducted  one  of  the  best  stores  between  Cal- 
gary and  the  Coast,  and  his  successful  retailing  meth- 
ods will  find  full  scope  in  the  larger  field  now  before 
him.  E.  H.  King,  who  retires  from  the  Chilliwack 
Shoe  Company,  after  three  years  of  merchandizing, 
built  up  a  large  trade  in  that  time,  which  Mr.  Muir- 
head hopes  to  double  by  putting  into  eft'ect  some  of  his 
energetic  schemes  for  attracting  the  attention  of  the 
buying  public. 

Olive  Drab  Shoe  Fabrics 

Henry  Gitterman  and  Company,  New  York,  have 
been  meeting  with  good  success  in  the  sale  of  their 
khaki  and  olive  drab  "Wyclo"  shoe,  fabrics.  It  has  a 
distinctive  leathery  finish  and  the  present  military  tend- 
ency has  created  a  big  demand  for  .these  two  shades. 
"Wyclo"  is  also  made  in  white,  black,  and  a  large  as- 
sortment of  colors. 


Solid  dark  brown  calf  bal.  recede  foe— shown  by  the 
Eagle  Shoe  Company,  Montreal. 


54 


FOOTWEAR    IN  CANADA 


October,  1917 


Well  Known  Traveller  Passes 

The  shoe  and  leather  trades  of  Canada  and  the 
United  States  will  regret  to  learn  of  the  death  of  Mr. 
L.  B.  Erockway,  salesman  for  the  well-known  blacking- 
manufacturers,  C.  L.  Hauthaway  &  Sons,  of  Boston, 
Mass.  Mr.  Brockway  had  fceen  in  ill  health  for  some 
months,  and  it  was  generally  known  among  his  friends 
that  he  was  failing.  He  was  in  his  seventy-first  year, 
and  during  the  last  few  years  had  shown  remarkable 
spirit  and  courage  in  persistently  sticking  to  his  post. 
For  seventeen  years,  during  which  period  he  had  been 
connected  with  the  house  of  Hauthaway,  he  had  cov- 
ered the  Canadian  shoe  trade  and  part  of  the  New 
England  States.  Previous  to  his  connection  with  this 
firm  he  represented  Charles  F.  Baker,  Ltd.,  of  Boston, 
whose  "New  Method"  blacking  patents  and  formulae 
were  purchased  by  the  Hauthaways  seventeen  years 
ago.  Mr.  Brockway  was  one  of  the  best-known  travel- 
ing men  in  Canada  and  the  United  States,  and  a  host  of 
friends  mourn  his  demise. 


Over  1,200  Dozen  Kid  Skins  a  Day 

One  of  the  oldest  tanners  of  glazed  kid  in  the  world 
is  the  house  of  Thomas  A.  Kelley  &  Co..  of  West  Lynn, 
Mass.  The  original  proprietor  of  this  business  — 
Thomas  A.  Kelley — has  devoted  his  whole  life  to  a 
study  of  the  chemistry  of  leather,  specializing  on  goat, 
kid.  and  sheepskins.  This  in  part  accounts  for  the  big 
business  enjoyed  by  the  Kelley  Company,  the  present 
output  being  over  1,200  finished  kid  skins  a  day,  six- 
days  of  the  week.  During  his  years  of  experimentation 
Mr.  Kelley  succeeded  not  only  in  learning  the  art  of 
successful  tanning,  but  also  imparted  much  valual)lc 
infcjrmalion  to  the  trade  in  general,  which  has  caused 
considerable  advancement  in  the  science  of  tanning. 
Mr.  Kelley  to-day  controls  patented  ])r()cesses  and 
chemical  formulae  which,  ai)plied  with  his  skill  in  tan- 


ning, have  greatly  assisted  in  gaining  fame  for  Kelley'- 
Kid. 


"  Niagara  "  Sole  Leather 

The  Bufi'alo  Leather  Company,  tanners,  Bufifalo, 
N.Y.,  advise  that  the  demand  for  their  high  quality  sole 
leather  has  become  so  great  that  they  have  decided  to 
devote  their  entire  time  to  this  product.  It  is  a  chrome 
tanned  leather,  rendered  water])roof  by  a  patented 
process,  and  appears  quite  unlike  any  other  we  have 
seen.  The  company  claim  it  will  outwear  any  other 
sole  leather  on  the  market.  Another  feature  claimed 
is  that  it  is  not  slippery  on  wet  surfaces.  Unlike  many 
sole  leathers  that  have  been  waterproofed,  this  one 
takes  an  exceptionally  fine  edge  finish.  Manufacturers 
and  jobbers  who  have  had  complaints  regarding  the 
quality  of  their  sole  leather  should  find  it  to  their  in- 
terests to  investigate  this  company's  claims. 


Mr,  Briggs  Returns  from  Trip 

Mr.  A.  A.  Briggs,  advertising  manager  of  the  Dun- 
lo])  Tire  and  Rubber  Goods  Company,  has  returned  to 
the  head  office  at  Toronto,  after  a  lengthy  tour  in  the 
interests  of  the  company.  Last  year  Mr.  Briggs  cov- 
ered the  western  territory,  going  as  far  north  as  Alaska. 
This  year  he  covered  the  eastern  provinces  of  Can- 
ada to  Sydney,  C.B.  Mr.  Briggs  takes  these  extensive 
trips  to  more  thoroughly  study  the  conditions  that  in- 
fluence and  control  trade,  as  well  as  inquire  into  the 
best  available  local  means  of  advertising.  At  most  of 
the  places  visited  he  has  been  interviewed  and  the 
publicity  resulting  therefrom  has  been  valuable  to  the 
Dunlop  Company  and  their  numerous  widely-known 
products. 


Puttees  for  Immediate  Shipment 

The  Wiley-Bickford-Sweet  Company,  of  Hartford, 
Conn.,  and  Worcester,  Mass.,  are  manufacturers  of  a 
very  complete  line  of  overgaiters,  spats,  slippers  and 
spiral  puttees,  all  of  which  they  are  in  a  position  to 
furnish  for  immediate  shipment.  An  excellent  side- 
line for  shoe  retailers  is  found  in  the  sale  of  soldiers' 
puttees.  There  are  very  few  of  the  boys  who  do  not 
purchase  an  extra  pair  for  dress  occasions,  and  there 
is  no  reason  why  the  shoeman  should  not  get  the 
benefit  of  this  business.  The  W^iley-Bickford-Sweet 
Company  report  wide  sales  in  their  "Uno"  wool-lined 
slipper,  which  is  a  ready  cold  weather  seller. 


Patriotic  Action 

Mr.  Griffith  B.  Clarke,  of  the  A.  R.  Clarke  Leather 
Company,  Toronto,  has  offered  his  speed  motor-boat, 
"The  Leopard,"  to  the  Canadian  Government  to  be 
used  in  any  way  they  see  fit.  This  boat  is  equipped 
with  a  135  h.p.  engine  and  is  capable  of  doing  40  miles 
an  hour.  A  picture  of  the  "Leopard"  in  action  ofif  the 
Toronto  Exhibition  Grounds  appeared  in  the  Septem- 
ber issue  of  Footwear  in  Canada. 


Ames-Holden-McCready,  Limited 

Messrs.  Ames-Holden-McCready,  Limited,  shoe 
manufacturers,  Vancouver,  B.C.,  have  the  following 
travellers  out  in  British  Columbia:  A.  ].  Bates,  Koote- 
nay  country  and  all  eastern  British  Columbia;  D.  Rob- 
inson, northern  British  Columbia  and  Coast;  W.  J. 
Ileslip,  Vancouver  Island. 
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Regal  Instock  Catalogue 

A  handsome  new  catalogue  has  just  been  issued  by 
the  Regal  Shoe  Company,  Toronto,  for  the  Regal  In- 
stock  Service  Department.  In  design  and  execution 
this  catalogue  reflects  unbounded  credit  on  the  firm 
it  represents  and  their  pride  in  it  is  amply  justified. 
The  twelve  Regal  in-stock  styles  are  pictured  very 
artistically,  and  in  introducing  the  line  the  company 
say :  "With  these  twelve  models  you  can  satisfy  every 
boot  requirement  of  men  who  want  the  best  at  a  rea- 
sonable price.  This  sim])licity  of  choice  and  stock  is 
in  line  with  the  times.  You  will  make  more  profit  be- 
cause you  will  do  a  bigger  business  on  fewer  lines. 
Moreover,  even  a  "green"  clerk  can  grasp  the  Regal 
line  in  a  few  hours."  For  convenience  in  ordering,  a 
sheet  of  four  postcards  is  contained  in  the  back  of  the 
catalogue. 


New  Pearl  Ornament 

WE  present  herewith  illustrations  of  a  new  orna- 
ment for  pumps  and  slippers.  This  orna- 
ment is  a  pearl  button,  in  which  a  brass  tube 
is  permanently  set,  leaving  the  protruding- 
end  of  the  tube  straight.  This  end  is  fed  through  a 
hole,  punched  in  the  vamp,  and  is  clinched  inside  ex- 
actly as  an  eyelet  is  clinched.  A  special  machine  has 
been  designed  for  punching  the  hole  and  setting  the 
button.  This  machine  consists  of  two  heads  (one  for 
punching  and  one  for  setting).    Both  heads  are  oper- 


ated by  one  treadle  and  are  arranged  so  that  when 
one  head  is  used  the  tool  in  the  other  head  does  not 
contact.  The  setting  operation  is  rapid,  buttons  can 
be  attached  as  cjuickly  as  bows  or  any  other  ornament. 

There  have  been  a  great  many  pearl  ornaments 
used,  but  they  have  never  been  quite  satisfactory  for 
several  reasons.    The  manufacturer  objects  to  the 


difficulty  of  sewing  by  hand,  which  is  a  slow  operation. 
Buttons  sewed  through  an  under  eye  will  not  set 
straight.  Such  eyes  are  seldom  quite  smooth  and  any 
rough  spot  or  sharp  edge  will  cut  the  thread.  These 
objections  are  all  overcome  in  this  new  button  orna- 
ment. The  fastening  is  quick  and  permanent  and 
the  button  "hugs"  the  vamp. 

In  a  short  time  the  company  making  this  button 
ornament  will  have  an  announcement  of  interest  to 


retailers,  as  they  intend  to  produce  hand  and  foot  power 
tools  so  their  buttons  may  be  attached  to  any  pumps. 
This  button  ornament  is  being  made  in  several  de- 
signs and  in  two  grades ;  fresh  water  pearl  and  ocean 
pearl. 


Shoe  Factory  By-law  Passed 

A BY-LAW  granting  a  fixed  assessment  on  muni- 
cipal and  business  taxes  to  B.  F.  Ackerman, 
Son  &  Company,  Limited,  was  passed  recently 
by  the  ratepayers  of  Peterboro,  Ont.,  the  ma- 
jority in  favor  being  580.  This  company  is  one  of  the 
chief  and  most  enterprising  industries  in  Peterboro, 
and  for  many  years  has  enjoyed  an  active  business  in 
harness,  horse  collars,  blankets,  etc.  It  is  their  in- 
tention now  to  branch  out  into  the  manufacture  of 
footwear  for  men.  The  second  part  of  the  third  floor 
of  their  commodious  building  will  at  present  be  used 
for  this  purpose  and  Mr.  Frank  W.  McKeen  has  been 
appointed  superintendent.  The  output  will  be  about 
300  pairs  per  day  in  men's,  boys'  and  youths',  medium 
and  high  grade  staples,  but  just  how  the  output  will 
be  marketed  has  not  yet  been  decided.  The  firm  will 
turn  out  a  trademarked  shoe  of  the  same  high  stand- 
ard of  excellence  which  has  characterized  their  "Horse 
Head"  brand  of  harness  during  the  past  forty-six  years. 

The  heads  of  the  new  shoe  factory  are  practical 
leather  men  who  have  grasped  all  details  or'  the  leather 
business.  Mr.  B.  F.  Ackerman  has  resided  in  Peter- 
boro for  the  last  twenty-five  years  and  has  taken  an 
active  interest  in  public  afifairs.  Mr.  E.  W.  Borbridge, 
vice-president  and  sales  manager,  has  had  long  experi- 
ence in  the  leather  game,  having  for  many  years  been 
associated  with  the  Hugh  Carson  Comj)any,  Limited, 
Ottawa.  Mr.  W.  C.  Ackerman,  secretary-treasurer, 
has  been  connected  with  his  father's  business  ever  since 
starting  his  business  career.  Geo.  Robertson,  of  Peter- 
boro, is  accountant  and  director.  The  B.  F.  Ackerman 
Company  is  known  from  coast  to  coast  and  in  their  new 
endeavor  they  will  have  the  advantage  of  a  sterling- 
reputation  for  integrity  and  reliability. 
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New  Fleet  Foot  Catalogue 

The  Canadian  Consolidated  Rubber  Company  have 
issued  a  handsome  Httle  booklet  entitled  "Announc- 
ing the  New  Styles  in  Fleet  Foot  Shoes."  The  new 
designs  embrace  a  wide  variety  in  both  high  and  low 
heel,  21  of  which  are  illustrated  in  this  booklet.  As  a 
supplement  to  the  regular  catalogue  of  "Fleet  Foot" 
shoes,  this  bulletin  should  be  in  the  hands  of  every 
retailer. 


Trudeau  and  Company 

Mr.  Geo.  J.  Trudeau,  of  Montreal,  has  organized  a 
company  to  be  known  as  Trudeau  &  Company,  of 
which  he  is  to  be  general  manager  and  director.  Their 
premises  will  be  at  672  Ontario  Street  East,  Mont- 
real, and  a  complete  line  of  shoe  findings  and  supplies, 
including  metal  shanks,  metal  shoe  hooks,  shoe  but- 


tons, white  sole  and  heel  varnish,  edge  stain  and 
brushes  are  carried.  Trudeau  and  Company  are  re- 
presenting E.  L.  Goudy  &  Company,  of  Boston,  Mass., 
manufacturers  of  box  toes.  Every  success  is  antici- 
pated in  this  new  venture  by  Mr.  Trudeau's  many 
friends. 


Mr.  J.  M.  S.  Carroll,  sales  manager  of  the  Canadian 
Consolidated  Rubber  Company,  Limited,  stayed  at  the 
Royal  Alexandra,  Winnipeg,  during  the  latter  part  of 
September,  returning  from  an  extended  business  trip 
to  the  Western  branches  of  the  company. 


"Clean-up"  and  "Pay-up"  weeks — if  anything  of  the 
sort  must  be  had — are  infinitely  more  appropriate  at 
the  present  time  than  "Dress-up"  weeks.  The  mer- 
chants of  Dallas,  Texas,  recently  held  a  "Pay-up"  week 
with  good  success. 


FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


L.  C.  Breithaupt,  of  the  Breithaupt  Leather  Company, 
Kitchener,  Ont.,  was  recently  in  Boston.  He  made  his  head- 
quarters with  the  Van  Dyne-Hungerford  Company. 

The  Blachford  Shoe  Manufacturing  Co.,  Toronto,  have 
commenced  making  whole  cloth  pumps  and  oxfords  for 
next  season. 

The  Toronto  Last  Works  have  discontinued  business 
and  their  equipment  has  been  purchased  by  the  LTnited  Last 
Company,  Montreal. 

Word  has  been  received  in  Toronto  of  the  death  of 
Sapper  Frederick  Parker.  He  enlisted  two  years  ago,  at 
which  time  he  was  employed  with  the  Regal  Shoe  Com- 
pany, Toronto,  and  resided  at  16  Coxwell  Avenue. 

The  twenty  shoe  factories  in  Lynn,  Mass.,  which  were 
closed  down  on  April  16  were  re-opened  on  September  4. 
The  workers  returned  under  the  wage  and  working  condi- 
tions existing  prior  to  closing. 

M.  A.  Desmond  has  been  appointed  Canadian  repre- 
sentative of  the  New  Castle  Leather  Company,  succeeding 
the  late  Mr.  A.  Bruerger.  Mr.  Desmond  was  formerly  in  the 
Boston  office,  as  well  as  at  New  York. 

The  Acme  Glove  Works,  Ltd.,  St.  Joliette,  Quebec,  con- 
template an  addition  to  their  factory. 

Harold  Tanney,  who  for  many  years  has  been  connected 
with  Johnston  &  Murray  at  their  London  store,  has  been 
appointed  manager  of  their  St.  Thomas  branch,  succeeding 
Arthur  G.  Saunders,  who  has  gone  to  Edmonton.  Mr.  Tan- 
ney was  for  some  time  with  the  Owl  Shoe  Store,  Toronto, 
and  previous  to  that  with  the  Neill  Shoe  Stores,  in  Peter- 
l)()ro,  Woodstock  and  Gait. 

Dufresne  and  Locke,  Montreal,  were  recently  awarded 
a  contract  for  2.'), 000  pairs  of  Canadian  army  shoes.  It 
is  luidcrslood  tlie  price  is  in  the  neighborhood  of  $4. .'SO  jier 
pair. 

H.  E.  Wettlaufer,  sales  manager  for  Charles  A.  Ahrens, 
Limited,  Kitchener,  Ont.,  is  on  an  extended  trip  to  the 
Coast  with  a  full  range  of  the  comi)any's  spring  samples. 

K.  J.  Johnstfin,  formerly  of  Johnston  and  Murray,  Lon- 
don, Ont.,  has  bought  out  the  Barraclough  shoe  store  in 
Ingcrsoll,  Ont.  The  business  was  eslal)lislu'd  many  years 
ago  by  the  late  '1'.  H.  Harraclougli.  Mr.  Joimslon  was 
formerly  a  travelling  salesman. 


Aid.  J.  H.  Hodgson,  shoe  retailer,  Hamilton,  recently 
met  with  a  painful  automobile  accident,  sustaining  injuries 
to  his  back. 

The  Department  of  Trade  and  Commerce,  Ottawa,  have 
been  asked  for  prices  on  footwear  by  the  Municipality  of 
Petrograd,  Russia. 

Dufresne  and  Locke,  Maisonneuve,  have  obtained  the 
order  for  25,000  pairs  of  Canadian  army  shoes.  The  price  is 
$4.50. 

There  has  just  been  introduced  into  the  Canadian  market 
the  Freeman  button  remover,  which  is  sold  by  L.  H.  Pack- 
ard &  Company,  Limited,  Montreal.  This  is  a  device  for 
removing  the  button  and  wire  staple  at  one  operation,  with- 
out damaging  the  fabrics,  and  displaces  the  old  method  of 
using  cutting  nippers. 

The  Blachford  Shoe  Manufacturing  Company,  Toronto, 
Ont.,  have  acquired  additional  space  for  their  factory.  Their 
present  output  is  about  600  pairs  a  day  which  will  be  increased 
by  about  one-third. 

The  death  occurred  recently  of  Mr.  Lawrence  O'Bryne, 
who  was  for  many  years  a  shoe  merchant  on  Yonge  Street, 
Toronto,  before  becoming  a  member  of  the  staff  of  the  St. 
John's  Industrial  School.    He  was  81  years  old. 

T.  H.  Ross  has  opened  a  new  shoe  store  in  the  pre- 
mises formerly  occupied  by  Arland's,  11  Macnab  Street 
North,  Hamilton,  Ont.  The  store  has  undergone  extensive 
alterations  and  presents  a  very  attractive  appearance.  The 
stock  is  completely  new  and  up-to-date. 

Peter  P.  Doyle,  formerly  in  the  employ  of  Daoust,  La- 
londe  &  Company  at  their  Montreal  factory,  is  reported 
among  the  list  of  casualties.     He  has  been  gassed. 

At  a  largely  attended  meeting  of  the  business  men  of 
Cornwall,  Ont.,  recently,  the  branch  of  the  Retail  Mer- 
chants' Association  of  Canada  was  reorganized.  It  was  in 
force  a  few  years  ago  but  of  late  had  been  very  inactive. 

G.  Morris,  shoe  repairer,  \'ancouver,  has  returned  home 
after  several  weeks  spent  in  the  large  eastern  cities.  He  is 
feeling  much  better  after  his  vacation. 

The  Welfare  Department  of  the  Canadian  Consolidated 
Ruljbcr  Company,  Kitchener,  Ont.,  is  issuing  a  house  organ 
twice  a  month,  under  the  editorship  of  Mr.  E.  D.  Campbell. 
This  will  be  distributed  among  the  employees  at  the  Kitchener 
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BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 


Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins  in  Bark  and   Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


Adelard  Guay 


Eutrope  Guay 


MANUFACTURERS  OF 


Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  MONTREAL,  QUE. 


Good  Kid  for  Good  Shoes 


New  Castle  Kid 

We  can  supply  you  with  this 
famous  product,  either  Glazed 
or  Mat.  It  is  always  of  the 
highest  quality,  uniform  and 
reliable.  Shipments  on  time 
and  in  any  quantity. 

Write  for  samples  in  black  or  colors. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


The  Leading  Solid  Leather  Shoe 

HYDRO  CITY 

The  days  of  fancy  footwear  are  over  for  a  while.  What  the  people 
are  demanding  is  good  wearing  qualities  in  a  sensible  leather  shoe. 
Here  is  your  opportunity  to  offer  "Hydro  City"  footwear  —  the 
leading  solid  leather  line.     Get  our  prices. 


Hydro  City  Shoe  Manufacturers,  Ltd.,  Kitchener,  Ont. 


Formerly  O.  V.  Oberholtzer  Co.,  Ltd., 
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factories  of  tlie  company.  The  first  nunilier  was  issued  on 
September  35. 

The  factory  of  the  Oak  Tire  and  Ruliber  Company,  Oak- 
ville,  Ont.,  was  opened  a  few  weeks  ago,  employing  aljout 
fifty  men.  Mr.  J.  H.  L.  Patterson  is  president,  and  it  is 
anticipated  a  new  factory  will  be  built  in  1918. 

H.  North,  Fraser  Avenue,  Vancouver,  has  installed  a 
Sterling  stitcher. 

D.  Matchet,  for  the  last  three  years  with  the  Goodyear 
Shoe  Repairing  Company,  Vancouver,  B.C.,  died  recently. 
He  was  sixty-six  years  old. 

W.  E.  Young,  for  many  years  with  P.  Jacobi,  Toronto, 
has  gone  with  Blachford,  Davies  &  Company,  Toronto.  He 
has  had  over  twenty  years'  experience  in  footwear  lines  and 
will  represent  the  company  in  Hamilton  and  the  Niagara 
Peninsula,  succeeding  Thos.  H.  Ross,  who  has  opened  a 
retail  store  in  Hamilton. 

The  Tetrault  Shoe  Manufacturing  Company  were  award- 
ed a  gold  medal  for  a  special  display  of  men's  shoes  at  the 
Quebec  Exhibition.  Other  medals  were  awarded  to  H. 
Lamontague,  Inc.,  and  the  United  Shoe  Machinery  Company. 

Kenneth  C.  Savage,  eldest  son  of  R.  L.  Savage,  Toronto, 
who  carries  Clark  Brothers  line  in  Ontario  and  Quebec,  has 
taken  a  position  on  the  road  with  the  same  firm  and  will 
cover  Eastern  and  Northern  Ontario.  Mr.  Kenneth  Savage 
has  been  in  the  shoe  business  for  several  years  with  James 
Muir  Company,  Montreal,  and  with  the  Walk-Over  stores  in 
Toronto   and  Montreal. 

The  new  factory  of  J.  F.  Clark,  Limited,  Montreal  East, 
is  expected  to  be  in  operation  about  the  middle  of  Decem- 
ber. The  new  line  of  samples  has  been  completed  and  in- 
clude a  good  range  in  men's,  boys',  ladies',  misses'  and  chil- 
dren's canvas  in  colors  with  rul)ber  heels  and  leather  soles. 
They  are  made  in  all  widths  and  are  McKays. 

One  of  the  most  attractive  booths  at  the  recent  Western 
Fair  in  London,  Ont.,  was  that  of  Charles  A.  Ahrens,  Lim- 
ited, Kitchener,  Ont.  The  display  was  presided  over  by 
S.  G.  Aniero  and  attracted  a  great  deal  of  attention. 

Fires  which  broke  out  in  the  factory  of  the  Ideal  Shoe 
Company,  Elmira.  Ont.,  on  September  36,  badly  damaged  the 
finishing  room,  while  other  departments  suffered  from  smoke 
and  water.    The  damage  is  estimated  at  $3,000. 

H.  Gray  Hodges,  shoe  retailer,  of  Chatham,  Ont.,  is 
spending  a  few  weeks  in  Winnipeg  and  Saskatoon. 

James  Grant  has  joined  the  Thompson  Shoe  Company 
and  will  represent  that  firm  in  Montreal.  He  was  formerly 
with  several  well-known  firms,  including  the  Aylmer  Shoe 
Company,  Aylmer,  0nt. 

Charles  E.  Betourney  has  joined  the  sales  staff  of  the 
Lady  Belle  Shoe  Company,  Kitchener,  Ont.    He  was  form- 


erly with  the  Thompson  Shoe  Company  of  Montreal.  He 
will  represent  the  Lady  Belle  Company  in  the  province  of 
Quebec  and  also  J.  A.  McCaughan  of  Montreal  in  Ottawa. 

Fred  P.  Beemer,  representing  the  Blachford  Shoe  Mfg. 
Company,  Toronto,  left  recentlj'  for  the  prairie  provinces. 
L.  F.  Jackson,  who  represents  the  same  firm  and  also  the 
Brandon  Shoe  Company  in  the  Maritime  Provinces,  is  also 
on  his  regular  trip. 

R.  B.  Russell  has  joined  the  selling  staff  of  Blachford, 
Davies  &  Company,  Toronto,  and  will  cover  Northern  On- 
tario. He  was  formerly  with  the  White  Shoe  Company, 
Toronto. 

The  engagement  is  announced  of  Miss  Annie  Ethel, 
daughter  of  Mr.  and  Mrs.  John  Carew,  Lindsay,  Ont.,  to 
Stanley  P.  Beal,  son  of  R.  M.  Beal,  leather  manufacturer. 

The  Dominion  Leather  Shoe  Findings  Company,  Mont- 
real, have  dissolved. 

Claude  Ives,  formerly  with  Fred  R.  Foley,  Bowman- 
ville,  Ont.,  and  latterly  with  the  Haines  Shoe  House,  Tren- 
ton, Ont.,  was  married  recently  at  Bloomfield,  Ont.  Mr. 
Ives  and  his  bride  will  reside  in  Bowmanville,  where  he  will 
re-enter  the  services  of  Mr.  Foley. 

Charles  A.  Blachford,  of  the  Blachford  Shoe  Manufac- 
turing Company,  Toronto,  was  recently  in  New  York  and 
other  American  centres  in  search  of  style  points.  Geo.  A. 
Blachford,  of  the  same  firm,  is  back  from  a  buying  trip  to 
Boston,  New  York  and  Philadelphia. 

James  Dillon,  of  Dillon  and  Moore,  shoe  retailers,  St. 
Catharines,  Ont.,  recently  took  a  motor  vacation  trip  to 
Montreal  and  Quebec. 

Robert  Cowan,  son  of  Geo.  W.  Cowan,  shoe  retailer, 
Chatham,  Ont.,  left  recently  for  overseas  as  a  lieutenant  in 
the  Royal  Flying  Corps. 

J.  C.  Moreau,  western  Canada  representative  for  the 
Blachford,  Davies  Company,  Toronto,  is  on  an  extended 
selling  trip  in  the  prairie  provinces. 

The  St.  Hyacinthe  factory  of  Ames-Holden-McCready 
have  added  another  line  to  their  output  in  men's  Standard 
screw  boots.  They  now  make  infants',  youths',  boys',  and 
little  gents'  Standard  screw  and  stichdown. 

D.  A.  Leonard,  of  Toronto,  representing  the  American- 
British-Canadian  Distributors,  is  on  an  extensive  selling  trip 
through  western  Canada.  A.  E.  Elmer,  Montreal,  formerly 
with  George  A.  Slater,  Limited,  is  covering  eastern  and 
northern  Ontario  for  the  same  firm. 

J.  A.  Wilson  &  Company  have  succeeded  the  firm  of 
Wilson  Brothers,  tanners,  Farnham,  Que. 

H.  B.  McGee,  sales  manager  for  Minister,  Myles,  To- 
ronto, is  on  an  extended  selling  trip  to  Winnipeg,  Brandon 
and  other  western  cities. 


THE  NEW 
UNIQUE  TRADE 
MARK  OF  THE 
COHOURG  FELT 
CO..  COHOURG. 
ONT.    THE  "K" 
IN  KIMMEF.  HAS 
Ff)R  MANY 
YEARS  liEEN 
SYNONYMOUS 
WITH  QUALITY 
IN  THE  FELT 
SHOE  BUSINESS 


MADE  IN 

^"ICOBOURG 

COBOURG 
'A.J.KIMMEL  Pres 


CANADA  BY> 


FELT  CS 


LIMITED^ 


ONTARIO 
A.C.KIM  MEL  H<£nS 
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Eclipse  Shoes 


GROWING  GIRLS'.  Sizes  2^2-6.  A  nov, 
last  (lesigneil  for  us  on  up-to-date  lines 
but  not  overlooking  full  easy  fitting 
ciualities.  Essential  to  the  Growing 
C;irl.  This  last  will  prove  the  season's 
sensation. 


MISSES.  Sizes  11-2.  .\  new  "Nature" 
Last,  built  along  "'natiu'al  tread"  lines. 
Educational  develojjments  in  the  care  of 
children's  feet  make  a  jiermanent  de- 
mand for  this  slyle  of  last. 


Maximum  Value 


in 


GIRLS'.  Sizes  S-lOV^.  .\nother  new 
"Nature"  Last.  (Graded  down  from 
Misses,  sh.ovvn  aliove).  Same  easy,  grace- 
ful lines  and  full  lilting  ([ualities  that 
make  both  these  Lasts  certain  winners. 


Children's  Footwear 

"The  Quality  Line" 

That  Guarantees  Regular  Customers  for  You 

GIVE  your  children's  shoe  de- 
partment an  opportunity  to 
grow.  You  will  be  agreeably  sur- 
prised at  the  amount  of  busmess  our 
Eclipse  Footwear  can  work  up  for 
you.  For  Growing  Girls,  Youths, 
Misses,  Gents,  Girls,  Children  and 
Infants  there  is  nothing  on  the 
market  to-day  that  can  surpass  our 
new  styles,  in  Patterns,  Lasts, 
Material  and  Workmanship.  Three 
new  nature  lasts  in  Misses,  Gents 
and  Girls  added  this  season.  We 
show  also  a  new  Growing  Girls 
last  that  discounts  all  others  and 
outclasses  all  competition. 

Wait  for  our  travellers  or  write  us 
for  information. 

Gait  Shoe  Mfg.  Co. 

Limited 

Gait       -  Ontario 


I 
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We  Are  Busy  Right  Now! 

While  many  others  in  our  line  are  complaining  of  dull  times 

WHY? 

Because  it  has  always  been  our  policy  to  take  a 
small  margin  of  profit  in  order  to  get  our  volume. 
We  are  leaders  in  Grey  Ooze  and  Glazed  Blacks. 
Our  line  is  as  complete  as  any  on  the  market. 

We  manufacture  sheep  leathers  for  all  purposes 
—Shoes,  Belts,  Bags  and  Novelties. 

Also  a  full  line  of  Shoe  and  Fancy  Skivers. 

Donnell,  Carman  &  Mudge^  Inc. 

Tanners  of  Sheepskins  and  Skivers 

19  SOUTH  STREET  BOSTON,  U.S.A. 

TORONTO  BRANCH 
ED.  R.  LEWIS  21  Scott  Street 

Coverinsr  Ontario 

Agent*  in  the  United  States  and  Canada  for  the 
HAVERHILL  LEATHER   REMNANT  CO.  SHOE  SPLITS. 


MONTREAL  BRANCH 

NEW  CASTLE  LEATHER  CO.,  335  Craig  St.  N. 

M.  A.  Desmond,  Manager 
Covering-  Quebec  and  Maritime  Provinces 
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Our 

Salesmen 

^^11^      Of/  you  shortly  with  samples 
^3,11  of  Superior  Quality 

I  Life-Buoy 
I    Outing  Shoes 


For  Summer,  1918 

Wait  for  the  Life-Buoy  Representative. 
We  Want  Your  Order. 


^^'Kaufman 
Rubber  Company 


Limited 


Kitchener,  Ontario 


Warehouses  in  all 
Principal  Cities 
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BACKING  OF  CLOTH 

CEMENTED  AND  PASTED  UP  TO 

56  INCHES 


Trade  Mark 


RUBBER  CEMENTS 

of  quality  for  all  puposes 


WOODWARD  NO.  19  CANVAS  INSOLING 

for  AIcKa}-  Shoes  is  the  l)est  thing'  on  the  mar- 
ket. Is  flexible,  strong  and  easy  to  repair. 
Used  by  the  largest  makers  of  high  grade  Mc- 
Kay Shoes. 

Corking  shoe  filler  for  filling  Goodyear 
welts.    Made  in  Canada. 


Trade  Mark 


Oil  Paper 
and 

Rubber 
Coated  Cloth 
for 

Covering 
Shoes 

During  Making 


Let  Us  Show  You 
Imitation  Ooze 

for 

Button  Fly  Linings 

and 

Quarter  Linings 


Sateen  and 
Moreen  Top 
Facings;  Fish 
Glue;  Imitation 
Leather ; 
Plumping 
Cloth;  Auto 
Top  Remnants 


F.  E.  Woodward  &  Sons^  Lachine,  P.Q. 


232  Lemoine  St. 


Montreal 


Octol)er.  IIIIT 
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FOOTWEAR  SPECIALTIES 

Order  Now  for  Early  Delivery 

SPIRAL  PUTTEES— Wool  Knit  Fabric. 


Send  for  prices  and  samples  on  our  full  line  of  "SIESTA"  SLIPPERS.  FELT,  CRETONNES,  KID  AND  OOZE  MATERIAL.  Also 
Machine  Knit  and  Crocheted  Slippers,  "Capitol"  Lamb's  Wool  and  Quilted  Satin  Soles,  Puttees,  Leggins,  etc. 

The  Wiley^Bickford^Sweet  Company 

HARTFORD  Conn.  (Address  either  Office)  WORCESTER,  Mass. 


CHRISTMAS  GIFTS 


Stock  up  now  for 
Holiday  Trade 

50%  to  100%  Profit 


FOLDING  SLIPPERS 

Black— Tan— Red 

All  Grades 

No.  400A— COWHIDE  SOFT  SOLE 
Especially  for  Army  Use 


INFANTS' 
SOFT  SOLE  SHOES 

All  Grades  and  Colors 


Send  for  particulars  and  prices 


Semi  Hard  Sole 
First  Walking  Shoes 


SWAN  SHOE  CO. 

511-515  W.  Franklin  St.  -  BALTIMORE,  Md. 
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Excelsior  Needle 

for 

Wheeler  &  Wilson 

and 

Singer  Machines 


Its  superiority  has  caused  it  to  be  the  re- 
cognized standard  the  world  over. 

Its  sturdy  reliability  is  due  to  the  quality  of 
material  and  workmanship  that  enters  into 
the  manufacture  of  every  needle  that  bears 
the  name  '^Excelsior  Brand." 


The  S.  M.  Supplies  Co. 

121  BEACH  ST.        -       BOSTON,  MASS.,  U.S.A. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aircl  &  Son   74 

Alden  Company,  C.  H   S 

Anies-Holden-McCrcady   IS 

Armstrong.  W.  D   St) 

Beckwith  Box  T<jc  Company   16 

Bleecker  Company   77 

Boston  Blacking-  Company    70 

Boston  Felt  Company   'Hi 

Breitliaupt  Leather  Company   15 

Brodie  &  Harvie   7S 

Browning  Company,  C.  A  

Brown  Shoe  Company   1'.) 

Buffalo  Leather  Comjjany   i-l) 

Canadian  Arrowsmilh  Mfg.  Co   74 

Canadian  Columbia  Counter  Co  

Canadian  Consolidated  Rubber  Co. 

Champion  Shoe  Machinery  Co   73 

Charhonneau  &  De  Guise   iO 

Clapp  &  Son,  Ldwin   '■>'.) 

Clarke  &  Co.,  A.  R   K! 

Cleland,  Regd.,  James   77 

Cobourg  Felt  Company    .^S 

Commercial   49 

Cote,  j.  A.  &  M   72 

Daoust-Lalonde  &  Company   4 

Dominion  Die  Company   ()7 

Donn 
Doyh 
Ducl( 
Dunl 
Dupe 


K-Z  Walk  Mfg.  Company   (i!) 

Fortuna  Machine  Company    HI 

Gagnon,   Lachapelle  &   Hebert    ....  77 

Gait  Shoe  Company   57 

Guay,   Eugene    57 

Gitterman  &  Co.,  Henry   21 

Hamilton  Brown  Shoe  Co   12 

Hauthaway  &  Sons,  C.  L   64 

Hindc  &  Dauch  Paper  Co   HI 

Humberstone  Shoe  Comjjany   SO 

Hydro  City  Shoe  Company   57 

Kaufman   Rubber  Company    01 

Kelly,  Thos  A   72 

Kieffer  Bros   7S 

La  Duchesse  Shoe  Company   78 

Landis  Machine  Company   81 

Lawrence  Leather  Co.,  .\.  C   27 

Miner  Rubber  Company  24-25 

Miner  Shoe  Company   ...    20 

Mooney  Company,  A.  G   67 


Odell,  L.  S   78 

I 'anther  I^uldier  CVtmpany  Cover 

Regal  Shoe  Comjjany   1 

Robinson,  J  as  G-7 

Selby  Shoe  Comi^any   21! 

Sewing  Machine  Supplies  Co   05 

Sisman  Shoe  Company   

.Slater  Shoe  Company   14 

S])aulding  &  Sons,  J   17 

St.  Hyacinthe  Soft  Sole  Co   80 

Swan  Shoe  Company   03 

Tebhutt  Shoe  &  Leather  Co   5 

Tetrault  Shoe  Mfg.  Co  10-11 

Toledo  Button  Machine  Co   84 

United   Shoe   Machinery  Co..  Ltd. 

 7(i-7i»-82 

United  States  Hotel.  Boston   67 

Utz  &  Dunn   i) 

X'aughan.  Geo.  C   64 


lell,  Carman  &  Mudge    (iO  '  -  Wiley.  Bickford  &  Sweet   03 

s.  Thos.  C.  (Regd.)    6S  Wells,  Gus  \'   77 

3s  &  Payan   80  Narrow  Fabric  Company   80     Winslow  Bros.  &  Smith   57 

op  Tire  &  Rubber  Goods  Co.  . .  71  National  Cash  Register  Co   75     Woodward  &  Sons.  F.  E   o2 

int  &  Frere   59  New  Castle  Leather  Company   ....  57      Wright  &  Company,  E.  T   22 


We  make  a  specialty  W7^  W7^  W  for  the 

of  all  kinds  of       r  il/Li  M.    SHOE  TRADE 


Upper  Felt 
Insole  Felt 
Shoe  Toppings 


Lining  Felt 
Cushion  Felt 
Filler  Felt 


Sole  Felt 
Heel  Pad  Felt 
Shoe  Roll  Felt,  etc. 


SUPERIOR   LINE  OF   FELT   FOR   BOX  TOES 
THE  BEST  FELT  FOR  EVERY  PURPOSE 

Write  us  for  Samples  and  Prices 

Boston  Felt  Mfg.  Co, 

112  Beach  Street,   Boston,  Mass. 


October,  1917 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  distance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


Write  for  Samples 


QUALITY 

LACES 

We  specialize  in  ALL  STYLES 
of  Strong  Serviceable  Laces,  the 
sort  that  will  give  your  customers 
satisfaction. 

We  should  [ike  to  show  you  our  Large 
Assortment,  especially  Mercerized  Round 
Laces  in  black,  white  and  colors.  Made 
in  all  lengths. 


We  are  in  Position 
to  give  exceptional 
Service  to  Manufacturers 


Brushes. 

Patent  brushes  for  all 
Moderately  priced  and  o 

purposes. 
:  depend- 

able  quality.  Made 

by  Essex  Brush  Co. 

Thread. 

Write  us  for 
this  popular 

samples  and 
and  reliablf 

prices  of 
;  thread 

Made  by  the  Globe 

Thread  Co., 

Fall  River. 

Cement. 

Ideal   Backing  Machine.  Apex 
Backing  Cement.   Premier  Back- 

ing  Cement. 

220  LEMOINE  ST. 


A.  G.  MOONEY  CO. 


MONTREAL,  Que. 


Dominion  Dies  cut  keen  and  clean 


Dominion  Dies  are  accurate.  They  are  the  most  carefully  made  dies 
in  this  Country.  Quality  of  steel,  tempering,  and  linish  are  tested 
thoroug'hly  by  our  experienced  process.  We  can  satisfy  you.  ^\'Iite 
for  quotation  or  send  your  requirements. 

This  name  on  your  Dies  assures  you  best  quality 


Made  in 
Canada 
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R  e  e  c  e 
Rapid 
Button 
Holing 
Machine 

This  is  the  button  hole  machine,  known  the 
world  over,  that  gives  the  best  results  in  speed, 
accuracy  and  continuous  service  on  all  footwear. 
There  is  only  one  motion  to  make  a  complete 
button  hole  with  a  continuous  solid  bar  to  fasten 
the  end.  No  button  hole  is  perfect  without  this 
bar  to  finish  it.  The  Reece  Rapid  uses  any 
thread  and  is  the  most  economical  machine  on 
the  market.  Write  us  for  information,  prices 
and  terms. 

Thos.  C.  Doyle 

(Registered) 

Sole  Distributor  for  Canada 


Corner  Durocher  and  Prince  Arthur 
MONTREAL 


455  King  Street  We«t 
TORONTO 


October.  1917 
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*^The  Leading  Novelty 
Slipper  House  of  America'^ 

Now  is  the  time  to  order  your 
Felt  and  Novelty  Slippers 


The  E-Z  Walk  Specialties  in  HIGH 
GRADE  FELTS,  SATINS,  SPORT 
CLOTHS.  GROS  GRAINS.  CRE- 
TONNES and  COMBINATIONS,  are 
the  talk  of  the  trade. 


Style — Desiga — Fit — Workmanship  can't  be  beat. 
Ask  your  Jobber  about  them. 


THE  E-Z  WALK  MFG.  CO.,  inc. 

62-70  West  14ih  St.,  NEW  YORK  CITY,  U.S.A. 


Niagara 
Sole  Leather 


Backs 
Squares 


Blocks 
Taps 


Chrome  tanned— absolutely  waterproof. 
Edges  finish  well— not  slippery. 
It  outwears  them  all. 

Write  for  Prices 


Buffalo  Leather  Co. 


TANNERY 


922  Seneca  Street,  Buffalo,  N.Y. 


Established  1853 


A  NEW  BLUGHER  OXFORD  OF 
THE  ARMY  OFFICER'S  TYPE, 
FINE  RUSSIA  CALF,  PLAIN  TOE, 
LOW  FLAT  HEEL  WITH  HEEL 
SEAT  EXTENDED  AND  STITCHED 
TO  MATCH  SOLE. 


EAST  WEYMOUTH,  MASS. 
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We  believe  that  the  Shoe 
Manufacturers  of  Canada  want 

HEEL  BLACKINGS 
EDGE  BLACKINGS 
SHANK  BLACKINGS 

of  the  Highest  Quality,  and  that 
is  just  what  we  are  making 

Blackings  of  Quality 

Quality  is  the  First  Consideration 


Boston  Blacking  Co. 

I  152  McGill  Street  | 

I  Montreal    -     Canada  | 

I  I 

iiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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^  The  new  Dunlop  product  that  takes  the  place  of  leather 
for  boot  or  shoe  soles. 

^  The  public  are  now  being  told  all  about  "Acme" — why 
it  is  entitled  to  be  called  "The  Sole  of  Perfection,"  and 
why  it  will  outwear  and  outserve  leather. 

^  Colors  Black,  White  and  Tan. 

^  Prepare  for  the  demand.  Specify  "Acme"  Soles  on  your 
boot  and  shoe  orders,  and  your  manufacturer  will  be 
glad  to  fill  them. 

^  "Acme"  is  supplied  in  sheets  fg',  %"  and  thick  for 
repair  purposes. 

Dunlop  Tire  &  Rubber  Goods  Co,,  Limited 


Head  Office  and  Factories:  TORONTO 
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KELLEY  KID 
IS  KING 


OUTPUT: 

1400  Dozen  Skins 
Per  Day 

These  are  shipped  to  SHOE 
MANUFACTURERS  in  all 
parts    of   the    world  —  where 

KELLEY  KID 

is  known  as  an  UNBEAT- 
ABLE  and   Popular  Leather. 

Our  Large  Raw  Material 
Resources,  Extensive  Tanning 
Facilities  and  Skilled  Labor, 
offer  to  all  Manufacturers 
advantages  unobtainable  from 
any  other  Tanner. 

Always  Uniform.       BLACKS  and  COLORS. 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Cote  shoes  sell 

every  day  of  the  year 


For  Metij  Boys,  Youths^ 
Womeny  Misses^  Children 

q^HE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe     -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 
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A  Shoe  Merchant 


With  a 


Champion  Shoe  Repair 

Department,  said 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


lly  installing;-  the  shoe  repair  department  behind  a 
i^lass  |)artitiiin,  cnstomers  can  look  right  into  the  repair 
sli(ip  and  see  how  the  work  is  done.  T  would  put  the 
Stitcher  riijlit  u])  near  the  glass  partition,  where  it 
Would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  re])air  outfit  is  very  small.  I'he  neces- 
sary stock  and  accessories  to  start  this  dei)artment  do 
not  call  for  an_\'  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment pav.  An  ordinary  shoe  repair  department  will 
easily  pay  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  leaye  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  repair  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 
ment. 


Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 


Universal     Model     Curved  Needle 
and   Awl   Shoe   Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


Champion  New  Model.  No.  F-50,  Repair  Outfit,  equipped  with  Standard  St.ai„l  t 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 

Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  difTerent  types  of  Shoe,  Harness  and  Auto  Tire  Stitchers. 
Forty  dififerent  models  of  Repair  ()utlits,  consisting  of  Stitcher> 
and  Finishers. 

Two  distinct  types  of  iMailing  Machines. 

Many  dififerent  Models  of  h'inishers. 

A  complete  line  of  Double  Tread  Tire  Machines. 

Man\-  labor  and  material  saving  auxiliary  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  3723^1  Forest  Park  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 


City 


State 
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For  Jobbers 

^^IRD  McKays  for  Men,  Women,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling.  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.    We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


gUKOfOOT'l;^^ 


Arrowsmith 
Foot  Specialties 
include:  Arch 
Prop,  Feather- 
weight,  Foot  Pad, 
Aeroplane,  Foot  Arch, 
Dr.  James'  Therapeutic, 
Surgeon's,  First  Aid,  Heel 
Cushion,  Bunion   Shield,  Curo- 
Pad,  Toe  Strata,  Heel  Grip,  Foot 
Powder,    Ca,l-corn-o,    Curo  Foot 
Balm,  Footoprint. 


Canadian  Arrowsmith 

Mfg.  Co.,  Limited 

NIAGARA  FALLS, 
ONT. 


We  protect  the 
interests  of  the  le- 
gitimate Shoe  Dealer 
by  refusing  to  sell  our 
goods  to  Drug  Stores,  Shoe 
Shine  Parlors,  etc. 
Get  Arrowsmith  Foot  Special- 
ties from  your  jobber  or  write  us 
direct. 


October,  1917 
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The  Experience  of  Successful  Merchants 

YOU   would  welcome   the   advice  of 
over     1,000,000    successful  mer- 
chants  as  to  the  best  and  most 
efficient  way  of  conducting  your  business. 

This  is  precisely  what  you  get  when  you  install  a 
modern  up-to-date  National  Cash  Register.  For  over 
thirty  years  the  National  Cash  Register  Company  has 
received  suggestions  from  merchants  all  over  the  world 
as  to  the  best  way  of  perfecting  Cash  Registers.  These 
ideas  are  put  in  practical  operation  by  our  expert  me- 
chanics— and  the  result  is  a  machine  which  is  almost 
human  in  its  workings.  In  one  particular  it  differs — 
it  never  forgets — it  never  makes  mistakes. 

A  National  Cash  Register  will  relieve  a  merchant  of 
needless  work  and  worry.  It  will  give  him  time  to 
look  after  the  bigger  things  in  his  business. 

It  is  to  your  interest  to  write  us  to-da)  .  We  will  show 
you  how  a  National  Cash  Register  will  save  you  money. 

The  National  Cash  Register 

Company  of  Canada,  Limited 
TORONTO  -  -  .  CANADA 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 


October,  1917 
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2450  12450  1  2450 

:  : 

If)  WELLS  ^ 
7  VISIBLE 
/mate  marks 

FOR. 

SHOES  AND  CARTON 

They  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  tlie  bot- 
tom of  a  pair  of 
shoes  as  the  size  and 
•width  on  the  carton. 

You  can  handle 
five  pairs  of  shoes 
with  numbers  on  to 
one  witliout.  Once 
used   you   would  not 


CUS  V.  WEXLS,  531  14th  St.,Des  Moines,  Iowa 

be  without  them  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
They  are  put  up  in  book  form  like  postage  stamps  (and  the  cash 
always  balance.     No  mis-mates). 
COLOR  PRICES 
White  on  Black    White  on  Blue         2,500  in  Triplicate  -  -  -  $3.00 
White  on  Tan       White  on  Red        5,000  in  Triplicate  -  -  -  4.50 
White  on  Green  10,000  in  Triplicate  -  -  -  6.50 

The  cost  is  a  trifle — 10,000  in  triplicate  $6.50  (20  pairs  for  one  cent). 
Why  "stall"  aroimd  in  the  dark.  With  my  numbering  on,  it's  like 
having  an  electric  sign  on  the  end  of  every  carton  in  the  store. 


The 

"Wizard  Cleaner'' 


Shoe  manufacturers  use  it  for  cleaning  soiled 
stock.    So  do  retailers,  as  it  is  the 

MOST  EFFICIENT  OF  ALL 

Your  trade  will  like  it  and  you  profit 
accordingly. 

Send  for  FREE  SAMPLE. 

CANADIAN  SHOE  FINDINGS 
NOVELTY  COMPANY 

Toronto,  Canada 


Women's 

Leather 

Shoes 

Misses',  Children's, 
Infants'  Footwear 


JOBBERS 


^^ET  samples  of  our  Women's  Footwear 
if  you  are  looking"  for  some  popular 
lines  this  season.  Canadian  women  want 
shoes  that  will  wear,  and  we  can  supply 
them.  These  shoes  will  bring  you  ad- 
ditional business  that  should  be  very  pro- 
fitable. We  will  arrange  to  show  you 
samples.     Drop  us  a  line. 


Gagnon,  Lachapelle  &  Hebert 

Shoe  ManuiaciuYars 
55  Kent  Street  -  -  Montreal 


The  laiest  idea  in  Steel  Dies 

Notice  the  sure  grip  of  our  Dies.  No 
chance  for  accidents.  Dies  fit  the  hands 
perfectly  and  cannot  jamb  or  slip. 

Write  us  for  information  and  prices. 

JAS.  CLELAND,  REGD., 

Largest  Die  Manufacturer  in  Canada 

16  St.  George  St.,  MONTREAL 
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BRODIE'S 

Patent  Flour 

PASTE 

Tliis  high-grade  paste  is  cinning 
intu  favor  more  and  more.  With- 
in the  past  few  months  we  liave 
made  new  connections  with  a 
number  of  ])rominent  manufactur- 
ers, after  they  had  given  our  paste 
a  thorough  trial.  \Vrite  for  a 
sample  keg  and  be  convinced. 
ISrodie's  Paste  is  perfumed,  and 
spreads  evenly  at  all  times.  It 
never  dries  out  or  releases  its 
hold. 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machine 
^^2/  is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 

KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  ami  Manufacturers  in  Non  Hoyalty  Shoe  Machinery 


Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  in  Black  and  Tan. 

Shoe  FeltSj  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

Write  for  Samples   and  Prices 


137  IWcGill  Street, 
MONTREAL 


SOME  SPECIALS 
FOR  JOBBERS 

Women's,  Misses',  Children's  Shoes 

We  solicit  enquiries  from 
Jobbers  in  need  of  several 
lines  of  high  grade  shoes 
for  Women,  Misses  and 
Children.  W'e  can  take 
care  of  your  requirements 
in  the  best  possible  way. 

"La  Duchesse" 
McKay  Shoes 
for  Women, 
and  Turn  Slip- 
pers for  men,  as 
e  1  1  as  on  r 
other  lines,  will 
l)rove  a  very  at- 
tractive show- 
ing-. Write  us 
at  once  for  fur- 
ther details. 


La  Duchesse"  Shoe  Co. 

Registered 

MONTREAL 


(  )cl.>llt.T.    T.d  i 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  Street,  Quebec 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustles?, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading.  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co. 

HUMBERSTONE,  ONT. 


Canadian  Fibre  Counters 

Most  Satisfactory  and  Inexpensive 

The  Tough  Fibre  Board  from  which  our  Counters  are  made,  is  all  care- 
fully selected.  The  result  of  our  special  manufacturing  process  is  a  first 
grade  counter  that  will  stand  the  most  unusual  strain  and  will  v\ear  longer 
than  the  shoe  itself.  Our  counters  keep  their  shape  always  and  fit  perfectly. 

Upper  Leather  and  Sole  Leather 

Send  for  particulars  of  our  Leather  proposition.  We  can  satisfy  your 
requirements  in  ever)'  respect, 

DUCLOS  &  PAYAN 

Tannery  and  Factory:    ST.    HYACINTHE,  P.Q. 

Sales  Offices  and  Warehouses  : 

224  Lemoine  Street,  MONTREAL 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto,  Ontario  Selling  Agent. 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City. 


Our  Standard  Screw  Shoes 

WILL  STAND  PLENTY  OF    HARD  WEAR 

Made   on    foot-filting   lasts    tliat    will    give   comfort    to    the  wearer 
aiul   are  (Unable. 
The  Range  Includes 
Men's,   Boys'.   Youths',   Little   Gents'   and  Children's  Box  Kip 
N'liin    JoMk  i    will  i|iKile  you  in  ices,  or  uiile  us  direi  t 

St.  Hyacinthe  Soft  Sole  Shoe  Co. 

St.  Hyacinthe,  Quebec  Limited 


•V.D.TVRM  STRONG 

ENGRAVERoF  FINE  STEELSTAMPS  &DIES 
230,c,-^>NES;rMONTREAL.^»HO/y.  675 

CRK^^C^^ir^   Q  QUE.  <)   C^^>.J^  '^AIN 

MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN] 
&  ADD  AN  ARTISTIC  Fl N ISH  TO  YOUR  SHOES«Tif» 
•  WHICH  VWILL  INCREASE  YOUR  SALES 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — Tliey   save  storage  space. 
(I. — 'i'liey     Iiave     strong  adver- 
tising value. 

7. — They  can  be  made  to  your 

specifications. 
S. — Their    first    cost    is  lower 

than  wood. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  exten.si\'ely  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  ok  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  n.  25th  st.,  St.  Louis,  U.S.A. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lastin£(  Machines 


Model-C 
Ideal  Clicking^ 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Peg£[in£( 
Machines 


Heel  Protector,  Driving,  Heel  Compressing",  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO 


MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 


/ 
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Muir-Made  Shoes 

The  product  of  a  modern  factory, 
skilled  workmen  and  quality  material 

We  makeshoes  for  men  and  boys  only.  By 
working  on  this  one  class  of  footwear  entirely 
we  are  enabled  to  produce  a  better  grade  at  less 
expense.  Specialization — Our  latest  styles 
are  designed  right.  We  are  now  showing  them 
in  most  territories.  Write  us  a  line  if  you  have 
not  been  given  an  opportunity  for  inspection. 


The  James  Muir  Co. 

MONTREAL 

^^^^  Que.  ^^^^ 
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Qihe  Toledo  n3utton  Machine/ 

'^Tlie  Pet*fect  Button  >lachine 


In  Your  Own  Store 

Sold  Outriaht 
Fastens  all  buttons 
Fully  Guaranteed 


$85 


with  Toledo 
Rust  Proof^  White 
Wire  for  12,000 
operations^" 

Payments  iTdesired 
Sent  on  15  days  trial 

ORDER " 


□i 


ONE 


For  sale  and  guaranteed 
Canadian  Shoe  Findings  Novelty  Co.  - 
Adams  Bros.  Harness  Mfg.  Co.,  Ltd.  - 
Great  West  Saddlery  Co.,  Ltd. 
B.  C.  Leather  &  Findings  Co.,  Ltd 


Vol.  VII.-No.  1 1 


Toronto,  November,  1917 


Regal  Boots  are  made 
by  experts  in  men's 
shoes  only. 


Regal  Shoe  Company,  Limited 


BELMONT 

A  really  beautiful  boot,  for  all  its 
rugged  winter  proof  build.  Real 
men  like  it.  Bdd.  King ;  W.Q. 
Blucher;  Full  Dble.  Sole;  9-8" 
Heel  Sizes  and  Widths ;  D, 
6  through  10;  E,  6  through 
I0>^;  E.E.,  6  through  11. 


TORONTO 


Alphabetical  Index  to  Advertisers,  Page  54 
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PANTHER 


"pANTHER  Soling  is  composed  of 
fibre  and  rubber  thoroughly  tested 
for  maximum  wearmg  qualities.  The 
result  is  a  sole  for  all  footwear  that  is 
greatly  superior  to  leather.  Panther 
Soles  look  like  leather  and  can  be 
worked  in  the  same  manner.  In  ad- 
dition they  wear  longer  than  leather, 
are  waterproof  and  much  more  flexible. 
They  hold  stitching  perfectly  and  do 
not  crack. 


November,  1917 
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As  to  Rubber  Quality 

"  No  matter  what  the  rubber  may 
be,  if  it  carries  a  Dominion  Rubber 
System  brand,  I  am  always  sure 
that  the  quality  is  dependable  and 
that  it  will  give  satisfactory  service, " 

The  above  testimony,  based  upon  many  years  of 
experience  with  DOMINION  RUBBER 
SYSTEM  products,  goes  to  emphasize  the 
attention  we  give  to  the  quahties  of  our  foot- 
wear. We  insist  on  absolutely  rehable  quahty 
in  workmanship  as  well  as  material  and  we 
stand  back  of  each  brand  that  carries  our  name. 

Write  to  our  nearest  branch  where  prompt  and 
intelligent  attention  will  be  given  to  your  orders. 

Canadian  Consolidated  Rubber  Co.^  Limited 

Head  Office        -  MONTREAL 

Service  Branches  at  Halifax,  St.  John,  Moncton,  Quebec,  Granby,  Otta- 
wa, Kingston,  Belleville,  Toronto,  Port  Dalhousie,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saska- 
toon, Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria. 


The  Largest  Manufacturers  of  R  uhher  Goods  in  the  British  Empire. 
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Canadian  Shoes 


for  Canadians 


"Metropolitan"  "Patricia" 

"Paris" 


T  ATEST  samples  are  being  shown  at  the  present 
^  time.  We  first  of  all  consider  Quality.  Being 
leather  manufacturers  we  know  our  stock  is  right. 
We  also  conform  to  latest  demands  in  styles  and 
lasts.  This,  we  believe,  will  be  the  best  service  we 
can  render  the  Canadian  trade  to-day. 


Write  for  injormation. 


Daoust,  Lalonde  &  Co.,  Limited 

MONTREAL 

Branch— Montreal  Shoe  Co.,  91  St.  Paul  St.  East,  Montreal 


New  Styles 


Good  Leather 


November,  1917 
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TEBBUTT'S  COMMON  SENSE 

FOOTWEAR 


Known  for  Foot 
Health  and  Value 

"pASHION   is  fast  urging 
common  sense  footwear- 

The  principles  which  have 
madeTebbutt  footwear  so  in- 
dividual, so  distinct  in  the 
estimation  of  thousands  of 
men  are  original  and  exclu- 
sive. Antiseptic  yet  highly 
fashionable  shoes  are  only 
obtainable  in  their  complete- 
ness in  the  Tebbutt  product. 

This  is  the  reason  we  know 
it  will  be  profitable  for  you 
to  look  into  this  footwear — 
for  real  foot  health  and  value 
—  and  your  profit. 

Carried  in  stock  by  all  good  jobbers. 


TEBBUTT  SHOE  &  LEATHER  CO. 

LIMITED 

Three  Rivers,  Que. 
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STYLES  of  rare  distinction  for  every  pur 
suit  of  business  or  pleasure. 


50  NATURE  SHAPE  LASTS  to  choose  from. 

Styles  that  are  stylish  to  see  and  comfortable  to  wear— every 
one  a  friend-winner  for  the  big  St.  Louis  house  that  believes  in 
''KEEPING  THE  QUALITY  UP.'' 

If  your  Dealer  can't  show  them,  Write  us 

HAMILTON,  BROWN  SHOE  CO.,  St.  Louis,  U.S.A. 


iiiiiiiiiii 


iiiiiiiiiiiiiiiiii 
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Made  by  the  same  Spauldings  that  manufacture 
Spaulding's  Guaranteed  Fibre  Counters. 


J.  Spaulding  &  Sons  Co. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 


PHILADELPHIA 
John   G.   Traver   &  Co.. 
329  Arch  St. 


CINCINNATI 
Taylor-Poole  Co., 
410   E.   8th  St. 


ST.  LOUIS 
Taylor-Poole  Co., 
1602  Locust  St. 


Boston  Office 

203-8  ALBANY  BUILDING 

CHICAGO 
J.  E.  D.  McMechan. 
217  W.  Lake  St. 


SEVEN    FACTORIES  : 
Tonawanda,  N.Y.  Rochester.  N.H.  No.  Rochester,  N.H. 

Milton,  N.H.  Townsend  Harbor.  Mass. 


English  Agents:  J.  Whitehead  &  Co.,  Ltd., 
Leicester,  England. 


Canadian  Agents : 
International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City. 


V.  Champigny,  Montreal. 
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Stylish  Footwear 


The  Bostonian  line  is  complete  in  all  that  makes  for  superb  footwear. 

This  well  known  brand  has  merited  its  lofty  position  in  the  realm  of 
shoedom  by  strict  adherence  to  the  Robinson  policy  "  Quality  First." 

Then  again,  the  personal  service  which  is  also  so  characteristic  of 
Robinson's  methods  has  added  a  wide  circle  of  satisfied  dealers. 

This  will  be  borne  out  in  our  first  opportunity  to  serve  you — this  is 
respectfully  solicited. 


Write  for  latent  information 


James  Robinson 

Montreal 
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Better  Rubbers 


You  know  the  value  of  a  satisfied  customer,  particularly  in  footwear. 
It  is  your  endorsement  of  your  service,  which  goes  a  long  way  to  knit 
for  you  a  long  line  of  "Come  Back"  patrons. 

This  is  the  reason  you  should  stock  up  with  Robinson's  products — 
they  carry  a  guarantee  of  quality,  value  and  comfort. 

In  our  large  warehouse  we  have  large  range  of  sturdy  rubbers.  Put 
to  the  test  Robinson's  service  in  "Sorting  Shipments." 


James  Robinson 

Montreal 
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^  CLARKE'S 

Patent  Leather 


\]r'  "'L 


"DUY  it  because  Women  will 
^  appreciate  the  slipper-like 
comfort  and  added  appearance 
it  will  give  to  your  footwear. 

Buy  it  because  it  represents! 
the  best  of  its  kind  in  quality] 
and  value. 

Buy  it  because  people  will 
judge  your  footwear  by  the 
quality  of  your  patent  leather, 


r 


A.  R.  Clarke 

&  Co.,  Ltd. 

Toronto 


Xuvt'mber. 
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THERE  IS  PROBABLY  NO  DOUBT 

IN  YOUR  MIND 

that  quick  service  on  good  shoes  means  more  to  the  retail  merchant's 
success  than  ever  before.  In  fact,  the  retailer  who  should  attempt 
to  do  without  quick  service,  at  least  on  a  certain  class  of  shoes, 
would  soon  find  himself  overwhelmed  by  his  competitors  who 
depend  upon  it. 

You  progressive  merchants  who  read  Footwear  in  Canada  have 
everything  to  gain  by  acquaintance  with  an  in-stock  service  such  as 
is  offered  here.  These  styles  are  right,  of  a  standardized  quality  well 
known  and  appreciated  in  many  of  the  best  stores  in  Canada. 

The  benefits  are  within  your  reach.  You  can  duplicate  their  ex- 
perience.    Be  sure  to  have  a  catalog.    A  request  will  bring  it. 


F  375  K 

Women's  Welt  Boot,  glazed  kid, 
Madison  last,  8-incli  height,  full 
quarter,  lace,  black  satin  top 
facing,  fudge  edge  welt,  plain 
toe.  l/^-incii  leatier  I-ouis  heel. 
AA.  4  to  T;  A,  SV2  to  7 ;  B,  2y2 
to        C,  2</j  to  8;  D,  2^  to  8. 

$5.00 

In  Stock 


F  172  E 

Women's  Flexible  McKay  Boot, 
Mack  glazed  kid.  Belmont  last, 
T'^-inch  height,  circular  fox. 
Peerless  lace,  plain  toe,  IJ-^-inch 
Icatlier  half  Louis  heel.  A,  4 
to  7;  B,  'jy,  to  7;  C",         to  7. 

$3.50 

In  Stock 


F  0346  X 

Women's  Welt  Boot,  H.  P.. 
Russia  t'alf,  Arlington  last,  .S- 
inch  heiglit,  diplomat  lace,  three- 
quarter  fox,  1^-inch  Cuban  heei, 
jierforated  imitation  tip.  AA,  4 
to  S;  A,  :!  to  S;  B,  2'A  to  8 ;  C, 
■2y.  to  S;  I).  to  S. 

$5.50 

In  Stock 


"The  Name  That  Stands  For  Quality'* 


UTZ  &  DUNN  CO. 

ROCHESTER    NEW  YORK 


DENVER  OFFICE 
218  Charles  Building,  Denver,  Colo, 
Tiger  &  Voorvaart,  Representatives 


NEW  YORK  OFFICE 
200  5lh  Ave..  5th  Ave.  Bldg..  Room  405 
S.   A.  McOmber.  Representative 


LOS  ANGELES  OFFICE 
319  Story  Building.  Los  Angeles,  Cal. 
G     C.    McAtee.  Representative 
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International  Supply  Co. 

MANUFACTURERS,   JOBBERS.  IMPORTERS 

Shoe  Machinery  and 
Shoe  Factory  Supplies 


MAIN  OFFICE  AND  FACTORY 
37  FOUNDRY  ST.  s. 

KITCHENEF< 


C>illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll{||||||||||||^ 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 


EASTERN  BRANCH 
401  CORISTINE  BUILDING 

MONTREAL 


REPRESENTING 

.\iiierican   Lacing   I  look  Co., 
Wallliain,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works, 
Chicago,  111. 
Crystolon  Paper  and  Clotli 
for  Buffing  and  Scouring 

I'lOston  Leather  Stain  Co., 

Boston,  Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Bleach 

The   Cero.xylon  Co., 

Boston,  Mass. 
Ceroxylon,   the  Perfect 
Liquid  Wa"x 

The  Louis  Ci.  Freeman  Co., 
Cincinnati,  Ohio. 
.Slioe  Machinery 

Ilazen,   Brown,  Co., 

Brockton,  Mass. 
Waterproof  Box  Toe  Cium. 
Rubber  Cement 

Kenwortliy  Bros.  Co., 

Boston,  Mass. 
Felt  of  All  Kinds. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines.  Compounds. 
Inks,  etc. 

M.  II.  Merriam  &  Co., 

Boston,  Mass. 
IJinding,   .Staying,  etc. 

Puritan  Mfg.  Co.. 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Ciood- 
year  Insoles 

The  S.  M.  Supidies  Co. 
Factory  Supplies, 
Needles,  etc. 

J.  Sjiaulding  &  Sons  Co., 

.\'.  Rochester,  X.ll. 
(juaranteed  Fibre  Counters 
Fibre  Innersoling 

United  Stay  Co., 

Camliridgc,  Mass. 
Leather  and  Imit.  Leather 
Facing,  Welting,  etc. 
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CAN  YOU  GUESS  WHY 

our  Business  has  increased  so  rapidly  ? 

We  started  business  in  Kitchener, 


April  20th, 

1915 

APRIL  and  MAY 

1915  $ 

381.55 

OCTOBER 

1915 

1,219.03 

APRIL 

1916 

4,574.41 

OCTOBER 

1916 

10,174.64 

APRIL 

1917 

13,147.53 

OCTOBER 

1917  24,158.44 

There  Are  Two  Real  Good  Reasons  for 
This  Wonderful  Growth 

First:    We  handle  only  lines  of  ESTABLISHED  REPUTA- 
TION, lines  that  can  be  DEPENDED  UPON  ALWAYS. 

Second :  OUR  BUSINESS  METHODS  are  RIGHT.  We  treat 
all  customers  in  the  same  FAIR  MANNER  and  FILL 
ORDERS  PROMPTLY  and  ACCURATELY. 

We  take  great  pride  in  the  list  of  Houses  we  represent.  Each 
one  stands  at  the  top  in  its  particular  line. 

That  we  hold  such  Exclusive  Agencies  is  proof  of  our  Reliability. 
We  have  a  very  attractive  proposition  on 

SHOE  LACES 

This  line  is  the  same  High  Quality  as  our  other  lines,  and  is, 
without  doubt,  THE  BEST  LINE  MADE  IN  CANADA. 

Place  your  orders  with  us  and  be  relieved  of 
worry  about  deliveries.    We  take  care  of  that. 


We  manufaClure  High  Qrade  T^ump  ^ows  and  Cut  'trimmings. 


Xi  >\  (.'in' 


I'.ii ; 
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ST.  JOHN 
MONTREAL 
TORONTO 


WINNIPEG 
EDMONTON 
VANCOUVER 


AMES 
HOLDEN 
McCREADY 


LIWITED 


It 
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Slater's  Footwear 

Men's  and  Boys'  Welts  Exclusively 


Always  in  the  Front  Rank 
of  Quality 

Is  it  any  wonder  that  it  is  the  best  known  footwear  in  Canada. 

For  mihtary  service,  for  business  wear,  for  formal  occasions  and, 
in  fact,  wherever  particular  men  want  something  better  they  walk 
extra  blocks  to  find  the  Slater  sign.  That's  confidence  born 
through  merit. 

No  matter  what  the  situation  may  be  in  the  leather  market  you 

 can  rely  on  the  Slater  standard  —  and  you  will 

be  dealt  with  fairly  on  price.    Satisfied  dealers 
all  over  Canada  know  this. 


To  ship  at  once. 
You  can  choose 
from  40 In-Stock 
lines  in  our  cata- 
logue. Send  for 
one. 


You  cannot  afford  to  overlook  what  the 
sign  of  the  slate  will  do  for  you — it  represents 
footwear  that  is  known  for  its  worth— front 
rank  quality. 


Slater  Shoe  Co.,  Limited 

Montreal,  Quebec 


N'ovcnihei", 
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Order  Your  Shoes 
From  a  Three  MiUion  Dollar  Stock 

Carried  on  the  floor        Ready  for  immediate  shipment 

All  the  new  and  popular  novelties  in  two  tone  effects,  colored  kids,  cloth  tops,  etc.,  in  fittings  AA  to  EE,  as 
well  as  a  complete  line  of  staple  styles  will  be  found  in  our  "Maxine"  Shoes  for  women;  high  grade  dress  shoes 
for  men  in  our  "White  House"  line;  and  the  best  known  and  best  advertised  line  of  children's  shoes  in  the  world  in 
our  "Buster  Browns;"  also  a  complete  line  of  work  and  heavy  shoes  for  men. 


V.^4S — Men's  All  Over  Tan  Lotus  Illuclier, 
brass  eyelets  and  hooks,  heavy  single  sole, 
full  elk  liner,  Welt,  Windsor  Last,  ^o.T-"). 
(This  shoe  is  not  carried  in  stock,  hut  must 
he  made  up  sjiecial). 


You  can  see  the 
complete  line  in  our 
latest  catalog. 

Write  today  for  your 
copy  —  it  will  be 
sent  without  obliga- 
tion on  your  part. 


1!17 — Men's  Gun  Metal  Blucher,  2  Soles, 
1^  inch  Heel,  Bone  Dry  Welt,  Biltmore 
Last,   EE   Width.   Sizes  511    . .    .  .  .$5.G0 


LT  fAAWfr~^  "  MAKE  ^ 

^=*====*^  -MANUFACTURERS- 

ST.  LOUIS        -  U.S.A. 
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The 

VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec.  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 

BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 


November  1,  1917 
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Quality  and  Economy 


Ladies'  Perforated,  on  Princess 
Last,  Royal  Purple.  Medium  low 
heel.  Model  906  C.  Widths  A  to  D 


WE  ARE  ILLUSTRATING  two 
bright  styles  from  Aylmer 
Shoe  Co.,  Ltd.  These  and  other 
Aylmer  lines  are  profit  producers  and 
worth  money  to  your  business.  Write, 
phone  or  wire  us  for  information. 

Our  business  success  has  been 
built  on  a  basis  of  fair  dealing 
and  co-operation.  We  believe 
in  building  business  satisfac- 
tion for  our  customers.  Our 
shoes  are  good  value,  honest 
materials  and  clean  shoemak- 
ing. 


Mens'  Royal  Purple  or  Mahogany  Calf. 
Long  recede  toe.  Paris  Last.  Model  112  C. 
Widths  A  to  D. 


AM-BRI-CAN  DISTRIBUTERS 

Head  Office,  57  Gould  Street,  Toronto 
Distributors  for  Aylmer  Shoe  Co,,  Limited^  Aylmer^  Ont, 


A  Little  Talk  on  the  Subject  of 

SOLE  LEATHER 


BREITHAUPT 

JUMBO 

BLOCKS 


B.  L.  Co.  LTD. 


Look  for  these 
Trade  Marks  on  Jumbos 


It  is  only  reasonable  to  suppose  that  shoe  manufacturers,  retailers  and  repair  men, 
as  well  as  the  public  in  seneral,  are  pretty  well  acquainted  with  the  merits  of  good 
leather  as  a  soling  material.  Many  substitutes  have  been  advanced.  Time  after  time 
these  materials  have  been  given  every  opportunity  to  prove  their  value  for  footwear 
use.  They  have  been  tried  l)y  Army,  Navy  and  Civilian  population  under  all  conditions. 
In  every  case  the  great  majority  of  the  people  return  to  leather  soles.  Practice  as 
well  as  theory  favors  leather — wear,  comfort,  health,  fine  appearance,  reasonable  cost 
and  all-round  satisfaction  is  secured  by  its  use. 

Breithaupt  Jumbo  Blocks  are  meeting  with  unparalleled  success.  From  every  sec- 
tion of  the  country  the  reports  are  very  favorable  to  this  form  of  stock.  Repair  men 
secure  better  service  and  buy  their  sole  leather  more  economically  by  uettin,!;- 
Breithaupt  Jumbo  Blocks  from  their  jobbers.  Cut  from  Kitchener  Union  Oak  and 
Penetang  Hemlock  Tanages  in  Men's,  Women's,  and  Boys'  sizes. 

Write  us  today  for  full  information,  or  inquire  from  your  jobbers. 


THE  BREITHAUPT  LEATHER  CO., 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers 


Limited 


Head  Office  -  KITCHENER,  ONT. 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Wood.stock,  Ont. 
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ROYAL 

Shoes  of  Quality 

For  Spring  our  salesmen  are  showing  new  samples 
of  our  Royal  Shoes  as  well  as  a  complete  range  of  staple 
goods.  We  are  particularly  well  equipped  and  can 
guarantee  prompt  Spring  delivery.  See  Royal  Shoes 
for  your  best  trade.  Leather,  findings,  and  workman- 
ship are  "Royal." 


Alfred  Lambert,  Inc. 

(SOLE  DISTRIBUTOR  FOR  ACTON  SHOES) 

14-16  Notre  Dame  St.  West  MONTREAL 


The  leather  used  in  the  manufacture  of  Acton  shoes 
is  tanned  by  ourselves  in  our  own  tanneries  at  Acton 
Vale,  Quebec.     We  can,  therefore,  guarantee  wearing 

and  waterproof  qualities.  Acton 
shoes  are  constructed  in  such  a  way 
that  it  is  impossible  for  water  to  get 
through  any  of  the  seams  or  other 
parts  of  the  shoes.  They  are  made 
in  all  varieties  of  pegged  and  standard 
screw — In  men's,  boys',  youths', 
women's,  misses'  and  childrens'. 

Our  guarantee  is  genuine. 
We  stand  behind  it  fully 


ACTON 

Waterproof  Work  Shoes 


Acton  Shoe  Packs 
Drawn  string. 

No  better  made. 

We  can  guarantee 
every  pair. 

Ask  to  see  them 


Niivi_'ml)LT,  I'Jll 
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Fill  your  Shelves  with 


"LIFE-BUOYS'^ 


NOW 


Boots 


Lumbermen's 
Overshoes 

Etc. 

and  be  prepared  for  the  first 
Sorting  demand. 


Address  your  Orders  to  our 
nearest  Branch  Warehouse. 


The  Kaufman  Rubber  Co.,  Ltd. 


Kitchener 


Ontario 


■  Have  you  provided  for  your  1918  Outing  Shoe  requirements?  If  not,  ■ 
I  see  a  "Life-Buoy"  Salesman  or  write  us  direct.  | 

M  You  cannot  afford  to  delay.  ■ 
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Make 


Your  ])r(ihts  on  tlic  Dr.  Scholl's  F'oot  Comfort  Ai)])liaiH-es  and  Dex'ices  are  larger 
tlian  those  you  ordinarily  make  on  shoes.  They  are  in  addition  to  your  shoe  profits. 
'IdTey  are  made  w  ithout  extra  "overhead"  or  sellinj^-  expense.    Hence,  they  are  all  "velvet." 

Besides,  the_\-  are  customer-makers,  as  well  as  jirofit-makers.  Again,  they  increase 
your  shoe  sales  through  bringing  ])eople  into  your  store  who  would  not  otherwise  enter. 

Below  are  just  a  few  of  the  Dr.  Scholl's  items,  aside  from  Arch  Supports.  All 
ready  sellers.    Send  for  complete  catalog. 


Dr,  ScholVs  Toe-Flex 

Maile  of  soft  luljljer  to  properly  lit  between  tlie 
toes  and  restore  tlie  large  toe  to  correct  position. 
I'.y  tints  overcoming;  the  overlapping  of  the  toe, 
it  correct.s  the  cause  of  bunions  and  enlarged 
j^reat  toe  joints. 

Fits  perfectly,  keeps  in  position,  feels  com- 
foitable  and  gives  relief  at  once,  with  rapiil  cor- 
lection.  .\  ready  seller  as  nine  out  of  ten  need 
them. 

Retail  at  50c  each. 
Wliolesale,  .$4.00  per  dozen. 


Dr.  ScholVs  Nu-Grip  Heel  Liners 

Their  purpose  is  to  prevent  tlie  slipping  of  the 
shoe  at  the  heel,  which 
so  quickly  irritates  the 
sliin  and  wears  out  the 
hose,  especially  when  ox- 
fords or  slippers  are 
worn.  Save  their  cost  in 
hosiery  over  and  over. 
Vou  can  sell  a  pair  every 
.time  yoii  explain  their 
'use.  Three  colors  (white, 
tan  and  black)  and  two 
sizes  (for  men  and  wo- 
men). 

Retail  at  25c  per  pair.     Wholesale,  .$2.00  per  dozen  pairs 


Dr.  ScholVs 
Fixo  Corn  Plasters 

All  corns  yield  to  this  positive  treat- 
ment, which  is  a  combination  medico- 
mechanical  method.  Do  not  blister,  ir- 
ritate or  make  wearing  of  larger  shoes 
lu-ressary. 

riie  10c  packages  are  on  attractive 
dis|day    cards    and    the    25c  packages 
Mine    in    beautifully    colored  display 
^o\es  with  easel  backs. 

The  10c  size  (4  treatments)  are  S5c 
doz..  wholesale,  and  the  25c  size  (!) 
atments)  wholesale  at  .$2.00  per  doz. 


Dr.  ScholVs  Absorbo  Pads 

Made  of  soft  pliable  rubber  in  sizes 
to  meet  any  possible  need. 

For  Corns  and  Callouses 
They  retain  the  natural  heat  and 
moisture  of  the  foot,  thiis  softening 
the  growths  and  making  natural  ab- 
sorption possible.  Clive  comfort  at 
once.  .Sizes,  .\,  M,  ('  retail  at  10c  each, 
1)  at  15c,  E  at  20c,  F,  C,  II  at  2.5c. 
Wliolesale,  .\,  I!,  C,  75c  per  doz.  ;  D, 
.$1.00;   K,  $1.25;   F,  G,  IT.  $1..50. 


Dr.  ScholVs  Bunion  Reducer 


This  is  a  shield  of  jjure  gum  rubber  which 
fits  over  the  bunion  or  enlarged  joint  and 
protects  it,  giving  instant  relief.  It  retains  its 
position  iierfectly,  conceals  the  defect  abso- 
lutely and  is  worn  in  the  ordinary  shoes  with 
complete  comfort.  Made  in  three  sizes  (small, 
medium,  large)  and  in  rights  and  lefts.  Give 
wonderful  satisfaction. 

Retail   at   50c   each   or  $1.00  per  pair. 

Wholesale,  $8.00  per  dozen  pairs. 


Dr.  ScholVs  Walk-Strate  Heel  Pads 

\  ou  can  sell  a  pair  of  thts"  to  every  customer  who  has  run- 
over  heels,  and  you  make  a  friend  every  time  you  make  a  sale. 

Worn  inside  shoes,  they 
absolutely  correct  the  run- 
ning over  tendency,  add  to 
foot  comfort  and  improve  the 
ajipearance.  Save  more  than 
their  cost  in  added  shoe 
wear. 

Retail  2.5c  pair 

Wholesale,  $2  per  doz.  pairs         WITHOUT  \W|TH 

Dr.  ScholVs  "3'^  Necessities 


This  is  a  home  treatment 
outfit  consisting  of  Dr. 
Scholl's  Pedico  Foot  Soap 
to  cleanse  the  jjores  thor- 
oughly; Dr.  Scholl's  Pedico 
Foot  Balm  to  massage  and 
remove  the  poisonous  se- 
cretions, and  Dr.  Scholl's 
.\ntiseptic  Foot  Powder,  t 
keep  the  feet  dry,  cool  an 
comfortable.  Retails  at  7.5c 
])er  set,  or  2.5c  each  article. 
Wholesale,  $(100  per  doz. 
sets;  $2.00  per  doz.  articles. 


Dr.  ScholVs  Heel  Cushions 

This  gives  the  heel  a  soft,  springy  bed  to  rest  upon.  Worn 
inside  the  shoes.  Takes  the  place  of  and  is  better  than  rubbei 
Jieels. 

Sore  heels  are  made  comfortable  at  once  and 
the  jar  of  walking  is  taken  up,  thus  saving 
fiom  nerve  fatigue. 

These  are  excellent  sellers  and  every  cus- 
tomer in  your  store  is  a  prospective  purchaser 
of  a  pair.  Retail  price,  .■^5c  per  pair.  Whole- 
sale. .$'2.7.5  per  dozen  pairs. 


THE  SCHOLL  MFG.  CO.,  LTD. 

Largest  Makers  of  Foot  Specialties  in  the  World 
112  Adelaide  Street  Toronto  Also  Chicago,  New  York,  London 
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The  Success  of 

Canada's  Victory  Loan 

will  Provide  your  Customers 
with  Money  to  Spend 


GREAT  BRITAIN  cannot  continue 
to  buy  the  agricultural  and  manu- 
factured products  of  Canada  unless 
Canada  is  prepared  to  grant  credit  to 
Britain. 

And  if  Great  Britain  were  compelled, 
through  the  lack  of  this  credit,  to  buy 
in  some  other  producing  country, 
where  she  COULD  get  credit,  think  of 
the  effect  it  would  have  upon  YOUR 
CUSTOMERS. 

The  farmers  would  lose  their  best 
market  for  live-stock,  grain,  cheese  and 
other  products;  miners  would  have  to 
work  short  shifts;  workers  in  manu- 
facturing industries  of  every  kind  would 
have  their  wages  reduced,  and  many 
would  be  thrown  out  of  employment. 

You  would  have  to  face  IMPOVER- 
ISHED CUSTOMERS  with  your 
shelves  loaded  with  merchandise 
bought  at  above  normal  prices. 

For  the  great  business  prosperity  of 
Canada  is  very  largely  due  to  the  mil- 
lions upon  millions  of  dollars  expended 
in  Canada  by  Great  Britain. 

And,  as  Great  Britain  requires  credit 
so  that  she  may  continue  to  buy, 
Canada's  Victory  Bonds  are  offered  so 
that  this  credit  may  be  established. 


The  money  so  raised  will  be  SPENT 
IN  CANADA— will  be  used  so  that 
those  who  SELL  to  Great  Britain  can 
be  paid  IN  CASH. 

Therefore,  it  is  in  your  interest  as  a 
business  man — to  say  nothing  of  your 
duty  as  a  patriotic  citizen — to  DO 
ALL  YOU  CAN  to  make  the  issue  of 
Canada's  Victory  Bonds  a  GREAT 
SUCCESS.  Suggest  it,  discuss  it 
with  your  customers.  Study  the  ques- 
tion so  that  you  can  advise  those  who 
are  sure  to  ask  you  about  it. 

Canada's  Victory  Bonds,  moreover, 
are  an  exceptionally  good  investment. 
They  earn  a  good  rate  of  interest;  the 
principal  is  secured  by  the  signed  pledge 
of  Canada,  backed  by  all  the  resources 
of  Canada.  Any  bank  will  lend  money 
upon  their  security  alone,  and  the 
bonds  can  be  sold  at  any  time. 

Buy  Canada's  Victory  Bonds  when 
offered  in  November,  to  the  limit  of 
your  ability.  Even  anticipate  future 
profits  so  that  you  may  do  so.  Your 
bank  manager  will  help  you — he  will 
arrange  any  accommodation  within  his 
power  for  this  patriotic  purpose. 


That's  the  Way  to  Keep 
Your   Business  Booming 


Issued  by  Canada's  Victory  Loan  Committee 
in  co-operation  with  the  Minister  of  Finance 
of  the  Dominion  of  Canada. 
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Canadian  manufacturers  are  unit- 
Justified  Action    ing-  in  action  to  secure  for  Canada 

further  orders  for  army  shoes  for 
Canadian  soldiers  in  England  and  at  the  front.  Re- 
cently a  deputation  formed  of  Ralphe  Locke,  of  Du- 
fresne  &  Locke,  Maisonneuve;  N.  R.  Feltes,  of  Ames- 
Holden-McCready,  Montreal ;  A.  Brandon,  of  the  Bran- 
don Shoe  Company,  Brantford,  Ont.,  and  F.  S.  Scott, 
of  Getty-Scott,  Gait,  Ont.,  interviewed  Sir  Edward 
Kemp  and  General  Mew'burn  at  Ottawa,  asking  that 
Canadian  firms  be  given  an  opportunity  to  tender  for 
the  shoes  for  the  overseas  forces,  to  replace  the  supply 
coming,  as  at  present,  from  I'ritish  factories.  It  was 
contended  that,  as  Canada  is  paying  for  the  shoes,  our 
manufacturers  ought  to  be  allowed  to  make  the  goods 
and  keep  their  factories  l)usy.  Sir  Edward  Kemp  and 
General  Mewburn  replied  to  the  effect  that  the  matter 
was  in  the  hands  of  the  British  Government.  Sir  Ed- 
ward and  General  McCrae,  overseas  quartermaster-gen- 
eral for  Canada,  are  proceeding  to  England,  and  the 
former  promised  that  he  would  take  up  the  question 
with  the  British  Government.  Tests  have  shown  that 
Canadian  manufacturers  are  well  fitted  to  compete  sat- 


isfactorily in  the  matter  of  materials,  make,  and  price, 
and  we  are  entirely  in  sympathy  with  the  present  move- 
ment. 

It  was  pointed  out  recently  hy  a  Canadian  tanner 
that  the  British  buyers  had  placed  extensive  orders  for 
leather  in  the  United  States  without  giving  Canadian 
tanners  an  opportunity  to  tender,  although  they  had 
large  stocks  on  hand.  It  must  be  remembered  that  the 
United  States  has  given  credit  freely  to  the  allied  coun- 
tries, and,  of  necessity,  England  must  place  orders 
where  she  can  secure  the  necessary  accommodation. 
When  Canada  places  herself  in  a  position  to  give  the 
necessary  amount  of  credit,  as  has  the  United  States, 
the  Canadian  leather  trade  will,  no  doubt,  be  justified 
in  looking  for  more  army  contracts. 


Opportunity  for 
Returned  Soldiers 


In  conx'ersation  with  one  of  the 
leading  repair  men  in  Toronto,  he 


stated  that  the  shoe  repair  busi- 
ness was  never  in  a  more  flourishing  condition — their 
only  difficulty  being  in  securing  help.  The  condition 
of  the  leather  market  is  at  the  present  time  of  second- 
ary importance  to  this  question  of  labor.  Special  com- 
mendation was  expressed  of  the  work  of  the  vocational 
training  department  in  training  returned  soldiers  for 
the  shoe  repairing  trade,  and  it  was  stated  that  the 
education  given  is  very  thorough  and  complete,  cover- 
ing, as  it  does,  a  period  of  six  months.  During  this 
period  the  soldier  is  drawing  a  good  salary  and,  upon 
completion  of  his  course,  there  is  an  active  demand  for 
his  services  at  the  current  rates — usually  from  $17  to 
v20  a  week.  There  is,  therefore,  every  inducement  for 
the  boys  to  take  up  this  class  of  work,  and  it  is  the 
earnest  desire  of  repair  shop  proprietors  that  they  be 
trained  as  quickly  as  possible,  as  the  demand  for  good 
men  is  greatly  in  excess  of  the  supply. 


Service  Costs 
Good  Money 


'I'he  cost  of  delivering  parcels  has 
l)een  variously  estimated  at  differ- 
ent figures  from  10  to  2?  cents 
each.  But,  whether  one  has  taken  the  trouble  to  fig- 
ure up  the  average  cost  or  not,  he  knows  that  it  is  a 
very  heavy  item  of  expense,  and  one  which  rests 
directly  on  the  dealer  and  indirectly  on  the  consumer. 
At  the  present  time  there  is  a  disposition  to  do  away 
entirely  with  delivery  ser\-ice,  but  among  conservative 
merchants  the  feeling  is  that  it  will  reciuire  a  good  deal 
of  courage  to  emibark  upon  such  an  innovation.  How- 
ever, everything  in  the  direction  of  reform  recpiires 
courage.  The  advantage  the  retailer  has  at  the  pres- 
ent time  is  that  the  public  are  in  a  i)articularly  recep- 
tive mood  for  business  reforms. 

It  is  not  difficult  to  conx  iiice  a  customer  of  tiic  jus- 
tice of  the  viewpoint  that  if  he  wishes  a  parcel  deliv- 
ered it  is  quite  in  order  that  he  should  pay  for  the  cost 
of  that  service,  and  that  where  the  scr\  ice  is  main- 
tained for  the  benefit  of  a  few  customers  at  tlie  expense 
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ol  all.  il  is  manifcslh'  unfair.  Tlu'  rdaiU'r  wlm  .L;liMy 
c'ii(|iiircs  "\\'1h'1-c  shall  I  send  it?"  is  nfte-n  i)nj\i(lin.L; 
useles.s  and  wastcfnl  scrxicc,  and  the  ])racticc  shu'dd 
be  kept  within  limits.  The  climinatiim  of  indiscrimin- 
ate delivery  is  jxissihlc  and  practicable  uj)  to  a  certain 
point.  The  ex])ense  of  doin^;'  bnsiness,  tiie  necessity  of 
reducing  expense,  and  the  scarcity  (j{  labor,  are  all 
reason.s  why  this  wastefid  "serx  ice"  ought  to  be  sto])- 
ped. 

.A.  number  of  retailers  are  now  allowing-  a  small  dis- 
count to  the  customer  wIid  carries  home  his  own  par- 
cels. This  appeals  to  the  customer  as  reasonable,  be- 
cause he  appreciates  that  he  is  otlierwise  being-  made 
to  pa)'  for  the  deli\  ery  of  parcels  to  his  less  energetic 
neighbors.  The  day  will  come,  doubtless,  in  the  retail 
trade  when  "delivery"  will  be  considered  as  merely  nue 
among  a  niunber  of  other  purchases.  That  will  be 
when  the  public  realizes  that  the  cost  of  serx  ice  is  just 
as  readily  reducible  to  dollars  and  cents  as  is  the  cost 
of  a  pair  of  shoes,  'idie  high  cost  of  ser\-icc  to-day  is 
forcing-  the  issue. 
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Reasons   Why  We  Should  All 
Buy  Government  Bonds 

1.  It  is  a  patriotic  duty. 

2.  It  is  an  excellent  investment,  yielding  pro- 
bably over  51/2  per  cent. 

3.  It  is  an  absolutely  safe  investment. 

4.  It  is  free  from  war  taxes — which  are  piling 

up. 

5.  You  can  always  borrow  on  it  up  to  practi- 
cally the  face  value. 

6.  It  is  always  saleable  at  a  moment's  notice. 

7.  The  proceeds  of  the  loan  will  be  redistri- 
buted in  Canada — immediately.  This  means  that 
every  workman,  every  retailer,  every  dealer  and 
jobber,  every  manufacturer,  every  supplier  of  raw 
materials,  will  get  his  money  back  through  the 
usual  business  channels. 


When  is  a  cancelled  checjuc  a  legal 

Cancelled  Cheque  ■  <^  o    c  t  n  i  ;„ 

„  ,  „  .  ,  recei])tr  Some  of  you  will  be  m- 
Not  a  Receipt  '-  ,,  ,        ,  . 

dined  to  say  "always,    but  that  is 

not  the  case.  It  is  often  the  custom,  when  paying  a 
bill,  to  say  :  "Oh,  never  mind  the  receipt ;  the  checpie  is 
good  enough  for  me."  In  one  of  the  higher  courts  the 
fallacy  of  this  reasoning-  was  recently  illustrated,  to  the 
sorrow  of  a  merchant  who  had  been  in  the  habit  of 
dealing-  with  one  firm  and  giving  cheques  each  time  he 
visited  their  warehouse  to  select  his  goods.  Some 
times  he  had  cheques  cashed  by  the  company  merely 
as  an  accommodation.  However,  it  happened  that  he 
received  a  statement,  together  with  a  letter,  from  the 
compau)  requesting-  immediate  payment  of  $100  long- 
overdue.  He  replied  that  he  was  not  indebted  to  the 
com])any  and  had  all  his  cancelled  cheques  on  tile  to 
])rove  it.  After  n-iuch  correspondence  the  company 
started  suit,  and,  to  make  a  long  story  short,  won  their 
case.  The  ruling'-  handed  down  was  that  nothing  ap- 
I)eared  on  the  face  of  the  cheques  to  show  for  what  pur- 
pose they  were  gi\en.  As  a  matter  of  fact,  the  ac- 
comn-iodation  of  the  company  in  cashing  several 
checpies  for  tlie  customer  showed  that  mam-  of  the 
checpies  might  ha\e  ap])lied  to  independent  transac- 
tions. The  customer  had  to  ])ay  the  $100  and  costs  of 
the  action,  whereas  if  had  exercised  a  little  care, 
either  retpiesting  a  receipt  for  each  ])ayment  or  mark- 
ing on  each  chetpie  loi-  what  it  was  gi\-en,  he  would 
ha\e  be^-n  safe.  In  ])a_\ing  by  che(pie  the  simplest 
method  for  the  merchant  to  protect  himself  is  to  write 
j>lainl_\  on  the  face  of  the  che(|ue  the  date  and  amount 
of  the  inxoices  w  hich  are  being  ])aid  ;  or,  if  it  is  on 
accoiuit,  it  i>  only  necessai'}'  to  add  the  word>  "on 
accoimt." 


High  Heels  Not  Cause  of  Flatfoot 

Ai)ropos  of  \'arious  newspaper  talk  setting  forth  the 
fact  that  high  heels  are  the  cause  of  flatfoot  and  nu- 
merous other  complaints,  especially  in  women,  Foot- 
wear in  Canada  is  in  receipt  of  the  following  explana- 
tion from  Dr.  William  M.  Scholl,  of  Chicago: 

"It  will  be  ver\'  difficult  for  anyone  to  prove  that 
high  heels  are  the  cause  of  flatfoot.  Nature  accommo- 
dates the  structures  of  the  foot  and  limb  by  degrees  to 
withstand  the  elevation  of  the  heel,  and,  therefore,  an 
adult  who  has  accustomed  herself  to  wearing  a  high 
heel,  beginning  with  the  child's  wedge  and  gradually 
increasing-  the  height  up  to  the  time  of  growth  com- 
pletion, has  a  normally  fixed  adjustment  for  a  high  heel 
shoe.  \\'omen  who  have  worn  high  heel  shoes  and 
uex  er  e.\])erienced  any  foot  trouble  and  then  go  back  to 
low  heels,  will  invariably  sufl^er  from  foot  strain,  which 
results  in  flatfoot,  unless  corrective  measures  are  used. 
F.very  day  we  come  in  contact  with  such  cases  where 
soiue  shoe  man  has  sold  a  low  heel  shoe  to  a  woman 
who  had  previously  worn  higher  heels.  In  such  cases 
a  moderately  high  heel  and  a  good  fitted  shoe  will  re- 
lieve the  null  and  strain." 


No  Shortage  of  Rubbers 

The  heavy  demand  for  rul)i])er  for  the  boots  of  the 
L  nited  States  army  is  causing  a  serious  shortage  of 
rub])ers  for  civilian  use.  In  Canada,  however,  there  is 
no  general  shortage' in  the  lines  of  rubber  footwear, 
although  the  demand  has  considerably  increased  on  ac- 
count of  the  high  cost  of  footwear.  All  rubber  factories 
lia\e  speeded  u]),  and  we  are  adxised  that  there  is  no 
anticii)ated  sliortage  in  this  market. 


N'l  >\  (.■inhi-r.    I  '.iK 
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Shoemen  Should  Have  Record  Christmas  Season 

Last  Year  an  Eye-opener  to  Many  Retailers— Conditions  Now  More  Favorable  Than  Ever — 
Don't  Forget,  However,  That  the  Christmas  Shopper  Likes  to  be  "Coaxed" 


r 


X  former  \-ear,s — in  fact,  al- 
most up  till  the  year  1916 — 
Christmas  was  a  veritable 
Iiarvest  time  for  the  class  of 
store  where  gifts  could  be  i)ur- 
chased  that  "filled  th  e  e\'e"'  but 
were  ornamental  rather  than  use- 
ful, the  idea  of  the  donor  evi- 
dently being  that  a  gift  was  a 
■gift,  and  one  shouldn't  "look  a 
gift  horse  in  the  mouth"  anyway.  Consequently, 
Christmas  morn  found  the  vicinity  of  the  familv  Christ- 
mas tree  looking-  more  like  a  collection  of  those  j)rizcs 
you  receive — if  you're  lucky— in  the  games  of  chance  at 
the  fall  fairs.  They  seemed  to  till  the  bill  all  right  then 
— none  of  us  cared  much,  and,  if  we  did.  we  eased  our 
mental  disturbance  with  the  thought  that,  after  all,  it 
wasn't  the  gift  itself  that  counted,  but  rather  the  si)irit 
in  which  it  was  given. 

To-day,  however,  this  is  all  changed.  We  are  pas.s- 
ing-  through  a  period  of  economy  and  sane  buying 
habits  that  has  cultivated  and  developed,  as  a  matter 
of  course,  a  desire  on  the  part  of  everyone  to  spend  his 
money  in  such  a  manner  and  on  such  gifts  as  will  be 
of  real  use  and  value  to  the  recipient.  Is  every  shoe 
retailer  taking-  full  ad\antage  of  this  development? 

Last  year  was  notable  as  the  turning  point  in  the 
attitude  of  many  shoe  retailers  in   taking  an  acti\-e 


Here's  Your 
Santa  Ciaus 
Month 

and  Here's  Your 
Xmas  Store 


'^Irst  liial^e  up  your  minds  that  Footwear  is  the  best  of  all  Xmas  Gifts.  Th'er 
let  u:i  c^r.vLace  you  that  we  have  the  greatest  and  soundest  array  or  Xmas 
Footweaf  all  ready  for  you. 


McManus  &  Co. 


THE  SERVICE  STORE. 


From  coast  to  coast  retailers  last  year  united  in  Christmas  advertising. 
This  one  was  from  Fredericton,  N.B. 

hand  in  the  campaign  to  "gi\'e  something  useful."  Shoe 
retailers  all  over  the  continent  showed  their  apprecia- 
tion of  the  changed  conditions  in  an  advertising  effort 
of  unparalleled  magnitude  to  educate  the  public  into 
giving  practical  gifts  of  footwear,  instead  of  s])ending 
their  money  on  unappreciated  trash.  In  every  corner 
in  Canada  there  was  displayed  attractive,  suggestive, 
and  productive  advertising,  in  newspapers  for  the  most 
])art,  with  nothing  l)ut  favorable  comment  atteiuling 
the  results.  Some  of  the  ])romincnt  headings  noted  on 
these  advertisements  were:  "(live  l'\)ot\vear  This 
Christmas";  "A  I'air  of  Slii)pers  for  Christnias"; 
"Gifts  That  Bear  the  True  Ring  of  Friendship";  "T.u}- 
Somethin"-  Necessarv"  ;  "Real  Horse  Sense  L'hristmas 


(iifts";  "(;i\'e  Something  Cseful"  ;  "Practical  and  Use- 
ful (iifts  for  All";  "Footwear  Always  Acceptable"; 
"F'ut  a  Pair  of  Boots  in  His  Stocking";  "Sensible 
Christmas  Gifts";  "A  Gift  of  Economy  and  Good 
Sense";  "Gifts  of  Lasting  Comfort";  "Footwear  the 
Best  Gift  of  All";  "If  a  Man  Should  Write  to  Santa 
Claus  He'd  Say  Footwear,"  and  so  on.  These  and 
dozens  of  others  proved  conclusively  that  shoe  retail- 
ers had  at  last  found,  in  a  measure,  their  ])lace  in  the 


Ifa  ManShould 

Wrste 
to  Santa  Claus 


He  Would  Say: 
Old  Man" 


'Dear 


ilerr  are  some  of  tlio  Lhin(r=!  I 
should  like  best  of  .ill  lur-  C'hri=tma.s. 

House  Slippers  1  30  U>  4  «0 
Danclnj!  r>uinps  1  0« 

Pair  of  Dr«s»  rihoes  4  OO 
lo  »  OO 

Working  StK)es  3  0<>  ti.  .'S  BO 

liubbt-TS  or  o^'crr-Uoca    1  tJ5 

M   3  sy 

Hockey  Boots  S  OO  to  4  OO 

aiul,  if  its  the  same  to  you  OLD 
CHRIS,  1  should  like  thi  rn  to  coitie 
from 


A.  D.  119^ 

307  CHARLOTTE  ST 


GO.,  LTD. 

SYDNEY,  N.  S. 


A  catchy  ad.  from  Nova  Scotia. 

Christmas  gift  trade.  The  advertisements  rei)roduced. 
taken  aln-iost  at  random  from  the  daily  press  of  Decem- 
ber, V)\U,  indicate  how  widely  and  enthusiastically  the 
can-ipaign  was  taken  up  in  Canada. 

Start  Preparations  Early 

I-'ar  too  many  merchants  defer  preparing  seriously 
for  this  ])us}-  selling  period.  'I'he  word  "seriously"  is 
used  because  it  describes  accurately  the  altitude  and 
policy  demanded  by  the  opportunity.  The  feeling  of 
some  merchants  is  that  Christmas  business  will  come 
anyway,  and  it  doesn't  make  much  difference  whether 
their  stores  and  stocks  look  the  part  or  not.  They  for- 
get, however,  that  the  aniount  of  business  which  can 
be  done  is  regulated  Iargcl_\-  by  the  impression  the 
store  and  its  adx  ertising  im])arts  and  by  the  merchant's 
e\-ident  ap])reciation  of  the  sjiirit  of  the  season.  If  this 
is  in  marked  indifterence,  the  same  word  will  ap])ly  to 
results. 

The  Prospects  Are  Good 

.Ml  signs  i)oint,  and  good  projihels  agree,  that  for 
the  enter])rising  merchant  the  api)i-oaching-  Yuletide 
season  will  be  one  of  record  results.  The  business  out- 
look, as  far  as  footwear  is  concerned,  is  particularly 
hriglit,  for.  while  n-i(ine\-  is  generallv  plei-itiful.  there  is 
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Nl)\H  llll)lT.    I  111  7 


&^aMIMlMlMlMlMIMlMlMIMIMIfe^5^^^ 


TBI  BEST                       1  /  \_ 
OIPT  or  ALL 

I'm 

y  0^  1^ 

Lv  Footwear  7 

Vm,  ih<,pn3bU(Di.,olvfd.  ^ 

1              1  p^r  ol  Elipptfii,  Boot' 

J              pl(U(  Boy  BoUisT,  wile, 
sri,  boy  or  flrl:  yei,  and  w«  bavi  illppcn 

Dd  draii  iho*!  Ibal  wUI  pirate  any  bid,  old 
solve  your  gift  pntblem ,  drop  Id  ud  ^^ult 

^^^jfr  FOOTWEAR 
'^'''T^               THE  BEBT 
Jl    #               Oirj  OF  ALL 

OP  EARLY 

! 

it 

1 

1    MEN'S  SHOES 

nVOMEN-S  SHOES 

A  Gift  of  Footujcar  is  a  Gift  of  Economy 
and  Good  Sense 

Make  your  gifts  useful  this  year 
as  well  as  pretty  and  serviceable 


NOTHING  cooM  [.I.  use  ail)  mwiiljiT  (/I 
rnntily  moic  Ilion  a  .pair  of   Rtjli^li  ^Iilt^. 
OR,  preliy  filipperrf  gi  te  .i  laeiiits  cciidon  wiid 
luiil  to  tlicjO)s(jl  lili-,  u^  well  ab  rmiii^liiui.- 
rtn.l  Kcollcclioiik  iliC  \car  uoinJ 
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a  natural  determination  on  the  part  of  most  people  to 
"Buy  Something  Useful."  Preparations  are,  therefore, 
in  order  immediately. 

Early  Shopping 

Early  shopping  is  always  desirable  from  the  stand- 
point of  both   merchant  and  customer  —  and  early 


■  Ttilor 
C«mfy 
tl3t  and 


KNOW  THIS— Only  when  your  fee'.  ai 
restmj;  is  yuiir  budy  rci>tinK. 

When  you  pvt'TmnfT  Slippere  >ou  five  a 
amount  of  comfort  that  in  oui  of  all  proportiu 
tw  'I'.-  price. 


Gates  &  Co 


ned  out  beforehand — when  the  rush  starts  it  is  the  un- 
prepared merchant  who  will  be  a  victim  of  excitement, 
perplexity,  and  confusion. 

The  Window  Display 

Don't  leave'  your  Christmas  window  displays  until 
the  other  fellow  is  well  into  his  season.  Show  the 
goods  early.  Spend  a  little  time  in  thinking  up  original 
ideas  and  decorations.    Do  not  take  it  for  granted  that 


PRACTICAL 

CHRISTMAS  GIFTS 

Do  you  )-now  o^  anything  more  Bccepiabk  s«  i 
Christmas  Cut  ihan  a  nee  pair  of  "Comfy's,"  "Bou- 
doirs" or  Plain  Slivpers> 

There's  Kmething  about  our  "Comiv's"  and 
'Boudoirt"  thai  gives  Uiem  a  distinctive  appear 
-ince:  ;i<ey  arc  soil  antl  lichi.  well  made,  in  different 


SHOES 

FOR  CHRISTRxAS  GIFTS 


certainly  ippreci 


In  the  Capital  City  they  boosted 
cosy  slippers. 


Quebec  was  also  well  represented  in 
Christmas  advertising. 


Christmas  openings  tend  to  bring  about  this  desirable 
feature.  The  retailer  should  feature  the  better  service 
and  wider  selection  that  invariably  accompany  early 
Christmas  purchases. 

The  store's  decorative  scheme  must  be  worked  out 


'^T,:;'":"  $2.45 

Ladles'  Fties.    1  to  £.    bc^i  ir> 

?.r:;v',  $2.95 

l"i''-"''"'''.S1.5d 
r!.!:°:"'-  $1.75 

Boy«"  Box  Kip  L^'f  B'.'  eiz-i 

$2.45 

Bciyc'  Vni'!    r^il    L.rp  Booi... 

$2.95 

'■;:;r:;jrrJ".""'-,$i.oo 

"'"$2.45 

'",^^^^$ij5 

GrowiDg  Girl's  Box  Kip  Lace 

X"  "'"""  $2.95 

"■r"°" "".$3"45 

La.4lea'  Gij[iine(.\l  Button  BooW. 

$3.45 

PPECULIS-T 
IM  CQKDOVA  STREET  WEST — Round  the  r  oi 
Thes«  .Sboc«  !>Luled  tre- 


A  Pair  of 


Slippers  for 
Christmas 


IS  SOMETHING  THAT  WIL 
CIATBH.  So.MIITHtNG  THAT 
KLU   uVH  STOCK  IS  l^RtJfc;  A 


  J1.00to$2.50 

t.ltl  AT  VAKIETV  IN  MK.VS  h-ANCY  SLIl'I'NKa 
Pricid  from  KOO  (a  »4,00 

R.  Andrew  &  Co. 


Retailers  throughout  British  Columbia  took  full  advantage  of 
their  opportunity.   Andrew  &  Co.  are  in  Nelson,  B.C. 

in  a  way  to  suggest  the  spirit  of  the  sea.-,on.  The  ar- 
rangements need  not  be  costly  nor  elaborate.  For  a 
very  few  dollars  it  is  possi1)le  to  make  a  \  cr\-  attractive 
store.    The  battle  is  half-won  if  these  details  are  plan- 


As  far  west  as  Vancouver,  retaiUrs  talked 
"Shoes  for  Christmas." 


just  to  carry  a  complete  line  of  shoes  suitable  for  gifts 
is  sufificient  for  the  public — they  must  l)e  told  and 
shown.  Show  them  how  appropriate  footwear  is  for 
the  people  they  have  in  mind.  Hack  up  your  window 
displays  with  newspaper  advertising-,  folders  sent  to  a 
selected  mailing-  list,  and  so  on.  Point  out  that  lines 
are  now  complete,  and  will  be  set  aside  upon  deposit 
of  a  small  per  cent,  of  the  price.  Put  all  printed  mat- 
ter under  way  in  good  time — remember  that  printers 
must  have  time,  and  that  man\-  plans  are  spoiled  bv 
hasty  work. 

It  is  just  possible  that,  in  some  stores,  the  arrange- 
ment of  interior  equipment  might  be  changed  to  facili- 
tate the  easy  handling  of  crowds.  Remember,  a  crowd- 
ed store  is  not  the  one  the  buying-  people  will  enter. 
An  aisle  down  the  middle  of  the  store,  if  possible,  is 
very  valuable. 

In  the  matter  of  arranging  for  extra  help — this  is 
something-  that,  abo\e  all  things,  should  be  provided 
for  in  good  lime.  When  the  last-minuU'  demand  is 
on  salespeople  will  hv  at  a  i)reinium. 

Do  your  part  this  year  in  making  it  another  banner 
year  for  the  shoe  trade,  and  bear  in  mind  that  a  good 
lishernian  uses  bait,  no  mailer  how  goml  ihe  li^h  are 
biting. 
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May  Form  Society  to  Educate  the  Public 
on  Foot  Ailments 

BI-'-l^'ORI':  a  mec'tint;-  of  the  Tdrontd  Y.W'.C.A., 
under  the  cliairmaiislii])  of  Mrs.  L.  A.  Hamil- 
ton, Dr.  jolm  .Vdblc  recently  s])()ke  a.^ainst  the 
e\ils  of  the  ])resent  "fashionable"  shoe.     '1  he 
nieetinj4  had  l)een  called  for  the  i)ur])()se  of  forniin,!^-  a 
society  to  educate  ])e<)l)le  in  the  ])ro])er  care  of  the  feet. 

"Dame  i'^ishion,"  said  Dr.  Noble,  "will  not  be  able 
much  longer  to  s^o  ])ersistently  ayainst  the  dictates  of 
Master  Science.  Many  people  are  bein<>-  treated  with 
drug's  and  liniments  for  variotis  diseases  when  the  root 
of  the  matter  is  their  deformed  feet.  It  is  difficult  work 
to  teach  these  ])e()ple  what  is  the  trouble.  Jf  the  way 
of  the  transs^ressor  is  hard,  the  way  of  the  reformer  is 
liarder. 

"We  medical  men  know."  he  went  on.  "that  hi'^^h 
heels  and  pointed  toes  are  the  doctors  best  friends." 

He  spoke  of  a  conversation  he  had  had  with  the 
some-time  chami)ion  long-distance  runner  of  Canada, 
and  the  latter  had  told  him  the  secret  of  his  ])rovvess 
lay  in  the  fact  that  he  had  discovered  that  it  was  easier 


BUY  A  VICTORY  BOND  AND  BOOST 
YOUR  OWN  BUSINESS 

5-YEAR  VICTORY  BONDS  YIELD 
5.81  PER  CENT. 

10-YEAR  VICTORY  BONDS  YIELD 
5.68  PER  CENT. 

20-YEAR  VICTORY  BONDS  YIELD 
5.61  PER  CENT. 


to  use  five  toes  than  one  in  a  race.  I  ie  advised  i)arents. 
instead  of  poking  fun  at  the  child  with  the  large  foot,  tc 
tell  it  that  the  foot  l)roadening  towards  the  toe  is  the 
only  really  handsome  foot. 

Canadian  Women  Poor  Walkers 

Mrs.  Hamilton  said  she  thought  the  fact  that  Cana- 
dian women  are  such  poor  walkers  can  l)e  accounted 
for  if  one  looks  at  the  atrocities  in  boots  and  shoes  that 
one  sees  in  street  cars  and  everywhere  else.  She  real- 
ized how  difficult  it  is  for  the  girl  who  naturally  wants 
to  "look  like  other  girls"  to  come  out  with  a  flat  heel 
and  a  broad  toe  and  face  the  ridicule  of  her  high-heeled 
friends,  but  she  felt  that  everything  possible  should  be 
done  now.  when  womens'  sphere  is  broadening  out. 

Miss  Mainby  s])oke  of  her  sympathy  with  the  move- 
ment, mentioning  that  when  she  left  lingiand  many  of 
the  children  of  the  U])per  classes  were  being  encour- 
aged to  go  barefoot.  She  thought  the  Canadian  i)aren1 
needed  education,  instancing  the  case  of  one  mother 
who  insisted  on  lur  little  daughter  having  a  pair  of 
high-heeded  boots  to  wear  when  she  goes  out  to  vi>it 
friends  on  Saturdays. 

Several  speakers,  one  a  nnr>e,  who  had  ^u^tered 
fi'om  br(jkcn  arches,  told  of  tlu'  excruciating  tortures  of 
the  days  before  they  diM-arded  unnutui\-ill\-  shaped  fool- 
wear  and  of  the  cnnifurl  lh;il  ihcir  bi'dad  Iocs  and  low 
liccls  now  give. 

Mr.  V,  li.  'J"ai)lin.  who  liandle>  in  'I^Ji-onlo  a  special 


"natural  tread"  shoe,  read  extracts  from  various  au- 
ihuritie^  regarding  the  harm  accruing  to  the  whole  sys- 
tem, mental  and  physical,  from  high  heels  and  narrow 
toes,  and  seconded  Dr.  Xoble's  contention  that  their  use 
is  due      much  to  ignorance  as  to  \-anity. 


Large  Canadian  Business 

The  C  hani])ion  Shoe  Machinery  Coni]jany,  St. 
Louis,  Mo.,  ha\e  recently  closed  the  following  Can- 
adian business  :  lulwin  Farmer,  who  has  the  largest 
shoe  store  in  Arnprior,  Ont.,  has  installed  a  24-foot 
ontilt.  Model  h"  50,  conij^rising  Ideal  stitcher  on  col- 
umn, electric  heat,  V  50  finisher,  combination  slugger 
and  clincher.  Mr.  h'armer  has  taken  over  the  share 
of  the  business  formerly  owned  by  his  brother  "Will." 
J.  S.  Fraser.  of  Pembroke,  Ont.,  who  cfjnducts  one 
of  the  oldest  and  best  known  houses  in  that  section, 
has  installed  an  Ideal  stitcher  and  a  Champion  Univer- 
sal clincher  nailer,  such  as  is  used  in  many  of  the 
large  shoe  factories.  Mr.  Fraser  is  maker  of  the  fam- 
ous Fraser  River  boot,  and  has  a  large  force  of  men 
at  this  work.  J.  .Schuyburt,  of  641  Somerset  Street, 
Ottawa,  has  also  put  in  a  Champion  Universal  stitcher, 
together  with  J.  Wiseberg,  201  Wellington  Street, 
Sherbrooke.  Quebec,  and  J.  D.  1'remblay,  77  King 
Street,  Sherbrooke,  (Jue.  Cameron  &  Fleury  are  open- 
ing up  a  new,  modern  shoe  repair  shop  in  Hull,  Que., 
and  have  placed  in  their  shop  a  Champion  Ideal  stitch- 
er and  F  50  finisher.    The  outfit  is  23  feet  long. 

We  are  also  advised  that  the  United  States  Gov- 
ernment has  ado])ted  as  standard  the  Champion  shoe 
machinery  for  the  use  of  the  forces  in  Europe  and  at 
home.  In  Eurojje  it  is  estimated  that  5,000  pairs  of 
boots  a  day  will  be  repaired,  the  outfit  comjn-ising  some 
twent}'  stitchers,  the  same  number  of  combination 
clincher  and  slugger  nailers,  a  number  of  F  50  fin- 
ishers and  numerous  No.  5  skivers,  etc.  Repair  ma- 
chinery is  installed  in  32  cantcjuments  in  the  United 
.States,  each  outfit  having  two  F  50  Champion  finishers, 
with  a  stitcher  on  the  column  at  one  end  and  a  com- 
bination clincher  at  the  other;  also  a  foot  power  har- 
ness machine. 

Mr.  W.  A.  Coles,  the  energetic  Canadian  agent, 
states  that  orders  have  also  been  received  from  the 
l^>ritish  and  French  governments  to  sup])ly  machinery 
to  their  base  repair  depots.  The  Champion  Shoe  Ma- 
chinery Company  are  now  working  their  factory  in 
three  shifts  of  eight  hours  each  in  order  to  cope  with 
the  demand. 


One  of  the  handsome  di.<nlay  cards  distribulod  to  dealers  hy  the  E.  T. 
Wright  Company.  St.  Thomas.    The  colors  are  yellow  and  brown 
and  the  size  about  22  x  U  ins.  on  stiff  cardboard. 
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Manufacturers  Willing  to  Weigh  Shipments 

Many  Express  Approval  of  the  Idea  and  a  Few  See  Little  Value  in  It — However, 
the  Service  Would  Likely  be  Provided  by  All  on  Request. 


AN  article  in  the  (lct()l)er  issue  nf  "Footwear" 
l)ointed  out  that  many  retailers  had,  at  one 
time  or  other,  made  complaints  re  overcharg- 
ing on  shipments  by  carrier  companies.  A 
Toronto  retailer  stated  that  on  a  shipment  weigh- 
ing 90  pounds  he  was  charged  for  140  pounds, 
and  a  retailer  in  one  of  the  large  western 
cities  was  overcharged  1,300  pounds  on  two  fairly 
heavy  shipments.  As  far  as  we  can  ascertain,  the  car- 
rier companies  willingly  refund  overcharges  when  they 
are  discovered,  and  put  the  cause  down  to  carelessness 
on  the  part  of  some  member  of  their  staff.  This  is 
all  very  well,  except  for  the  inconvenience  and  time  lost 
by  the  retailer  in  proving  his  case,  but  does  not  help 
those  retailers  who  suspect  overcharging  in  some  in- 
stances but  who,  through  lack  of  time  or  fear  of  not 
being  able  to  substantiate  their  claim,  fail  to  take  any 
definite  action. 

The  suggestion  made  in  our  article  of  last  month, 
and  which  was  su])ported  by  several  representative  re- 
tailers, was  that  every  manufacturer  should  protect  his 
customer  to  the  extent  of  placing  the  weight  of  every 
package  either  on  the  invoice  or  on  the  package  itself. 
This  weight  could  then  be  checked  up  with  the  weight 
charged  by  the  carrier  company  and  if  the  dift'erence 
was  very  considerable,  claim  could  be  made  with  some 
degree  of  confidence.  To  ascertain  just  how  a  pro- 
cedure of  this  kind  would  appeal  to  manufacturers  we 
recently  addressed  a  letter  to  a  number  of  the  larger 
companies  and  their  replies  are,  we  believe,  of  suffi- 
cient interest  to  retailers  to  warrant  reproduction. 

No  Objection 

The  Kingsbury  Footwear  Company,  Montreal,  say : 
"We  are  already  weighing  a  few  shipments  upon  re- 
quest of  the  customers.  We  have  no  objection  what- 
ever to  weighing  shipments  if  customers  will  only  ask 
us  to  do  so." 

Dealer  Should  Have  Scales 

The  Perth  Shoe  Company,  Limited,  Perth,  Out., 
write  as  follows : 

"Some  little  time  ago  we  carried  out  this  idea,  but 
discontinued  for  the  reason  that  we  found  that  the  rail- 
roads would  not  accept  our  weights.  We  do  not  re- 
member, at  time  of  writing,  if  there  was  at  any  time 
an  issue  on  any  difference,  but  we  found  that  weighing 
of  shipments  at  our  factory  of  little  advantage.  While 
it  would  be  very  beneficial  to  the  retail  trade  to  have 
a  notation  on  invoices  of  the  weight  as  shipped,  and 
a  movement  in  this  direction  is  a  very  good  idea  in- 
deed, we  are  inclined  to  believe  that  the  best  method 
to  overcome  any  difficulty  as  to  weights  would  be  that 
the  dealer  should  have  scales,  for  this  would  prove 
directly  and  be  actual  evidence  on  the  spot  in  the  event 
of  dissatisfaction  on  the  receiver's  part." 

Have  Always  Done  So 

The  (lalt  Sln)e  Manufacturing  Compaiu-,  ( lalt,  (  )nl., 
t)ft'er  the  following  inf(.)rmation  : 

"In  comiection  with  si)ecifying  weights  in  ])ackages 
in  shij)ping  to  customers,  on  all  freight  shipments  we 


have  always  made  a  habit  of  marking  the  weight  on 
the  freight  I)ills  and  we  presume  that  is  where  the  re- 
tailer has  the  most  trouble,  as  the  express  companies 
can  always  be  relied  upon  to  give  accurate  weights. 
We  are  therefore  certain  that  our  customers  are  suffi- 
ciently well  protected  under  the  present  system  and 
that  it  should  not  be  necessary  to  mark  the  weights  on 
express  parcels.  In  all  our  experience  of  express  ship- 
ments coming  in,  we  do  not  recollect  of  ever  having 
found  an  error  in  the  weight." 

Uniform  Weights 

The  Lady  Belle  Shoe  Company,  of  Kitchener,  Ont., 
offer  the  following : 

"We  have  so  far  marked  all  the  weights  on  express 
shipments  leaving  here,  as  we  use  a  uniform  box  car- 
rying 6,  12,  15,  18,  24  and  30  pairs  in  the  case,  and  are 
in  a  position  to  know  the  exact  weight  covering  these 
shipments.  In  freight  shi])ments  we  do  not  mark 
packages,  but  are  making  out  our  own  shipping  bills 
which  carry  the  weight,  and  believe  that  it  would  be 
possible  to  work  this  out  where  imiform  cases  are  used, 
and  where  not  practicable  for  manufacturers  to  weigh 
same  so  as  to  allow  him  to  s])ecify  the  weight  on 
shipping  bills." 

Not  in  Favor  of  It 

F.  T.  Wright  &  Compan}-,  manufacturers  of  men's 
shoes,  St.  Thomas,  Ont.,  say: 

"We  note  your  remarks  regarding  the  weighing 
of  each  parcel  by  the  shipper.  No  doubt  this  would 
be  a  very  good  thing  for  the  retailer,  but  under  exist- 
ing conditions  we  are  not  in  favor  of  it,  as  it  would 
mean  much  more  detail  in  the  shi])ping  room,  and  at 
the  ])resent  time  it  is  difiicult  enough  to  get  our  work- 
out without  adding  more  to  it." 

Could  Easily  be  Done 

Gourlay  and  Fogelberg,  Kitchener,  Ont.,  advise 
that  so  far  as  they  are  ccjucerned  the  exact  weight  on 
all  shipments  could  easily  be  given,  and  it  is  their 
intention  to  do  so  as  they  believe  it  will,  in  many  cases, 
be  greatly  appreciated. 

Had  Trouble  Once 

The  Brandon  Shoe  Company,  Brantford,  Ont.,  ad- 
vise that  some  four  years  ago  they  had  trouble  with 
overcharges  and  had  complaints  from  customers.  Since 
that  date  they  have  weighed  every  box  going  out  and 
put  the  weight  on  the  corner  of  the  box,  also  the  num- 
ber of  pairs  that  are  in  the  box  and  the  factory  num- 
ber of  the  shoes  in  the  box.  Since  then  they  have  had 
no  complaints  regarding  overcharges. 

Jobber  Sees  No  Advantage 

Mr.  Ceorge  Robinson,  of  James  Ro])inson,  the  well- 
known  Montreal  jobber,  said  that  it  was  no  doubt  pos- 
sil)le  for  manufacturers  and  jobbers  to  state  tlie  weights 
either  on  the  parcels  or  in\-oices.  It  would,  of  course, 
involve  some  trouble  on  llic  part  of  the  shi])pers,  and  he 
(|uestione(l  whether  it  wduld  result  in  an\-  material 
saving.    The  shiimicnts        rail  were  made  for  sjiring 
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and  fall  deliveries ;  sorting  orders  went  by  express, 
and  on  account  of  the  wide  leeway  in  weights  on  the 
latter  there  was  small  room  for  any  overcharge.  Per- 
sonally, he  had  not  received  any  complaints.  Some 
years  ago  his  firm  entered  into  an  arrangement  with 
an  association  to  check  the  freights  for  a  lump  sum 
plus  Ic  per  freight  bill,  w  itii  a  \  iew  mainly  to  see 
whether  the  goods  were  l)eing  properly  classified.  The 
result  was  that,  after  three  years,  it  was  found  that 
$30  had  been  overcharged,  a  sum  which  was  recovered, 
but  which  did  not  represent  the  cost  to  the  firm  of 
having  the  shipments  checked.  It  might  be  that  in 
commodities  of  heavy  weight  such  a  system  of  check- 
ing classification  and  weights  would  be  of  value,  but 
in  the  case  of  shoes,  where  the  amounts  involved  were 
usually  small,  it  had  ])roved  more  expensive  than  allow- 
ing the  goods  to  go  unchecked. 

Too  Much  Trouble 

The  chief  objection  to  the  proposal  in  the  view  of 
the  Canadian  Footwear  Company,  Limited,  Montreal, 
is  the  trouble  involved  in  weighing  the  heavy  cases 
when  shipped.  To  a  firm  sending  out  large  quantities 
of  goods,  particularly  at  a  busy  period,  the  weighing- 
would  mean  a  considerable  amount  of  time,  and  it  is 
doubtful  whether  the  plan  would  be  of  much  benefit. 
In  the  case  of  retailers  in  small  towns  and  villages, 
delivery  is,  as  a  rule,  taken  at  the  depot,  and  if  a  re- 
tailer is  desirous  of  checking  the  weights  he  could  do 
so  then. 

Quite  Feasible 

Mr.  A.  E.  Jackson,  of  the  Miner  Shoe  Company, 
Limited,  Montreal,  was  of  the  opinion  that  the  stating' 
of  weights  by  manufacturers  was  feasible,  in  fact  his 
company  occasionally  followed  this  practice.  At  the 
same  time  it  entailed  a  certain  amount  of  extra  trouble. 
It  would  be  a  check  on  the  railway  companies,  who, 
to  his  knowledge,  sometimes  charged  excessive 
weights,  but  maybe  sometimes  did  not  charge  enough. 


In  either  case  it  was  not  intentional,  merely  a  matter 
of  carelessness. 

Retailer  Should  Have  Some  Check 

Mr.  '!'.  Galipeau,  of  Dufresne  and  Galipeau,  Ltd., 
^Montreal,  was  favorable  t(j  the  suggestion.  His  firm 
would  pay  freight  on  goods,  and  intended  to  adojjt  the 
idea  for  their  own  ])rotection.  ^Vhile  the  saving  might 
be  small,  it  was  incumbent  on  firms  tu  watch  these 
minor  expenses.  In  cases  where  the  freight  was  paid 
by  the  retailer,  it  w(juld  probably  pay  the  latter  to 
check  the  weights  where  they  were  not  specified  by 
the  manufacturer  or  jobber. 

Could  be  Done 

La  Parisienne  .Shoe  Ctjmpany,  Ltd.,  Maisonneuve, 
believed  that  the  weights  could  easily  be  given,  al- 
though it  was  not  the  practice  of  shoe  manufacturers 
to  do  so.  It  would  mean  that  shoe  firms  would  be 
put  to  a  certain  amount  of  extra  trouble,  especially 
during  the  busy  seasons.  Whether  it  would  be  a  sav- 
ing to  the  retailer  was  another  question. 

Other  manufacturers  in  Montreal  discussed  the 
question  much  along  similar  lines.  Practicable,  yes, 
but  involving  more  labor ;  it  was  admitted  that  it  was 
easier  for  manufacturers  to  ascertain  the  weights  than 
for  retailers  to  do  so,  and  that  probably  some  over- 
charges would  be  discovered.  In  no  case  was  it  sug- 
gested that  the  carriers  were  deliberately  charging 
excessive  weights. 

Overcharges  Infrequent 

The  Weston  Shoe  Company,  Campbellford,  Ont., 
say  that  there  is  no  reason  why  weights  cannot  be 
given,  but  do  not  think  overcharges  are  very  frequent. 
To  the  Manufacturer's  Advantage 

C.  B.  Dayfoot  and  Company,  Georgetown,  Ont., 
advise  that  their  shipping  department  has  specified 
the  weight  on  each  package  for  some  years  and  they 


Pessimist  or  Optimist — Which? 


The  pessimist  jeers;  the  optimist  cheers. 

The  pessimist  sees  in  his  home  the  high  cost  of 
living;  the  optimist  the  joy  of  living. 

Each  new  baby  adds  to  the  pessimist's  cares; 
it  adds  to  the  optimist's  pleasures. 

In  the  big  hay  crop  the  pessimist  sees  toil;  the 
optimist  sees  opportunity. 

The  pessimist  groans  at  the  smallness  of  a  dol- 
lar; the  optimist  wonders  at  its  possibilities. 

The  optimist  sees  the  shadow  of  the  passing 
cloud,  and  his  mind  is  filled  with  a  picture  of 
grateful  drinking  from  the  coming  shower.  The 
pessimist  only  knows  that  for  the  time  greater 
darkness  prevails. 

The  optimist  is  responsible  for  progress;  the 
pessimist  is  living  in  the  dark  ages,  attempting  to 
trip  every  step  toward  advancement. 

The  pessimist  is  suspicious;  the  optimist  is 
credulous. 

The  pessimist  opposes;  the  optimist  investi- 
gates. 


To  the  pessimist  every  task  is  fraught  with  dif- 
ficulties; to  the  optimist  difficulties  are  but  an  in- 
vitation to  win.  Confidence,  not  discouragement, 
is  the  optimist's  lot.  Discouragement,  not  confi- 
dence, is  the  lot  of  the  pessimist. 

The  pessimist  is  self-satisfied;  the  optimist  re- 
alizes external  power. 

The  pessimist  looks  for  the  faults  in  others 
and  gloats  over  them;  the  optimist  sees  the  faults 
but  understands  the  greater  value  of  the  virtues. 

No  man  is  wholly  bad;  the  optimist  sees  the 
good,  even  in  the  wicked.  No  man  is  wholly 
good,  but  the  pessimist  exaggerates  even  the 
errors  of  the  most  virtuous. 

The  optimist  sows  kindness  and  good-will,  and 
reaps  happiness  and  contentment.  The  pessimist 
sows  bitterness  and  suspicion,  and  reaps  discord 
and  unhappiness. 

Look  for  the  good,  and  be  an  optimist,  for  an 
optimist  can  find  some  good  even  in  a  pessimist. 
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find  it  very  much  to  their  own  advantage,  as  well  as 
the  customer's,  in  case  of  shortage,  etc.  They  do  not 
see  any  reason  why  it  should  not  l)e  done. 

Ship  F.O.B. 

The  Canadian  Consolidated  Felt  Company,  Kit- 
chener, Ont.,  say  that  they  have  overcome  difficulties 
along  this  line  by  shipping  f.o.b.  to  the  customer's 
nearest  station  and  in  this  way  the  responsibility  rests 
with  themselves.  They  make  sure  that  all  parcels  are 
weighed  to  their  own  satisfaction  beforehand. 

Several  Complaints 

Messrs.  Dupont  &  Frere,  Montreal,  state  that  they 
have  had  several  instances  of  complaints  from  custo- 
mers in  regard  to  weight.  They  appreciate  that  it  is 
not  always  possible  for  the  retailer  to  weigh  his  ship- 
ments, but  he  could  pay  with  protest  and  then  have 
witnesses  present  at  the  weighing  of  the  cases,  and  if 
there  is  a  discrepancy  it  is  a  simple  matter  to  make 
claim.  They  are  of  the  opinion  that  the  receiver 
can  figure  out  how  much  a  case  of  men's  shoes  should 


weigh,  as  well  as  a  case  of  ladies',  and  it  will  not  vary 
enough  to  cause  trouble  in  determining  an  overcharge. 

It  will  be  seen  from  these  opinions  that  most  manu- 
facturers, if  they  have  not  already  done  so,  are  entirely 
agreeable  and  willing  to  start  a  system  of  marking- 
weights  on  every  shipment.  The  number  who  object, 
are  in  the  minority. 

Apparently  then  the  best  course  for  the  retailer  to 
pursue  will  be  to  request  definitely,  at  the  time  of 
placing-  his  order,  that  the  weight  be  placed  plainly  on 
the  package.  If  the  desire  of  one  retailer  is  not  suffi- 
cient to  influence  some  few  manufacturers  we  would 
suggest  concerted  effort — possibly  in  the  form  of  a 
conference  between  representatives  of  retailers  and 
manufacturers.  In  any  event,  we  are  sure  that  manu- 
facturers will  fully  appreciate  the  limitations  of  the 
retailer  in  the  matter  of  weighing  his  shipments,  and 
the  uncertainty  of  judging  by  the  number  of  pairs  in 
a  case,  and  co-operate  with  him  in  every  possible  way 
to  render  the  possibility  of  freight  overcharging  one 
of  his  smallest  worries  in  these  strenuous  times. 


Making  Your  Show  Window  Pay  Dividends 

Attention  to  Backgrounds  Floors,  Fixtures  and  Lighting  is  Essential— Your  Best 
Salesman  Should  be  Dressed  to  Look  the  Part 


THERE  is  one  space  in  your  store  that  is  valuable 
above  all  others — Yes,  ten  times  more  valu- 
able— Your  show  window.  It  is  worth  all  the 
time,  money,  care  and  intelligent  thought  that 
you  can  put  into  it.  The  best  Avindow  display  is  that 
which  sells  the.  most  goods — not  the  one  which  shows 
the  most  or  entails  the  greatest  expense.  It  is  the 
common  sense  window.  You  can't  conceive  of  a  bet- 
ter advertising  medium  or  space  in  the  whole  mer- 
chandising world — pay  what  you  will!  Isn't  it,  then, 
well  worth  while  to  give  careful,  thoughtful  study  to 
those  principles  on  which  experts  and  authorities  have 
developed  window  trimming  to  modern  perfection  ? 

It  has  been  variously  estimated  that  from  30  per 
cent,  to  50  per  cent,  of  store  sales  are,  in  fact,  made  on 
the  sidewalk,  through  the  medium  of  good  window  dis- 
play, before  the  patron  enters  the  store.  Some  claim 
even  higher  percentages.  The  fact  remains  that  buying 
enthusiasm  can  be  created  through  this  valuable  medi- 
um which  fully  justifies  every  effort  toward  making 
the  display  most  presentable. 

Half  the  Game  is  in  Looking  the  Part 

Do  you  ever  stop  to  realize  the  many  people  who 
see  nothing  of  your  store  but  the  outside — the  front? 
Many  of  the  are  possibly  customers — some  of  them 
your  present  customers.  You  are  courting  favor  from 
all  of  them.  Is  your  store  front — your  show  windows 
— neat  and  attractive  so  that  you  can  afford  to  stake 
on  it  the  entire  reputation  of  your  business?  Does  it 
reflect  YOU — your  policy?  It  should.  It  is  one  of 
your  biggest  advertising  assets  and  can  be  made  to 
bring  you  in  a  lot  of  new  business  if  you  will  only 
give  it  the  attention  a  wonderful  ojjportunity  deserves. 

The  secret  of  real  success  in  window  display,  from 
the  viewpoint  of  profit,  is  to  develop  the  greatest  pos- 
sible pulling  i)ower  at  lowest  cost.    Rut  when  win- 


dows fall  short  of  top  notch  selling  efficiency,  that 
store  is  losing  money,  for  every  lost  sale  is  so  much 
lost  money. 

With  many  shoe  retailers  the  matter  of  displays 
has  been  neglected,  while  strenuous  efforts  in  other 
ways  have  been  made  to  attract  trade.  Many  times 
business  is  attracted  to  the  store,  but  the  appearance 
of  the  windows,  store  front  and  goods  on  display  fail 
to  confirm  or  bear  out  the  favorable  impression  the 
other  publicity  has  made.  So  Mr.  and  Mrs.  Customer, 
when  right  at  the  door  ready  to  buy,  hesitate,  recon- 
sider, and  naturally  gravitate  to  the  store  of  the  dealer 
who  has  developed  the  possibilities  of  his  show  win- 
dows. 

An  Appeal  to  the  Eye  is  Effective 

The  sales  capacity  of  a  window  is  measured  strict- 
ly by  its  attractiveness.  W'hen  you  fail  to  recognize 
that  fact  you  are  passing  up  your  first  and  easiest 
way  to  get  on  the  profit  side  of  your  ledger.  An  ap- 
peal to  the  eye  is  the  most  direct  and  effective  method 
of  arousing  interest  in  merchandise.  Practically  everv 
article  must  first  appeal  to  the  eye.  'i'he  good  win- 
dow display  owes  its  effectiveness  to  this  first  i)rin- 
ciple  of  selling. 

Do  Not  Have  Your  Window  Backgrounds  Too  Low 

The  window  compartment  should  l)c  divided  from 
the  rest  of  the  store  by  a  partition  or  l)ackgroun(l,  of 
at  least  such  height  that  neither  an  observer  on  the 
sidewalk  nor  an  emi)loyee  in  the  store  can  see  over  it. 

When  the  interior  lights  and  <lis])lay  of  the  store 
are  visible  from  the  sidewalk  \ie\vpoinl  of  the  win- 
dow, the  attention  of  ])eo])le  outside  is  so  weakened 
that  very  nuich  of  ttie  elTecti vent'ss  of  the  window 
display  is  lost. 

It  is  a  very  l)ad  plan  to  allow  employees  to  stand 
and  stare  out  of  the  windows — and  tlie  best  of  then; 
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will  do  it  at  times,  if  window  backgrounds  are  so  low 
as  to  admit  of  it. 

People  hesitate  to  stop  and  inspect  a  window  dis- 
play if  they  have  that  feeling  of  being  watched.  It 
has  often  been  noted  that  having  stopped,  glancing 
up  and  finding  out  they  are  watched,  people  have 
quickly  moved  on.  Even  the  strongest  minded  per- 
son will  not  look  with  the  same  attention,  or  study 
the  exhibit,  as  they  otherwise  would.  You  know 
this  from  your  own  experience. 

For  these  two  strong  foregoing  reasons,  window 
backgrounds  should  not  be  transparent.  They  may 
be  translucent,  of  ground  or  frosted  glass  if  abso- 
lutely necessary  for  light  immediately  behind  the 
window  back ;  but  this  tends  to  distraction  by  in- 
terior lighting  showing  through,  as  explained  before. 

The  background  serves  to  make  the  display  stand 
out  and  gives  an  opportunity  to  ])roperly  illuminate 
the  window  because  a  full  light  eflect  can  be  concen- 
trated on  the  goods  shown.  It  need  not  be  of  mahog- 
any or  other  expensive  wood.  In  many  cases  com- 
position board  will  do  very  well.  This  is  usually  a 
wood-veneer  with  an  outer  layer  of  mahogany,  oak 
or  other  hard  wood  and  a  backing  of  roofing  paper ; 
other  kinds  are  made  from  wood  pulp.  This  board 
comes  in  pieces  eight  feet  or  more  long  and  four  feet 
wide  ;  is  light  in  weight  and  takes  paint  readily. 

Finishing  Your  Background 

A  plush  or  other  hanging  can  l^e  used  instead  of 
permanent  construction,  but  a  background  of  this  kind 
is  likely  to  be  dust  laden  most  of  the  time. 

There  are  many  ways  to  finish  the  job — paint,  stain 
or  varnish  ;  either  glossy,  semi-gloss  or  dull.  There  are 
also  many  inexpensive  ready-mixed  wall  colors  like 
alabastine  or  the  kalsomine  order,  easily  mixed  with 
water  but  which  dry  quickly  and  do  not  rub  ofif.  Color 
schemes  can  be  solid  or  contrasting,  but  should  pre- 
ferably be  tints  or  of  the  lighter  shades.  If  of  the 
"wall  color"  kind  they  can  be  changed  often  with  lit- 
tle trouble  and  expense. 

A  background  that  serves  very  well,  may  be  made 
by  constructing  a  frame  of  ;54"i"ch  lumber,  four  inches 
wide,  mitered  at  corners. 

This  should  be  made  six  feet  six  inches  and  divided 
into  panels  from  30  to  36  inches  wide.  The  latter  can 
be  filled  with  composition  board  or  felt.  This  comes 
72  inches  wide  at  a  cost  of  $1.25  to  $1.50  per  yard. 
A  good  color  scheme- is  a  frame  of  light  gray  with  the 
panels  in  darker  tone  of  the  gray. 

Five  to  six  feet  from  the  window  glass  to  back- 
ground is  a  good  depth. 

The  Window  Floor 

The  floor  of  the  window  is  deserving  of  much 
thought  and  care,  for  it  will  do  much  to  enhance 
or  detract  from  the  appearance  of  the  merchandise 
shown.  A  hardwood  floor  of  oak  with  a  parquetry 
border,  polished  or  hard  oil  finished,  is  the  best  for 
all  purposes.  It  is  easy  to  keep  clean,  and  wit):  care 
will  look  well  for  years.  Frequently  a  dark  green  car- 
pet is  used  with  a  ])ar'quetry  l)or(ler.  Linoleum  may 
1)e  hard  in  ])ar(|uetry  patterns  and  when  shellaced  or 
varnished  serves  very  well. 

The  Window  at  Night 

The  value  of  a  show  window  is  increased  greatly 
at  night  by  two  important  conditions: 

(1  )  I'hc  mind  nf  llic  observer  is  freer  at  night 
than  (hiring  the  luistle  and  bustle  of  the  l)usincss 
day,  and  so  more  sensitive  to  impression. 


(2)  The  drawing  power  of  the  display  is  greater 
l)ecause  of  the  greater  contrast  between  the  bright 
window  and  its  darker  environs. 

Therefore,  it  is  of  first  importance  to  properly  il- 
luminate the  display. 

The  light  sources  should  be  at  the  top  and  front 
of  the  window  and  completely  concealed.  Lamps 
should  be  placed  so  that  the  light  cannot  enter  the 
eye  direct  from  the  luminous  center.  The  pupil  of 
the  eye  adjusts  itself  to  the  brightest  spot  in  the  range 
of  vision,  and  if  contracted  on  account  of  the  lamps  be- 
ing in  sight,  the  goods  are  necessarily  less  visible  and 
the  selling  power  of  the  display  greatly  lessened. 

Don't  deceive  yourself  by  failing  to  realize  the 
number  of  people  who  see  your  show  windows  at  night. 
During  the  day  the  passer-by  may  not  have  time  to 
give  your  window  more  than  a  passing  glance.  At 
night  only  the  bright  spots  are  points  of  interest  and 
he  has  more  time  and  will  study  your  display  critically. 
Merchants  say  that  they  have  watched  this  matter 
closely  and  have  frequently  seen  men  anc!  women  who 
were  "window  shopping"  the  night  before,  in  the  store 
and  buying  the  next  day.  Try  it  yourself  and  you  will 
be  convinced  that  your  window  should  be  properly  il- 
luminated at  night. 


Moccasins  of  Merit 

Our  illustration  is  one  of  the  line  of  moccasins 
manufactured  by  the  well-known  firm  of  R.  G.  Long 
and  Company,  Toronto.  These  are  sewn  with  oileil 
thread  and  are  particularly  durable.  It  is  said  that 
the  R.  G.  Long  Company  manufacture  more  moccasins 


than  any  other  Canadian  firm.  Branches  have  been 
established  in  Indian  and  South  America  with  special 
facilities  for  buying,  and  the  firm  are  now  doing  their 
own  tanning.  Mr.  "Bob"  Long  is  now  on  a  selling 
trip  through  to  the  west  coast  and  reports  splendid 
business. 


Fire  Destroys  Tannery 

'l"he  llaslings  tannery  of  the  lireitliaiipt  Leather 
Company,  Kitcliener,  Out.,  was  destroyed  i)y  fire  on 
the  morning  of  October  23.  It  l)urned  quickly  on  ac- 
count r)f  the  inflammable  oils  and  chemicals,  and  there 
was  little  chance  for  firemen  to  do  more  than  save  the 
surrounding  l)uildings.  loss  is  estimated  at  about 

$200,000,  there  l)eing  a  lieavy  stock  of  finished  leather 
on  hand.    .\I)oiit  one  hundred  men  were  eni])loved. 
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A  class  in  dissecting  at  one  of  the  SchoU  courses  in  Practipedics. 


Learning  Anatomy  of  the  Foot 

THE  Scholl  Manufacturing-  Comi^any,  of  Chicago, 
recently  inaugurated  a  series  of  one-week  resi- 
dent courses  in  practipedics,  the  first  of  which 
were  conducted  in  Chicago  in  August,  under  tlie 
auspices  of  the  American  School  of  Practipedics. 
These  classes,  of  which  there  were  four,  occupied  just 
one  week  each,  and  consisted  of  instruction,  in  concen- 
trated form,  on  the  subjects  of  anatomy  of  the  foot  and 
leg,  diagnosis  of  foot  ailments  and  their  mechanical 
correction  through  the  use  of  proper  appliances.  These 
intensive  classes  covered  a  very  wide  field,  and  had 
crowded  into  them  a  much  greater  fund  of  information 
than  it  would  seem  possible  to  put  into  any  one  week. 
All  of  the  students,  of  whom  there  were  large  numbers, 
were  more  than  pleased  with  the  results  obtained,  and 
so  great  was  the  demand  from  the  East  that  similar 
courses  were  held  at  the  New  York  office  of  the  Scholl 
Manufacturing  Company.  Following-  a  still  further 
demand  in  Chicago  for  additional  courses  for  those 
who  were  employed  during  the  day,  a  single  class  was 
held,  occupying-  the  two  weeks  frt)m  October  22  to  No- 
A-ember  3,  and  met  in  the  evenings  only.  The  illustra- 
tion shows  one  of  the  classes  in  dissectiu"-. 


Economy  in  French  Army 

THOUSANDS  of  old  shoes,  muddy  and  worn,  are 
collected  iby  the  French  military  and  cleaned,  re- 
paired,and  made  ready  to  be  issued  again.  Some- 
times they  are  in  such  a  condition  that  they  can- 
not be  used  as  soldiers'  marching  boots,  and  then  the 
uppers  are  detached  and  refitted  to  wooden  soles,  which 
are  much  appreciated  by  the  soldiers  during  their  ser- 
vice in  wet,  muddy  trenches.  Odd  pieces  of  leather  are 
stamped  out  into  buttoms  for  the  uniforms  of  prison- 
ers. This  system  was  inaugurated  purely  for  economic 
reasons,  and  as  an  estimate  of  its  value  the  following 
figures  arc  interesting  in  connection  witii  diffcrenl 
articles  salvaged  one  way  and  another : 

Two  thousand  cartridge  pouches  are  repaired  on  an 
average  every  day,  at  a  cost  of  about  1  cent  each, 
whereas  new  ones  would  cost  80  cents  each.  liy  the 
repair  of  soiled  and  torn  sheci)skin  jackets  a  profit  of 
$1,500  daily  is  made.  The  mending  of  overcoats  saves 
the  government  al)out  $3,000  daily.  With  pieces  of 
cloth  cut  from  old  uniforms  the  women  make  8,000 
l)airs  of  cloth  slippers  daily,  each  pair  worth  40  cents, 
while  by  piecing  together  old  shoes  300  pairs  of  new 
ones  are  mj:de  everv  dav. 
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A  Good  Idea  at  the  Big  88 

Mr.  Warren  T.  Fegan,  proprietor  of  the  IViy;  88  Shoe 
Store,  Toronto,  has  just  put  into  effect  a  very  proniis- 
ini^-  little  store  advertisin<4-  stunt.  This  consists  of  a 
numiber  of  bracket  picture  frames,  measnrino-  about  12 
inches  deep  by  8  inches  wide,  attached  to  the  uprights 
of  the  shelvin<^-,  just  above  the  line  of  vision.  Each 
frame  contains  a  card  with  a  brii^ht  announcement  on 
each  side.  The  cards  slide  in  a  j4roove,  and  may  be  re- 
moved or  replaced  in  a  jiffy.  The  brackets  are  spaced 
about  every  fifteen  feet  on  each  side  of  the  store  and 
are  similar  to  the  sketch  herewith.  Customers  waitin,t;- 
to  he  fitted  invaria'bly  look  around  them,  and  these 
cards  attract  in  much  the  same  manner  as  the  adver- 
tising in  a  street  car.    Filled  with  sales-getting  mes- 


We  Have: 
Cozy 

Theiy're— 
~  Comfy 


"  —  Frame 

~~  S/ot  far 
inserTina 
card 


^Screw  hole 


sages,  such  as  Mr.  Fegan  has  placed  in  them,  they  are 
proving  of  splendid  value,  at  little  expense.  The  word- 
ings used  at  the  present  time  are  as  follows,  these  being 
placed  advantageously,  having  in  view,  of  course,  the 
section  of  the  store  where  they  are  most  appropriate : 

Boots  for  rough  weather — All  solidly  made. 

Boys'  boots  for  tough  wear. 

Best  rubber  heels  put  on — 50  cents  a  pair. 

We  do  neat  repairing — try  us. 

Try  a  pair  of  fil:)re  sole  'boots — they  satisfy. 

]>uy  ruibbers  and  save  your  shoes — Do  it  now. 

One  i^rice  to  all — Every  pair  marked  in  plain  figures. 

Military  dress  boots — They're  smart. 

Insoles  made  of  cork,  felt,  and  leather. 

Rubber  boots  are  the  thing  for  snow  or  rain. 

Our  salesmen  are  experts — Ask  their  advice. 

Our  record  has  stood  for  31  years. 

Send  your  children  to 
special  attention. 

Get  a  pair  of  overshoes- 
and  warm. 


be  fitted — We"ll  give  them 
—They'll  keep  your  feet  dry 


J"\)r  lired  feet  get  arch  su])ports — They'll  give  you 
relief. 

Growing  girls'  boot.s — in  all  colors. 

We  have  c(jsy  slipper.s— They're  very  c(jmfy. 

Our  spats  fit — See  them. 

Walk-strate  heel  ])ads  keep  your  boots  in  ])roper 
.-ilia|)e. 

()ur  ])hone  num^I)er  is  Main  88 — Call  us  up. 
'J'hank  vou — Come  a"ain. 


AN  INVITATION 

Footwear  in  Canada  extends  to  every  retail 
shoe  merchant  in  Canada  an  invitation  to  send  in 
photographs  of  their  window  displays.  An  inter- 
change of  display  suggestions  will  be  of  value  and 
interest  to  all  alike,  and  no  expense  will  be  en- 
tailed by  the  retailer  beyond  the  cost  of  sending 
in  the  picture.    Do  it  to-day. 


A  Commercial  Innovation 

A  thirty-storey  building,  to  be  known  as  the  Bush 
I>U3'ers'  Building,  is  nearing  completion  in  New  York 
at  130  Forty-second  Street.  Three  floors  of  this  build- 
ing are  exclusively  for  a  club  home  fr  buyers;  twent\- 
seven  for  buying  purposes.  Several  floors  will  be  de- 
voted exclusively  to  the  shoe  trade,  and  facilities  will 
be  provided  for  holding  various  style  and  fashion 
shows.  Membership  is  by  invitation  only,  and  the  aim 
of  the  management  is  to  protect  buyer  and  seller  in  a 
way  not  afforded  by  hotels  or  office  buildings.  It  is  an 
idea  of  mutual  commerce  service  conceived  by  Irving 
T.  Bush,  whose  constructive  thought  created  the  fam- 
ous $40,000,000  Bush  Terminal  City  on  a  stretch  of 
barren  shore. 


Feature  Skating  Togs 

The  time  is  now  at  hand  to  look  to  the  matter  of 
selling  skating  boots  and  accessories.  A  popular  idea 
this  year  is  to  incorporate  in  the  shoe  window  a  dis- 
play of  knitted  mufflers,  toques,  mittens,  and  so  on.  If 
the  retailer  is  not  in  a  position  to  handle  these  lines 
himself,  a  display  could,  perhaps,  be  borrowed.  If  a 
mirror  is  available,  it  can  be  arranged  in  the  centre  of 
the  window  to  resemble  a  skating  rink.  Around  it  the 
display  of  skating  boots  and  skates  may  be  arranged, 
while  to  ithe  rear  could  be  placed  articles  of  clothing, 
hockey  sticks,  and  so  on.  The  brighter  the  colors  are 
in  a  set  of  this  kind  the  more  striking  it  ap])ears. 
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8154 

Cherry  Calf  Lace,  8-inch  Taupe  Buck 
Top.     Last  28. 
Sizes,  2  to  7.    Widths,  B,  C,  D. 
$6.50 


8196 

Brown  Kid  Lace.  8'/2-inch. 
Sizes.  21^  to  7.     Widths,  A. 

$7.75 


Last  25. 
B,  C,  D, 


9092 

Kid    Lace   Mat   Top,   8-inch.    Last  23 
Sizes.  2  to  7.    Widths,  B,  C,  .D. 
$5.60 


8196 

Cherry   Calf   Lace,  9-inch.     Last  27 
Sizes,  2  to  7.    Widths,  B,  C,  D. 
$6.50 


9118 

All  Kid  Lace,  9-inch.     Last  27. 
Sizes,  2  to  7.    Widths,  A,  B,  C,  D. 
$6.25 


Pecan  Brown  Calf  Lace,  8-inch.  Last  26 
Sizes.  2  to  7.    Widths,  B.  C,  D.  $6.15 
8197 

Similar   to   8194  with   Fibre   Sole  and 
Rubber   Heel.    Same  sizes  and  widths. 
$6.00 


All  prices  subject  to  change  without  notice 
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7039  9115  8183 

All  Velour  Lace,  8-inch.    Last  28.  Kid    Lace.    Taupe    Buck    Top,    9-inch.  No.   24.   Gray  Kid   Lace,  8-inch, 

Sizes,  2  to  7.    Widths,  B,  C,  D.  Last  27.  Last  25— Wood  Heel 

$5.75  Sizes,  2  to  7.   Widths,  A,  B,  C,  D.  Sizes.  3  to  6'/2.   Widths,  B,  C.  D. 

$7.00  $9.35 


Terms  :  Net  30  "Days 

/i/f 


38 


FOOTWEAR    IN  CANADA 


November,  191 


IV rite  for  Styles  you  have  In  Stock- 
Order  by  Stock  Number. 
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Universal  Abuse  the  Cause  of  Flatfoot 

J.  J.  Nutt,  M.D.,  noted  orthopedic  surgeon,  writing  in  Physical  Culture  magazine  gives 
many  valuable  pointers  that  will  be  useful  to  the  retailer  studing  orthopedics. 


FLATFOOT  has  l)een  the  cause  of  thousands  of 
our  patriotic  young-  men  being  deprived  of  the 
opportunitiy  of  serving  God  and  their  country  at 
this  momentous  period  in  the  history  of  civiHza- 
tion.  Probably  the  majority  of  these  men  have  feet 
potentially  quite  fit  and  only  unfit  now  because  of  mis- 
use. Where  such  is  the  case  it  is  possible  ])y  earnest 
endeavor  to  correct  the  condition.  Frequently  it  takes 
but  a  few  weeks  of  treatment  to  make  the  previously 
rejected  applicant  an  accepted  recruit. 

The  cure  of  feet  which  are  structurally  abnormal  or 
which  have  bony  deformity  or  some  serious  disease 
cannot  be  so  easily  accomplished.  F"or  example,  what 
is  known  as  flat-foot  is  a  most  difficult  condition  to 
cure,  and  is  not  always  recognized  as  of  a  serious  na- 
ture during-  the  early  stage  even  by  the  e.xamining- 
physician.  Yet,  according  to  Colonel  Robert  Jones,  a 
foremost  English  orthopedic  surgeon  :  "A  patient  with 
this  condition  of  the  foot  is  quite  unfit  for  military  ser- 
vice, and  should  never  l)e  accepted  as  a  recruit." 

The  same  authority,  in  his  "Notes  On  Military  Or- 
thopedics," says:  "A  bad  case  of  acute  flatfoot  should 
be  fit  for  light  duty  in  three  weeks,  and  for  full  duty 
with  the  heels  of  his  'l^oots  raised  on  the  inner  side  in 
six  weeks  or  two  months." 

The  Cause  of  Flatfoot 

The  condition  of  the  foot  known  as  uncomplicated 
flatfoot  and  \veakfoot  and  pronated  foot,  and  which  is 
so  prevalent  and  usually  treated  by  home  remedies,  is 
the  result  of  incorrect  walking-  and  standing.  Using 
the  foot  as  Nature  intended  it  to  be  used  and  making 
such  simple  alterations  in  the  shoes  as  correct  faulty 
balance  and  allow  of  the  tightening-  up  of  loose  liga- 
ments, are  all  that  is  necessary  to  ett'ect  a  cure.  Pow- 
ders, soaps,  liniments,  "doctor's"  shoes  and  arch  sup- 
porters are  useless  if  the  foot  is  improperly  used. 

The  average  man  stands  with  his  itoes  pointing  out 
ands  his  heels  close  together.  Teachers  of  deportment, 
dancing-  masters  and  drill  masters  have  tatight  this 
position  for  generations,  and  some  are  still  teaching  it. 
It  is  incorrect  for  the  following-  reasons:  The  area  of 
support  is  trapezoid  in  shape  and  less  extensive  than  is 
the  area  of  the  square  formed  by  having-  the  feet  a  few 
inches  apart  and  parallel ;  the  hips  and  knees  are  in  a 
weaker  position ;  the  weight  is  borne  more  by  the 
inner  border,  the  arch,  of  the  foot  than  by  the  stronger 
outer  border,  and,  finally,  in  stepping  off  from  this 
position  it  is  awkward  to  i)resent  the  toe  to  the  ground 
before  the  heel. 

The  illustrations  demonstrate  that  the  tendency 
when  standing  with  the  toes  pointing-  outward  is  to 
roll  the  inner  border  of  the  foot  downward,  lowering 
the  arch  and  pressing  the  forefoot  outward.  On  the 
other  hand,  the  position  of  standing-  with  the  feet  form- 
ing a  square  'base  of  supjjort,  places  the  weight  on  the 
stronger,  outer  border  ot  the  foot  and  prcser\-es  the 
arch. 

Muscles  Must  Have  Rest 

Standing,  however,  e\en  in  the  jiroper  pusitiou  for 
any  length  of  time  is  a  great  strain,  <ui(l  must  hax  e  c\  il 


results.  Every  physiological  structure  needs  both  re^t 
and  exercise  to  develop  and  preser\e  its  usefulness. 
Too  much  of  either  is  injurious.  As  an  illustration  we 
might  cite  the  heart,  which  alternately  works  and  rests 
all  through  life.  Its  periods  of  rest  are  just  as  complete 
as  its  periods  of  work.  So  in  standing  we  must  not 
fatigue  any  one  structure.  This  can  be  avoided  by  hav- 
nig-  the  work  of  support  done  in  turn  by  the  muscles, 
the  ligaments,  and  the  bones.  If  one  stands  with  the 
entire  supporting  surface  upon  the  ground  and  the  feet 
square,  the  ligaments  are  doing  most  of  the  work.  If 
one  stands  on  the  outer  borders  of  the  feet  the  bones 
are 'bearing  the  weight.  Again,  standing  with  the  heels 
slightly  raised  calls  the  muscles  into  play  and  relieves 
the  ligaments  and  bones.  Thus  one  may  stand  for  long- 
periods  without  strain  or  undue  fatigue  by  changing 
continuously,  every  quarter  or  half  minute,  from  one  to 
the  other  of  these  three  positions,  and  this  can  be  done 
without  any  noticea])le  swinging  or  swaying  of  the 
body. 


Correct  Walking— the  heel  of  the  rear  foot  is  raised,  the  arch  increased  and  the 
instep  thrust  outward,  giving  to  the  f"ot  the  appearance  frcm  behind 
of  toeing-in. 

If  one  cannot  stand  on  the  outer  border  of  the  feet 
and  cannot  raise  himself  on  tiptoe  with  a  thrust  out- 
ward of  the  waist  of  the  foot  and  an  emphasizing  of  the 
arch,  then  he  may  have  a  condition  of  the  foot  which 
will  yield  very  slowly  or  not  at  all  to  home  treatment. 

Correct  walking  must  be  done  with  the  toes  point- 
ing straight  ahead.  The  weight  is  placed  on  one  foot 
while  the  other  spurns  the  ground  and  is  carried  for- 
ward to  a  new  position,  the  toes  touching  just  before 
the  heel.  The  weight  is  then  transferred  to  this  front 
foot  while  the  hind  foot  in  its  turn  si)urns  the  ground 
as  the  heel  is  raised,  the  arch  increased  and  the  waist 
or  instep  thrust  outward.  .\s  the  foot  is  raised  upon 
the  toes  the  appearance  from  behind  is  that  of  walking 
pigeon-toed.  The  position  of  relaxation,  of  rest,  is  as'^- 
sumed  I)y  the  foot  when  one  leg  is  crossed  over  the 
othei-,  and  this  position  is  seen  to  be  the  same  whe:i 
the  loot  lea\es  the  ground.  It  is  relaxed,  exerv  struc- 
ture is  at  rest,  and  it  should  he  brought  forward  in  this 
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position.  ]f  one  wishes  to  walk  on  his  heels  it  is 
necessary  to  lose  this  rest  in  order  that  the  toes  may 
be  raised  and  the  heel  lowered.  Tlie  rest  ol^tained  by 
the  toe-walker  in  leavin<^  his  foot  relaxed  as  he  brin<^s 
it  forward  for  a  new  step  is  to  be  compared  to  the  rest 
obtained  by  the  heart  between  beats,  and  preserves  the 
strength  of  all  the  foot-strnctures. 

How  to  Walk 

In  walkinf^  there  should  'be  but  little  movement  at 
the  knee,  the  foot  is  swung  forward  from  the  hip.  This 
makes  for  both  grace  and  endurance.  The  most  grace- 
ful dancers,  the  ex])ert  tennis  players,  athletes  of  all 
kinds,  keep  up  on  their  toes  and  use  free  movement 
from  the  hip. 

It  is  impossible  to  walk  on  the  toes  and  turn  the  feet 
outward  and,  conversely,  it  is  impossible  to  walk  on 
the  heels  with  the  toes  turned  inwards.  The  only  way 
one  can  walk  with  the  feet  pointing  outward  is  by 
])ushing  downward  on  the  inner  border  of  the  foot,  thus 
straining  the  arch,  and  by  holding  the  foot  rigid  while 
l>ring"ing  it  forward,  and  presenting  it  to  the  ground 
heel  first.    All  llatfooted  people  walk  in  this  way. 

In  addition  to  learning  to  stand  and  to  walk  pro- 
perly there  is  an  exercise  which  will  be  found  to  be  of 
great  value  in  training  the  muscles  and  in  strengthen- 
ing the  foot.  This  consists  of  three  figures :  Standing" 
on  one  foot  with  the  other  leg  drawn  up ;  pointing  the 
foot  of  the  drawn-up  leg  forward  and  downward,  then 
straightening"  the  knee  ;  and,  finally,  raising  the  body  on 
tiptoe  and  falling  forward  on  the  extended  leg. 

In  the  first  figure,  holding"  the  thigh  at  right  angles 
to  the  body  flattens  the  back  and  disperses  the  weight 
over  the  supporting  foot  in  such  a  way  that  all  the  in- 
trinsic functions  of  the  foot  are  exercised.  It  is  im- 
portant that  the  flexed  thigh  be  at  a  right  angle  to  the 
body  and  that  he  leg  hang  loosely  from  the  knee.  At 
the  same  time  the  chest  should  be  held  up  and  the  chin 
up  and  well  back.  This  position  may  be  retained  for 
five  or  ten  seconds.  For  the  second  position  the  thigh 
is  slightly  lowered,  the  knee  straightened  and  the  foot 
extended,  pointing  the  toes  downward  and  slightly  in- 
ward and  forward.  This  position  is  of  no  other  object 
than  preparing  for  the  next.  In  the  third  figure  the 
body  is  raised  on  tiptoe,  care  being  taken  that  the  waist 
of  the  foot  turns  outward  and  that  the  arch  is  raised. 
The  body  is  permitted  to  fall  forward  upon  the  toes  of 
the  other  foot.  The  receiving  foot  and  leg  are  held 
rigidly,  until  the  toes  reach  the  ground. 

This  exercise  may  be  done  around  a  room  or  up  and 
down  a  hall  for  three  or  four  minutes  three  times  a  day. 
It  will  hasten  the  cure  if  it  is  performed  many  times 
each  day,  but  should  not  be  given  more  than  a  few 
minutes  each  time,  as  it  is  inadvisable  to  cause  fatigue 
of  any  of  the  structures.  It  must  be  gone  through  with 
at  regular  periods  and  always  in  a  careful,  conscien- 
tious manner. 

Weight  on  Outer  Side  of  Foot 

it  will  be  seen  that  we  try  to  bring  the  outer  border 
of  the  foot  into  more  use  in  weight-bearing  than  the 
inner  border.  Therefore,  it  will  be  of  advantage  to 
have  the  shoes  so  constructed  as  to  hcl])  in  this  shift- 
ing of  the  su])erincumbent  weight.  The  heels  may  be 
raised  ])v  adding  a  (juarter  of  an  inch  wedge  (^f  sole 
leather,  so  placed  that  the  base  of  the  wedge  will  be  at 
the  inner  side  and  edge  of  the  wedge  at  the  outer  side. 
'I'his  will  make  the  heel  a  fpiarter  of  an  inch  higher  on 
ihc  inner  side  than  on  the  outei"  side.    A  we<lg('  is  also 


placed  under  the  sole,  so  as  to  raise  that  along  the  inner 
I)order,  but  this  wedge  should  be  a  trifle  less  than  the 
one  one  the  heel.  Usually  it  is  sufficient  to  raise  the 
inner  border  of  the  shoe  one-quarter  of  an  inch,  but  in 
pronounced  cases  one-half  an  inch  may  be  needed. 
Sometimes  a  callous  will  appear  along  the  outer  border 
of  the  forefoot.  This  is  due  to  the  greater  pressure 
along  this  border,  caused  by  the  tilting  of  the  sole,  and 
unless  too  i:)ainful,  can  be  ignored,  is  it  will  disappear 
after  the  foot  is  cured  and  the  wedge  removed. 

It  is  advisable  in  cases  of  weak-feet  that  the  foot 
never  be  called  upon  even  for  an  instant  to  bear  weight 
except  on  the  outer  l)order.  Op])ortunity  is  thus  given 
for  the  shortening  (jf  the  ligaments  which  have  become 
stretched.  To  accomplish  this  the  foot  should  at  no 
time  be  placed  upon  the  ground  without  having  the 
tilting  heel  and  sole  beneath  it.  Not  even  half  a  dozen 
steps,  as  from  the  bed  to  the  bathroom,  should  be  taken 
without  slippers  or  shoes  which  have  been  wedged. 
\\'hen  these  precautions  are  not  taken,  the  heels  should 


In  the  proper  standing  position  the  base  of  support  is  a  square.  The  weight 
is  thrown  toward  outer  borders. 

itot  be  allowed  to  bear  any  weight  even  for  a  second ; 
standing  and  walking  must  be  done  on  the  toes. 

Proper  Shoes  to  Wear 

As  to  the  clothing  of  the  foot :  Socks  should  be  large 
enough  to  allow  of  full,  free  movements  of  the  toes. 
Shoes  should  be  straight  along  their  inner  border,  so  as 
to  have  no  tendency  to  push  the  great  toe  over  toward 
the  other  toe ;  they  should  be  long  enough  when  the 
foot  is  at  its  greatest  length — that  is,  when  the  foot  is 
bearing  the  full  weight  of  the  body  with  the  heel  on  the 
ground;  they  should  fit  snugly  about  the  heel  and  in- 
step and  there  should  be  no  rubbing  up  and  down  in 
walking  which  produces  blisters ;  the  shank  should  be 
narrow  or  the  leather  under  the  arch  should  be  at- 
tached toward  the  middle  of  the  shank,  a  flexible  shank 
is  desirable  but  not  essential. 

Of  very  great  importance  is  the  toe  of  the  shoe. 
This  should  give  ample  room  for  the  forefoot  to  spread 
to  its  greatest  width  when  weight-bearing  and  be  high 
enough  to  permit  of  a  fist  being  made  of  the  toes. 

The  heel  of  the  shoe  should  be  no  higher  than  the 
sole.  As  in  the  position  of  tip-toe,  the  arch  is  raised, 
the  foot  shortened,  and  altogether  much  prettier  than 
when  weight-])earing  with  the  heel  down,  the  high- 
heeled  shoes  which  hold  the  foot  in  this  arched  and 
shortened  ])ositi()n,  have  become  fashionable.  It  is  not 
the  high  heel  which  is  pretty,  l)Ut  the  arched  position 
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of  the  foot  which  it  enforces.  However,  it  is  impossible 
to  walk  in  such  a  shoe  with  much,  if  any,  grace.  The 
toes  should  reach  the  ground  in  walking  only  slightly 
in  advance  of  the  heel  and  the  higher  the  heel  the  more 
must  the  toe  drop  or  point  downward  to  reach  the 
ground  first. 

When  the  arch  of  the  foot  is  painful  from  a  strain, 
an  arch  of  some  strong  material  will  tend  to  immobil- 
ize it  and  thus  give  relief.  Immobilization,  however, 
means  the  prevention  of  some  function  or  functions, 
and  can  not  be  continued  for  a  prolonged  period  with- 
out incurring  atrophy  and  weakness. 

Therefore,  the}'  should  not  be  worn  except  under 
the  sirpervision  of  a  physician. 


Short  Interviews  with  Vancouver  Shoe  Retailers 
Reveal  Splendid  Trade  Conditions, 

Manager  Cluff  Shoe  Co.,  649  Hastings  St.  West.— 

"Since  the  beginning  of  September  trade  has  been  ex- 
ceptionally good,  the  bulk  of  it  being  in  the  ladies' 
department.  Men's  trade  has  fallen  off  in  the  last 
three  weeks.  We  attribute  this  to  the  fact  that  many 
of  our  men  are  enlisting,  and,  of  course,  will  wear  the 
army  boots.  The  children's  trade  has  not  changed  to 
any  great  extent,  it  is  just  about  normal.  The  styles 
which  are  selling  cover  the  whole  range,  from  a  staple 
shoe  right  through  to  the  novelty.  The  medium  low 
heel  shoe  is  in  good  demand  and  is  shown  in  the 
two-tone  and  solid  colors.  The  novelty  shoe  is  still 
selling,  but  in  quieter  shades  than  before.  The  best 
sellers  are  the  better  class  shoe,  regardless  of  price. 
The  lower  priced  shoes  have  no  call  at  all,  and  we  are 
getting  rid  of  this  stock.  It  is  just  as  easy  to  get 
$10.00  for  a  pair  of  shoes  now  as  it  used  to  be  to  get 
$5.00." 

E.  P.  Cornett,  Ingledew  Shoe  Co.,  666  Granville  St. 

— "Business  has  improved  steadily  right  along,  and  is 
easily  fifty  per  cent,  better  than  a  year  ago.  Of  the 
shades  that  are  being  shown  for  the  fall  trade,  browns 
and  greys  are  the  two  popular  colors,  with  their  dif- 
ferent combinations  of  cloth,  buck,  etc.,  tops.  There 
is  a  strong  showing  of  cloth  tops  this  season.  Al- 
though lower  top  shoes  are  being  advocated,  they  are 
not  being  shown  (8  in.  to  10  in.  still  have  the  call). 
Black  is  getting  stronger  as  the  season  advances,  and 
later  on,  when  the  wet  weather  sets  in,  they  will  be 
in  good  demand.  In  some  of  the  larger  centres  they 
are  trying  to  introduce  the  button  shoes  again,  but 
they  are  not  taking  to  them  here.  Lower  heel  boots 
(military  heel)  are  in  demand,  and  also  the  flat  heel 
for  walking,  in  dark  brown  and  blacks,  colored  tops, 
etc.  Over-gaiters  are  being  worn  again  this  season 
to  a  great  extent  over  pumps  and  also  over  high 
shoes.  Different  colored  rubbers  are  being  shown  in 
greys,  whites,  etc.,  the  white  having  the  best  sale,  but 
they  are  hard  to  get." 

Mr.  C.  B.  Stanford,  Edward  Stark  Shoe  Co.,  566 
Granville  St. — "Our  summer  business  just  ended  has 
been  the  best  since  the  war,  and  compared  very  favor- 
ably with  the  better  months  before  that  time.  Our 
early  fall  business  has  started  out  very  good — we  have 
now  in  our  employ  a  larger  staff  than  ever  before.  As 
for  styles,  we  are  showing  shoes  with  the  new  medium 
low  walking  heel,  in  dark  browns,  medium  shade  tans, 
black  and  greys,  with  the  difl'erent  coml^inations.  Our 


children's  department,  carrying  all  the  different  widths 
so  as  to  have  perfect  fits.  We  look  forward  to  doing 
the  best  fall  business  in  our  experience  in  Vancouver." 

Goodwin  Shoe  Co.  (Men's  shoes  only),  123  Hast- 
ings Street  East. — "Business  has  been  very  good,  and 
in  fact  beyond  our  expectations,  despite  the  high  prices. 
We  seem  to  be  selling  more  shoes  than  ever  before, 
and  when  wet  weather  sets  in  expect  to  do  an  even 
bigger  business.  Styles  are  running  to  sensible  shoes 
— colored  and  fibre  soles,  and  the  English  last  is  still 
selling  strong,  especially  with  medium  high  toe.  Black 
is  a  good  seller,  and  also  Havana  brown." 

Cornett  Bros.  (Men's  shoes  only),  56  Hastings  St. 
West. — -"Trade  conditions  are  very  good,  in  fact  the 
best  that  have  prevailed  in  Vancouver  since  the  slump. 
We  are  reaping  the  benefit  through  the  shipbuilding 
and  mimitions  industries,  owing  to  the  large  number 
of  heavy  boots  being  worn  by  the  men  ;  logg'ers'  boots 
are  also  good  sellers  owing  to  the  lumber  industry  be- 
ing so  active.  Trade  in  the  finer  shoes  is  very  good 
indeed.  The  shades  that  have  most  call  are  African 
brown  and  royal  purple,  and  the  receding  toe  style  is 
also  a  good  seller.    Fibre  soles  are  in  good  demand." 

Wilson  Shoe  Co.  (Ladies'  and  Men's  Shoes),  159 
Hastings  Street  West. — "Trade  conditions  have  been 
very  satisfactory.  Our  business  has  improved  fifty  per 
cent,  at  least  over  last  year.  People  are  favoring 
lower  heeled  shoes ;  there  has  been  a  slight  falling 
off  in  colored  tops.  Brown  calf  shoes  with  military 
heel  and  black  kid  with  Cuban  heel  have  the  call. 
People  are  buying  the  better  class  shoe  at  the  high 
prices,  realizing  that  it  is  more  economical  in  the  long 
run.  The  only  lines  that  we  are  not  moving  at  pre- 
sent are  shoes  at  $5.00  and  under.  Black  shoes  will 
have  a  heavy  call  later.  The  men's  shoe  trade  is  a 
little  quiet  (perhaps  owing  to  conscription,  continued 
fine  weather,  etc.).  Browns  in  the  English  last,  with 
medium  high  toe,  seem  to  be  very  popular.  We  are 
looking  forward  to  a  very  heavy  trade  right  up  to 
Christmas." 


Held  a  "  Punkin "  Contest 

On  Friday,  October  26,  Knechtel  &  Co.,  shoe  re- 
tailers, Woodstock,  Ont.,  commenced  a  "Pumpkin  Con- 
test Shoe  Sale."  In  the  page  advertisement  of  this  big 
sale  on  the  preceding  Thursday  it  was  announced  that 
five  prizes  would  be  offered  to  the  pumpkin  growers. 
These  were  as  follows:  For  the  most  perfect  pumpkin, 
one  pair  of  men's  or  ladies'  fine  dress  boots,  choice  of 
any  pair  in  the  store  up  to  $10;  for  the  largest  pump- 
kin, one  pair  of  men's  or  ladies'  rubber  boots,  best  in 
the  store;  for  the  most  awkward  or  freak  pumpkin, 
one  pair  of  men's  stub  proof  rubbers  and  socks;  for  tlic 
finest  color  pumpkin,  one  pair  of  boys'  good,  strong 
school  shoes;  for  the  longest  shape  pumpkin,  one  pair 
of  girls'  shool  shoes,  value  up  to  $4.  In  a  letter  to 
Footwear  in  Canada,  Messrs  Knechtel  &  Co.  advise 
that  the  day  following  this  advertisement  a  large  num- 
ber of  people  from  the  city  and  vicinitv  brought  in 
their  pumpkins  to  enter  the  contest  and 'the  majority 
of  them  made  purchases  at  the  same  time.  As  it  is  some- 
thing new  in  the  advertising  line  in  Woodstock,  the 
company  feel  that  it  is  one  of  the  best  trade  boosters 
they  have  ever  had.  The  contest  closed  on  Xo\-ember 
10  and  the  specimens  were  judged  on  Xovember  12  b\ 
members  of  the  Horticultural  societv,  after  wliicli  tliev 
were  donated  to  dift'ercnt  patriotic  associations. 
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Importance  of  Finishing  Repaired  Shoes 

Don't  Spoil  Good  Workmanship  by  Inattention  to  this 
Detail— Study  the  Factory  Finish 


HOWEVER  well  the  job  is  performed  in  its 
mechanical  features,  if  it  is  slovenly  finished 
it  loses  a  great  part  of  its  value  in  the  eyes  of 
the  customer.  You  can  cover  a  piece  of  fine- 
grained oak  with  whitewash  and  it  will  look  no  better 
than  soft  pine,  but  finished  in  a  painstaking-  and  proper 
manner  it  becomes  a  thing  of  beauty.  A  writer  in  the 
Shoe  Repairer  enlarges  on  the  importance  of  this  mat- 
ter in  a  very  instructive  way  : 

I  walked  into  a  repair  shop  one  day  and  1  noticed 
the  repairer  shaking  something  in  a  large  dish.  This 
repairer  made  bottom  finish  that  did  the  work  to  some 
extent  and  saved  him  money,  but  did  not  give  the  re- 
sults possible  with  the  kind  of  finish  bought  outside 
from  a  reliable  dealer.  The  trouble  is  that  the  finishmg 
operation  is  not  given  the  consideration  it  deserves  by 
the  average  repairer,  who  seems  to  think  that  anything 
that  will  reasonably  satisfy  is  enough. 

The  fact  is  that  all  shoe  factories  pay  the  utmost 
attention  to  the  finishing  touches  on  all  kinds  of  shoes 
—the  cheapest  included.  It  is  the  finishing  operation 
that  sells  a  cheap  grade  shoe,  and  that  fact  is  well 
known  by  shoe  manufacturers.  It  is  in  human  nature 
to  like  or  dislike  anything  by  the  impression  conveyed 
by  the  eye,  and  when  old  shoes  are  handed  out  with  a 
new  appearance,  the  customer  is  pleased,  and  pays  out 
his  or  her  money  with  more  satisfaction. 

Never  judge  human  nature  by  yourself,  as  there  are 
many  things  which  you  deem  of  minor  import  that  are 
considered  quite  important  by  the  public  generally. 

Pleasing  the  Feminine  Cusomer 

Never  finish  a  woman's  shoe  with  a  black  bottom,  as 
the  shoe  then  looks  heavy  and  far  from  attractive  and, 
besides,  conveys  the  idea  that  a  black  finish  is  put  on 
purposely  to  cover  up  a  cheap  sole.  It  is  a  noticeable 
fact  that  those  repairers  who  sell  new  shoes  in  connec- 
tion with  their  repairing  business  do  finish  repaired 
shoes  in  a  better  manner  than  repairers  who  do  not  deal 
in  new  shoes  and  who  are  apt  to  compare  their  work 
with  work  performed  on  brand  new  shoes. 

It  is  iby  comparison  that  we  progress,  and  that  fact 
is  so  well  recognized  by  a  large  shoe  manufacturer  that 
he  has  sample  work  placed  constantly  before  each  oper- 
ative, and  the  edges  are  set  twice  in  some  factories.  The 
weakest  point,  however,  in  the  repair  shop,  in  the 
writers  opinion,  is  at  bottom  finishing.  Edge  setting  is 
not  acceptable  at  all  in  some  shops,  as  a  shiny  surface 
is  deemed  sufficient,  but  real  edge  setting  means  a  hard 
surface  with  a  hard  foundation,  if  it  is  to  stand  during 
wear.  Too  many  re]xurers  do  not  care  how  long  the 
edges  last  after  once  out  of  their  hands,  and  this  is  a 
mistake.  Many  customers  are  thus  \ost,  since  many 
will  have  the  edges  set  over  now  and  then,  and  natur- 
ally do  not  go  l)ack  to  the  rci)airer  who  slights  thai  i)arr 
of  the  work. 

Use  Hot  Iron  Carefully 

The  hoi  iron  sliould  be  used  but  moderately,  as  too 
much  ironing  will  burn  out  the  wax  in  the  linish  and  a 


d(juble  edge  will  result.  To  i)roperly  set  edges  the  iron 
must  compress  and  shape  the  edge,  and  both  hands  ot 
the  workman  are  needed  to  press  the  shoe  against  the 
iron.  The  writer  is  now  speaking  of  edge-setting  at  an 
edge-setting  machine  having  the  oscillating  movement. 

The  rotary  edge  setter  is  excellent  on  cheap-grade 
leather,  as  then  it  is  better  to  lay  the  fibre  all  in  one 
direction.  lUit  as  repairers  generally  use  reasonably 
fine  quality  leather,  the  oscillating"  machine  is  the  bet- 
ter of  the  two  in  the  general  run  of  shoe  repairing. 

Burn  in  the  Indentions 

It  may  be  well  here  to  note  a  fact  about  indentmg 
and  thereby  destroy  the  generally  false  idea  about  that 
operation,  which  is  that  indentations  are  produced  by 
excessive  compression,  when  as  a  fact  the  correct  way 
is  to  burn  in  the  impressions,  and  this  is  now  being 
done  in  shoe  factories  that  held  to  the  idea  for  a  long 
time  that  pressure  of  the  tool  against  the  work  was  tne 
correct  way  of  indenting  between  stitches.  The  tool  is 
so  hot  that  a  guard  has  to  be  set  in  front  of  it  to  pre- 
serve the  vamp  from  damage. 

With  edge  setting  it  is  compressing  and  rul)]jing 
that  do  the  work,  and  excessive  heat  applied  to  the 
edge  setting  tool  would  burn  the  wax  in  the  finish  be- 
for  the  necessary  amount  of  rubbing  and  condensing 
could  take  place.  Another  point  about  finishing,  either 
edges  or  bottoms,  is  the  one  relating  to  overdoing — 
bearing  in  mind  that  too  much  rubbing-  will  give  the 
same  effect  as  burning,  as  then  the  result  is  frictional 
burning  up  of  the  finish. 

Finishing  the  breast  of  the  F"rench  heel  is  also  im- 
portant, as  'being  high  it  is  bound  to  show  while  the 
shoe  is  on  the  foot.  Relating  to  this  kind  of  heel,  the 
writer  is  reminded  of  the  trouble  experienced  by  most 
rpairers  in  repairing  or  resetting  such  heels.  French 
heels  do  come  off  quite  often,  simply  because  that  part 
of  the  heel  next  the  heel  seat  is  made  of  paper  or  very 
cheap  lifts  of  leather.  There  is  nothing  to  do,  then,  but 
substitute  new  lifts,  so  that  the  nails  will  grip  and  hold 
the  heel  on  the  shoe,  and  in  so  doing-  most  repairers  do 
not  finish  the  breast  of  the  heel  niceh'. 

The  breasting  blade  is  needed  to-day  in  repair  shops 
that  deal  with  city  folks,  and  a  breasting  machine  oper- 
ated by  the  foot  can  be  bought  for  a  few  dollars;  and, 
by  the  way,  a  breasting  blade  could  be  applied  to  heel- 
reducing  machine.  But,  whatever  the  means  employed 
to  breast  the  heel,  the  fact  always  remains  that  sanding 
is  a  necessity.  All  shoe  factories  sand  oft'  the  breast  of 
high  heels,  and  most  of  them  finish  same  as  bottom. 
The  sanding  wheel  is  simply  a  large  cone,  on  to 


Said  the  duck:  I  take  off  my  hat  to  the  rooster. 
He's  crowed  about  himself  until  they've  put  his 
statue  on  the  barn!    It  pays  to  advertise. 
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which  fine  sandpaper  is  appHed.  Sanding-  the  breast  of 
heels  can,  of  course,  be  done  by  hand  ;  and,  were  it  not 
for  the  fact  that  the  cone  is  easily  available,  the  writer 
would  not  mention  it  to  repairers.  The  top  lift  should 
be  of  the  condensed  kind  on  all  heels,  but  more  on 
French  style  heels,  because  the  ordinary  lift  will  spread 
out  and  be  used  up  quicklv,  being  of  such  small  size. 
Some  use  brass  screws  to  fasten  it  on,  and  screws  are 
also  used  by  some  shoe  manufacturers  and  repairers  to 
hold  same  to  heel  seat  of  the  shoe.  If  nails  are  used, 
they  must  be  long  enough  to  go  through  nearly  all  the 
lifts,  and  even  steel  nails  are  hard  to  drive  straight  in 
two  or  three  inches  of  leather.  By  straight  I  mean 
positively  toward  a  definite  point,  as  heel  nails  should 
be  driven  slanting  toward  the  breast,  so  as  to  bring  the 
rear  part  of  the  heel  to  the  heel  seat. 

The  shank  part  is  usuallv  finished  difl:'erently  than 
the  forepart.  The  shank  is  sanded  on  a  pad  in  shoe  fac- 
tories, and  this  pad  rotating  vertically  gives  a  darker 
shade  to  the  surface  of  the  sole,  so  that  the  same  finish 
on  both  the  forepart  and  shank  part  will  produce  a  dif- 
ferent efifect.  First  a  compass  with  a  blade  at  one  of 
its  ends  is  used  to  cut  in  the  sole  for  a  separating  line 
between  the  forepart  and  to  guide  the  application  of 
finish,  sanding  on  the  pad,  etc.  Wheeling  and  strip- 
ping- are  thincrs  of  the  past  now,  and  the  modern 
method  is  to  finish  plain  but  very  neatly.  "Beautiful 
in  its  simplicity,"  we  may  well  say  of  certain  things, 
and  that  applies  to  a  shoe  which  is  finished  neatly  and 
without  ornamentations  or  fancy  designs,  etc.  Whar 
is  true  about  the  bottom  is  also  true  about  the  upper, 
and  if  you  have  noticed  perforations,  colored  thread, 
etc.,  have  all  been  discarded. 

Rub  Down  the  Welt 

The  welt  strip  is  often  stained  in  shoe  factories,  and 
that  is  not  always  feasible  on  an  old  shoe ;  but,  whether 
stained  or  not,  the  thread  should  be  white  on  the  welt 
and  well  rubbed  down.  A  bone  or  rubbing  iron  is  used 
for  the  purpose,  and  that  helps  toward  giving  the  fin- 
ishing touches  to  a  shoe. 

WHien  re-soling  with  nails  some  repairers  use  a  very 
fine  nail  with  a  small  head  and  drive  way  in,  so  that 
once  sanded  the  nails,  and  even  the  perforations,  are 
harly  visible.  Such  fine  nails  have  to  be  set  in  close 
proximity  to  each  other.  Leaving  the  heads  of  the  nails 
flush  with  the  leather  will  damage  sandpaper  and  will 
not  allow  so  neat  a  finish.  The  heads  of  the  nails  show 
on  the  top  hft,  but  in  shoe  factories  a  blade  is  used  to 
take  ofl:'  the  finish  from  the  heads  of  the  nails,  as  a  shin- 
ing row  of  nails  is  deemed  a  part  of  the  finishing  efifect 
on  the  heel.  These  are  little  things  by  themselves,  but 
contribute  in  giving  the  desired  result  in  the  aggre- 
gate— namely,  a  neat  l)ottom  finish  ri\aling  with  the 
shoe  factory  art. 


Care  of  the  Shuttle  and  Bobbin 

Bobbins  will  wear  down  and  the  tension  will  he 
bad,  the  thread  will  not  come  out  smoothly,  so  that 
the  old  bobbins  have  to  be  thrown  away.  The  shuttle, 
with  proper  care,  will  stand  a  long  time.  What  is  pro- 
per care?  To  oil  often  and  a  little  each  time.  But  to 
oil  the  bobbin  means  oil  upon  the  sole,  and  still  the 
bobbin  needs  oiling.  A  machine  operator  oiled  the 
bobbins  and  thereafter  wiped  them  with  a  piece  of 
cheesecloth,  so  that  no  oil  would  flow  on  to  the  thread 
during  the  operation.  This  idea  is  o.  k.,  as  well  as  to 
heat  up  the  l)obl)in  before  inserting  in  the  machine. 
^^Mlen  the  1)ol)bin  tliread  has  been  once  heated  and  al- 


lowed to  cool,  it  has  to  come  off  and  be  thrown  aside. 
Bobbin  thread  is  often  too  heavy  for  the  needle  thread, 
and  cuts  the  needle  thread  nearly  in  half  in  some  cases, 
so  that  the  seam  is  thereby  much  weakened.  The 
shuttle  wears  down  the  raceway  and  gets  loose,  and  a 
loose  shuttle  will  operate  fairly  well;  but  beware!  as 
at  high  speed  it  may  fiy  out  and  Ijreak  the  raceway  and 
then  the  cost  is  double,  since  the  shuttle  is  invariably 
ruined  under  the  strain  of  l)reaking  through  the  race- 
way. The  shuttle  and  bobbin  never  can  be  overheated; 
heat  up  as  much  as  possiljle.  'Die  shuttle  point  must 
always  be  smooth,  and  emery  paper  is  about  the  best 
means  of  keeping  the  shuttle  smooth.  The  shuttle  is 
built  to  fit  like  the  movements  of  a  watch,  and  calls  for 
s])ecial  care. 


Tell  Them  Good  Work  Takes  Time 

"Some  customers  are  mighty  unreasonable  in  the 
matter  of  getting  their  work  done  in  a  hurry,"  said 
a  Montreal  shoe  repairer.  "Some  of  them  evidently 
think  that  we  can  drop  every  other  job  and  rush  their 
particular  work.  They  will  leave  repairs  until  the 
last  moment  and  then  expect  the  shoe  repairer  to  in- 
convenience other  people  for  their  sakes.  Of  course, 
we  must  execute  occasional  rush  jobs,  but  it  is  pretty 
hard  to  satisfy  all  customers  so  far  as  time  is  con- 
cerned. The  public  are  partly  to  blame  for  being  dis- 
appointed, for  they  often  expect  too  much.  I  am  some- 
times in  the  difificult  position  of  having  either  to  pro- 
mise the  work  by  a  certain  time  or  risk  losing  the 
job.  I  try  to  keep  my  promises,  because  if  you  dis- 
appoint a  customer  he  is  apt  to  go  elsewhere ;  how- 
ever, it  occasionally  happens  that  I  cannot  come  up 
to  time,  owing  to  jobs  coming  in  which  have  to  be 
done  right  ofl:'  the  reel.  I  then  have  to  do  a  little  bit 
of  explaining.  What  with  rising  costs  and  impatient 
customers,  the  repair  man  has  his  troubles." 


Discussing  Cements  and  Polishes 

At  the  last  meeting  of  the  Toronto  Shoe  Repairers' 
Association  considerable  discussion  centered  around 
the  question  of  polishes,  and  the  matter  will  be  dealt 
with  further.  Three  new  members  were  taken  in,  and 
prospects  look  very  bright  for  the  winter  season.  The 
principal  topic  for  investigation  at  the  present  time  is 
that  of  cements,  and  this  will  be  discussed  at  the  next 
meeting.  At  the  last  meeting  several  songs  were  ren- 
dered during  the  evening  by  Messrs.  Burnill,  lUitter- 
worth,  and  Smallwood,  and  short  talks  were  deli\  ered 
by  President  Charles  Robertson  and  others.  .Arrange- 
ments are  now  under  way  for  a  progressive  euchre 
])arty,  and  Secretary  Butterworth  states  that  an  oft'er 
has  been  received  from  (nitta  Percha  and  Rubber,  Ltd.. 
Toronto,  to  supply  the  necessary  cards. 


Getting  New  Outfit 

Mr.  Arthur  Butterworth,  secretary  of  the  Toronto 
Shoe  Repairers'  Association,  has  sold  the  machinery  in 
his  Yonge  Street  store  to  T.  T.  Waddington,  a  returned 
soldier,  who  is  opening  up  on  Queen  Street  h-ast,  near 
.Sackville.  Mr.  Butterworth  has  ordered  a  new  22-fool 
( loodyear  outfit,  with  McKay  stitcher. 


Transportation  delays  seem  to  be  on  the  increase. 
Coiiseciuently  it  would  seem  to  be  policv  to  order  well 

in  advance  of  need. 
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Merchandising  Expert  Points  Out  Many  Pitfalls 

Frank  Stockdale,  One  of  The  Foremost  Authorities  on  Retail  Merchandising  Problems  in 
America,  and  Advisory  Councillor  of  The  United  Advertisirg  Clubs,  advises  on  the 
Problems  That  Confront  The  Retailer  in  The  Management  of  His  Business 


UNDICR  the  auspices  of  the  Toronto  L'lul), 
Mr.  I<^-ank  Stockdale,  a  retail  nierchaiidisiiiL; 
ex])erl,  who  has  made  a  thorough  study  ol 
actual  business  conditions  throui;iliout  Ameri- 
ca, j^ave  a  series  of  four  talks  before  representative 
business  men  in  Convocation  llall,  Toronto,  ()cto1)er 
30,  31  and  November  1,  2.  ( )n  tlie  openins^-  nii^ht  Mr. 
Stockdale  stated  that,  contrary  t(j  public  concepti<jn, 
the  increased  cost  of  merchandise  durinj^-  the  past  few 
years  had  not  resulted  in  cl  greater  margin  of  profit  for 
the  retailer.  In  the  last  twenty  years,  he  said,  retailing 
expenses  have  approximately  doubled  and  gross  profits 
have  not  increased.  On  the  contrary,  the  net  ])rofit  of 
the  merchant  twenty  years  ago  was  six  times  as  much 
as  it  is  to-day.  Merchants  have  no  special  interest  in 
promoting  the  high  cost  of  living,  for  it  is  upon  the 
cost  of  living"  that  the  cost  of  conducting  a  retail  Inisi- 
ness  is  based,  and,  as  the  cost  of  li\  ing  increases,  there 
is  a  directly  proportionate  change  in  the  cost  of  con- 
ducting a  retail  business. 

Four  Classes  of  Stores 

Stores,  said  Mr.  Stockdale.  are  divided  into  four  dis- 
tinct classes — specialty,  department,  mail  order,  and 
chain.  In  recent  years  more  dexelopmenl  had  been 
shown  in  the  latter  three  classes  —  department,  mail 
order,  and  chain — than  in  the  specialty  store.  i!y  the 
specialty  store  he  meant,  of  course,  the  store  doing 
business  in  one  class  of  goods  only,  such  as  shoe  retail- 
ing. He  attributed  the  phenomenal  growth  and  suc- 
cess of  these  three  classes  to  the  remarkable  ability 
that  has  been  devoted  to  their  development — the  brain 
power  which  had  been  infused  in  their  management, 
and  which  had  so  effectively  overcome  the  many  and 
varied  obstacles  which  early  beset  their  paths.  More 
failures  were  experienced  by  specialty  stores  because 
they  did  not  devote  an  equal  amount  of  sy  stem,  brain 
power,  and  energy  to  their  businesses  as  did  the  man- 
agement of  the  department,  mail  order,  and  chain 
stores.  Waste  and  lost  motion,  he  said,  are  the  two 
main  reasons  why  in  many  cases  profits  have  not  kept 
up  with  increasing  prices.  The  clerk  who  is  often  idle 
is  a  source  of  waste,  but  his  wastage  is  small  in  com- 
parison to  that  on  merchandise  which  is  not  being  sold 
and  which  is  merely  remaining  in  stock. 

Different  Kinds  of  Management 

According  to  Mr.  Stockdale,  there  are  three  kinds 
of  management — fearful,  domineering  and  dominating, 
and  effective.  The  fearful  manager  achieves  failure  l)e- 
cause  he  is  afraid  to  venture — afraid  to  get  out  of  his 
groove  and  broaden  his  ideas.  The  domineering,  dom- 
inating manager  failed  for  ohvious  reasons.  Only  the 
third  class  of  manager — efifective — was  successful.  This 
type  of  man  could  not  only  master  the  ])uying  and  sell- 
ing end  of  the  game,  but  could  get  the  utmost  from  his 
hel));  he  would  be  a  sufficient  judge  of  human  natuie 
to  secure  the  fullest  co-oi)eration.  In  llic  managemenl 
of  men  llie  only  ])lact'  where  the  second  of  niana- 

gei'    domineering  and  dMiuinaliiig    -is  of  au\'  use,  is  in 


dealing  with  a  ■"slrcjng-arm"  force  where  muscular  ef- 
fort is  the  chief  fcjrm  of  wage-earning.  However, 
where  men  and  women  art;  employed  in  pcjsitions  that 
demanded  the  use  of  brains  and  headwcjrk,  the  effective 
manager  would  succeed  because  of  his  ability  to  get 
the  utmost  (.)ut  (.)f  his  em])lovees. 

Making  Figure  Facts  Earn  Profits 

Mr.  .St(jck(lale  commenced  his  second  e\'ening"s  lec- 
ture on  the  subject  "How  to  Make  Figure  l<"acts  J£arn 
Profits"  by  telling  of  a  little  trip  he  had  made  through 
a  handsome  de])artnient  store  with  the  manager.  The 
different  departments  were  all  shown  to  him  and  ex- 
];lained,  and  he  was  conducted  to  the  basement,  where 
he  saw  the  wonderful  I)elt-con\eyors  and  all  modern 
ecpiipment  for  the  successful  handling  of  goods.  Fin- 
ally they  came  to  a  dei)artnient  where  a  number  of  men 
seemed  to  be  working  very  industriouslv  over  sets  of 
cards  and  card  indexes,  and  as  they  paused  for  a  mo- 
ment the  manager  told  him:  "These  men  are  looking- 
for  a  lost  art — the  lost  art  of  profit." 

There  are  two  kinds  of  profits,  went  on  Mr.  Stock- 
dale — earned  profits  and  protected  profits — and  there 
are  figure  facts  which  earn  profits  and  figure  facts 
which  ])rotect  ])rofits.  There  are  thousands  of  trial  bal- 
ances, reijosing  snugly  in  safes,  that  are  only  referred 
to  once  or  twice  a  year,  and  yet  which  represent  a  con- 
siderable amount  of  time  and  labor.  Figure  facts  that 
earn  profits  are  those  which  can  be  laid  on  the  desk  day 
after  day,  week  after  week,  or  e\  en  month  after  month, 
valuable  because  of  their  aid  in  buying,  selling,  and 
general  merchandising.  There  was  as  much  difference 
between  the  nightwatchman  and  the  man  that  works 
in  the  store  as  there  was  ])etween  figure  facts  that  pro- 
tect ])rofits  and  figure  facts  that  earn  profits. 

Success  by  Intuition 

There  were  some  merchants,  said  Mr.  Stockdale, 
who  we'/e  in  business  not  ])ecause  they  were  retailers  in 
the  true  sense  of  the  word,  but  simply  because  they 
were  good  salesmen.  Their  intuition  of  management, 
as  it  were,  kept  them  oft'  the  shoals  of  failure. 

The  guessers,  he  said,  are  complaining  of  competi- 
tion.   Their  competitors  know : 

What  lines  are  profit-makers ; 

What  lines  are  profit-chokers ; 

What  their  constant  expenses  are; 

How  much  it  is  costing  them  to  sell  goods ; 

How  much  money  is  invested  in  stock  ; 

If  costs  are  increasing  faster  than  sales; 

How  many  hills  they  lia\  e  to  pay  ; 

If  collections  are  keeping  up  with  charges; 

The  ])rog"ress  of  their  business,  and 

The  condition  of  their  business. 

Figure  Markdowns 

f)ne  of  the  most  im])ortant  elements,  said  Mr. 
Stockdale,  is  learning  to  look  ahead;  anticipate  your 
markdown  on  some  lines  and  figure  your  selling  price 
accordingly.  Don't  s.iy  you  won't  lia\ c  to  take  a  mark- 
down — \'ou  did  it  last  \'ear  ;  \'ou  are  doiuLi  it  this  vcar. 
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and  you'll  do  it  next  year.    You've  got  to  take  mark- 
d-owns  on  certain  lines  of  merchandise. 

Things  Sometimes  Overlooked 

Si)eakin!4"  as  a  strong  advocate  of  the  value  of  keep- 
ini;'  figure  records,  Mr.  Stockdale  emphasized  the  fad 
that  figures  were  of  little  use  unless  thev  told  "the 
truth,  the  whole  truth,  and  nothing  but  the  truth."  In- 
compll'te  figure  records  often  led  l)usinesses  astray.  If 
a  man  owns  a  motor  car  and  it  commences  to  go  wrong, 
he  wants  to  know  just  where  the  tn)u1)le  is  and  get  it 
fixed  at  the  time  it  happens,  and  not  wait  until  his  ma- 
chine is  piled  on  the  scrap  heap.  So  it  is  in  business — 
records  must  s'how  immediately  just  where  the  busi- 
ness machine  is  going"  wrong,  so  that  it  may  be  reme- 
died. The  time  to  find  out  a  mistake  is  not  at  the  end 
of  the  year,  when  a  trial  balance  is  taken  off  and  the 
trouble  has  gone  too  far  for  correction.  Don't  over- 
look : 

Rent  on  real  estate  owned  by  you  ; 

Interest  on  all  capital  charges; 

Salary  for  yourself  and  members  of  family  ; 

Depreciation  on  all  goods  and  equipment.  (Be  sure 
your  depreciation  figure  tells  the  truth.  Many  mer- 
chants continue  to  mark  off  10  per  cent.,  year  by  year, 
although  he  could  see  absolutely  no  reason  for  it  unless 
it  was  because  10  per  cent,  was  about  the  easiest  per- 
centage to  work  with. ) 

Donations  and  incidental  exi)enses; 

Losses  and  leaks  of  ever}-  kind. 

Different  Ways  for  Figuring  Percentage 

In  endea\  oring  to  show  "how  to  make  figure  facts 
earn  jjrofits,"  Mr.  Stockdale  inxited  the  audience  to 
work  out  a  certain  prtiblem  and  show  the  profit  on  a 
specified  article.  The  result  was  that  all  S(jrts  of  an- 
swers were  given  and  few  were  correct.  Some  in  the 
audience  gave  the  profit  as  18  cents;  some  as  10  cents; 
some  88  cents;  and  a  few  even  worked  it  out  as  one- 
fifth  of  a  cent  loss,  the  discrepancies  being  due  to  the 
individual  methods  of  figuring  percentage.  The  object 
of  the  lesson  was  to  show  that  in  figuring  profits  many 
merchants  get  hopelessly  tangled  up  in  percentages 
and  apply  average  percentages  to  specific  articles. 

Departmentize  Your  Stock 

One  of  the  dift'erent  charts  shown  by  i\Ir.  Stockdale 
during  the  evening  illustrated  a  store  of  several  dif- 
ferent departments.  The  merchandise  in  all  departments 
had  been  marked  up  on  an  average  profit.  Consequent- 
ly, when  the  merchant  came  to  investigate  the  reason 
why  he  was  not  making  any  money,  lie  found  that 
about  half  of  his  departments  were  showing  losses  and 
absorbing  the  profits  made  in  his  other  lines.  "Let  this 
sink  in,"  he  said;  "you  absolutely  cannot  apply  aver- 
age percentages  to  specific  articles.  Departmentize 
your  store ;  know  your  total  amount  of  stock ;  the  total 
amount  of  each  kind  of  stock,  and  the  age  of  each  kind 
of  stock.  Mark-up  must  be  figured  on  each  line,  inde- 
pendent of  t'he  others.  You  cannot  sit  down  and  say 
you  are  going  to  mark  up  30  or  35  per  cent,  on  all  mer- 
chandise and  make  a  profit." 

The  particular  example  he  asked  the  audience  to 
work  out  was  on  a  chair,  and  he  said  the  cost  of  doing 
busiiiess  "in  the  store"  was  26  per  cent.  After  the  an- 
-s'wers  were  in  he  proceeded  to  point  out  that,  while  the 
average  cost  of  doing  business  in  the  store  was  26  per 
cent.,  the  cost  of  doing  business  on  that  chair  was  not 
26  per  cent.  Carrying  the  argument  a  little  furlhor, 
the  cost  of  doing  business  on  sto\  cs  and  other  hca\  \ 
pieces  might  l)e  \'ery  much  higher.    Obxioush",  then, 


it  was  poor  policy  to  figure  an  average  mark-uj)  on  all 
articles. 

.\s  an  example  of  the  abuse  of  the  percentage  sys- 
tem, Mr.  Stockdale  asked  if  there  was  anyone  in  the 
audience  who  could  tell  him  what  was  the  percentage 
of  their  clerk  hire  on  the  cost  of  their  merchandise, 
'fhere  were  no  answers.  A  merchant  who  is  asked  for 
this  percentage,  he  said,  invariably  figures  the  percent- 
age on  his  sales  instead  of  on  the  cost  of  goods  as  he 
should. 

The  Value  of  Turnover 

"ILnv  to  Measure  the  \  alue  of  Turn(jver"  was  the 
subject  of  Mr.  Stockdale's  talk  on  the  third  evening. 
The  matter  of  turnover,  he  said,  is  a  very  hard  thing 
t(j  figure,  but  upon  it  really  depends  whether  or  not  you 
are  going  ahead.  The  merchant  must  conduct  his  busi- 
ness so  that  he  can  carrA-  a  minimum  amount  of  re- 
sponsibility and  get  through  with  a  maximum  amormt 
of  work  in  the  easiest  possible  way.  Mis  stock  should 
turn  over  the  ma.ximum  num])er  of  times  with  a  mini- 
mum amount  of  effort. 

lie  told  of  a  certain  man  who  had  20  i)ounds  to 
carry  along  the  street.  He  was  an  uneducated  fellow, 
and  his  solution  of  the  easiest  wa}'  to  carry  the  load 
was  to  divide  it  into  two  parts  and  carr_\-  10  pounds  on 
each  foot.  His  progress  was  difficult.  Auotlier  man 
came  along  with  a  load  of  40  pounds  to  carry,  so  he 
took  his  load  and  divided  it  into  two  and  carried  20 
])ounds  in  each  hand.  He  got  along  a  little  better  than 
the  man  who  carried  10  pounds  on  each  foot.  Finally  a 
third  man  came  along  and,  by  carrying  his  entire  load 
in  the  proper  place  on  his  back,  was  able  to  manage 
comfortably  a  load  of  80  pounds.  This  was  given  as 
an  illustration  of  the  way  the  business  load  should  be 
carried  by  a  business  man — in  the  proper  way  and 
manner. 

Misleading  Percentages 

Most  men,  he  said,  figured  percentages  on  the  "buy- 
ing cost."  The  proper  way  to  figure  is  on  the  "selling 
cost."  For  example,  in  figuring  turnover  the  following 
illustration  was  given  :  The  average  value  of  stock  in  a 
store  (hu-ing  the  year  is  $2,000;  the  total  amount  of 
sales  for  the  year  are  $6,000 ;  what  is  the  percentage  of 
turnover?  Now,  most  people,  said  Mr.  Stockdale, 
would  put  the  turnover  at  three  times  a  year,  but  ex- 
plained that  the  merchant  is  figuring  his  percentage  of 
turnover  on  the  "cost"  of  the  stock  against  the  year's 
"sales."  In  other  words,  when  a  retailer  takes  an  in- 
ventory, his  stock  is  valued  at  the  lowest  possible  fig- 
ure— the  buying  cost.  The  "selling"  price  of  this  $2,000 
stock  would,  for  the  purpose  of  the  illustration,  be 
$3,000.  Therefore,  the  merchant  has  a  turnover  of  only 
'two  times  a  year,  instead  of  three  times,  as  he  had 
thought. 

Particularly  he  em])hasized  tlie  necessity,  whenever 
figures  are  being  compared,  or  percentages  taken,  of 
being  sure  they  are  in  the  same  class.  You  cannot 
compare  "buying"  prices  with  "selling"  i)riccs  in  figur- 
ing ])erccntage  of  turnover. 

Different  Turnovers 

Turnox  er,  he  said,  was  a  difticult  matter  to  figure  in 
any  store,  even  the  si)ecialty  store  dealing  iu  the  one 
main  line.  Some  classes  of  goods  he  had  found  in 
s])ecialty  stores  turned  eight  limes  a  year — others  onlv 
once.  'Pherefore.  the  merchant  who  figured  his  turn- 
m  cr  as  an  average  on  all  classes  of  goods  did  not  have 
accurate  information.  The  \alue  of  departmentizing 
the  (liflcreiit  classes  of  goods  in  tin-  >tort'  and  treating 
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them  independently  was  thus  more  i)lainly  seen,  'turn- 
over is  so  closely  related  to  profits  that  stock  should 
be  handled  only  in  that  way. 

Three  Kinds  of  Expense 

'J'hcre  arc  three  kinds  of  expenses— sellin<^-,  over- 
head, and  f^cncral.  Under  these  three  headings  would 
be  collected  the  following  items:  Clerks'  salary,  (jwn- 
er's  salarv,  advertising,  rent,  insurance  and  taxes,  heat 
and  light',  delivery,  bad  debts,  general  ex])ense,  interest 
on  investment,  depreciation. 

Clerk  hire,  owner's  salary,  advertising,  delivery,  and 
bad  debts,  should  all  come  under  the  heading-  of  "sell- 
ing- expense."  Rent,  insurance,  taxes,  heat  and  light, 
and  interest  on  in\  estment  would  be  "overhead."  The 
general  expense  account  should  cover  everything  else. 

At  this  point  one  of  the  members  in  the  audience 
asked  what  the  owner's  salary  should  be.  "It  depends," 
said  Mr.  Stockdale,  thoughtfully,  "on  the  owner's  wife." 
After  the  merriment  had  sub.sided,  he  went  on  to  ex- 
plain that  he  was  not  joking",  but  quite  in  earnest. 
What  salary  the  merchant  should  set  aside  for  himself 
would  depend  entirely  on  the  demands  of  his  wife  and 
family. 

Should  Have  a  Principle 

In  connection  with  all  figure  record  systems,  Mr. 
Stockdale  said  that  many  men  who  kept  systems  of 
any  kind  relied  too  much  on  some  method  that  they 
had  acquired,  rather  than  worked  out  on  a  principle  of 
their  own.  \\'hat  the  retailer  should  do  is  to  have  a 
definite  idea  in  his  own  mind  of  what  his  system  should 
be,  to  which  he  could  always  return  in  case  he  found  he 
was  not  on  the  right  track.  In  other  words,  more  study 
should  be  given  to  the  individual  needs  of  his  own  par- 
ticular store. 

The  big-  fault  of  Canadian  stores,  he  said,  is  that 
they  figure  profits  on  the  cost  price  instead  of  on  the 
selling  cost,  and  unless  they  have  an  expert  accountant 
to  look  after  their  books  and  payments  and  invoices, 
they  are  going  to  come  to  a  great  deal  of  grief,  because 
they  are  figuring  their  profits  on  sales  and  the  percent- 
age for  profit  on  cost. 

Advertising  and  Selling 

Mr.  Stf  ckdale"^  last  merchandising-  lalk,  on  the 
evening  of  November  2,  was  devoted  entirely  to  adver- 
tising and  selling  He  had  been  asked  during  the  day 
to  explain  just  how  the  retailer  or  salesman  could  real- 
ize the  psychological  moment  to  close  a  sale.  In  all 
his  experience  he  had  never  found  a  rule  either  for 
determining  the  time  to  close  a  sale  or  for  judging 
human  nature.  One  point  he  was  positive  on,  how- 
ever, and  that  was  when  the  salesman  does  all  the  talk- 
ing and  leaves  the  customer  to  stand  and  listen  he  will 
never  be  able  to  judge  by  the  customer's  actions,  or' 
even  words,  what  that  customer  is  thinking.  If  you 
depend  on  looking  at  a  customer  to  determine  his  frame 
of  mind  you  have  a  real  job  on  your  hands.  It  was  the 
opinion  of  most  successful  retailers  that  sales  people 
talked  too  much — as  a  rule.  It  was  also  found  that  the 
hardest  type  of  customer  to  sell  was  the  one  who 
wouldn't  say  a  word.  He  suggested  that  there  should 
be  a  certain  time  when  the  sales  person  stop  talking, 
stand  j^bsolutely  still,  and— Hsten.  The  reason  that 
many  salesmen  overshof)t  the  mark  is  that  they  get 
working  under  such  a  high  pressure  they  are  unable  to 
stop.  In  conclusion,  on  this  question  Mr.  Stockdale 
said  that  in  order  to  determine  the  ])roi)er  time  of  clos- 
ing a  sale  you  must  first  make  the  custonu-r  talk. 
Return  Goods  Evil 
Another  <|uestion  asked  was:  "Do  you  think  busi- 


ness is  increased  b}'  allowing  customers  to  purchase 
goods,  take  them  away,  wear  them,  and  then  bring 
them  back  for  a  refund,  saying  they  do  not  suit?"  Mr. 
Stockdale  considered  this  question  from  two  angle.s — 
reform  and  business.  Certainly  any  woman  who  would 
take  a  garment  and  wear  it,  or  an  article  and  use  it, 
and  then  return  it  for  a  refund  was  dishonest,  and  dis- 
hcjnesty  deserved  condemnation.  If  he  were  a  reform- 
er and  a  woman  came  into  his  store  and  tried  to  put 
f)ver  a  trick  of  that  kind  he  would  certainly  call  her  on 
the  carpet  and  tell  her  what  he  thought  of  her. 

However,  the  other  side  of  the  questiejn  w^as  that  of 
"good  business."  One  of  the  wisest  expressions  he  had 
ever  heard  was:  "Do  not  sacrifice  to-morrow's  business 
for  to-day's  profit."  That  is  the  way  the  merchant 
should  look  up(jn  the  returned  goods  problem.  He 
cited  the  case  of  a  mail  order  concern  who  sold  a  farm- 
er an  incubator.  The  farmer  used  the  incubator  all  win- 
ter and  then  decided  he  could  use  his  money  to  better 
advantage,  and  returned  the  device.  The  mail  order 
ccjmpany  returned  his  money  and  counted  it  as  one  of 
the  best  advertisements  they  could  possibly  receive. 
One  of  the  most  successful  merchants  Mr.  Stockdale 
knew  had  been  asked,  "Who  runs  your  store?"  This 
merchant  didn't  puflf  out  his  chest  and  proudly  pro- 
claim, "''I  run  the  store."  He  said  instead,  "My  cus- 
tomers run  the  store." 

\\'hen  all  is  said  and  done,  Mr.  .Stockdale  went  on, 
"the  satisfied  customer  is  the  best  advertisement  a 
merchant  can  possibly  have." 

Useless  Service 

There  were  many  so-called  "services"  in  the  aver- 
age store,  Mr.  Stockdale  said  in  answer  to  a  question, 
that  were  absolutely  useless  to  many  customers,  but 
which  they  paid  for  just  the  same.  Many  people  asked 
to  have  parcels  delivered  when  it  is  not  necessary — 
they  could  carry  their  parcel  just  as  easy  as  not — and 
everybody  pays  for  the  service  to  a  few.  Many  stores, 
particularly  in  view  of  the  present  strenuous  times,  are 
cutting  down  expenses  in  every  possible  way  by  elimin- 
ating- useless  service.  Naturally  the  customer  has  to  be 
educated,  but  before  attempting  customer  education 
the  merchant  should  reduce  his  own  wasteful  methods 
to  a  minimum. 

Pointers  on  Advertising 

The  late  J.  J.  Hill  of  the  Great  Northern  Railway 
once  said :  "Anything  desirable  is  advertisable — any- 
thing advertisable  is  saleable."  In  advertising",  said  Mr. 
Stockdale,  too  many  merchants  decide  themselves  what 
the  customer  wants  to,  or  ought  to,  know  and  pro- 
ceed to  tell  him  that.  Instead,  the  proper  way  should 
be  to  find  out  exactly  what  the  customer  wants  to  see 
in  an  advertisement.  One  of  the  large  department 
stores  in  New  York— Gimbel  Brothers — had  made  some 
little  study  of  the  subject,  and  Mr.  Stockdale  presented, 
just  for  the  purpose  of  illustration,  some  of  their  find- 
ings. They  went  to  the  trunk  department,  he  said,  and 
proceeded  to  find  out  what  women  most  desired  in  a 
trunk.  They  didn't  care  about  size  particularly,  or 
color  or  shape ;  what  the  majority  wanted  to  know — 90 
per  cent. — was,  did  it  have  a  good  lock?  They  went 
down  to  the  young  boys'  suit  department  to  find  out 
what  mothers  most  desired  in  a  boy's  suit.  Thev  didn't 
care  so  much  about  anything  else  except — would  it  iron 
easily?  They  visited  the  men's  suit  de]:)artment  to  find 
out  what  men  most  desired  in  a  suit.  They  found  the 
average  man  didn't  care  whether  a  garmen  was  wool  or 
Cotton  or  whether  it  was  the  last  word  in  stvlo.  ])nt — - 
would  it  hold  its  shape? 
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These  examples  were  i^iveu  in  order  to  slmw  thai 
many  advertising  men,  in  writing  copy,  ha\  e  ntterly  no 
idea  of  what  the  customer  wants  to  know,  and  it  should 
be  his  business  to  find  out  before  going  any  further. 
Mr.  Stockdale  told  of  addressing  a  representative  gath- 
ering of  advertising  men  not  so  very  long  ago  and 
reading  to  them  part  of  an  advertisment  for  oil  heaters. 
Under  the  heading  ■'\^'hy  you  should  buy  an  oil  heater" 
this  company  had  given  fourteen  different  reasons. 
Eight  of  these  were  read  by  Mr.  Stockdale  to  his  audi- 
ence, who  then  asked  all  those  in  the  audience  who 
wanted  to  buy  an  oil  heater  to  hold  up  their  hands. 
Three  did  so.  lie  then  asked  all  those  who  were  inter- 
ested sufficiently  to  enquire  further  about  oil  heaters  to 
hold  up  their  hands.  Eight  responded.  As  a  result  of 
telling"  prospective  customers  what  they  wanted  to 
know  about  an  oil  heater,  Mr.  Stockdale  pointed  out 
that  just 'in  this  gathering  of  a  few  hundred  men  a  good 
salesman  could  have  "cleaned  up." 

Use  Common  Expressions 

Too  man_\-  retailers,  he  went  on,  talk  in  technical 
terms  and  trade  phrases  that  the  public  do  not  under- 
stand, or  at  least  cannot  grasp  quickly.  To  the  good 
advertising  man  millinery  is  "hats";  hosiery  is  "stock- 
ings," and  so  on.  The  commonest  terms  should  be 
used  to  secure  the  greatest  return.  He  pointed  out 
that  one  article  wdiich  had  been  advertised  in  trade  lan- 
guage for  some  time,  and  which  was  a  slow  seller,  was 
later  described  in  wording  that  any  person  could  under- 
stand and  the  sales  jumped  immediately. 

All  advertising  should  be  "positive"  rather  than 
negative.  Do  not  tell  the  customer  what  an  article  will 
"not"  do,  'but  rather  what  it  "will"  do.  The  fundamen- 
tals of  advertising  were  simplicity  of  language  and  spe- 
cific and  positive  facts.  Start  an  advertisment  with  the 
tomer  is  not  interested  in  what  you  yourself  think 
tomer  is  not  inteersted  in  what  you  yourself  think 
about  an  article.  Understate  rather  than  overstate. 
There  were,  said  Mr.  Stockdale,  fundamental  principles 
about  certain  goods  which  must  be  repeated  so  con- 
tinually and  thoroughly  that  they  would  be  deep-root- 
ed in  the  mind  of  the  buying  public.  If  it  is  a  single 
principle,  tell  it  always  in  the  same  way  ;  do  not  try  to 
find  new  fundamental  principles  or  describe  the  orig- 
inal principle  in  a  different  way. 

Ability  in  Advertising 

People  like  real  ability  in  advertising  as  in  every- 
thing else.  When  you  go  to  a  doctor  you  like  to  feel 
that  he  knows  his  business.  When  you  go  to  your 
lawyer  you  want  to  feel  that  you  can  have  confidence 
in  him  and  that  he  has  real  ability.  A  merchant  must 
be  recognized  as  an  authority  on  his  merchandise.  Mr. 
Stockdale  went  on  to  tell  of  a  competition  that  was 
conducted  recently  on  the  Pacific  Coast,  in  which  a 
prize  cup  was  offered  for  the  best  advertisement  re- 
ceived by  the  advertising  association  out  there,  he  him- 
self being  appointed  one  of  the  judges.  Two  hundred 
advertisements  were  received — some  of  them  half  a 
page,  some  three  quarters,  and  some  full  page.  Before 
they  had  got  half  way  through  looking  at  the  entries 
Mr.  Stockdale  said  to  his  associate  judges:  "There  is 
something  in  these  advertisements  which  every  adver- 
tising man  should  be  more  interested  in  knowing  than 
who  won  the  cup — that  is  the  number  of  times  the 
word  'reduced'  occurs."  The  advertisements  were 
counted  up  and  it  was  found  that  reduced  prices  pre- 
vailed in  exactly  143  out  of  the  200  samples.  Tt  re- 
quired no  ability  whatever,  he  pointed  out.  to  write 


■■Regular  ,^13,  reduced  lo  $9.98,"  and  as  long  as  the 
reduced  i)rice  idea  dominated  a  merchant's  advertising 
he  would  never  be  a  real  success. 

How  to  Get  Information 
Several  different  suggestions  were  (jffered  by  Mr. 
Stockdale  for  the  merchant  to  acquire  information  for 
his  advertising.  The  first  was:  "Study  the  use  of  arti- 
cles and  goods  by  your  own  family  and  yourself."  Take 
into  consideration  your  own  experience  as  a  customer 
if  you  would  secure  information  that  crther  customers 
want. 

"Study  manufacturers'  literature."  Valuable  infor- 
mation is  often  secured  from  the  literature  distributed 
by  the  manufacturers,  and  Mr.  Stockdale  advised  every 
merchant  to  hesitate  before  consigning  literature  of 
any  kind  to  the  waste  basket.  Often  it  contains  a  quan- 
tity of  real  information. 

'■Question  travelling  salesmen."  It  was  pointed  out 
that  travellers,  in  selling  the  merchant  goods,  often 
used  exactly  the  same  arguments  that  the  merchant 
would  have  to  use  in  re-selling  the  goods.  There  were 
two  reasons  why  travelling  salesmen  often  did  not 
give  information — one  of  them  was  that  they  did  not 
care  and  the  other  was  that  the  merchant  himself 
thought  he  was  too  busy  to  listen  to  the  salesman's 
talk.  Mr.  Stockdale  felt  sorry  for  the  merchant  who 
was  too  busy  to  get  information  about  his  goods.  A 
keen  merchant  will  not  allow  a  travelling  salesman  to 
get  out  of  his  store  without  treating  him  courteously 
and  getting  all  the  information  he  can.  A  case  was 
described  where  a  merchant  had  already  practically 
decided  to  place  an  order  with  a  certain  firm,  but  sent 
for  a  salesman  anyway,  and  he  planned  when  that 
salesman  came  to  question  him  on  every  detail  he 
could  think  of  about  the  line  he  was  g'oing  to  order. 
He  did  so,  and,  nothing  daunted,  the  salesman  gave 
freely  of  his  stock  of  information.  Then  the  merchant 
pointed  to  a  man  in  another  department  and  said:  "Go 
over  and  tell  that  man  all  you  have  told  me."  The 
traveller  was  a  trifle  peeved,  but  nevertheless  he  com- 
plied, and  finally  was  rewarded  with  the  order.  The 
result  was  that  before  those  goods  arrived  the  mer- 
chant had  planned  an  advertising  campaign,  and  be- 
cause it  was  planned  intelligently  and  along  proper 
lines  the  merchandise  was  all  sold  before  the  sales- 
man's return,  and  when  he  did  g"et  there  he  was  given 
a  large  repeat  order.  It  was  one  of  the  most  satisfac- 
tory transactions,  the  traxeller  said  afterward,  that  he 
had  ever  made. 

Mr.  Stockdale  cautioned  merchants  that  there  was 
a  psychological  moment  to  get  information  from  a 
traveller — that  was,  before  the  order  was  given,  be- 
cause, he  added,  a  traveller  has  no  business  sticking 
around  after  he  gets  an  order. 

Study  Sales  People 

Another  important  method  of  securing  information 
was  to  study  the  arguments  used  l)y  your  salespeople 
in  making  sales.  Get  away  rtft'  to  one  side  where  you 
won't  be  intrduding,  and  when  a  salesman  has  closed 
a  sale  to  a  person  who,  in  the  vernacular,  is  known  as 
a  "tough"  customer  you  will  know  that  he  has  used 
some  arguments  that  are  valuable. 

■■Study  customers'  objections" — and  then  o\erci>me 
these  o1)jections.  The  National  Cash  Regis|,(er  Com- 
pany had  for  some  time  conducted  a  competition 
among  their  salesmen,  giving  a  prize  each  vear  to  the 
man  showing  the  best  recorcl.  The  first  year  the  prize 
went  to  a  young  fellow,  and  nothing  was  thought  of  it. 
The  second  year  it  was  handed  to  the  same  man.  and 
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slill  iiiiUiiiiL;  \\a>  tliinii^lil  iil  it.  Unl  wlieii  \\\v  lliii'd  \  r;ii' 
caiiK'  ardiind  and  tlu'  sanir  man  was  tn  the  ])y'y/.c 
they  said  tn  liim  :  "'Mow  is  it  that  yon  niana,L;e  to  huld 
the  record  each  x'ear?"  And  lie  answered:  "I  study  tlie 
cnstonier's  ( )l)jectii )n."  Xo  snccessfnl  salesman,  or 
retailer,  will  allow  an  objection  to  lioor  him  twice. 

( )ther  sugge.stion.s  offered  were  to  study  the  cus- 
tomer's business.  Meet  customers  socially.  Aleet  cus- 
tomers ill  their  homes.  Study  mail  order  adverti.sing. 
In  this  Connection  Air.  .Stockdale  said  that  the  mail 
order  houses  wrote  adxertising  that  made  j^eople  sit 
down  and  write  letters — and  what  more  could  l)e  said 
of  ad\'ertising ?  It  should  be  the  aim  of  the  merchant 
to  write  adx'ertising  that  would  l)ring  the  custonier 
directl}-  into  his  stove,  jii^t  as  readily  as  the  mail  order 
houses  induce  i)eo])le  to  sit  down  and  write  letters. 
I'rieflv  liis  ad\ice  was  to  study  your  goods,  _\our  cus- 
tomers, and  \  (iiir  advertising. 

Action  Counts 

At  the  conclusion  of  his  serie.>  of  four  lectures.  Air. 
Stockdale  hoped  that  the  merchants  who  had  attended 
had  secured  some  real  ideas  that  would  l)e  of  l)enelit  to 
them  in  their  businesses.  If  aiu-  n\  his  arguments  were 
wrong,  then  the  methods  of  iiian\-  of  the  most  succe>>- 
ful  merchants  on  the  continent  were  wrong,  for  his 
ideas  were  based  ui)oii  actual  experiences,  and  were 
not  theoretical  in  any  sense  of  the  word.  Little  benelit 
would  result,  however,  unless  retailers  realized  thai 
the  fundamental  ])rinci])le  of  success  was — action. 


Do  Your  Bit  — Buy  A  Bond 

There  are  many  reasons  why  every  footwear  retail 
er  in  Canada  should  subscribe  for  the  forthcoming  go\ 
ernmeut  loan,  and  use  his  influence  that  others  mav  d( 


liu'  same.  Loyalty  and  duly  hold  ;i  ])rominent  ])lace  ; 
also  the  desire  for  a  ])rofitable  investment;  als(^  the  nn- 
sur])assed  security  behind  it.  lUit,  all  these  aside,  the 
unanswerable  argtimeiit  still  remains  that  the  success 
of  the  loan  means  a  continuance  of  "good  business.'" 

Su])pose,  for  example,  yuu  have  a  sum  of  money, 
say  $1,000,  saved  from  your  business  which  you  in- 
tend to  set  aside,  as  a  reserve,  in  some  interest-bearing 
investment.  \'<m  ma\  buy  a  bank  stock,  a  bond  issue 
of  some  cit_\'  or  town  anywhere  in  Canada,  a  railway, 
telephone,  telegraph,  or  public  utility  stock.  You  do 
not  know  or  (|uestion  where  the  princijial  goes;  you 
ask  only  tliat  the  dix'idend  be  secure. 

Su])]Jose,  in  contrast  to  this,  that  a  customer  of  un- 
(piestioned  wealth  and  dependability  came  to  you  and 
offered  to  borrow  your  $1,000.  ])ay  the  same  rate  of  in- 
terest, and,  in  addition,  turn  round  immediately  and 
spend  the  whole  amount  in  your  store  so  that  you 
would  also  reaj)  your  usual  business  ])rofit.  What  a 
\  ery  much  better  ])ro])osition  it  would  be!  The  attrac- 
ti\enes>  of  >ucli  an  inxestmeiit  would  be,  ])erlia])s. 
twice  as  great,  to  you,  as  the  bank  stock  or  the  muni- 
ci])al  bond. 

.\'ow  this,  in  etiect,  is  wliat  the  Canadian  Coxern- 
ment  undertakes  to  do.  The  iiione_\-  is  not  to  be  use<l 
on  some  big  Doiiiinicjii  work  that  ])roHts  (july  a  few,  but 
is  to  be  spent  for  war  sujjplies,  raw  an  manufactured — 
taken  from  all  over  Canada — country  and  city  and 
town  alike.  Cltimately  much  of  this  comes  back  to  the 
retailer  of  home  and  local  needs. 

Thus  a  su.bscription  to  the  coming  loan  is  a  cold 
business  proposition  of  the  most  attractive  kind.  Any- 
:)ne  who  ])rofits  by  "good  business"  in  Canada — and 
wlio  does  not? — will  be  considering  his  own  interests 
twice  over  when  he  invests  in  a  bond — first,  in  the  ex- 
cellent interest  return,  and,  second,  in  the  trading  pro- 
lit  from  so  much  extra  turno\-er. 


Three  Handsome  Models  by  Blachford,  Toronto 


All  Kid  lace,  8  lnch  last2(i. 
Sizes,  2  to  7.   Widths,  A,  B,  C,  D. 


Turn  all  kid  lace,  8-inch,  last  25. 
Sizes,  2  to  7.    Widths,  B,  C,  D. 


All  velour  lace,  8  inch,  last  28. 
Sizes,  2  to  7.    Widths,  B,  C,  D. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


J.  Howard  Carkner  &  C'o.,  20C)  Sparks  Street,  Ottawa, 
Ont.,  have  secured  a  federal  charter  and  have  changed  the 
tirm  name  to  Code-Carkner,  Limited.  Messrs.  E.  E.  Code, 
manager  of  the  Ottawa  liranch  of  the  Kaufman  l\u1)1)er  (Com- 
pany, and  Mr.  J.  H.  Carkner  ha\e  always  been  the  proprie- 
tors of  this  business,  which  will  continue  under  the  personal 
guidance  of  Mr.  Carkner. 

William  H.  Craine,  for  many  years  a  traveller  for  Eve- 
leigh  &  Co.,  leather  goods  manufacturers,  Montreal,  dieil  re- 
centy  at  his  home  in  Toronto.  Mr.  Craine  covered  all  parts 
of  Ontario  and  was  a  general  favorite  on  the  road. 

Mr.  R.  B.  Gravlin,  of  the  White  Shoe  Company,  Toronto, 
was  recently  in  Montreal  on  a  business  trip. 

W.  F.  Barker,  who  has  been  conducting  two  repair  shops 
in  Toronto — one  at  802  Bloor  West  and  the  other  at  210 
Bleecker  Street — has  disposed  of  the  latter  to  E.  C.  Fellows, 
who  has  a  repair  shop  also  at  l-'iiio  Queen  East. 

The  Hartt  Boot  and  Shoe  Company,  of  h'redcricton,  N.B., 
are  adding  a  new  line  of  womens  welts  t()  their  already  well- 
known  line  of  men's  shoes. 

G.  L.  Hodgson,  shoe  retailer.  Mount  Dennis.  Ont.,  is  con- 
templating installing  a  department  for  making  boys'  staple 
shoes  in  the  near  future.  He  conducts  a  repair  department 
also  at  the  present  time. 

C.  B.  Kimljer  has  been  appointed  superintendent  of 
George  A.  Slater,  Ltd.,  Maisonneuve.  He  formerly  held  a 
similar  position  with  Ames-Holden-McCready,  Ltd.,  at  their 
Mount  Royal  factory,  Montreal. 

The  L^nited  Shoe  Machinery  Company  of  Canada,  Maison- 
neuve, report  an  increased  demand  for  their  shoe  repairing 
outfits.  Mr.  Owen  Brooks,  especial  representative  of  this  de- 
department,  has  been  on  a  visit  to  New  lirunswick,  Nova 
Scotia,  and  Prince  Edward  Island,  and  has  written  a  consider- 
able amount  of  business. 

J.  A.  Scott,  the  Quebec  representative  of  the  Anglo-Cana- 
dian Leather  Company,  has  been  selected  as  the  win-the-war 
candidate  for  the  Quebec  South  district.  Mr.  Scott  has  ac- 
cepted the.  invitation. 

Pierre  Blouin,  shoe  findngs  manufacturer  and  leather 
merchant,  of  Quebec  City,  was  a  recent  visitor  to  Montreal. 
He  has  l)ought  the  stock  of  the  G.  J.  Trudeau  Company,  Ltd., 
:;6.j  Ontario  Street  East,  Montreal,  consisting  of  a  large 
variety  of  findings,  including  buttons,  backing  cloth  and  stays. 


l)uckles  and  Ijows,  polishes,  counters,  laces,  ornaments,  etc., 
and  is  disposing  of  these  at  the  above  address  and  also 
through  the  PerJ'ection  Counter  Company,  Ltd.,  1247  St.  Hu- 
bert Street,  Montreal. 

The  shoe  Inisiness  of  Major  W.  G.  Pink,  at  278  College 
Street,  Toronto,  has  been  purchased  by  Harold  J.  Johnson, 
son  of  Jose])h  Johnson,  shoe  retailer,  47!)  Parliament  Street, 
Toronto.  Mr.  Johnson  has  served  in  his  father's  store,  and 
was  for  some  time  government  examiner  of  army  boots  at 
Ottawa.  More  recently  he  was  connected  with  the  footwear 
department  of  the  T.  Eaton  Company,  Toronto. 

The  marriage  took  place  recently  of  A,  Ivussell  He  wet- 
son,  of  the  J.  W.  Hewetson  Company,  Ltd.,  shoe  manufactur- 
ers, lirampton.  Ont.,  and  Miss  Rosa  Breithaupt,  daughter  of 
L.  J.  Breithau])t  of  tlic  I'rcithaupt  T^cather  Company,  Kitch- 
ener. (  )nt. 

()tis  llymmen  has  lieen  appointed  rei)rescntati ve  in  Mont- 
real and  east  for  the  American- British-  L'anadian  Distributors, 
Toronto,  of  which  Mr.  II.  .\.  Beatty  is  manager.  The  East- 
ern office  will  be  in  the  Xcw  ISirks  Building,  Montreal. 

L.  Ciodbolt,  of  Winnipeg  representative  of  J.  &  T.  Bell, 
Limited,  Montreal,  is  mo\ing  to  Vancouver. 

Congratulations  to  Mr.  Albert  Tetrault  of  Montreal,  on 
the  birth  of  a  daughter,  Jacqueline.  Mr.  Tetrault  is  the  son  of 
Mr.  Nap.  Tetrault,  the  head  of  the  Tetrault  Shoe  Manufactur- 
ing Company,  Montreal,  and  takes  a  very  acti\e  share  in  the 
direction  of  the  company's  afifairs. 

'J"he  Moyer  Shoe  Company,  Winnipeg,  has  dissolved, 
Joseph  Moyer  continuing. 

J.  .\.  Lavoie,  of  La  Parisienne  Shoe  Company,  Ltd.,  Mai- 
sonneuve, was  a  recent  visitor  to  New  York,  looking  up  new 
styles. 

The  Dominion  Leather  and  Shoe  I'indings  Company, 
Montreal,  have  registered.  S.  A.  Kitz  and  i'>.  Ritz  are  at  the 
head  of  the  concern. 

The  Humberstone  Shoe  Company,  Ltd.,  Humberstone. 
Out.,  have  been  granted  a  charter.  The  capital  stock  of  the 
company  is  $100,000  and  the  heads  are  C.  C.  Ivnoll,  C.  .A. 
Xeff,  and  M.  C.  Knoll,  of  Humberstone,  and  P.  G.  Knoll  and 
H.  H.  Knoll,  of  Port  Colborne.  The  company  are  empowered 
to  manufacture  boots  and  shoes  and  all  kinds  of  footwear  and 
mitts,  gloves,  and  all  kinds  of  leather  goods. 


THE  NEW 
UNIQUE  TRADE 
MARK  OF  THE 
COBOURG  FELT 
CO.,  COBOURG. 
ONT.    THE  "K" 
IN  KIMMEL  HAS 
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Nonc-iiiIkt,  lid 


Pro  Patria 

Mr.  Lester  Levy,  general  manager  of  tlie  Canadian 
Shoe  Findings  Novelty  Company,  has  resigned  liis  po- 


sition to  enlist  in 
Mr.  M.  L.  Levy  will  take  hi 
ger  of  the  company 


Mr.  Lester  Levy 

the  Royal  Flying  Corps,  Toronto. 


brother's  place  as  mana- 


A  Pointer  on  Rubber  Boots 

Gns  V.  Wells,  of  Des  Moines,  manufacturer  of 
Wells'  V'isible  Mate  Marks  for  shoes,  has  addressed, 
through  Footwear  in  Canada,  the  following"  letter  to 
Canadian  soldiers  and  all  those  who  may  have  to  wear 
rubber  boots  at  some  time  or  other : 

The  following  is  something  every  one  who  wears 
rubber  boots  should  know.  It  has  been  thoroughly 
tried  and  tested  by  the  writer:  When  you  put  on  a  pair 
of  rubber  boots,  if  the  boot  is  cold  and  your  foot  warm, 
or  vice  versa,  after  wearing'  them  an  hour  you  will  find 
your  socks  damp — yes,  wet.  If  you  are  on  wet  ground 
or  in  the  water  you  will  say  the  boots  leak.  Not  so;  it 
is  condensation.  Now,  stop  and  think  a  minute.  Fill  a 
'glass  or  china  pitcher  half  full  of  ice,  then  fill  with 
water,  and  in  a  few  minutes  the  pitcher  is  wet  on  the 
outside.  You  have  seen  this  many  times.  No ;  the 
pitcher  doesn't  leak — it's  condensation. 

I  simply  tell  you  this  to  show  you  your  boots  don't 
leak.  When  putting  on  your  boots  have  your  feet  and 
boots  about  the  same  temperature,  and  your  feet  will 
l)e  dry  all  day. 


Speeding  Up  War  Orders 

When  the  United  States  Government  were  placing 
large  contracts  ff)r  military  uniforms,  cartridge  cases, 
belts,  etc.,  the  problem  confronting  the  manufacturers 
was  that  of  getting  the  proi)er  machinery  which  would 
give  the  niaxinnnn  amount  of  efficiency  in  production 
in  order  t(;  speed  u])  the  work  and  meet  the  contracted 
dates  of  delivery.  A  few  of  the  i)r()cesses,  such  as  eye- 
letting,  sta])ling,  riveting,  etc.,  had  to  ibe  seriously  taken 
into  consideration,  as  the  only  method  of  doing  this 
work  before  was  by  foot  power  machinery,  and  in  the 
furnishing  of  millions  of  garments  and  soldiers'  equi])- 
nienl  it  was  found  necessary  to  secure  machines  which 
would  do  this  work  more  s])ecdily.    Uncle  Sam  keeps 


tabs  at  W  aslnngton  of  all  tlie  inventi(jns  which  are  ])at- 
ented,  and  it  was  discovered  that  there  was  one  firm 
which  had  patented  machines  and  processes  which 
might  be  made  adaptable  to  this  important  work.  In- 
vestigation was  made,  and  it  was  found  that  this  firm 
had  anticipated  the  need  of  these  machines  and  were 
perfecting  them  to  ofTer  the  trade.  To-day  the  Peer- 
less Machinery  Company,  of  South  Boston,  Mass.,  well 
known  shoe  machinery  manufacturers,  are  able  to 
make  these  machines,  and  are  fully  equipped  to  do  this 
work,  for  which  there  is  a  great  demand.  Special  shoe 
machinery  has  always  been  the  principal  business  of 
this  f^rm,  known  throughout  the  world  as  experts  in 
machinery  of  this  kind.  As  a  result  of  their  early  ex- 
perimentation in  endeavoring  to  adapt  their  line  to  in- 
dustries other  than  the  shoe  business,  they  have  to-day 
received  their  reward;  and,  while  the  shoe  business  has 
I)een  dull,  this  f^rm  have  'been  plugged  up  to  the  hilt  for 
some  time,  with  no  apparent  let-up  as  long  as  the  war 
lasts.  They  have  also  created  a  new  f^eld  for  the  use  of 
Peer  ess  machinery,  which  alreadv  has  a  strong  hold  on 
the  shoe  manufacturing  trade. 


Standard  Boots  in  England 

THF  first  supplies  of  Government-controlled  boots 
for  British  civilians— about  1,000,000  pairs— will 
be  put  on  to  the  market  in  four  or  f^ve  weeks. 
All  these  will  be  for  men  and  youths.  Women's 
girls  ,  and  children's  boots  will  follow  a  week  or  two 
later. 

The  standard  boots  for  women  and  girls  will  have 
neither  high  heels  nor  embellishments.  They  will  test 
feminine  foibles  in  footwear  as  nothing  has  done  in 
the  past;  they  will  be  of  an  essentially  common-sense 
character,  neither  artistic  nor  ugly,  with  common-sense 
toes  and  common-sense  heels— about  an  inch  and  a 
half  high. 

There  will  be  no  cloth  tops  of  fanciful  touches,  but 
button-up  as  well  as  lace-up  makes  will  be  provided, 
i^ike  all  the  other  Government-controlled  boots  they 
will  be  of  the  strongest  leather  and  will  keep  the  rain 
out,  whatever  may  be  their  shortcomings  in  other  di- 
rections. The  price  for  women  and  girls  will  probablv 
range  from  12s.  6d.  to  21s. 

What  the  trade  has  termed  the  "City  Boot"— "fit 
for  the  banker  if  he  wants  to  save  money,"  as  one  ex- 
pert described  it— will  be  a  guinea  a  pair.  At  present 
they  would  probably  cost  from  25s.  to  30s.  in  the  shops 
I  he  working  man's  Sunday  boots  will  be  15s.  and 
youth  s  12s.  6d. 


Many  New  Lines 

Aero-Peds  Manufacturing  Companv  are  now  manu- 
tactunng  several  new  lines  that  will  be  of  interest  to 
the  shoe  manufacturing  trade.  These  include  inside 
back  straps,  eyelet  stays,  sock  linings,  Goodyear  heel 
pieces,  etc.  The  company's  manufacturing  space  at  30 
Adelaide  Street  East,  Toronto,  has  been  enlarged,  and 
Mr.  John  A.  Adams,  the  manager,  states  that  they  are 
in  an  excellent  position  to  handle  all  orders. 


Ihe  l  oronto  Shoe  Retailers'  A.ssociation  are  l)usilv 
engaged  m  completing  arrangements  for  the  di\  ision  o'f 
the  city  into  territories  for  the  discussion  of  problems 
peculiar  to  each  district.  Mr.  Ed.  Cook,  secretary  of 
the  association,  states  that  excellent  progress  is  beino- 
made  and  that  the  i)lan  is  meeting  with  good  favor 
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Fine  Styles 

Fine  Quality 

Fine  Work 

FINE  SHOES 


Women's  shoes  in  new  and  popular  styles,  and  colors  and 
combinations.     Our  footwear  is  especially  attractive  to 
the   Canadian    Lady  wanting  something  neat  as 
well  as  serviceable.     Also  full  range  of  Misses', 
Growing  Girls'  and  Children's. 

The  products  of  The  Canadian  Footwear  Co., 
Limited,  have  found  a  ready  sale  all  over  Canada. 
We  have  demonstrated  our  ability  to  supply  a 
line  of  McKay  Shoes  suitable  for  Canadian  trade. 
They  are  superior  to  most  imported  and  at  a 

lower  price. 

We  are  in  a  position  to  guarantee  you  prompt 
shipment  at  time  specified,  on  all  orders 
for  canvas  shoes. 

New  samples  for  spring  now  being 
shown  by  our  travellers. 


Canadian  Footwear  Co.,  Limited 

MONTREAL 

Salesroom  :  Factory  : 

44  St.  Antoine  St.  Pointe-Aux-Trembles 


58 


FOOTWEAR    IN  CANADA 


November, 


1917 


BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 


Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins  in  Bark  and  Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


Adelard  Guay 


Eutrope  Guay 


MANUFACTURERS  OF 


Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  MONTREAL,  QUE. 


Good  Kid  for  Good  Shoes 


New  Castle  Kid 

We  can  supply  you  with  this 
famous  product,  either  Glazed 
or  Mat.  It  is  always  of  the 
highest  quality,  uniform  and 
reliable.  Shipments  on  time 
and  in  any  quantity. 

Write  for  samples  in  black  or  colors. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  W.,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


Hauthaway's  Superior  Goodyear  and 
McKay  Stitching  and  Welting  Waxes 


Absolutely  waterless,  and  always 
uniform  in  quality. 


Known  and  liked  wherever  shoes 
are  made. 
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vWORKERS  UNION, 


UNIONXnSTAMP 


Bctory 


\W0RKERS  UNION 


UNION^ISTAMP 

fictoty 


WORKERS  UNION/ 


UNIO^^STAMP 

ficfory 


TheStamp'stheThing! 

The  distinctive  mark  of  the 
Union-made  shoe  is  the  Stamp 
of  the  Boot  and  Shoe  Workers' 
Union. 

The  Union  Stamp  indeHbly 
identifies  the  Union-made 
shoe. 

In  the  world  of  shoes  we  find 
this  stamp  the  unquestioned 
mark  of  the  Union  product — 
distinguished  footwear  of  dis- 
tinctive excellence. 

For  the  trade  of  all  the  people 
all  the  time  insist  on  the  Stamp 
of  the  Boot  and  Shoe  Workers' 
Union. 

Boot  and  Shoe  Workers^ 
Union 

Affiliated  with  American  Federation  of  Labor 

246  Summer  Street     -     Boston,  Mass. 

John  F.  Tobin,  Gen.  Pres. 
Chas.  L.  Bain,  Gen.  Sec'y-Treas. 
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X'ictory  Loan   21 


Wiley,  Bickford  &  Sweet 

W  ells,  Cnis  X'  

W'inslow  Bros.  &  Smith 


"The  Best  Everyday  Shoes" 

are  the  Best  Boys'  and  Girls'  Shoes  in  the  Trade 

And  our  other 
lines  are  ecjually 
popular  with  farm- 
ers and  mechanics 
all  over  the  Domin- 
ion. 


Always  ask  your  Jobber 
for  this  brand. 


The  T.  Sisman  Shoe  Co.,  Limited 

AURORA,  ONTARIO 


Nnvt'inhcr,  \\)\7 
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FOOTWEAR  SPECIALTIES 

Order  Now  for  Early  Delivery 


SPIRAL  PUTTEES— Wool  Knit  Fabr 


SIESTA  FELT  SLIPPER— Style  917. 


SPATS— Felt  and  Kersey. 


Price  95c   per  pair  Wo«.  3- 
"UNO"— Style  534-XXX. 


Price  $35.00  per  doz. 
$3.00  per  pr. 


Price,  Wos.  $16.25  doz 
$18.00  per  doz;  size  6-12 


doz. :  sizes  11-2 
sizes  5-10. 


Size  3-8.  Men's 
Miss  $15.00  per 


Price  from  $12.50  to  $24  00  per  doz. 
Women's  6  and  9  button.  Men's  5,  6,  7. 
8.  10  buttons.  White,  Gray,  Chamois, 
Fawn  Taupe. 


Child's  $13.75  per  doz,; 


Also 


Send  for  prices  and  samples  on  our  full  line  of  "SIESTA"  SLIPPERS,    FELT,    CRETONNES,   KID    AND    OOZE  MATERIAL. 
Machine  Knit  and  Crocheted  Slippers,  "Capitol"  Lamb's  Wool  and  Quilted  Satin  Soles,  Puttees,  Leggins,  etc. 

The  Wiley-Bickford-Sweet  Company 

HARTFORD  Conn.  (Address  either  Office)  WORCESTER,  Mass. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Jleicliants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
—  there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


TAmVIVJ^  flNANOAL.COMMLRaAL  & 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Artlnu'  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

H)anches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Notice  for  Jobbers 


THIS  shows  one  of 
our  new  lasts,  Ne- 
olin  sole  balsall  shades 
and  1  e  a  t  h  e  rs  ;  also 
Misses',  on  sport  last. 
Jobbers  will  find  this  a 
profitable  and  ready 
seller. 

We  are  prepared  to 
accept  Orders  for  all 
whitecanvas 
lines,  and 
promise  de- 
finite ship- 
ment. 

Give  us  your 
inquiries. 

La  Duchesse"  Shoe  Co. 

Registered 

MONTREAL 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^trid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


SEND  FOR  SAMPLES— NOW! 


We  Specialize  on 

LACES 

of  all  kinds 
for  Shoe  Manufacturers 

If  you  are  in  need  of  laces  it  will  in- 
deed repay  you  to  see  Mooney's  as- 
sortment. They  can  he  had  in  all 
styles  and  lengths — strong,  well  fin- 
ished and  serviceahle. 
Particular  attention  is  given  to  Mer- 
cerized Round  Laces  in  black,  white 
and  colors.  Made  in  all  lengths.  Just 
drop  Mooney  a  card  for  samples. 


MOONEY 
Gives  Quick 
Satisfactory 
Service 


BRUSHES 


Tatent  l^rtishes  in  large  varieties. 
I'^xceptionally  well  made — low 
prices.   Made  by  Essex  Brush  Co. 


THREAD 

Desirable  thread  of  good  strength  and  smooth- 
ness, write  for  prices.  Made  hy  the  Globe 
Thread  Company,  Fall  River. 

CEMENT 

Ideal  Backing  IMachine,  .\pex  Backing  Cement, 
Premier  Backing  Cement. 


A.  G. 

220  LEMOINE  STREET 


MOONEY  CO. 

MONTREAL,  QUE. 


Steel  Dies  That  Hold  Their  Keen  Edge 


it  is  remarkable  the  difYerence  in  (juality  of 
many  makes  of  Steel  Dies  for  cutting  Leather, 
Pa])er,  Rubber,  ['"ibre,  Cloth,  etc.  Dominion  Dies 
have  that  admirable  cpiality  of  holding  a  keen 
edge  longer  than  any  other  make.  Write  for 
jjrices,  information,  etc. 

Dominion  Die  Co. 

MONTREAL 


Made  in 
Canada 
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^The  Leading  Novelty 
Slipper  House  of  America" 

Now  is  the  time  to  order  your 
Felt  and  Novelty  Slippers 


The    E-Z    Walk    Specialties   in  HIGH 

GRADE  FELTS.  SATINS.  SPORT 
CLOTHS.  GROS  GRAINS.  CRE- 
TONNES and  COMBINATIONS,  are 
the  talk  of  the  trade. 


Style — Design — Fit — Workmanship  can't  be  beat. 
Ask  your  Jobber  about  them. 


THE  E-Z  WALK  MFG.  CO.,  Inc. 

62-70  West  14th  St.,  NEW  YORK  CITY,  U.S.A. 


Niagara 
Sole  Leather 


Backs 
Squares 


Blocks 
Taps 


Chrome  tanned— absolutely  waterproof. 
Edges  finish  well — not  slippery. 
It  outwears  them  all. 

Write  for  Prices 


Buffalo  Leather  Co. 

TANNERY: 

922  Seneca  Street.  Buffalo,  N.Y. 


Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 


A  NEW  BLUGHER  OXFORD  OF 
THE  ARMY  OFFICER'S  TYPE, 
FINE  RUSSIA  CALF,  PLAIN  TOE, 
LOW  FLAT  HEEL  WITH  HEEL 
SEAT  EXTENDED  AND  STITCHED 
TO  MATCH  SOLE. 


Established  1853 


EAST  WEYMOUTH,  MASS. 
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CHRISTMAS  GIFTS 


Stock  up  now  for  Holiday  Trade 

50  to  100  per  cent  Profit 

INFANTS'  SOFT  SOLE  SHOES 

All  Grades  and  Colors 
SEMI  HARD  SOLE        —      FIRST  WALKING  SHOES 

No.  400  A— COWHIDE  SOFT  SOLE 

Especially  for  Army  Use 


TRADE 


MARK 


FOLDING  SLIPPERS 
Black-Tan— Red 

All  Grades 

Send  for  particulars 
and  prices 


SWAN  SHOE  CO. 

511-515  W.Franklin  St.,  BALTIMORE,  Md. 


EVERYBODY   WANTS  IT 

KELLEY  KID 

Made  in  West  Lynn,  Mass.,  l)y  'Hiomas  A. 
Kelley  &  Company,  one  of  the  oldest  s'Li^.ed 
kid  mannfacturers  now  doing  hnsiness. 

i\clle\'  Kid  is  fanions  the  world  over  as  a 
leather  of  great  uniformity,  fine  texture,  long 
wearing  qualities,  popular  colors,  velvety  finish, 
and  absolutely  right  in  every  particular. 

Output  1,400  dozen  daily. 
Distribution — United  States,  Canada, 
All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Cote  shoes  sell 

every  day  of  the  year 


For  Men,  BoySj  YouthSy 
Womeriy  Misses^  Children 

q^HE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 


St.  Hyacinthe 


Quebec 


Montreal  Sample  Roonis 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 
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"The  Sole 


Perfection 
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^  When  buying  new  boots  and  shoes,  or  having  worn  ones  resoled, 
it  is  not  a  question  of  how  long  leather  has  been  in  vogue  ;  it  is  a 
question  of  facing  this  fact  :  Acme  "  Soles  will  outwear  leather,  and 
give  more  satisfaction  all  the  time. 

^  If  you  commence  wearing  "Acme"  Soles  to-day,  you  will  not  dis- 
continue wearing  them  even  if  after  the  war  good  leather  is  again 
plentiful.    Superior  shoe  service  will  keep  you  using  "  Acme." 

^  The  beauty  of  this  new  sole  is  that  it  will  always  be  the  same — the 
method  by  which  it  is  made,  and  the  materials  from  which  it  is  made, 
are  standard  and  cannot  be  very  much  influenced  by  either  national 
or  international  complications. 

^  In  other  words,  you  can  to-day,  via  "Acme"  Soles,  order  your  shoe 
comfort  a  season  ahead — bank  absolutely  on  getting  utmost  wear,  ut- 
most pliability,  utmost  comfort ;  and  bank  absolutely  on  not  getting 
any  squeaking  or  slipping. 

COLORS  :  BLACK,  WHITE,  TAN. 

"Acme"  is  a  Dunlop  product,  andyou  invited  to  specify  "Acme"  because 
it  measures  up  to  the  Dunlop  standard. 


Dunlop  Tire  &  Rubber 
Goods  Co.,  Limited 

Head  Office  and  Factories: 
TORONTO 


I 


(U) 
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R  e  e  c  e 
Rapid 
Button 
Holing 
Machine 


This  is  the  button  hole  machine,  known  the 
world  over,  that  gives  the  best  results  in  speed, 
accuracy  and  continuous  service  on  all  footwear. 
There  is  only  one  motion  to  make  a  complete 
button  hole  with  a  continuous  .solid  bar  to  fasten 
the  end.  No  button  hole  is  perfect  without  this 
bar  to  finish  it.  The  Reece  Rapid  uses  any 
thread  and  is  the  most  economical  machine  on 
the  market.  Write  us  for  information,  prices 
and  terms. 

Thos.  C.  Doyle 

(Registered) 


Sole  Distributor  for  Canada 


Corner  Durocher  and  Prince  Arthur 
MONTREAL 


455  King  Street  West 
TORONTO 
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A  Shoe  Merchant 


With  a 

Champion  Shoe  Repair 

Department,  said 

Ily  in>talliiii4^  the  ^lioc  repair  (le])artmeiU  Ix-hind  a 
i4la.s.s  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  tlie  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possiljle.  The  cost 
of  a  complete  repair  outfit  is  very  small.  I  he  neces- 
sary stock  and  access(_)ries  to  start  this  department  do 
not  call  for  any  large  expenditure  of  money.  Any  live 
merchant  could  start  right  in  making  such  a  depart- 
ment \ydy.  .\n  ordinary  shoe  repair  department  will 
easih'  i)av  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  lca\e  the  profit  obtained  from 
the  selling-  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  .Ml  live  shoe  dealers  would 
become  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  re])air  department  will  result  in  tak- 
ing care  of  expenses  of  a  lirst-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repaii 
department. 


ment. 


Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 


Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 


Universal     Model     Curved  Need'.t 
and  Awl  Shoe  Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  dififerent  types  of  Shoe,  llarness  and  Auto  'I'ire  Stitchers. 
P'orty  different  models  of  Repair  Outtits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  sa\  ing  auxiliary  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  3723^1  Forest  Park  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 
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For  Jobbres 

^^IRD  McKays  for  Men,  Women,  Youths 
and  Boys  are  made  in  all  the  desirable 
lasts  for  1917  selling-.  We  are  very  sure  you 
will  not  be  offered  anything  superior  in  quality 
or  design  at  such  attractive  prices  as  we  are 
quoting.  Write  direct  immediately  for  in- 
formation.   We  are  now  showing  all  styles. 

Aird  &  Son,  Reg'd 

Montreal 


[J4ij!^!t:^iiyiifeaiiyjife!i!}yii&^iis^iis^it 


Reliable  Foot  Specialties 

A  small  display  of  Arrowsmith  Foot  Specialties  will  put  you  on  the  high-road  of  bigger  sales. 
A   timely   suggestion   regarding   these  well-known   specialties,   especially  when  your  custo- 
diers are  buying  footwear  will,  in  the  majority  of  cases,  result  in  an  additional  sale. 
Put  them  to  the  test  and  see  your  profits  jump. 

Arrowsmith  Foot  Specialties  include:  Arch  Prop,  Featherweight,  Foot  Pad,  Aeroplane,  Foot 
Arch,  Dr.  James',  Therapeutic,  Surgeon's,  First  Aid,  Heel  Cushion,  Bunion  Shield,  Curo-Pad,  Toe 
■Strata,  Heel  Grip,  Foot  Powder,-  Cal-corn-o,  Foot  Balm,  Footoprint. 

We  Protect  Your  Interests 

Wc  protect  the  interests  of  legitimate  Shoe  Dealers  by  refusing  to  sell  our  goods  to  Drug- 
stores, Shoe  .Shine  Parlors,  etc. 

Get  Arrowsmith  Foot  Specialties  from  your  jobber  or 
write  us  direct. 


Canadian    Arrowsmith    Mfg.    Co.,  Limited 


NIAGARA  FALLS 


ONTARIO 
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Full  Profits 

IN  these  days  of  narrow  margins,  a  merchant 
must  secure  all  his  legitmiate  profits.  Losses 
mean  fail  ure.  Mistakes  and  carelessness  cause 
losses.  If  a  charg^e  transaction  of  one  dollar  is 
lost  or  destroyed,  the  profit  on  a  ten  dollar  sale 
is  eaten  up. 

Safeguard  profits.  Install  the  National 
Cash  Register  system  for  protecting  retail  mer- 
chants. The  electrically  operated  National  Cash 
Register  and  the  National  Credit  File  are  earn- 
ing their  way  m  thousands  of  stores  to-day. 
Write  us  for  full  information.  This  request  will 
place  you  under  no  obligation. 


The  National  Cash  Register  Company 

of  Canada,  Limited 

Toronto  Ontario 
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Machinery  and  Service 


22  ft.  Goodyear  Shoe  Repairing  Outfit — Model  N.   The  latest  and  best  machine  of  its  kind. 

NOT  made  on  the  "Good  enough  for  the  Repair  Man" 
principle — but  Factory  Strong — the  best  that  our 
large  staff  of  Shoe  Machinery  Experts  and 
Mechanics  can   design  and  build. 


QUALITY 


DURABILITY 


EFFICIENCY 


On  terms  that  places  it  within  the  reach  of  all. 
WRITE  US  FOR  PARTICULARS. 

United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 
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//I  WELLS  ^ 
y  VISIBLE 
/mate  marks 

FOR.  1 

SHOES  AND  CARTON  I 

They  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  the  bot- 
tom of  a  pair  of 
shoes  as  the  size  and 
width   on  the  carton. 

You     can  handle 
five    pairs    of  shoes 
numbers   on  to 
without.  Once 
you   would  not 


with 
one 
used 


CUS  V.WELLS,  S31  14th  St.,Des  Moines,  Iowa 

be  without  them  for  ten  times  their  cost. 

Triplicates — One  for  the  Carton 
They  are  put  up  in  book  form  like  postage  stamps  (and  the  cash 
always  balance.     No  mis-mates). 
COLOR  PRICES 
White  on  Black    White  on  Blue         2,500  in  Triplicate  -  -  -  $3.00 
White  on  Tan       White  on  Red        5,000  in  Triplicate  -  -  -  4.50 
White  on  Green  10,000  in  Triplicate  -  -  -  6.50 

The  cost  is  a  trifle — 10,000  in  triplicate  $6.50  (20  pairs  for  one  cent). 
Why  "stall"  around  in  the  dark.  With  my  numbering  on,  it's  like 
having  an  electric  sign  on  the  end  of  every  carton  in  the  store. 


The 

"Wizard  Cleaner" 

Shoe  manufacturers  use  it  for  cleaning  soiled 
stock.    So  do  retailers,  as  it  is  the 

MOST  EFFICIENT  OF  ALL 

Your  trade  will  like  it  and  you  profit 
accordingly. 

Send  for  FREE  SAMPLE. 

CANADIAN  SHOE  FINDINGS 
NOVELTY  COMPANY 

Toronto,  Canada 


JOBBERS! 


Don't  miss  this  line 
of  Fine  Footwear 


WOMEN'S  LEATHER  SHOES,  MISSES\ 
CHILDREN'S  and  INFANTS'  FOOTWEAR 


All  the 

Popular 

Styles 

Drop  us  a  line 


We  offer  you  a  line  of  superb  footwear — 
made  with  that  solidarity  which  will  build 
for  you  good  will  and  bigger  business. 

We  use  the  best  quality  of  materials,  and 
offer  Jobbers  every  facility  to  choose  lines 
suitable  for  their  trade. 

We  should  be  glad  to  show  you  samples  and 
make  you  quotations.  There  is  a  splendid 
margin  of  profit. 

Gagnon,  Lachapelle  &  Hebert 

Shoe  Manufacturers 
55  Kent  Street  -  -  Montreal 


■m  ^  *; 

m   


JAS.  CLELAND,  REGD., 


Largest  Die  Manufacturer 
in  Canada 


Steel  Dies 

Our  Steel  Dies  for  cutting  Leather,  Rubber 
Cloth,  Paper,  etc.,  have  superior  features  that 
should  interest  you.  Made  of  steel  that  holds 
a  keen  edge.  We  manufacture  only  "  Safety- 
First  "  Steel  Dies  made  in  this  country.  No 
chance  for  the  press  to  jam  the  hands.  Fingers 
fit  into  forms  and  do  not  slip. 

Write  for  prices,  etc. 

16  St.  George  St.,  MONTREAL 


66 


FOOTWEAR 


IN  CANADA 


November,  1917 


Get  a  Sample  Keg 

BRODIE'S 

Patent  Flour 

PASTE 

It  sticks  and  sta\-s  ti^ht  under  all 
conditions.  Vui  up  in  kegs,  half 
barrels  and  barrels.  Nicely  per- 
fmned.  Spreads  e\enly  at  all 
times  and  never  dries  out  or  re- 
leases hold. 

Write  for  ])rices. 

Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machine 
is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 


KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Uc-aler.s  and  Manufacturers  in  Non  Royalty  Shoe  Machinery 


Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  in  Black  and  Tan. 

Shoe  FeltSy  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

fVrite  for  Samples  and  Prices 


137  IWoGill  street, 
MONTREAL 


STOP!!! 

Bargains  in 
Footwear  Sundries 


The  entire  stock  bought  from  G.  J.  Tru- 
deau  Company,  Limited,  in  liquidation  as 
follows : — 

Buttons,  Backing  Cloth  and  Stays,  Buf- 
fing Wheels  (felt)  and  others.  Buckles  and 
Bows,  Brushes  (camel  hair),  Bottom  Polish 
(Baker's  original  Cock  of  the  Walk),  Clean- 
ing Powders,  Counters  (Fibre  and  Leather 
Board)  Heel  and  Shoe,  White  and  color 
finishes,  Insoling,  Repairer  for  Patent  Lea- 
ther (Lionne),  Laces,  Ornaments.  Repair- 
ing Crayons,  Ribbons,  Sand  Paper,  Rubber 
Heels  and  Soles,  and  many  other  lines. 

Write  or  wire  for  particulars  to 

Pierre  Blouin 

Montreal,  Que. 


365  Ontario  St.  E. 


O  R 


Perfection  Counter  Co.,  Ltd. 

1247  St.  Hubert  St.        -        Montreal,  Que. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  179  King  St.  W.,  Kitchener  28  D  emers  Street,  Quebec 
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quality  shoe  laces 
for  every  requirement 

In  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading,  Pa. 


Buy  Sandals  Now 


But  be  sure  and  order 
the  old  reliable  Non- 
Rip  for  sizing  up. 
Ask  your  jobbers  to 
show  you  samples  of 
the  white  canvas  san- 
dal. 


Humberstone  Shoe  Co, 

HUMBERSTONE,  ONT. 


CANADIAN  FIBRE  COUNTERS 

Wear  Longer  Than  The  Shoe  Itself 

THESE  COUNTERS  are  made  from  TOUGH  FIBRE  BpARD  —  a  recognized 
product  which  ensures  greater  wearing  qualities.      In  addition  to  this,  however, 

our  special  process  of  manufacturing  adds  a 

Upper  Leather  &  Sole  Leather     s"^''^"*^^  °f  P^'f^^t  fi«  ^"^i  ^h^pe- 

We  feel  sure  we  can  satisfy  your  require- 
ments economically  and  with  dispatch. 
We  have  the  stock  to  ship  immediately. 


Tannery  and  Factory : 

ST.  HYACINTHE 
P.Q. 


In  fact,  it  has  actually  been  proved  that 
CANADIAN  FIBRE  COUNTERS  will 
withstand  unusual  strain  and  wear  longer 
than  the  shoe  itself. 

Sales  Offices  and 
Warehouses : 

224  Lemoine  Street 
MONTREAL 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto,  Ontario  Selling  Agent. 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City. 


Ilmited  ^^EM^©^, 

Our  Standard  Screw  Shoes 

WILL  STAND  PLENTY  OF    HARD  WEAR 

Ma'lc   on   foot-filting   lasls   tliat   will   give   comfort   to   the  wearer 
and  are  durable. 
The  Range  Includes 
Men's,   Boys',   Youths',   Little   Gents'   and  Children's  Box  Kip 
Youv  Johljcr  will  qnoto  yon  prices,  or  write  us  direct 

St.  Hyacinthe  Soft  Sole  Shoe  Co. 

St.  Hyacinthe,  Quebec  Limited 


V.D.t\RM  STRONG 

ENGRAVERofFINESTEELSTAMPS&DIES 
230-c,-^>NES^M0NTREAL.PHo>w^  675 

CRK^^C^.^?P)   Q  QUE,  c)  AfAlN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICH  WILL  INCREASE  YOUR  SALES- 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  sliipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

whicli  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They   save  storage  space. 

0. — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


We  have  many  models  of  stitchers  and  finishers.  Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher  coupled  to 
Landis  Model  25  Finisher. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clickin£[ 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines;  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada,  Limited 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 

179  King  St.  W.,  KITCHENER 


28  Demcrs  St.,  QUEBEC. 
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Muir-Made  Shoes 

The  product  of  a  modern  factory, 
skilled  workmen  and  quality  material 

Our  line  of  Men's  and  Boys'  Goodyear  Welts 
and  McKays  are  Better  Grade  Shoes  at 
popular  prices. 

Our  Women's  Goodyear  Welts  and  McKays, 
on  the  new  up-to-date  lasts,  in  all  the  pop- 
ular leathers,  with  Neolin,  Rinex,  Panther, 
Fibre  and  Leather  Soles  are  the  strong- 
proposition  to-day. 


The  James  Muir  Co. 
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^TKe  Toledo  "Button  Machine/ 

<nie  Pertect  Duiton  Machine 


mrM 


InYour  Own  Store 

Sold  Ouiriqht 
Fastens  all  buttons 
Fully  Guaranteed  '■« 


$85 


with  Toledo 
Rust  FVoof  White 
Wire  for  12,000 
operations^ 

Payments  ifdesired 
Sent  on  15  days  trial 

ORDER" 
"  ONE 


For  sale  and  guaranteed  by 
Canadian  Shoe  Findings  Novelty  Co.  - 
Adams  Bros.  Harness  Mfg.  Co.,  Ltd.  - 
Great  West  Saddlery  Co.,  Ltd. 
B.  C.  Leather  &  Findings  Co.,  Ltd.  - 


Toronto 
Winnipeg 
Calgary 
Vancouver 
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"PANTHER" 


PANTHER  Guaranteed  Fibre  Soles  are 
made  from  a  secret  combination  of 
fibre  and  rubber.   They  are  a  wear 
resisting  and  tenacious  sole  that  will  out- 
wear the  best  of  leather. 

The  stitches  never  pull  out  of  Panther 
Guaranteed  Fibre  Soles. 

Panther  Rubber  Heels  are  suitable 
companions  for  the  Fibre  Soles. 

Panther  Rubber  Co. 

Limited 

Sherbrooke,  Que. 
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"Rinex"  Soles 

In  the  all-important  test  of  wear  and  ser- 
vice, "RINEX"  SOLES,  far  and  away,  sur- 
pass any  leather  sole. 

Thousands  of  Canadians  have  experienced 
the  comfort  and  resiliency  of  ''RINEX" 
SOLES. 

"RINEX"  SOLES  are  absolutely  water- 
proof and  in  that  respect  give  the  wearer 
additional  comfort. 

Be  sure  and  specify  ^'RINEX"  SOLES 
on  your  next  order  of  shoes.  Your  customers 
will   be  quick  to  appreciate  this  advantage. 

"RINEX"  SOLES  are  made  and 
guaranteed  by 

Canadian  Consolidated  Rubber  Co.^  Limited 

Head  Office        -  MONTREAL 

Branches  at  Halifax,  St.  John,  Quebec,  Ottawa,  Toronto,  Ham- 
ilton, Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg, 
Regina,  Saskatoon,  Calgary,  Lethbridge,  Edmonton,  Vancouver, 
Victoria. 
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Canadian  Shoes 


for  Canadians 


"Metropolitan"  "Patricia" 

"Paris" 


T  ATEST  samples  are  being  shown  at  the  present 
^  time.  We  first  of  all  consider  Quality.  Being 
leather  manufacturers  we  know  our  stock  is  right. 
We  also  conform  to  latest  demands  in  styles  and 
lasts.  This,  we  believe,  will  be  the  best  service  we 
can  render  the  Canadian  trade  to-day. 


Write  for  injormation. 


Daoust,  Lalonde  &  Co.,  Limited 

MONTREAL 

Branch-Montreal  Shoe  Co.,  91  St.  Paul  St.  East,  Montreal 


New  Styles 


Good  Leather 


1  )ecciiibcr.  191T 
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Dealers  find 
these shoes  ready 
sellers,  as  they 
are  designed  to 
meet  the  require- 
ments of  the  ma- 
jority of  their 
customers.  The 
combination  of 
style,  comfort  and 
quality  will  in- 
sure a  satisfied  customer 
increase  in  your  sales. 


Tebbutt  Shoes 

for  better 

Foot  Health 

The  most  essential  factor  in 
shoes  with  the  men  of  to-day  is 
health.     Increasing   numbers  of 
men  are  paying  attention  to  their 
Foot  Health.  It 
would  be  to  the 
advantage  of 
every  dealer  to 
offer  their  cus- 
tomers our  Anti- 
septic footwear. 
Tebbutt  Shoes 
guarantee  Foot 
Health. 


and  an 


For  Sale  by  Leading  Jobbers 
throughout  Canada. 


Tebbutt  Shoe  &  Leather  Co. 

Limited 

Three  Rivers,  Quebec 
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Christmas 
Greetings 


All  New  Lasts  for  1918 

—  Growing  Girls',  Misses', 
Boys'  and  Infants';  in  black  or 
colors  ;  leather  or  Neolin  soles. 

This  means  jobbers  can  obtain 
from  us  the  very  best  shoes  for 
young  people  on  the  latest  lasts, 
and  at  prices  to  give  profit  to 
all  dealers. 


^9 


^11 


Charbonneau  &  De  Guise 

636  Craig  St.  East,  MONTREAL 
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To  our  Jobber  friends 


Christmas— New  Year 
GREETINGS 


Women's 
Misses ' 


Children 's 
Shoes 


Greater  sales  wherever  our  c|uality  footwear  is  stocked. 

This  is  due  in -particiihir  to  the  fa\-orable  influence  whicli  every 
satisfied  customer  is  bound  to  reflect. 

You  cannot  afford  to  overlook  what  this  valuable  asset  means  to 
your  business  in  increased  prestij^e  and  jjopularity. 

AVe  will  gladly  give  you  further  information. 

May  1918  bring  you  all  good  things, 

"La  Duchesse''  Shoe  Co. 

REGISTERED 

MONTREAL 
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You  Won't  Gamble  with 
your  Business! 

Why  Allow  Others  to  Do  It  ? 

If  you  are  now  using  a  fibre  counter  produced  by  a  solely 
counter  manufacturer,  one  who  buys  his  fibre,  you  are  tak- 
ing the  risk. 

The  fibre  manufacturer  will  not  guarantee  quality  of  fibre 
to  him.  If  he  guarantees  it  to  you,  he  merely  bets  that 
his  profit  off  you  will  exceed  the  "refunds"  made  you.  It's 
a  sure  bet  he  plays  safe  and  figures  the  refunds  into  the 
cost. 

You  lose,  because  you  don't  want  to  sell  shoes  to  a  counter 
maker.  Every  pair  sold  him,  means  a  dissatisfied  customer. 
We  put  a  portion  of  "return"  costs  into  the'  fibre  (we 
would  put  it  all  in  if  we  could  make  the  fibre  better)  and 
we  give  you  the  balance  by  reducing  prices. 

That  is  why   BENNETT  counters  are  fully  guaranteed 

7"/?  A  OE:    ma  PIK 

and  still  better  and  cheaper  than  the  "OTHER  KINDS." 
Buy    BENNETT  counters,  save  money  and  make  every- 

T/^A  O  e    A^A  f^^f 

body  happy. 

Send  for  samples  and  prices. 

BENNETT,  LIMITED 

Makers  of  Shoe  Supplies 


Chambly  Canton,  Que. 

Sales  Office    59  St.  Henry  Street  -  -  MONTREAL,  Que. 
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This  Wide,  Flexible  Scarf 
Is  Individual  to 

WAULDING'S 

^Fibre  Counters  ^ 

Guaran  fee'd 

This  scarf  makes  the  upper  and  front  edges  of  our  counters  so  flexible  that 
they  can  be  used  successfully  in  shoes  with  the  lightest  uppers  without  any 
possibility  of  the  counter  showing  through  the  upper.  This  scarf  leaves 
the  rest  of  the  counter  strong  and  rigid,  and  makes  the  whole  counter 
comfortable.      Such  scarfing  is  possible  only  with  Spaulding  Machiner>. 

Made  by  the  same  Spauldings  that  manufacture 
Spaulding' s  Oak  Tan  Fibre  Innersoling. 

J.  Spaulding  &  Sons  Co. 

Maia  Office  and  Factory  Boston  Office 

NORTH  ROCHESTER,  N.  H.  203-8  ALBANY  BUILDING 

PHILADELPHIA  CINCINNATI  ST.  LOUIS  CHICAGO 

John    G.   Traver   &    Co.,  Taylor-Poole   Co..  Tavlor-Poole  Co.,  J.  E.  D.  McMechan, 

329  Arch  St.  410   E.   8th   St.  1602  Locust  St.  217  W,  Lake  St. 

^     MV  ^^l^^y,    f^^Z^^^'^^  -     M      T>    ^  M»  English  Agents:  J.  Whitehead  &  Co.,  Ltd.. 

Tonawanda,  N.Y.  Rochester,  N.H.  No.  Rochester,  N.H.  ,  j 

Milton,  N.H.  Townsend  Harbor,  Mass.  Leicester,  England. 

Canadian  Agents: 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City.  V.  Champigny,  Montreal. 
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V^/E  hope  the  Christmas    Season  this 
*       year    brings   you  all  the  joys  of 
previous  years  and  many,  many  more. 

We  hope  that  Time  deals  kindly  with 
you  as  the  years  roll  onward,  and  that  pros- 
perity and  contentment  will  continue  to  be 
your  lot 

iiiiiiiiiiiiiiiiiiiiiijiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 
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WE  can  help  you  in  your  Pros- 
perity for  1918  with  our  ever 
popular  line  of  Bostonian  Shoes 
and  Independent  Brand  Rubbers. 

These  footwear  lines  mean  much 
to  progressive  dealers,  and  we  are 
ready  and  willing  to  show  you 
what  a  wide  awake,  well  stocked 
house  can  do  for  you. 

Write,  phone,  or  call  on  us. 


llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllli 
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At  Your  Command! 

A  Three  Million  Dollar  Stock 

of 

High  Grade 
SHOES 

For 

Men,  Women, 

Boys  and  Girls 


iiiiiiiiiiiiiiiiiiiiiiiiiii 


ON  THE  FLOOR- 
READY  TO  SHIP! 


A.'KiO  Women's  Russia  Calf  Sj-i-inch  Lace 
Hoot,  single  sole,  1-5^  inch  Cuban  Heel, 
welt,  sizes  .'i-T  B,  '2y2-S  D.  Rrvn  Maur 
Last   ...  $5.15 


V54.S— Men's  All  Over  Tan  Lotus  Bluclier, 
brass  eyelets  and  books,  beavy  single 
sole,  full  elk  liner.  Welt,  Windsor  Last. 
$5.75.  (This  shoe  is  not  cariied  in  stock-. 
ImiI    nnist   lu-  nia'h-  up  special). 


^^MONHt  the  good  things  to 
he  had  from  this  stock  are 
"White  House  Shoes"  for  Men 
— shoes  of  quaHty.  style,  and 
excellent  workmanship  ;  "Alax- 
ine  Shoes"  for  Women — cover- 
ing a  large  range  of  attractive 
novelties  in  two-tone  effects, 
colored  kids,  etc.,  in  fittings 
AA  to  EE, — and  the  best 
known  and  best  advertised  line 
of  children's  shoes  in  the  world, 
(lur  "BUSTER  BROWNS," 
also  a  complete  line  nf  work 
and  heavy  shoes. 

Write  for  copy  of  our  latest 
catalog,  showing  these  shoes — 
it  will  l)e  sent  without  charge  or 
( ibligatii  111  ( )n  yt  >nr  part. 


niOO— Women's  "Maxine"  Kid  SK-inch 
r,ace.  plain  toe,  single  sole,  2-inch  lea- 
ther Louis  heel,  imitation  turn.  Classic 
Last.    A    width,   sizes  I!  w^dth, 

sizes  C  width,  sizes  2J^-S.   ..  $3.86 


KIT  Men's  Gun  .Metal  F.biclier,  2  Soles, 
I'-s-inch  Heel,  Hone  l)rv  Well,  liiltmore 
Last,  EE  Width.    Si?es  .'"i-l  1   ....  $5.75 


M  A  N  U  I-  A  C  T  U  R  K  R  S  - 

ST.  LOUIS        -  U.S.A. 


Dfceniber,  lOlT 
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AMES 
HOLDEN 

McCREADY 

 LIMITED  


FOOTWEAR    IN    CANADA  Deceml,er.  unr 


1/ 


Our  Wishes 


ROBIN  LASTS 


Bros. 

Carriere  and  Gilford  Square 

MONTREAL 


"1  iTE  sincerely  wish  that   all  our 
^  ^  Friends  shall  have  every  Happi- 
ness at  this  Holiday  Season,  and  that 
their  Success  shall  continue  and  grow  ^ 
greater  as  the  Seasons  advance. 


We  are  in  an  excellent  position  to 

give  you  good  deliveries  of  Robin  | 

Lasts  during  1918.     Our  equipment  ^ 

and  facilities  were  never  better.    Get  \ 

in  touch  with  us  immediately.  I 


3 
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Good  Wishes 

^^J^  E    drop    our  usual 
business    appeal  in 
this  space  to  extend  to  all 
our  customers  and  friends 

The  Season's  Greetings 

Our  genuine  wish  for  you  all 
is  that  you  attain  your  most 
cherished  desires. 


Miner  Rubber  Co.,  Limited 

Granby 

Quebec 
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The 

VULCO-UNIT 
BOX  TOE 

Patented  Patented 
Dec,  30th,  1913  Oct.  26th,  1915 


Is  now  being  Manufactured 

at  our 

CANADIAN  FACTORY 

at 

SHERBROOKE,  QUEBEC 

BECKWITH  BOX  TOE  COMPANY 

Sherbrooke,  Quebec,  Canada 


December,  1917  -  FOOTWEAR     IN  CANADA 


I  Do  You  Use  1 

I   FELT?  I 

I  We  can  Supply  Your  Needs  in  Every  | 

I                 Line  You  Require  | 

I  For  Shoe  Manufacturing  i 


m  We  carry  a  complete  stock  ■ 

I  FOR  I 

1  IMMEDIATE  | 

I  SHIPMENT  I 

I      Also  a  full  line  for  TANNERS'  USE,  | 

■  Such  as  J 
I  "Bolster"  Felt,  "Querin"  Sleeves,  etc.  | 

■  Write  Us  for  Samples  and  Prices.  H 


Commonwealth  Felt  Company 

76-78  Summer  Street       -  BOSTON 


IS 


FOOTWEAR    IN  CANADA 


December,  1917 


We  are  thankful  for  the  opportunity 
to  wish  our  friends 
sincerest 


^^^^^ 

CHRISTMAS 
GREETINGS 


and  we  will  all  do  our  best 
to  have  each  and  every 
one  share  in  the  substan- 
tial prosperity  due  every 
Canadian  Shoeman. 


CLARKE'S 

PATENT 

LEATHER 


Deceinhur,  I'Jl? 


FOOTWEAR    IN  CANADA 
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jillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllliy^ 

I  I  INmSTOCK  I  I 


All  on  new  last  with  10/  8  heel. 

No.  246.  Gun  Metal  Bal.  im.  wing  tip.  Neolin 
sole  and  rubber  heel.  8  inch  cf.  top,  $5.60. 

No.  834.  All  Nut  Brown  cf.  Bal.  im.  wing.  8- 
inch  top.  Neolin  sole  and  rubber  heel.  $6.10. 

No.  294.  Gun  Metal  Bal.,  im.  wing.  8-inch  gray 
Buck  top.   Lea.  sole  and  heel.  $6.80. 

No.  855.  Burgundy  cf.  Bal.,  im.  wing,  8-in.  dark 
brown  buck  top.  Lea.  sole  and  heel.  $6.85. 

C  and  D  widths  in  stock  ready  to  ship. 


Perth  Shoe  Co.,  Limited 

Largest  Manufacturers  of  Women's  Welt  Shoes  Exclusively 
PERTH,  ONTARIO 


iillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllHIIIIIIIIIIIIIIIIIIIiy^ 
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Drccuilicr.  I'.MT 


? 


Where 

can  good 
Colored  Boots 
be  secured  to 
sell  at  a  price? 


? 


? 


The  answer 
of  course 
is  to  ask 
at 

Headquarters 


TETRAULT 

Tetrault's  famous,  unique  Regal  African 
brown  or  mahogany  side  leather  bals 
with  fibre  or  leather  soles  are  an  absolute 
necessity. 

Tetrault's  Regal  African  side  is  the  only 
logical  answer  to  the  above  question. 

Sold  by  all  leading  Jobbers, 

Tetrault  Shoe  Manufacturing 

Company,  Limited 
MONTREAL 


Largest  Manufacturers  of 
Goodyear  Welts  in  Canada 
Bar  None. 


European  Office  and  Warehouse : 
9  Rue  des  Marseilles, 
PARIS,  FRANCE 
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Colored  Shoes  are  Showing  Profit 


COLORED  lines  are  making  money.  They 
are  popular  to-day,  and  you  have  to  keep 
your  lines  stocked  up — sometimes  at  short  notice. 
TETRAULT  is  the  place  to  get  them  when  you 
want  them  and  at  a  moment's  notice.  Tetrault  is 
ready  at  all  times  to  give  you  instant  service. 
Tetrault  Colored  Shoes  are  supreme  in  this  field. 
Mahogany  or  Tony  Red  Calf— African  Brown 
Calf — Duchess  Calf— Soling  of  Fibre  or  Solid 
Leather. 


Tetrault  Shoe  Manufacturing 

Company,  Limited 
MONTREAL 


Largest  Manufacturers  of 
Goodyear  Welts  in  Canada 
— Bar  None. 


European  Office  and  Warehouse  : 
9  Rue  des  Marseilles, 
PARIS,  FRANCE 
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Footwear- Built  Up  to  Your  Intelligence 

Infants',  Children's,  Misses'  and  Youths' 


STYLE  372 

11—3    $2.85 

H — lOJ/^    2.45 

r>—7]/2    2.05 


ALL  music  is  not  harmony— all  footwear  is  not  quality 
built.  It's  intelligence  born  of  experience  that  creates 
something  above  the  ordinary 

Upon  this  sturdy  foundation  the  success  of  Adam's  footwear 
has  been  built — the  constant  effort  of  superior  workmanship 
-  of  a  high  standard  of  raw  materials — of  hearty  co-opera- 
tion— has  made  an  indelible  mark  in  the  estimation  of 
thousands  of  retailers. 

Let  us  prove  to  you  that  Adam's  style,  quality  and  service 
is  really  built  up  to  your  intelligence. 


Orders  placed  direct  in  response  to 
this  advertisement  will  have  the  same 
careful  handling  as  though  coming 
through  our  travellers. 


ADAMS  SHOE  CO.,  LIMITED 

Toronto,  Ontario 


nil ; 
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D  &  F 

Footwear 

Lnristmas^  i^i  / 

c 

ror 

New  Year,  1918 

1918 

V\      extend  our  sincere  Christmas 
Greetings  to  our  many  friends, 
and   trust   they   may   have  a  full 
measure  of  all  they  desire  for  1918. 

We  suggest  that  you  send  for  de- 
tails of  our  lines  for  the  present 
season.  They  are  all  live  lines  of 
the  latest  style  and  popular  in  every 
locality. 


Dupont  &  Frere 

MONTREAL 


Staple 
Shoes 
Bring 
Business 


34 
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Dfcc-mlui-.  wn'i 


^  MAIN  OFFICE  AND  FACTORY 
g  37  FOUNDRY  ST.  &. 

H  KITCHENER 


REPRESENTING 

Aimriiaii    Laciiig   Hook  Co., 
Wallliani,  Mass. 
Lacing  I  looks  and  Hook 
.Setting  .Macliint's 

.\rmoin   Sand  I'aiic-r  Works, 
I'liicago,  11!. 
(  lystolon  l'a|icr  and  Cloth 
foi-  Hnltin.si  and  .Scouring 

I'.oslon  Leatlu-i  Stain  Co., 

JJoston,  .Mass. 
Inks,  Stains,  Waxes,  etc. 
Cyclone  Uleach 

The   Ceroxylon  Co., 

lioston.  Mass, 
Cero.xylon,  the  Perfect 
I^i(|nid  Wax 

The  l.oiiis  G.  Freeman  Co., 
Cincinnati,  <  )hio. 
.Shoe  Machinery 

TIazen,  Brown,  Co., 

Brockton,  Mass. 
Waterproof  Bo.x  Toe  Ciuin. 
Rubber  Cement 

Kenworthy   Bros.  Co., 

Boston,  Mass. 
Felt  of  .Ml  Kinds. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Kmbossing 
.Maclunes.  Compounds, 
Inks,  etc. 

.M.    II.   .\Ierriam  &  Co., 

l*>oston,  Mass. 
Ilindiii}^,   Slaying,  etc. 

I'niilan  .Mfg.  Co., 

lioston,  Mass. 
Wax  Thread  .Sewing 
.Machines 

Boole  Process  for  Ciood- 
year  Insoles 

The  .S.  M.  Supplies  Co. 
Factory  Supplies, 
Needles,  etc. 

T.  Spaulding  &  Sons  Co., 

N.  Kocliestcr,  N.II. 
(luarantced  Fibre  Counters 
l'"ibrc  Iniicrsoling 

I'nilcd   Stay  Co., 

Cambridge,  .Mass. 
Leather  anil  Iniit.  Leather 
I'acing.  Welling,  etc. 


INTERNATIONAL  SUPPLY  CO. 

MANUFACTURERS.    JOBBERS.  IMPORTERS 

Shoe  Machinery  and 
Shoe  Factory  Supplies 

THE  LARGEST  SHOE  FACTORY   SUPPLY  HOUSE  IN  CANADA 

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIU 


EASTERN  BRANCH 
aOI  CORISTINE  BUILDING 

MONTREAL 


Our  Greatest  Asset 
Is  Goodwill 


We  carry  Larc^e  SrocKS  of  Merchandise  which 
requires  a  heavy  Financial  Investment,  but  we 
consider  Our  Ricputatiox  is  Worth  More  than 
.\LL  OTHER  Assets. 

The  Reason  is  Quite  Clear. 

When  we  started  in  Our  Own  Business  we  were 
practically  unknown  to  most  of  our  present  cus- 
tomers. We  did  KNOW  OUR  business  and  we  also 
KNEW  that  ALL  Business  Men  appreciate  a  Square 
Deal. 


The  result  is  what  was  to  be  expected.  Our 
business  has  increased  steadha'.  Every  month 
we  add  new  names  to  our  list  of  regular 
customers  and  each  month  shows  an  increase 
IN  SALi:s  to  almost  every  customer. 

We  take  this  opportunity  to  wish  all  our  friends 

A  Happy  and  Prosperous 
New  Year 


I  )cccnil)LT.  I'JIT 
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Sorting  Season  For 

INDEPENDENT  FOOTWEAR 

Keep  your  stock  well  filled  with  all  popular  sizes  and  styles  of  heavy 
rubber  footwear.  This  is  your  big  season  and  every  Independent  Jobber 
is  ready  to  back  you  up  with  the  best  of  stock  and  good  service.  You 
cannot  make  a  mistake  with  our  "Kant  Krack,"  "Dainty  Mode,"  "Royal," 
"Dreadnaught"  and  "Veribest"  Brands  of  Rubber. 

Get  your  placing  orders  in  this  month  for  1918  "Speed  King"  Tennis 
Shoes.    The  demand  will  be  tremendous.    Be  prepared. 

Ask  any  of  these  Leading  Jobbers : 


Amherst  Boot  &  Shoe  Co..  Limited  Amherst,  N.S. 

Amherst  Boot  &  Shoe  Co.,  Limited  Halifax,  N.S. 

E.  A.  Dagg  &  Co  Calgary,  Alta. 

A.  W.  Ault  Co.,  Limited  Ottawa,  Ont. 

White  Shoe  Co  Toronto,  Ont. 

McLaren  &  Dallas  Toronto,  Ont. 

The  London  Shoe  Co.,  Limited  London,  Ont. 


Kilgour.   Rimer   Co.,   Limited   Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited  Vancouver,  B.C. 

The  Amherst  Central  Shoe  Co.,  Limited  .  .  Regina.  Sask. 

Jam.es  Robinson   Montreal.  Que. 

Brown.  Rochette,  Limited  Quebec,  Que. 

T.  Long  &  Brother  CoIIingwood.  Ont. 


The  Independent  Rubber  Co.,  Limited 

MERRITTON  -  -  -  ONTARIO 
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We  can  supply  Soft  Sole  Shoes  in  all  styles  and 
colors  in  Fabrics  and  Leather.    Prices  range  : 

Moccasins  from  $1.75  to  $9.00  per  doz. 
Straps       from  $2.75  to  $7-20  per  doz. 
Buttons  or  Lace  from  $3.00  to  $12.00  per  doz. 

For  Jobbers  in  cases  of  60  or  120  pairs  only. 


HURLBUT  C 


PRESTON,  CANADA 


O. 

LiMlTED 


Books  For  Sale 


Store  Management,  an  illustrated  book  of  252  pages, 
by  Frank  Farrington,  price  50  cents. 

Advertising  by  Motion  Pictures,  by  Ernest  A.  Dench. 
Just  published — 255  pages.    Price  $1.00. 

"One  Hundred  Easy  Window  Trims."  All  about 
making  the  store  windows  more  profitable.  212 
pages,  illustrated.    Price  $1.00. 


Footwear  In  Canada 

347  Adelaide  St.  West 
TORONTO 


2450  j  2450 [ 2450 

//j  WELLS  ^ 

V  VISIBLE 

/mate  marks 

FOR. 

SHOES  AND  CARTON 

'I'liey  do  a  man's 
work  on  a  busy  day, 
and  are  just  as  im- 
portant on  tlie  bot- 
tom of  a  pair  of 
slioes  as  the  size  and 
width  oii  tlie  carton. 

You  can  handle 
five  pairs  of  shoes 
witli  numbers  on  to 
one  without.  Once 
used    you    would  not 


QVS  V.WELLS,  531  14th  St.,Des  Moines,  Iowa 

lie  uitliout  tliCTii  for  ten  times  tlieir  cost. 

Triplicates — One  for  tlie  Carton 
They  arc  put  up  in  book  form  like  postage  stamps  (and  tlie  cash 
always  balance.     .\'o  mis-mates). 
COLOR  PRICES 
White  on  Black    White  on  Blue         2,500  in  Triplicate  -  -  -  $3.00 
White  on  Tan       White  on  Red        5,000  in  Triplicate  -  -  -  4.60 
White  on  Green  10.000  in  Triplicate  -  -  -  6.50 

Tin-  cost  is  a  trirte— -II), 0(1(1  in  triplicate  .$G.5(J  (20  pairs  for  one  cent). 
Why  "stall"  around  in  the  dark.  With  my  numbering  on,  it's  like 
having  an  electric  sign  on  the  end  of  every  carton  in  the  store. 


R-H  Steel  Heel  Plates 

(P.aii;ni  Pkndim.) 

WARRANTED 
UNBREAKABLE 

Made  (if  .Specially  I're- 
parecl  .Steel 
The  Strongest  and  Most 
lJurable   Heel   Plates  on 
the  Market. 

"R-H"  Heel  Plates 

Arc  Money  Savers 
because  they 
S.W  !•:  YOUR  HEELS 
Prongs  will  not  break 

I'ut  up  '4.  16  and  ]  Gross 
F'lates   in  Carton. 
Write   for  Samples 
Order  from  your  Jobber — if 
he  will  not  supply  you  WE 
WILL. 

Prompt  Deliveries 

Manufactured  by 

The  Root- Heath 
Mfg.  Company 

3  Plymouth,  Ohio,  U.  S.  A. 

f  Also  manufacturers  of  Cobbler  Out- 
fits, Lasts  and  Stands,  etc. 


The 

"Wizard  Cleaner" 

Shoe  manufacturers  use  it  for  cleaning  soiled 
stock.    So  do  retailers,  as  it  is  the 

MOST  EFFICIENT  OF  ALL 

Your  trade  will  like  it  and  you  profit 
accordingly. 

Send  for  FREE  SAMPLE. 

CANADIAN  SHOE  FINDINGS 
NOVELTY  COMPANY 

Toronto,  Canada 


necember.  liilT 


F  c:»  o  1'  ^^'  a  r  i  n  c  a  n  a  d  a 
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Footwear 

that 

Satisfies 

the 

Most 

Exacting 


The  Acme 

of  Shoe  Value 


Wherever  Women's  Footwear  is 
wanted— that  is  NOT  changeable 
and  nncertain  in  its  qualities — 
"Canadian  Footwear"  is  indeed 
the  satisfying  line  that  is  looked 
for  by  hundreds  of  retailers. 

A  step  forward  always  has  been 
our  constant  effort — originality  of 
design,  thorough  shoe  making  and 
fit  assured.  That's  why  this  splen- 
did footwear  merits  the  term  THE 
Acme  of  Shoe  Value. 

We  shall  be  pleased  to  show  you 
the  styles  now  being  made  for 
Spring. 

Let  us  give  you  further  information. 

New  Samples  Are  Now 
Ready  for  Your  Approval 


Canadian  Footwear  Co.,  Limited 


MONTREAL 


Salesroom  : 

44  St.  Antoine  St. 


Factory  : 

Po  in  te-A  ux-  Trent  bles 
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TO  MANUFACTURERS 
AND  SHIPPERS! 

Are  you  interested  in  a  first-class  packing-case  for  shipping 
your  goods  ?    If  so,  we  have  it, 

4-ONE 
WIREBOUND  BOXES 

Bound  to  be  the  Universal  Packing  Case. 

BECAUSE: — I — They  are  Strong,  Light,  Secure,  Economical. 

2 —  The  strength  of  4-ONES  is  measured  in  terms 
*of  steel  wire  and  not  in  terms  of  wood. 

3 —  The  peak  load  is  carried  by  the  wire. 

4 —  Cuts  the  freight  cost  50  per  cent. 

18,451,526  used  in  1916 

Write  us  jor  particulars   and  literature.       We  will  make  you 
samples  and  will  have  them  demonstrated. 

All  manufacturers  know  the  difficulty  in  getting  seasoned 
lumber  for  their  requirements  and  the  high  prices  they 
have  to  pay.  The  coming  year  will  see  still  higher  prices, 
caused  by  the  shortage  of  labor,  the  extra  heavy  demand  for 
boat  building  and  the  greatly  reduced  output  from  the 
sawmills. 

Look  into  our  proposition  to-day.    Be  prepared. 

CANADIAN  WOOD  PRODUCTS, 

LIMITED 

1000  Gerrard  Street  E. 
TORONTO 


December,  1<)17 
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4-ONE  WIRE  BOUND  BOXES 

-4-()NR-  Boxes,  knockefl  down,  consist  of  four  separate  sections,  tup,  side,  l^ottoni,  side, 
connected  only  Ijy  continuous  steel  binding  wires  , and  of  two  separate  end  pieces  : 

The  four  sejjarate  sections  are  sei)arated  frcjui  each  other  by  a  distance  less  than  the  thick- 
ness of  the  thin  boards,  so  that  the  wires  are  tensioned  at  the  corners  when  the  sections  are  folded. 

-4-ONK-  Boxes  are  made  by  ftdding  these  four  separate  sections  at  right  angles  to  each  other, 
which  tensions  the  wires  at  the  corners,  causes  the  top  and  bottom  sections  to  overlap  the  side 
sections  along  the  full  length  of  the  corners,  and  gives  tight,  scjuare  corners.  The  end  ])ieces  are 
nailed  or  stapled  to  the  cleats  from  the  inside. 

Outside  View 


J 


End  Pieces 


Inside  View 
4  SECTIONS  CONNECTED  BY  WIRES 


Cross    Section  of 

CLEAT 
Showing  How  the 
Staple  is  Anchored 


To  close  the  box  the  wires  are  twisted 
together  at  the  end 


Each  of  these  four  separate  sectiuns  consists  of: 

ST.\  PLES— VYI  KES~THIN  BOARDS— CLEAT.S 

The  staples  are  driven,  straddling  the  wires,  throu.gh  the  thin  boards,  an<l 
into  the  cleats,  and  are  anchored  in  the  cleats. 

Staples,  wires,  thin  boards  and  cleats,  in  each  section,  becanse  of  the  above 
unic|ue  construction,  become  ON!'". 

Under  external  strains,  the  four  separate  l)o.\  sections  slide  on  each  other 
at  their  edges,  causing  the  strains  to  l)e  taken  up  innnediately  b}'  the  tensioned 
steel  binding  wires  and  to  be  borne  1)y  these  steel  liinding  wires  during  the 
whole  period  of  strain. 

Bulging  strains  also  are  resisted  liy  the  steel  binding  wires. 

Staples,  wires,  thin  l)oards  and  clfats  of  each  separate  section,  due  to  the 
unique  construction  illustrated  above,  are  compelled  to  work  as  ONE.  Enur 
acting  as  ONE. 

Each  of  the  foui  separate  sections  is  compelled  to  work  during  the  whole 
period  of  strain,  and  the  four  sections  work  together  as  a  unilned  and  co- 
ordinated whole. 
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¥yl      sincerely  thank  the  friends 
and  fellow -workers   of  the 
Dominion  Rubber  System  for  their 
good-will  and  hearty  co-operation 
during  Nineteen-Seventeen  and  ex- 
tend to  one  and  all  the  COMPLI- 
MENTS OF  THE  SEASON  and 
our  best  wishes  for  a 

Happify  Prosperous 
New  Year 
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"^0  our  Readers — 

CHRISTMAS 
GREETINGS! 

Our  sincere  wish  is  for 
your  present  happiness, 
and  prosperity  during 
the  New  Year. 


The  New  Year 
Looks  Good 


Canada  may  well  l)e  proud  of  her 
enormous  contri])ution  of  o\-er 
$400,000,000  to  the  X'ictory  Loan, 
constituting,  as  it  did,  a  world's  record  per  capita. 
Aside  from  the  tremendous  advantage  this  monc}-  w  ill 
give  the  Dominion  in  carrying  on  her  share  in  the  war. 
it  is  well  worth  considering,  at  the  present  time,  the 
effect  it  will  have  on  general  Inisiness  conditions.  The 
total  sum  subscribed  is  to  be  spent  for  war  supi)lies, 
raw  and  manufactured — taken  from  all  over  Canada — 
countrv  and  citv  and  town  alike.    Ultimately  it  must 


revert  to  channels  that  will  bring  .some  share  of  it 
l)ack  to  e-\'ery  retailer  in  e\-er\'  part  of  the  comitry. 
It  means  that  with  so  much  more  mone_\-  ])ut  in  cir- 
culation we  may  e.xpect  better  business,  surer  salaries, 
improxc'd  lalxir  conditions  and  a  general  uplifting  of 
our  entire  industrial  and  commercial  status.  Surely 
this  constitutes  a  handsome  Christmas  gift  for  the  re- 
tail trade!  We  may  embark  on  the  new  year  191S  with 
every  confidence  and  feeling  that  it  will  be  one  of  sat- 
isfactor}-  commercial  acti\it}-  and  that  the  wheels  tif 
our  business  machine  shall  not  lag  because  of  financial 
sh(  >rtage. 

(Jptimism  should  be  the  spirit  itf  the  hour.  The 
continuation  of  Canada's  ability  to  suj)ply  the  neces- 
sary munitions  of  war  rests  upon  her  ability  to  jjrovide 
the  necessary  capital.  Our  Minister  of  Finance  asked 
for  one  hundred  and  fifty  million  dollars  and  received 
over  four  hundred  million.  Canada  is,  therefore,  well 
equipped  financially  to  handle  much  more  of  the  busi- 
ness that  contributed  to  her  prosperity  in  the  earlier 
stages  of  the  war,  all  of  which  will  benefit  our  mer- 
cantile interests,  h'or  a  certain  number  of  merchants, 
however,  blue  ruin  is  always  about  to  dawn,  and  dole- 
ful forecasts  are  the  order  of  the  day.  With  the  com- 
ing of  the  new  year  let  us  turn  over  a  new  leaf  and 
remember  that  while  our  burdens  have  been  great  oiir 
accomj)lishments  have  been,  and  will  be,  still  greater, 
it  is  not  a  time  iov  dejection  or  ])essimism. 


Ask  Them  to  Shop     A  prominent  Toronto  shoeman, 
Early  — Tell  who  has  been  established  in  the 

Them  Why  down-town  section  for  some  years, 

recently  remarked  to  "Footwear"  that  it  was  cpiitc  a 
hopeless  task  trying  to  induce  people  to  shop  early 
at  Christmas  time.  This  year  Christmas  comes  on 
Tuesday,  and  it  is  his  theory  that  i)racticallv  all  shop- 
l)ing — at  least  so  far  as  his  tnvn  store  is  concerned  — 
will  be  done  on  the  preceding  Monday,  and  very  little 
before.  If  Christmas  came  on  \\'ednesda_\'  he  wnuld 
get  good  business  on  Monday  and  Tuesday,  and  if  it 
came  on  Thm-sday  he  woidd  have  three  davs  good  sell- 
ing. .\nd  so  he  is  rather  disgusted  with  the  whole 
thing  and  believes  that  putting  any  efi'ort  into  the 
"shop  early"  idea  is  pretty  much  wasted. 

When  you  come  to  think  of  it,  it  is  onlv  in  recent 
years  that  merchants  ha\-e  given  this  subject  an\- 
thought  at  all  and  it  is  because,  in  the  larger  cities  at 
least,  the  department  stores  ha\c  set  the  ball  rolling. 
llowe\-er,  a  reform  of  this  kind  cannot  be  looked  for 
too  (piickly  ;  there  is  a  great  deal  of  truth  in  that  asser- 
tion that  }()U  may  make  a  statement  nineteen  tiiues,  but 
it  is  only  at  the  twentieth  lime  ,'in\-  notice  is  taken  of  it. 
The  main  thing  is  to  keep  at  it — be  persistent — take 
the  ])ul)lic  into'your  confidence  and  tell  them  just  whv 
it  is  lo  their  ad\antage  to  shop  early.  F.xjtlain  how 
their  needs  may  be  more  carefully  attended  to  before 
the  last  minute  rush;  tell  them  of  the  scarcitv  of  labor 


FOOTWEAR 

and  tlie  jam  tliat  is  always  caused  at  tlie  eleventh  hour. 
If  every  merchant  would  unite  in  a  resolve  to  spread 
the  gospel  of  "early  shopping"  to  the  utmost  of  his 
ability  it  is  not  possible  but  that,  sooner  or  later,  tlie 
benefits  will  be  far-reaching. 

And  don't  let  us  be  skeptical  that  the  people  will 
respond  to  reasonal)le  requests  such  as  this  is.  Quite 
recently  a  large  electric  power  supply  organizati(^n 
found  itself  confronted  with  a  shortage  of  "juice."  In 
an  endeavor  to  overcome  a  critical  situation  an  a])i)cal 
was  made  to  the  general  i)ublic  thrcnigh  newspaper 
advertisements  and  the  response  was  immediate  and 
effective.  The  public  were  shown  the  matter  plainly 
and  gladly  co-operated.  So  they  will  in  the  matter  of 
shopping  early  if  the  whole  situation  is  so  explained 
that  its  wins  their  sympathy. 

This  Looks  Like  a     Apropos  of  the  many  stock-I<eep- 
Good  Idea  ing  .systems  and  accounting  meth- 

ods urged  by  merchandising  ex- 
perts and  reall_\-  successful  retailers,  it  was  suggested 
to  "T'ootwear"  the  other  day  by  a  prominent  Toronto 
merchant  that  the  average  retailer  did  not  possess  the 
requisite  training,  even  if  he  had  the  lime,  to  carry 
these  systems  to  a  point  where  they  would  Ije  of  real 
value  to  him.  However,  he  made  a  suggestion  wiiicii 
possesses  a  great  deal  of  merit,  and  is  one  which,  if 
properly  carried  out,  would  go  far  toward  solving  tne 
difficulty.  Here's  the  thought:  John  Smith  cannot 
afford  to  pay  an  expert  bookkee]3er  or  accountant  to 
keep  his  books  and  ad\-ise  him  wherein  his  system  is  at 
fault,  or  where  he  is  losing  money  instead  of  piling  up  a 
proht,  vv  correct  him  in  a  dozen  and  one  t)ther  little 
details  connected  with  the  l)usiness  of  retailing;  neitlicr 
can  Tom  lirown,  or  any  of  the  other  half-dozen  or  so 
competing  retailers  in  a  certain  district,  town,  or  ciiy. 
However,  if  those  retailers  would  get  together  and 
agree  among  themselves,  an  ex])ert  accountant  could 
be  secured  who  would  be  able  to  look  after  the  books 
of  all  the  stores  for  a  stated  sum  ])er  week.  This  re- 
muneraticjn  could  be  made  large  enough  by  a  nuntber 
f)f  stores  to  warrant  securing  the  serxices  of  a  reallv 
first-class  man.  He  would  l^e  pledged,  of  course,  lo 
maintain  absolute  secrecy  regarding  the  affairs  ot  everv 
merchant,  and  there  would  tlius  lie  no  antagonism 
created  on  that  score. 

Undoubtedly  the  maintenance  of  an  accurate  svs- 
tem  of  stcjck  record  and  bookkeeping  is  an  all-im])ort- 
ant  factor  in  shoe  retailing,  and  it  is  more  than  likely, 
too.  that  a  great  many  mercliants  feel  they  camiot  be 
bothered,  oi"  are  unable  througli  lack  of  training,  to 
carry  on  this  work.  Conse(|uently  their  business  suf- 
fers because,  as  i)ointed  out  by  the  merchant  who 
offered  this  suggestion,  he  has  pi-o\ed  to  himself  in 
the  twenty-live  years  he  has  been  in  business  that 
accurate  records  are  necessary. 

This  idea  of  having  an  exi)ert  accountant  dix  ide  Iii^ 
time  among  sex'eral  diflerent  stores  is  one  which  is 
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Only  a  dead  man  makes  no  mistakes.  Better 
be  a  live  one  who  does  things,  even  if  some  of 
them  are  wrong. 


partly  responsible  for  the  success  of  the  chain  store. 
.\  really  good  man  in  one  individual  store  is  necessary, 
but  impractical  for  financial  reasons.  The  ccjst  of  his 
ser\ices  being  (li\ided  between  a  number  of  stores 
s(jl\  es  the  difificulty  and  paves  the  way  to  success. 

No  matter  how  big  the  idea,  however,  we  cannot 
hope  to  arrive  at  any  worth-while  conclusion  without 
co-operation  and  we  suggest  any  interested  retailers 
write  us  at  the  earliest  possible  moment  expressing 
their  o])inions  as  to  the  feasibility  of  this  suggestion. 
With  a  number  of  o]unions — or  criticisms,  if  you  like — 
in  hand,  it  will  l)e  a  much  simpler  matter  to  decide 
u])on  the  merits  of  the  ]jlan  and  advise  our  readers 
accordingly. 

What  do  YOU  think  of  it? 

*       *  * 

Shall  We  Comtnit  most  unfortunate  that  at  a 

Commercial  time  when  a  common  danger 
Suicide?  should,  naturally,  unite  the  people 

of  Canada,  so  that  we  may  concentrate  all  our  forces 
against  a  common  enemy,  that  there  should  be  so 
much  of  bitterness,  so  much  useless  expenditure  of 
physical  energy  of  which  we  and  our  allies  possess 
all  too  little  for  the  tremendous  work  in  hand.  The 
reports  of  present  Canadian  conditions  distributed 
widely  from  day  to  day  throughout  Germany,  as  un- 
doubtedly they  are,  will  act  like  a  tonic  to  their  lag- 
ging spirits  and  give  them  fresh  heart — just  as  condi- 
tions in  Ireland  and  Russia  have  done — to  fight  on. 
One  can  easily  imagine  with  what  satisfaction  the 
Kaiser  is  watching  our  campaign,  well  knowing  that 
every  dissension  here  is  a  positive  gain  for  him. 

But  aside  from  all  this,  the  people  of  Canada  should 
sit  down  quietly  and  consider  what  our  commercial 
position  would  be  if  Canada  should  decide  to  become 
a  "neutral" — for  that,  in  effect,  is  what  a  defeat  of  the 
Union  Government  would  mean.  What  would  Eng- 
land's attitude  become?  What  that  of  the  United 
States?  Let  us  remember  that  the  orders  which  have 
given  Canada  the  greatest  commercial  activity  in  her 
history  came  from  the  Mother  Country;  would  they 
come  to  neutral  Canada?  Let  us  remember  that  we 
are  (lei)endent  to-day  upon  the  United  .States  for  raw- 
materials  the  withholding  of  which  would  mean  wide- 
spread industrial  depression  ;  and  judging  b\'  the 
United  States'  attitude  towards  other  neutrals,  would 
they  not  be  withheld? 

Quite  aside  from  all  sentimental  arguments,  will  it 
not  be  the  j^art  of  wisdom  for  us  to  consider  well, 
before  Canada,  as  a  nation,  decides  to  commit  com- 
mercial suicide? 
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Capitalize   Old   "Pop"  Opportunity 

Our  Artist  Has  Dressed  Him  Up  Like  Santa  Claus— Perhaps  Because  the  Present 
Christmas  Season  "Gives"  to  the  Retailer  Such  a  Golden  Opportunity 
for  Big  Business— Get  Busy  If  You're  Not 


THE  present  season  and  your  plans  for  capitaliz- 
ing opportunity  spell  success — or  they  do  not. 
Profit-in-the-bank,  good  holiday  business,  peace 
of  mind,  await  you — or  they  do  not.    It  all  de- 
pends on  how  energetically  and  thoughtfully  you  have 
planned  your  campaign. 

Christmas,  1916,  saw  a  more  concentrated  footwear 
campaign  than  ever  before — really  the  first  Dominion- 
wide  drive  on  footwear  as  Christmas  gifts — a  wonder- 
ful opportunity  for  the  retail  shoe  trade  to  get  its  just 
share  of  the  millions  being  spent  annually  during  this 
joyous  season.  Success  came  to  those  who  partici- 
pated most  freely  and  enthusiastically  in  this  sales 
efifort  of  last  year. 

Now  for  a  1917  Footwear  Christmas ! 
This  year  you  can  make  your  good  record  of  last 
year   better — or  repair   to   some   extent  the  present 
year's  shortcomings — if  you  get  busy — ACT. 

You  can't  sit  still  and  wait  for  the  business  to  come 
in  to  you. 

Don't  wait  for  old  Pop  Opportunity  to  batter  down 
your  door,  purloin  your  purse  and  plump  it  full  of 
profit.  Opportunit-ize  yourself!  This  "Give  Foot- 
wear for  Christmas"  idea  spells  success  if  you  use  it. 

But  you've  got  to  go  out  after  the  business  to  get  it. 
That  means  instead  of  looking  liackward,  or  even  for- 
ward, you've  got  to  get  going  in  the  present — NOW! 

To  win  you've  got  to  begin  !  The  only  thing  worse 
than  a  quitter  is  a  man  who's  afraid  to  start.  And  if 
you  haven't  ccMnmenced  in  earnest,  now's  the  time  to 
do  it. 

Why  is  Footwear  Timely? 

First,  because  the  higher  wages  being  paid  to-day 
mean  that  more  money  will  be  spent  this  Christmas 
than  ever  before. 

Second,  because  this  is  such  a  serious,  sober  year. 
Practically  every  man  and  woman  in  the  country 
realizes  that  the  ])ractical  gift  which  serves  and  en- 
dures is  the  sensible  thing  to  buy. 

Third,  l)ecause  footwear  gifts  are  wanted  by  every- 
one. They  are  good  presents — active  presents  giving 
genuine  service — presents  that  are  100  ])er  cent.  ]M-ac- 
tical. 

Fourth,  because  the  footwear  trade  has  never  had 
its  just  share  of  the  enormous  Christmas  harvest  each 


year — and  here  is  its  one  wide-open  opportunity  to 
go  after  it  and  get  it. 

Your  Part  in  the  Campaign 

This  Christmas  campaign  is  to  sell  the  footwear 
Christmas  gift  idea  to  the  people  in  your  city  or  town. 
Your  store  should  stand  out  from  among  the  others. 
Advertising  will  do  it !  No  matter  how  well  you  are 
stocked  or  how  anxious  you  are  to  do  a  big  business 
you  will  not  succeed  unless  you  advertise. 

Where  are  the  people  going  to  buy  their  gifts?  In 
your  store  or  some  other  kind  of  store?  Other  stores 
do  sell  a  tremendous  amount  of  gifts.  Why?  Be- 
cause they  advertised  and  have  advertised  in  previous 
years.  The  bugbear  of  everyone  at  Christmas  time 
is  to  know  what  to  buy  and  where  to  get  it.  How  are 
they  to  know  that  the, shoe  retailer  has  just  what  they 
want — unless  you  tell  them — and  keep  on  telling  them? 

So  advertise !  You  are  selling  the  most  appro- 
priate Christmas  gifts  this  year.  And  if  you  do  not 
break  all  former  Christmas  sales  records  you  are  los- 
ing out  at  a  time  when  footwear  sales  are  so  ripe  that 
all  you  need  do  is  "hold  your  hat !"  Advertising  shakes 
the  tree ! 

It's  not  what's  in  your  head — but  what's  in  your 
go-ahead — that  is  going  to  get  you  your  share.  So 
let's  have  plenty  of  pep,  push  and  publicity.  Advertise. 
Other  things  being  equal  it's  the  man  wlm  hollers 
the  loudest  who  gets  the  most  attention — and  the 
store  which  advertises  the  most  that  sells  the  most 
goods.    Get  out  tlie  drums! 

Give  Something  in  Footwear 

Let  this  be  your  slogan — Give  Something  in  Foot- 
wear— something  of  real  use.  Run  it  in  your  ads,  on 
your  window  cards,  in  your  store,  on  \-our  slationer\- 
— everywhere. 

In  some  i)rominent  part  of  the  store  h.mg  a  big- 
painted  "Gift  Suggestions"  sign,  listing  the  items  for 
various  members  of  tlic  family  and  personal  friends. 
Use  the  list  also  in  your  windows  and  advertising. 
Your  appeal  must  be  to  all  classes,  slighting  none,  and 
must  be  so  broad  and  thorough  that  it  will  include  anv 
and  every  possible  buyer. 

Tic  uj)  with  any  "Shop  I'.arl}"  or  "Siiop  in  the 
Morning"  nio\cment  in  your  town        offering  some 
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special  induce'iiicnl  tn  Ukjsc  wIki  make  llicir  |)urcliasc's 
1)efore  noon. 

Become  friendly  with  your  lucal  newspaper  man 
and  persuade  him  to  puI)Hsli  a  little  item  on  the  suit- 
ability of  footwear  for  Christmas  givin<^". 

Offer  a  s])ecial  prize  to  the  clerk  wlio  makes  tlie 
largest  amount  in  sales  this  Christmas,  'i'his  should 
do  much  to  stimulate  sales  effort. 

Write  a  good  sales  letter  to  a  selected  list  of 
])rospects  suggesting  that  they  buy  sensible,  ])ractical, 
footwear  gifts  this  year. 

Use  small  Christmas  trees  in  \-our  w  indows  if  pos- 
sible— tie  u])  with  the  Christmas  s])irit  in  e\erv  pos- 


Fig.  1— A  simple  but  attractive  window  trim. 


sible  way.  Try  some  dift'erent  way  of  wrapi)ing  your 
paroels — either  with  fancy  ribbons  or  paper,  or  in 
special  boxes.  Create  a  Christmassy  atmosphere. 
"Merry  Christmas"  cards  could  be  given  to  each  cus- 
tomer— each  one  bearing  the  slogan  "Ciive  l-'ootwear 
This  Christmas." 

Enthuse  yourself,  your  salespeople  and  your  cus- 
tomers. Make  them  realize  that  this  is  going  to  be 
the  greatest  year  ever  for  Christmas  footwear  sales 
in  the  whole  country. 

Herewith  are  three  suggestions  for  seasonable  win- 
dow trims.  In  Fig.  1  the  suggestion  is  centered  around 
"hanging  up  the  Christmas  stocking."  The  stockings 
are  cut  from  colored  cardboard.  Artificial  holly  is 
festooned  across  the  background  and  ends.  At  the 
front  of  the  window,  against  the  glass,  is  a  large  cut- 


C^i^^e  Something  in  Footiuear 
Thi$  Christmas^ 


Fig.  2 


Tasty,  yet  quickly  prepared.   Santa  says,  "Give  Something 
in  Footwear  this  Christmas." 


out  Santa  C'laus  head,  made  by  yourself  or  your  local 
card-writer.  At  the  other  side  is  the  end  of  a  fire- 
])lace.  This  is  ])ainted  on  heavy  pa])er  and  fastened 
to  the  window  glass.  I  he  show-card  says:  "Ask  Santa 
to  ]»ut  some  footwear  in  your  stocking  this  year." 

iCxamjjle  No.  2  has  the  head  and  shoulders  of  a 
large  Santa  Claus,  with  a  jjanel  card  inscribed,  "dive 
Something  in  l'"ootwear  This  Christmas,"  held  in  his 
hands.    Santa  Claus  is  painted  in  color  on  heav}'  card- 


board that  is  then  cut  out  and  fastened  to  the  back- 
ground. Red  Christmas  bells  and  festooning  are  lumg 
from  the  panel  and  corners  of  the  background,  'i'hese 
can  be  bought  from  a  stationery  store.  This  is  a  sea- 
sonable idea,  and  tasty,  yet  easily  and  (piickly  ])re- 
pared.  It  leaves  unlimited  scoj^e  to  many  different 
arrangements  of  the  window  floor. 

Across  the  background  and  ends  of  the  display 
shown  in  Fig.  3  extends  a  frieze  of  Christmas  trees. 
These  are  of  green  with  red  bases  on  a  white  back- 
ground. \  fireplace  is  built  against  the  background. 
This  can  be  made  by  building  a  light  frame-work  and 
covering  with  crepe  paper  which  comes  in  red  with 
"bricks"  lined  across  it.  The  shelf  can  be  made  to 
look  hea\y  by  facing  it  with  a  strij)  of  wood  1^  inches 
wide.  The  chimney  section  above  the  mantel  ccnild  be 
made  of  gray  cardboard.  Artificial  holl}-  and  red  rib- 
bons are  used  for  embellishment. 

The  One  Big  Chance 

If  this  present  Christmas  season  doesn't  show  the 
greatest  forward  movement  for  the  selling  of  footwear 
for  gifts  it  will  be  the  fault  of  those  retailers  whu 
ha\'e  failed  to  recognize  their  o])portunit}'  and  the  ]jart 
they  should  have  played  in  the  big  campaign — but 
didn't.  Here  is  a  thought  that  must  be  well  borne  in 
mind.  Highest  success  cannot  be  possible  without 
utilizing  every  idea  for  sales  promotion  it  is  possible 
to  pick  uj)  from  any  source  whatever.  Find  out  the 
"Why"  and  "Hr)w"  of  the  Christmas  season  campaign, 


Fig.  3  — Fireplaces  and  Christmas  are  inseparable- this  window 
is  easy  to  arrange  too. 

as  well  as  other  seasons  to  come.  .\ny  merchant  who 
depends  upon  the  footwear  trade  for  his  livelihood — 
if  not  his  substantial  future — cannot  aft'ord  to  overlook 
the  opportunity  tied  up  in  the  slogan  "Give  Something 
in  Footwear  this  Christmas." 


Many  Sales  in  Vancouver 

The  shoe  merchants  of  \'ancouver,  B.C.,  have  been, 
during  the  recent  past,  conducting  a  number  of  large 
clearance  sales.  Johnston's  Big  Shoe  House,  Limited, 
recently  announced  in  a  striking  two-page  newspaper 
advertisement  that  their  entire  $150,000  stock  had  been 
placed  in  the  hands  of  E.  M.  Foster,  the  shoeman,  with 
instructions  to  turn  it  into  cash  immediately,  regard- 
less of  profits  or  losses.  Page  shoe  advertisements  are 
not  uncommon,  but  it  is  very  rarely  that  a  shoeman 
\entm-es  to  the  extent  of  two  full  pages. 


Mr.  J.  R.  C.  Struthers,  44  Princess  Street,  Winni- 
peg, is  representing  the  Milton  ."^hoe  Company  in  .Mani- 
toba. This  com])an}-  make  a  splendid  line  of  men's, 
bovs'  and  youths'  McKays. 
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The  Standard  Shoe  in  England  and  France 

Retailers  are  Not  at  All  Enthusiastic  about  the  Scheme -Margin  of  Profit  Very 
Small— Large  Losses  Anticipated  if  Demand  Becomes  General 


CONSIDERABLE  i^rogress  has  been  made  dur- 
ing the  last  few  weeks  in  England  and  France 
in  connection  with  the  manufacture  and  dis- 
tribution of  "standard"  boots.  In  France  all 
establishments  engaged  in  the  production  of  footwear 
been  requisitioned  by  the  government  and,  theoretic- 
ally at  least,  the  manufacture  of  boots  and  shoes  is 
now  a  government  monopoly.  The  French  Depart- 
ment of  Commerce  has  explained,  however,  that  the 
object  of  this  decree  is  really  more  in  the  nature  of  a 
weapon  to  hold  over  the  heads  of  those  certain  manu- 
facturers who  persist  in  profiteering.  The  production 
of  the  French  standard  shoe,  when  thoroughly  organ- 
ized, will,  it  is  said,  reach  a  total  of  2,000,000  pairs  a 
month.  This,  in  the  opinion  of  a  prominent  French 
manufacturer,  will  be  disastrous  for  the  industry,  re- 
sulting in  : 

1.  A  general  requisition  by  the  guverninent  of  all  leather 
now  available  in  the  market  (such  as  light  weight  calfskin). 

2.  In  the  nationalization  of  the  means  of  prodtiction  (the 
tanners  being  limited  for  the  civilian  needs  to  ten  per  cent, 
of  their  production). 

3.  In  a  reduction  of  the  production  of  the  shoes  destined 
for  the  civil  population. 

4.  In  a  formidable  increase  in  the  price  of  all  leathers. 
For  since  calf  with  sole  and  dry  leather  which  are  necessary 
for  the  manufacture  of  the  national  shoe  are  to  be  requisi- 
tioned and  since  kid  is  among  the  prohibited  imports  and 
therefore  not  to  Ife  secured,  there  ensues  practically  a  total 
lack  in  the  market  of  any  raw  material. 

5.  An  absolute  suppression  of  commerce  in  shoes,  for 
since  the  administration  has  decided  that  the  needs  of  the 
co-operative  societies  of  railroad  employees  and  of  the  sinall 
provincial  towns  shall  be  first  provided  for,  the  dealer  is,  as 
a  matter  of  fact,  unable  to  obtain  any  of  the  shoes  for  dis- 
tribution. 

The  price  of  the  shoes,  as  now  arranged,  is,  whole- 
sale : 

Francs.  .\|)iiro\iniately. 

For  men   33.30  ($4.65) 

women   19.42  ($3.85) 

"      misses  and  boys   15.42  ($3.05) 

children   12.64  ($2.60) 

An  addition  of  50  centimes  (10  cents)  is  al- 
lowed for  packing  expense. 
The  fixed  price  for  retailing  is: 

For  men   28.00  ($5.60) 

women   23.00  ($4.60) 

"      misses  and  boys  ...  ■   18.50  ($3.70) 

children   15.75  ($3.15) 

England's  War-Time  Boot 

At  the  present  time  specifications  are  available  for 
eight  different  types  of  the  English  standard  boot  for 
men,  women,  boys  and  girls.  Manufacturers  are  al- 
lowed a  profit  of  five  per  cent,  and  on  this  basis  the 
cost  to  retailers  runs  from  9s  6d  ($2.40)  to  15s  3d 
($3.80),  according  to  the  class  of  boot  i)urchased.  The 
conditions  under  which  these  boots  will  be  made  and 
distributed  are  given  elsewhere  in  this  article.  The 
authorities,  after  investigating  retailing  conditions, 
decided  that  a  fair  figure  to  adopt  for  the  whole  dis- 
tributing trade  as  o\'erhea(l  charges  was  24  ])er  cent., 
and  have  so  arranged  the  retail  prices  that,  even  after 
taking  advantage  of  the  5  i)er  cent,  discount  allowed 
by  manufacturers  for  cash  in  lhirt_\-  days,  the  retailer's 
net  profit  will  amount  to  only  2j4  l^er  cent,  on  the 


l)usiness.  If  the  five  ]jer  cent,  discount  is  not  taken 
advantage  of  it  is  stated  the  retailers  will  have  to  sell 
their  stock  at  a  loss.  Consequently  there  has  been  a 
great  deal  of  dissatisfaction  expressed  in  all  (|uarters 
and  the  whole  scheme  has  been  branded  unjust.  One 
retailer,  for  example,  says:  "It  is  difficult  to  believe 
that  a  government  that  is  constantly  reminding  us 
that  the  aim  of  the  war  is  the  support  of  the  weak  and 
right  against  might,  would  press  forward  a  scheine 
which  is  so  verv  unjust  and  opposed  to  those  prin- 
ciples." 

The  Future  of  the  Retailer 

According  to  some  retailers  the  present  arrange- 
ment for  government  control  will  result  in  the  de- 
moralization and  ruination  of  a  large  section  of  the 
trade.  A  merchant  in  Bradford,  England,  writes:  "At 
first  it  was  thought  that  if  standard  boots  were  intro- 
duced it  would  be  in  a  few  lines  for  the  class  of  people 
who  could  not  afford  to  pay  the  high  i^rice  for  regu- 
lar goods.  Under  such  circumstances  I  am  sure  boot 
retailers  would  have  l^een  ])repared  to  forego  their 
ordinary  rate  of  ])rofit  to  meet  the  case  of  the  needy 
few.  But  with  ncarh'  thirty  lines  already  settled  up- 
on and  the  possibility  of  more  to  follow,  it  is  alto- 
gether a  dift'erent  matter  and  unless  the  margin  of 
profit  is  made  just  and  reasonable,  absolute  ruin  is  in 
store  for  a  large  section  of  the  retail  trade.  The  pre- 
sent arrangement  is  that  standard  boots  will  consti- 
tute one-third  of  the  output  for  civilian  wear.  But 
when  it  is  realized  that  these  boots  are  being  made 
from  leather  supplied  at  rock-bottom  prices,  that  manu- 
facturers' ])rofits  are  limited  to  five  per  cent,,  and 
retailers'  profits  reduced  one-third,  the  result  is  that 
standard  boots  will  be  shillings  per  pair  cheaper  than 
similar  goods  made  under  ordinary  conditions  from 
leather  boug'ht  at  competitive  prices.  Will  not  the 
demand  then  be  greater  than  the  su])i)ly?  And  is  it 
not  more  than  possible  that  in  a  little  while  manu- 
facturers will  be  compelled  to  devote  the  whole  of 
their  capacity  to  making  standard  goods,  or  goods 
a])j)roved  and  controlled  by  the  government?  A\4iat, 
then,  will  be  the  position  of  the  retailer?" 

This  is  the  attitude  taken  in  many  quarters,  and 
even  though  the  retailer's  sales  consisted  of  onh'  one- 
third  standard  boots  it  would  result  in  profits  being  cut 
down  to  so  low  a  figure  that  the  total  business  might 
be  carried  on  at  a  loss. 

Retailers  Antagonistic 

It  is  scarcely  to  be  expected  that  anv  scheme  for 
government  controlled  boots  could  be  devised  to  the 
satisfaction  of  all  concerned,    '("he  control  b\-  the  ""ov- 


It  is  well  to  remember  that  an  electric  fan 
directed  against  your  windows  in  cold  weather 
will  keep  them  clear  and  free  from  frost. 
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eniment  of  necessary  C( ininu )dities  is  a  war  measure 
to  which  all  good  suljjects  are  willing  to  assent, and  the 
control  as  ap])lied  to  footwear  caused  little  sur|)rise. 
However,  the  consensus  of  opinion  is  that  the  i)iu-pose 
in  view  might  have  been  achieved  without  antagoniz- 
ing the  many  retailers  who  will  be  compelled  to  do 
their  share,  willingly  or  otherwise,  in  distributing- 
standard  boots  to  the  public.  As  matters  stand  under 
the  regulations  issued,  the  ])ublic  will  get  the  gcnern- 
ment  boots  at  reasonable  ])rices,  but  the  retailers'  pro- 
tits  for  their  share  of  the  transaction  will  ap]jarently 
be  hardly  sufficient. 


There  are,  of  course,  always  two  sides  to  a  (jues- 
lion,  and  it  must  not  be  lost  sight  of  that,  in  the  gen- 
eral a(lo])tion  of  a  standard  boot,  the  retailer's  capital 
expenditure  will  be  considerably  reduced  :  unfair  com- 
l)etition  will  be  done  away  with  to  a  great  extent  and 
"sales,"  the  demoralizing  element  in  the  business  of 
retailing,  will  be  unknown.  Even  though  the  mark- 
up on  regular  stock  is  figured  on  a  basis  of  30  or  35 
1)er  cent,  there  is  always  that  considerable  reducation 
in  the  yearly  average  caused  by  unavoidable  mark- 
downs.  In  the  big  cry  that  has  gone  up  regarding 
the  unfairness  of  the  whole  standard  boot  scheme 
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How  the  New  British  Official  Standard  Boots  for  Civilians 
will  Be  Made  and  Distributed 
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The  department  shall  issue  certain  leathers  to 
the  manufacturer  at  fixed  prices.  The  leathers 
will  be  obtained  from  tanners  or  through  factors, 
but  an  undertaking  must  be  given  that  such  leath- 
ers will  only  be  used  for  the  manufacture  of  gov- 
ernment controlled  or  standard  boots. 

The  manufacturer  shall  sell  all  standard  or  con- 
trolled boots  at  a  fixed  price,  arranged  by  the 
department,  calculated  on  a  basis  of  5  per  cent, 
profit  to  the  average  manufacturer. 

Manufacturer's  name  shall  be  stamped  on  the 
inside  of  the  shoe  where  it  can  be  plainly  seen. 

The  government  brand,  reading  "Government 
Controlled,"  and  retail  selling  price  shall  be 
plainly  stamped  on  the  sole. 

Manufacturers  shall  sell  to  the  retailer  through 
the  usual  channels. 

Retailers  shall  sell  at  a  fixed  price  for  cash  at 
the  price  marked  on  the  sole. 

Manufacturer's  price  to  the  retailer  shall  be  for 
cash  in  30  d?ys:  less  5  per  cent,  discount — or  within 
seven  days,  6^<^  per  cent,  discount.  The  depart- 
ment accepts  no  responsibility  for  the  payment  of 
accounts. 

Price  to  the  retailer  shall  be  "delivered  free." 
(The  manufacturer  to  allow  for  the  average 
freight  in  his  costings.) 

Costings  shall  not  include  any  provision  for 
cartons. 

Retailers  shall  display  in  their  windows  a  pro- 
minent notice  to  the  effect  that  they  sell  the  gov- 
ernment standard  boot. 

Each  manufacturer  shall  allot  a  minimum  of 
one-third  of  his  civilian  production  of  walking 
boots  and  shoes,  other  than  boots  for  export,  to 
the  manufacture  of  standard  boots.  Special  con- 
sideration may  be  given  those  making  a  large  per- 
centage of  pumps  end  handsewns. 

Boots  will  be  made  for  men,  women,  boys,  and 
girls. 

To  assist  manufacturers  as  much  as  possible  in 
the  economical  working,  it  has  been  decided  that 
All  manufacturers  may   make   boots  and 
shoes  according  to  the  standard  patterns 
approved  by  the  department,  or  they  may 
submit  samples  of  boots  (excluding  fancy 
and  expensive  varieties)  for  the  approval 
of  the  department,  submitting  along  with 
such  samples  an  approximate  costing. 
Application  to  supply  an  alternative  boot  or  shoe 


should  only  be  made  where  it  can  be  shown  that 
Ihe  standard  patterns  cannot  be  economically 
manufactured. 

There  is  no  objection  to  manufacturers  putting 
on  the  boot  or  shoe  marks  or  brands  in  addition 
to  those  authorized,  and  it  is  suggested  that  manu- 
facturers making  a  popular  article  be  able  to  con- 
tinue its  sale  after  the  war. 

Costing  shall  be  submitted  by  each  manufac- 
turer as  soon  as  he  has  made  a  sufficient  quantity 
of  the  boots  and  shoes  in  question  to  make  a  re- 
liable costing. 

Manufacturers  will  put  best  possible  finish  on 
all  boots,  and  local  committees  should  satisfy 
themselves  that  the  shapes  are  of  good  appear- 
ance and  good  fitting. 

Rejected  boots  shall  remain  stocked  in  manu- 
facturers' possession  until  further  notice  from  the 
department. 

Copies  of  complaints  made  by  retailers  and 
factors  as  to  quality  should  be  sent  to  the  depart- 
ment. 

Inspectors  will  be  appointed  to  inspect  the 
work  in  different  factories,  but  will  not  approve 
individual  boots;  the  latter  will  be  done  by  the 
buyer. 

It  is  not  anticipated  that  there  will  be  any  dif- 
ficulty in  the  disposal  of  these  government-con- 
trolled boots,  but  should  retailers  show  hesitancy 
in  placing  supplies,  an  order  will  be  issued  giving 
priority  of  supply  to  the  government-controlled  or 
standard  boots. 

Shops  not  getting  adequate  supplies  will  advise 
the  department. 

Samples  will  be  deposited  with  suitable  per- 
sons in  various  districts,  so  as  to  be  accessible  to 
buyers  and  the  trede  generally,  together  with 
samples  of  the  various  leathers  of  which  the  boots 
are  to  be  made. 

Monthly  returns  on  forms  to  be  provided  will 
be  sent  by  each  manufacturer  to  his  district  com- 
mittee showing  the  quantity  of  leather  received, 
the  number  of  boots  made,  the  number  of  boots 
delivered,  and  the  quantity  of  leather  and  boots  in 
stock..  These  returns,  when  completed,  to  be  for- 
warded by  the  idistrict  committee  to  the  depart- 
ment. 
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these  are  considerations  that,  so  far  as  we  can  see 
from  this  distance,  do  not  appear  to  have  been  o-iven 
due  consideration.  Then  again,  we  must  all  expect,  in 
these  troublesome  times,  to  give  our  services  at  the 
lowest  possible  figure.  The  man  who  is  conscrijjted 
to  fight  in  the  trenches  is  called  upon  to  sacrifice  a 
position  often  a  great  many  times  more  remunerative 
than  a  soldier's  pay.  Government  control  of  footwear 
is  simply  another  form  of  conscription — conscription 
of  retailers — to  relieve  a  very  serious  existing  condi- 
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tion  during  the  i)rogress  of  the  war.  A  living  profit 
should,  of  course,  be  granted  by  the  government,  and 
if  this  has  not  been  done,  as  many  retailers  intimate, 
it  surely  is  a  state  of  afifairs  amenable  to  adjustment. 

We  are  officially  advised  that  there  is  not.  at  pre- 
sent, any  intention  on  the  part  of  the  Canadian  gov- 
ernment to  establish  a  standard  boot,  but  the  fore- 
going brief  summary  of  the  scheme  as  it  exists  in 
England  and  France  will,  we  believe,  be  of  interest 
to  all  Canadian  retailers. 


Push  Publicity  and  Publicity  will  Push  You 

Get  Out  the  Tom-Toms  and  Make  a  Noise  Like  a  Regular  Merchant— Advertising  is 
Applied  Optimism  and  it  Generally  Brings  Home  the  Dividends 


T 


HERE  is  no  substitute  for 
advertising.     Keen  busi- 
ness men — the  merchant 
princes   of   the   world — 
would    not    continue  publicity 
campaigns  if  it  were  possible  to 
increase   sales   by   some  other 
method,  at  less  expense. 

Advertising  creates  good  will 
if  truthfully  and  faithfully  plan- 
ned, but  public  suspicion  will 
get  to  your  door  faster  than  a 
twin-six  if  you  tackle  it  without 
a  conscience.  Constructive  publicity  builds  for  pub- 
lic friendliness — destructive  publicity,  of  which  there 
is  always  an  ever-present  quantity,  is  just  another 
form  of  "slacking."  It  profits  little  if  some  time  is 
saved  by  dashing  off  a  so-called  advertisement,  or 
cut-price  sale  announcement,  if  it  has  not  the  power 
to  create  new  business  and  add  a  few  more  stones  to 
the  solidity  of  your  business  foundation. 

Publicity  is  not.  of  course,  confined  to  newspaper 
advertising,  but  may  take  expression  in  a  dozen  or 
more  forms,  most  of  which  have  demonstrated  their 
real  worth  to  the  live  merchant.  Advertising  a  doul^t- 
ful  article  in  doubtful  mediums,  however,  is  a  doubt- 
ful speculation  at  the  best  and  there  are  easier  ways 
of  disposing  of  your  money.  Advertising  articles  of 
merit  in  mediums  of  pre-determined  value  is  a  wise 
investment,  the  dividends  of  which  may  be  relied  upon. 

Newspaper  Advertising 

A  newspaper  advertisement  should  constitute  a 
selling  talk  in  printed  form.  With  a  little  concentra- 
tion most  people  who  can  sell  goods  can  write  ad- 
vertisements that  will  sell  goods,  because — 

The  selling  arguments  that  sell  goods  in  the  store 
are  the  very  same  that  must"  be  used  to  sell  goods  in 
the  advertisement.  The  slight  dift'erence  between  a 
salesman's  talk  and  an  advertisement  is  that  the  former 
is  more  or  less  a  conversation,  while  the  latter  is  a 
one-sided  presentation. 

The  salesman  ,in  talking,  presents  the  desiral)le 
features  of  his  goods  in  two  ways — by  volunteering 
information  and  by  answering  questions.  He  corrects 
all  misapprehensions  and  misconceptions — straightens 
out  all  false  impressions.  He  anticipates  what  his  cus- 
tomer is  going  to  say,  and  almost  before  a  question 
is  raised  has  his  ready  and  favorable  answer. 

The  advertisement  writer  does  the  same  thing  in 


almost  the  same  way.  But  not  having  his  customer 
before  him  in  person  he  must  anticipate  the  whole 
situation  by  holding  an  imaginary  prospect  in  his 
mind's  eye  and  giving  him  the  identically  same  argu- 
ments— on  paper. 

Let  a  salesman  once  appreciate  this  identification 
of  advertising  with  selling  and  he  immediately  finds 
out  that  a  lot  of  superfluous  words  and  useless  re- 
petition can  be,  must  be,  dispensed  with  in  successful 
advertising. 

The  best  advertising  is  brief.  The  best  advertise- 
ment is  that  which  states  all  the  necessary  facts  in 
the  fewest  words.  The  reason  why  many  fail  to  suc- 
ceed in  advertising  is  due  more  to  lack  of  thought  in 
preparing"  copy  than  lack  of  attention  of  the  readers 
of  the  medium  he  has  selected. 

Trade  is  a  triangle.  At  one  corner  is  the  mer- 
chant with  his  stock  of  merchandise,  at  another  cor- 
ner is  the  possible  customer  and  the  third  corner  is 
advertising,  without  which  the  triangle  is  incomplete 
and  the  sale  impossible.  This  applies  to  publicity 
of  all  kinds.  The  third  corner  may  be  re])resented  by 
newspaper  advertising,  window  displays,  form  letters, 
l)remiums  or  any  other  system  of  making  yourself 
known  in  the  community. 

It  may  be  safely  stated  that  any  firm  that  con- 
sistently advertises  faithful  merit,  rather  than  bargain 
prices ;  comfort  and  distinction  rather  than  cut  rates, 
and  a  high  standard  of  quality  rather  than  a  low  ex- 
l)enditure  in  the  purchase  of  footwear,  will  establish 
itself  firmly  in  the  confidence  of  the  ])ublic. 

How  to  Lay  Out  the  Ad. 

The  size  of  an  advertisement  is  generally  governed 
by  the  cost  of  space.  Really  it  should  be  just  the  oj)- 
posite. 

Tell  your  story,  stating  all  the  facts,  briefly,  and 
then  take  a  space  to  fit  it.    It  won't  sell  if  it  doesn't 


Special  facilities  are  announced  officially  tor 
week-end  cable  letters  at  cheap  rates  to  or  from 
Canadian  soldiers,  sailors,  and  nurses  on  overseas 
service.  The  letters  must  be  of  a  social  characici, 
and  can  be  cabled  at  5  cents  a  word  to  or  from 
Ontario. 
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tell  and  there  is  nothing  to  be  f^ained  1)\'  crowding 
a  large  ad.  into  a  small  s]jacc. 

A  ne\\'s|)a])cr  advertisement  shonld  be  set  uj)  in 
such  a  way  as  to  bring  out  the  meaning  you  wish  to 
convey  when  it  is  read.  The  reader  should  be  able  to 
translate  your  message  in  the  way  you  would  like  to 
put  it  across  if  you  were  standing  face  to  face. 

'Jlie  different  kinds  and  sizes  of  ty])e,  s])acing, 
|)aragra])hing  and  varying  arrangements  are  all  \alu- 
able  in  bringing  out  intended  meanings. 

With  your  copy  in  hand  the  next  step  is  to  draw  a 
rough  "lay-out"  that  you  may  give  to  the  ])rinter 
so  that  he  can  get  your  exact  idea  and  reproduce  it 
in  type.  Without  a  lay-out  it  is  difficult  for  him  to 
grasp  your  ideas  and  the  result,  unless  the  compositor 
has  more  than  ordinary  gray  matter,  is  usually  a 
"mistake." 

It's  a  good  thing  to  know  type  faces  by  name  and  to 
specify  just  what  you  want.  h'ailing  that  it  is  a 
simple  matter  to  clip  examples  and  ])aste  them  on  your 
lay-out  for  the  printer's  guidance. 

Abo\'e  all,  use  suitable  and  up-to-date  cuts.  Whe- 
ther you  think  it  or  not,  the  im])ression  created  by  a 
dirty  looking,  or  ancient  cut,  is  sometimes  infiniteh' 
more  harmful  than  using  none  at  all. 

Publicity  by  Letter 

Many  merchants  have  been  heard  to  condemn  any 
form  of  advertising  by  letter — a  great  many  more,  who 
have  studied  the  field  carefully  and  applied  their  en- 
ergies systematically,  find  in  it  pul)licity  of  uncpies- 
tionable  value.  It  is  a  type  of  advertising  particularly 
suitable  for  the  merchant  on  the  outskirts  of  fairly 
large  cities  where  news])aper  advertising  is  not  speci- 
ally practicable. 

I'rom  the  viewi)oint  of  sales-making,  the  form  let- 
ter should  recei\e,  and  really  requires,  just  as  much 
careful  study  and  analysis  as  the  newspaper  advertise- 
ment. The  beginning  and  ending  of  every  letter,  Avhe- 
ther  circular  or  personal,  is  very  important.  The  first, 
or  o]jening,  sentence  is  the  one  which  will  be  largely 
for  or  against  the  whole  letter  being  read,  and  for  or 
against  the  results  secured.  It  should  be  the  presenta- 
tion of  a  strong,  forceful  thought  or  statement,  but 
recognized  authorities  agree  that  it  must  be  strictly 
al(Mig  the  lines  of  the  subject  in  hand.  It  has  been  a 
])opular  conce])tion  that  attention  is  rivetted  by  start- 
ing the  letter  with  an  anecdote,  story,  or  some  bril- 
liant flash  of  an  idea  that  is  entirely  irrelevant  to  the 
subject  and  to  expect  that,  by  merely  getting  the  at- 
tention of  the  reader,  the  pur])ose  of  the  letter  has 
])een  fulfilled.  It  may  also  be  said  that  the  small 
boy  with  the  horn,  the  noisy  automobile  and  the  rauc- 
ous steam  whistle  all  attract  attention  immediately — 


but  it  also  brings  them  into  disfavor.  The  only  "hit" 
made  with  some  form  letters  is  when  they  reach  the 
w  aste-pa])er  basket. 

h'irst  of  all,  abandon  as  nearly  as  ])ossible  any  form- 
alit\-  of  beginning,  (iet  directly  at  the  subject  and 
in  doing  so  begin  at  the  beginning,  following,  of  course, 
in  the  natural  secpience  of  your  story.  You,  yourself, 
know  your  ])roposition  backwards,  but  it  must  be  borne 
in  mind  that  your  possible  customer  is  entirely  ignor- 
ant of  what  you  have  to  offer.  In  arriving  at  the 
ol)ening  sentence,  therefore,  a  considerable  knowledge 
of  human  nature  nnist  be  called  into  action.  If  you've 
got  a  good  catchy  statement  or  story  that  is  entirely 
along  the  lines  of  what  is  to  follow  it  is  often  quite 
advantageous  to  use  it. 

The  beginning  of  a  letter  is,  to  many  people,  the 
hardest  part  to  write.  If  such  writers  wcjuld  simi)ly 
forget  that  the}'  are  composing  a  letter,  assume  the 
attitude  that  they  are  merely  talking  to  the  other  fel-' 
low  and  begin  in  the  same  hai)py  wa_\-  they  would 
greet  a  customer  in  the  st(»re,  the  difficulty  would  be 
largely  removed. 

Following  a  good  beginning  it  is  much  easier  to 
express  \'our  thoughts  in  the  ])roper  channels.  The 
big  thing  to  remember  is  to  just  make  it  a  little  "dif- 
ferent," but,  in  doing  so,  be  perfectl\-  natural.  Begin 
like  you  would  o])en  a  conxersation  and  you  will  get 
the  attention  of  your  reader  and  stand  a  good  show 
of  holding  it — and  making  a  sale. 

Publicity  Promotes  Progress 
In  prosperous  times  advertising  is  an  opportunity 
— in  times  of  depression  it  becomes  a  necessity,  in 
some  form  or  other.  In  its  continuity  lies  its  cumu- 
lative value,  and  the  smallest  advertisements,  inserted 
with  unfailing  regularity,  are  often  better  business 
pullers  than  the  screaming  head-liner  at  ])eriodic  in- 
tervals. 

So  get  out  the  ]niblicity  drums  and  with  the  many 
dift'erent  business-getting  methods  at  hand  make  your- 
self and  your  merchandise  known.  Publicity  and  our 
\'ictory  Loan  campaign  just  closed  were  synonymous. 
Could  you  turn  anywhere  without  seeing  the  slogan 
"Buy  a  X'ictory  Bond"?  It  was  publicity  of  the  high- 
est and  most  intense  order — ])ublicity  that  produced 
to  the  extent  of  over  four  hundred  million  dollars — 
publicit}'  of  e\ery  possible  shape,  manner  or  form. 
True,  there  was  the  element  of  patriotism  present 
urging  every  loyal  citizen  to  invest  his  savings — but 
publicity  \n\t  the  necessity  for  that  money  squarely 
before  the  public  and  kept  it  there  until  the  desired  end 
was  reached. 

Publicit}'  in  retailing  achieves  the  same  result  for 
the  merchant.     The  i)ublic  is  a  "spending"  body — 


Make  the  natives  in  your  locality  behave  like  cuslomcrs.   Turn  on  the  publicity  juice.  Throw  the  advertising  spotlight  on  your  goods.   Get  the 
people  faced  your  way.    Buyers  will  gravitate  to  your  store  like  "bugs  around  an  arc." 
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somebody's  going  to  get  the  business  and  the  money 
and  that  somebody  is  more  than  Hkely  to  be  the  mer- 
chant who  beats  his  pubhcity  drum  with  real  Salvation 
Armv  enthusiasm. 


Fredericton  Well  Advertised 

it  is  a  Iting  way  from  Fredericton  to  Boston,  says 
the  Fredericton  "Gleaner,"  but  if  there  is  any  one  in 
cultured  Boston  to-day  that  doesn't  know  where  Fred- 
ericton is  it  is  ])ecause  lie  is  a  dead  one  and  doesn't  keep 
abreast  of  the  times. 

Fredericton  was  adxertised  in  Boston  last  week.  It 
was  gloriously  ;idvertised.  Fredericton  goods  and 
Fredericton  men  were  1)rought  to  the  front.  The  ad- 
vertising almost  caused  a  riot,  at  that. 

It  happened  in  this  manner.  A  certain  boot  and 
shoe  merchant,  with  a  place  of  business  on  Washington 
Street,  got  hold  of  a  pair  of  shoes  worn  in  the  trenches 
by  a  Fredericton  boy.  The  shoes  were  covered  with 
mtid  and  showed  that  they  had  been  used.  They  were 
I)laced  in  the  store  window.  To  them  was  attached 
a  card  with  this  inscri])tion  :  "Made  in  Fredericton, 
N.B.,  and  worn  one  year  in  the  trenches  of  France  by 
a  Fredericton,  N.B.,  boy." 

That  was  ent)Ugh.  It  got  the  crowd.  Traffic  on 
Washington  Street  was  blocked.  Police  reserves  were 
called  out  to  keep  a  passage  way  open.  People  were 
eager  to  see  the  shoes.  Crowds  drew  crowds  and  the 
shoes  were  the  attraction  for  all  passing  up  and  down 
Washington  Street. 

Fredericton  was  on  the  map  and  had  come  into 
its  own.  One  W'illie,  just  off  the  yacht,  was  heard 
to  say,  "Well,  now,  by  J'^ve,  aren't  those  boots  de- 
lightfully muddy.    But  where  is  Fredericton,  N.B.?" 

His  lady  companion  endeavored  to  enlighten  him 
and  brought  forth  the  astounding  revelation  that  Fred- 
ericton was  near  Portland,  Me. 

A  mild  mannered  old  gentleman  who  had  been  look- 
ing thoughtfully  at  the  shoes,  spoke  up  and  said,  "Fred- 
ericton is  the  one  si)ot  dear  to  me.  It  was  my  former 
home.  It  is  the  Huh  of  New  Brunswick,  and  all  good 
things  come  from  there."  With  that  he  walked  away. 

The  shoes  continued  to  draw  crowds  for  a  week. 
Whether  from  morbid  curiosity,  or  the  unusual  sight 
in  the  United  States  of  a  pair  of  shoes  that  would  wear 
a  year  is  hard  to  say.  But  it  is  a  safe  bet  that  Frederic- 
ton is  better  known  in  Boston  than  before  those  shoes 
went  into  the  window  on  exhibition,  and  it  was  good 
advertising. 


Suggestion  for  Manufacturers 

Mr.  Cius  V.  Wells,  manufacturer  of  the  Wells  mate 
system  for  stock-keeping,  has  addressed,  through 
Footwear  in  C  anada,  the  following  letter  to  shoe  manu- 
facturers : 

"I  have  noticed  for  many  years  a  mistake  the  shoe 
manufacturers  were  making  by  stamping  their  name 
on  the  outsole  on  the  ball  of  the  shoe,  about  one-six- 
teenth of  an  inch  deep.  Cinders,  sand  and  grit  lodge 
in  the  indentation  and  every  time  one  steps  it  cuts 
into  the  leather  and  acts  like  an  auger  in  wood,  cutting 
every  step  you  take,  and  in  a  short  time  it  cuts  througli 
the  out  sole.  The  wearer  has  had  not  more  than  one- 
third  of  the  real  wear  he  should  have  had,  as  when 
leather  starts  to  wear  it  goes  fast.  The  sole  would 
last  three  times  as  long  with  a  good  hard  finish  on  the 
ball.    You  can  put  yoiu-  name  in  gold  letters  fin  the 
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Uuriny-  the  recent  campaign  fur  C  anada  s  great 
Victory  Loan,  advertisers  gave  free  use  of  their 
space,  and  advertising  men  ga\'e  free  use  of  their 
pen  to  Ijoost  the  issue.  One  of  the  most  unu.-^ual 
pieces  of  literature — a  hit  of  l)lank  verse — pro- 
duced by  Mr.  A.  A,  Hriggs.  advertising  manager 
Dunlop  Tire  and  i\uhher  Goods  Company,  [.td., 
who  took  as  his  keynote  the  word  "victf)ry"  and 
by  tieing  it  up  to  the  \'ictory  h'lagship  and  tlio 
Victory  Bond,  dreamed  of  Nelson  coming  liaek 
and  sizing-up  Canada  as  a  country  where  no  one 
needed  to  be  told  to  do  his  duty — e\ery  exidence 
was  on  liand  that  each  man  liad  taken  tlie  com- 
mand unto  himself.  'I"he  foUowing  is  Mr.  i'riggs' 
contribution : 

If  Nelson  Could  Return 

And  flash  his  searcliing  glance  across  our  shores. 

His  instinct  to  appraise  the  truth  of  any  fame 

Would  soon  tind  play  in  passing  scan 

Of  our  good  gifts  in  soldier  men,  and  in  those 

.Aids  to  life  and  liml)  which  take 

.Such  human  ways  in  heart  and  soul 

Of  this  great  nation. 

Lo!  the  eager  glance  would  leaxe   the  "miglity 

Xelson's'"  face. 
And  in  its  place  a  smile  most  sweet  and  calm-- 
"My  men  of  'Victory'  Ship  ha\e  left  their  impress 

on  this  soil, 
Their  heart's  heroic  glow  in  every  act. 
Xo  need  that  I  implore  your  sons  that 
Duty  loudly  calls,  for,  behold!  I  see 
My  ship  is  now  'in  bond' — the  good  old  '\'ictory'! 
Each  man  sets  sail  with  stern  resolve  to 
T'lace  his  gold  and  jewels  on  the  crown.  So 
Canada  doth  know  this  day  'each  man  will 
Do  his  duty  !'  " 


top  facing  and  it  will  be  there  the  life  of  the  shoe. 
Stop  a  minute  and  think. 

"1  would  not  mention  this  now  only  that  leather 
is  so  high.  This  will  sa\  e  a  million  dollars  e\  ery  year. 
It  is  a  fact.  Still  better  results  can  be  obtained  in 
work  shoes  by  putting  the  soles  on  flesh  side  out. 
They  will  wear  so  much  longer,  as  the  fiesh  side  is  so 
much  harder  it  resists  the  wear  five  times  more  than 
the  grain  side.  Anyone  who  reads  this  can  easily  test 
what  I  have  said.  Buy  a  pair  of  shoes  for  \  our  girl 
or  boy,  take  a  wire  nail,  scratch  a  ])lace  one  inch  and 
a  half  long  across  the  ball  of  the  shoe  one-sixteenth  of 
an  inch  deep  on  the  right  foot  shoe,  let  the  left  foot 
go  plain,  and  in  four  weeks  look  and  get  the  results. 
Put  the  flesh  side  out  on  one  shoe  and  the  grain  side 
on  the  other.  Give  the  pair  to  yotir  teamster,  and  in 
five  or  six  weeks  examine  them  and  you  will  have 
jiractical  results." 


When  a  customer  brings  in  a  ])air  oi  shoes  to  be 
repaired,  and  they  are  of  light  color,  or  a  condonation 
of  colors,  it  might  be  advantageous  and  jirofitable  to 
both  yourself  and  your  customer  to  explain  how.  at 
a  small  additional  cost,  yon  C(Hild  transform  those 
shoes  from  the  tiresome  and  probabl}-  soiled  color, 
to  a  good,  new-looking  black.  Only  be  siu-e  vou  are 
proficient  in  dyeing,  so  as  not  to  fall  down  on  vour  job. 
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Merchandising  Ability  Essential  in  Sales 

A  little  headwork  put  into  the  "clearance"  sale  pays  big  dividends— Here's 
the  story  of  a  successful  sale  in  a  small  town 


SO  many  of  the  ])resent-day  sales  are  misleading 
in  character  and  contain  so  many  exaggerated 
statements  and  inflated  valnes  that  it  is  refresh- 
ing to  hear  of  a  really  genuine  sale,  involving  a 
considerahle  quantity  of  hrain-work  and  merchandis- 
ing ability.  If  sales  are  necessary,  and  the  majority 
of  shoemen  seem  to  he  convinced  they  are,  is  it  not 
good  policy  to  conduct  them  along  lines  that  are  en- 
tirely legitimate  and  to  make  only  such  assertions  as 
are  plausible?  There  are  certain  stores  known  to  the 
buying  jniblic  as  absolutely  dependable  in  any  "sales" 
statements  they  may  make ;  other  establishments 
arouse  only  suspicion  and  distrust.  In  a  current  issue 
of  the  Boot  and  Shoe  Recorder,  Mrs.  R.  R.  Fairfield 


LaHies' perforated, on  Princess 
last,  royal  purple,  medium  low 
heel.  Model  906C.  Widths  A 
to  D.  —  American-British-Can- 
adian  Distributer?,  Toronto. 


tells  how  a  successful  shoe  sale  was  managed  in  a 
.western  city  of  thirty-five  thousand  population. 

The  manager  of  one  of  Blankton's  good  shoe  stores 
last  year  hired  an  expert  advertising  man  from  a  neigh- 
boring city,  to  inaugurate  the  store's  first  clean-up 
sale.  This  year  he  wanted  to  economize,  but,  of  course, 
ex])ected  to  get  results. 

My  experience  had  been  chiefly  along  newspaper 
and  advertising  lines,  with  a  little  merchandise,  and 
a  wide  knowledge  of  our  town  people  and  their  wants, 
but  not  a  great  deal  along  shoe  lines.  I  could  see 
that  it  was  with  fear  and  trembling  this  sale  was  to 
be  entrusted  to  me.  'i'he  manager  was  just  a  little 
afraid  of  a  woman  advertiser,  but  the  town  did  not 
alTurd  him  much  choice  in  the  matter  of  help. 

How  the  Campaign  Started 

Next  morning  I  did  not  go  down  town,  as  1 
wanted  to  lay  out  the  entire  cami)aign,  sketch  an  out- 
line of  what  I  should  do  and  say — leaving  only  the 
matter  of  jirices,  descriptions,  i)lacing  of  cuts,  etc., 
to  be  filled  in  later. 

Co-operati(jn  of  the  manager  and  of  every  salesman 
in  the  store  was  heartily  given  me,  also  that  of  news- 
paper men  of  the  town.    I  was  to  have  carte  blanche, 


but  assured  the  manager  that  there  would  be  no  ex- 
aggeration. He  must  produce  the  goods  and  live  up 
to  every  promise  made  to  the  jjublic. 

"Tell  Your  Neighbor"  the  Slogan 
We  decided  ujjon  a  "Yellow  Sale" — the  one  the 
previous  year  had  been  red — and  ordered  wrapping 
pai)er,  tags,  tickets,  and  yellcnv  crepe  ])a]jer  in  abund- 
ance. The  first  thing  to  be  done  was  to  invent  a 
slogan  for  use  during  the  sale,  and  it  was  decided  to 
use  "Tell  Your  Neighbor."  This  we  printed  on  every 
wrapper,  and  used  it  freely  all  through  the  sale,  on 
pennants  and  banners,  price  tags,  etc.  It  is  surpris- 
ing how  it  was  taken  up  by  people  on  the  strteet,  and 
you  could  hear  that  catch-phrase  everywhere  you  went. 
This  did  as  much,  I  think,  to  advertise  our  sale  as 
any  other  thing. 

Novel  Window  Display — Inexpensive  but  Effective 

Instead  of  pasting  windows  over  with  large  sale 
bills,  as  is  customary,  we  hit  on  what  j^roved  to  be  a 
very  novel  scheme,  and  it  was  decidedly  new,  at  least 
for  that  town. 

Many  customers  wcnild  C(jme  in,  buy  shoes  and 
put  them  on,  leaving  their  old  shoes  at  the  store. 


lall  andMnter 
Re^al  Models 


One  of  the  new  Rental  window  cards.   The  color  work,  in  yellow,  red 
and  black,  is  exceptionally  good  — printed  on  stiff  cardboard 
—size  about  12  by  15  inches. 


December,  I'.tlT 
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Rarely  were  they  ever  called  for,  and  they  had  been 
thrown  in  a  heap  on  the  cellar,  so  that  we  had  cjuite 
an  array  of  old  shoes  in  various  degrees  of  dilapidation. 

An  idea  struck  me  that  these  old  shoes  would  make 
a  good  window  trim.  So  we  put  in  a  background  of 
yellow  with  yellow  floor  covering,  and  then  piled 
these  old  shoes  in  the  center.  An  attractive  sign  was 
placed  just  above  which  read: 


Another  to  the  rigfht  read 


"WHEN  NEW  SHOES  ARE  SO  CHEAP, 
WHY  WEAR  THE  OLD?" 


"BUY  SHOES  FOR  YOUR  FAMILY- 
— TELL  YOUR  NEIGHBOR' 


-THEN 


This  window  proved  an  attraction  because  it  was 
different.  People  stopped,  looked  at  the  old  shoes,  and 
even  tried  to  decide  to  just  what  citizen  certain  pairs 
belonged.  There  was  a  stream  of  people  in  front  of 
that  window  daily,  and  it  was  the  cheapest  window 
trim  the  store  had  ever  had. 

Men  Rival  Women  Shoppers 

It  was  thought  necessary  to  have  a  leader — some- 
thing to  "cut"  that  would  attract  attention.  This 
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STYLE  without  ostentation — de- 
pendable leathers  in  serviceable 
colors — these  are  the  shoe  re- 
quirements of  the  majority  of  women 
to-day.  We  have,  as  usual,  a  compre- 
hensive stock  of  the  finest  ready-to- 
wear  boots  procurable,  in  addition  to 
an  unusual  variety  of  smart  serviceable 
styles  at  very  moderate  prices.  In- 
quiries invited.  Prompt  mail  order 
service. 


Shown  above  is  a  black  kidskin 
laced  boot  of  graceful,  becoming 
lines  with  medium  high  tops  and 
Cuban  heels — thoroughly  good  style 
and  workmanship;  $8  a  pair.  Illus- 
trated at  right — a  black  gunmetal 
calfskin,  hand-stitched,  laced  boot — 
simple  of  line  but  very  smart.  A 
shoe  that  can  be  entirely  worn  out 
while  holding  its  shape  to  the  end; 
$12.50  a  pair. 


Andrew  Alexander 

545  Fifih  Avenue,  New  York 


The  Alexander  advertisements  have  had  much  the  amf  appearance  for 
years,  a  feature  that  is  very  desirable  in  impn  ssing  tht  stori  on 
the  minds  of  readers.   Good  copy,  fiood  cuts  and  dis- 
tinctive appearance  build  for  success. 


store  had  in  stock  a  quantity  of  men's  shoes  of  "Blank" 
make — which  ought  to  retail  at  $5.00,  but  the  Blank 
factory  had  gone  out  of  business  and  it  was  imjjossiblc 
to  "size  up"  on  them.  The  shelves  were  full,  but  sizes 
were  broken — so  I  advised  the  manager  to  slash  the 
lot  for  c|uick  sale — at  $1.00  per  pair,  and  charge  the 
loss  to  advertising  expense.  He  remcmstrated  at  first. 
They  had  cost  a  great  deal  more,  but  finally  came  to 
see  my  point  of  view. 

It  was  necessary  to  get  men  interested.  We  had 
always  had  plenty  of  women  on  hand  at  the  sales,  but 
this  was  to  reach  the  men,  men  with  money  to  spend. 

Illllllllll 


Brown  kid,  Diplomat  lace, 
welt,  10  inch,  Eliie  last.  Imi- 
tation tip,  2  1-8  in.  leather 
Louis  heel,  white  welting. 
Not  carried  In  stock,  but  made 
on  a  21  day  schedule  by  Utz  & 
Dunn,  Rochester,  N.  Y. 


Illllllllll 

On  the  ojjening  day,  our  newspaper  came  out  with 
a  full  page  ad. — the  leader  was  Men's  Blank  Shoes — 
the  $5.00  kind — at  $1.00.  Business  and  professional 
men  of  the  tcnvn  had  worn  this  shoe,  and  knew  just 
what  it  was — but  they  didn't  know  the  factory  was 
closed.  When  they  read  that  ad.  some  were  skeptical 
— but  it  seemed  as  if  each  one  had  resolved  to  be  the 
first  at  the  sale. 

Doors  opened  at  8  a.m.  and  over  three  hundred 
men — representative  men  of  the  town — were  crowding 
the  doors  and  clamoring  to  get  in.  They  fitted  them- 
selves, too,  so  anxious  were  they  to  buy  them.  It 
took  almost  oitr  entire  force  of  salespeople  for  the  first 
two  hours  of  the  sale,  to  wra])  bundles  and  make 
change. 

Avoiding  Mismates 

Sale  shoes  had  been  strung  together  in  pairs  and 
hung  over  large  racks — sizes  had  been  carefully 
marked  on  the  soles  of  both  shoes  of  each  pair,  so  that 
if  they  should  become  separated,  it  would  be  an  easy 
matter  to  mate  them  quickly. 

Of  course,  men  told  their  wives,  and  ))}■  noon  we 
had  to  close  the  doors  and  rearrange  stock.  For  one 
hour  everybody  worked  well,  putting  shoes  back  on 
the  racks.  The  earh'  crowd  had  carried  away  every 
Blank  shoe,  but  the  money  was  in  the  cash  register — 
and  that  was  better  than  carrying  odd  sizes  on  the 
shelves  year  after  year. 

A  Specialty  Every  Day 

Next  we  put  out  all  the  old  slippers  and  oxfords — 
broken  sizes — every  shape,  sort,  and  color — and  had 
one  day  of  the  sale  a  Low  Shoe  Sale  day.  The  new, 
snappy  goods  were  not  put  out  on  the  racks,  but  the 
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a  run  on  our 


price  was  cut  a  little,  as  we  did  uot  wish 
best  merchandise. 

Comfort  Shoe  Da}' — old  ladies'  and  j^ents'  comfort 
shoes  reduced  ;  a  Rubber  Day,  made  a  slij^ht  cut  on 
ru1)bers  and  closed  out  old  stock. 

Every  day  somethin,^'  nev\-  featured — men's  day, 
women's  day,  misses'  day,  boNs'  day,  children's  day, 
school  shoes  day,  etc.,  to  the  end  nf  the  sale. 

The  ads.  carried  messages  intended  to  keej)  up  in- 
terest. Words  of  i)rominent  ])e()])le  concerning-  sho(; 
values,  were  quoted  and  printed  and  it  ])leased  them 
and  did  us  good. 

The  same  crowds  df  people  came  in  daily  to  see  if 
there  wasn't  something  new  in  bargains. 

Town  Trade,  Keep  Off!  Farmer's  Day  Here 

One  day  1  rememl)er  we  had  a  Farmers'  Day.  On 
that  day  we  asked  the  town  trade  to  stay  away — to 
give  place  to  the  country  ])eople — and  we  urged  the 
country  people  to  take  a  day's  vacation  and  attend 
the  sale — they  would  be  money  ahead  by  so  doing. 

And  they  came — it  was  a  huge  succes.s — this  Farm- 
ers' Day.  All  that  most  people  need  is  the  invitation 
couched  in  right  language — the  mental  suggestion. 

On  the  closing  day  of  the  sale,  we  had  a  rousing  day 
of  "Odds  and  Ends."  These  were  placed  on  tables  and 
sold  chea])ly,  some  as  low  as  twenty-five  cents  per  pair 
— but,  that  was  all  they  were  worth  after  the  rough 
usage  the}-  had  had  during  the  sale — everything  was 
cleared  uj).  We  could  begin  with  new,  clean  stock,  and 
instead  of  this  worthless  array  taking  up  room  and 
wasting  time  and  n-ioney — we  had  the  cash. 

Psychology  of  Selling 

This  all  took  a  lot  of  work — each  day  we  ])lanned 
for  the  following-  day.  It  was  full  of  suri)rises  for  em- 
ployees as  well  as  customers. 

Signs  were  changed  often — new,  witty  mottos — 
many  of  them  g-leaned  from  remarks  made  by  custom- 
ers, but  all  usable — valuable  advertising. 

People  are,  after  all,  very  human — they  like  the 
amusing  side — like  to  trade  at  a  store  Avhere  there  is 
something  doing — they  will  part  with  their  money 
cheerfully  if  the  "atmosphere"  and  the  goods  are  right. 


Il!lllllllll 


A  New  Shoe  Lace 

"Footwear"  is  in  receipt  of  samples  of  the  new 
"Cordo  Hyde"  laces  being  marketed  by  the  O.  A.  Mil- 
ler Treeing  Machine  Company,  Brockton,  Mass.  It 
is  claimed  by  the  makers  that  these  laces  will  outwear 
— many  times  over — ordinary  laces  and  that  they  will 
])()siti\'ely  stay  tied.  Owing  to  the  special  jjrocess 
used  in  their  nianufacture,  it  is  unnecessarv  to  use 


Large  Trade  Increase 


An  increase  of  approximately  $273,000,000  for 
the  first  seven  months  of  the  fiscal  year  ending 
with  October,  as  compared  with  a  similar  period 
last  year,  is  shown  in  the  trade  statement  for  Oc- 
tober just  issued.  For  the  seven  months  the 
trade  in  the  Dominion  totalled  $1,586,616,258,  as 
compared  with  $1,313,189,951  last  year.  For  Oc- 
tober Canada's  trade  amounted  to  $238,834,321;  in 
October,  1916,  it  aggregated  $164,330,179. 


Tan  Russia  Calf  Imperial 
Lace  Welt,  9  inch  top,  Ar- 
lington last,  wing  tip,  per- 
forated and  pinked  foxing, 
lace  stay,  vamp  and  tip, 
inch  heel.  Not  carried  in 
stock,  but  manufactured  on 
21-day  schedule  by  Utz  & 
Dunn,    Rochester,  N.Y. 


tijjs,  thus  av< tiding  annoyance  to  the  customer  when 
tii)s  come  off.  In  appearance  they  are  very  much 
like  leather,  but  unlike  leather,  they  have  that  ability 
to  stay  "i)ut"  which  will  ])lace  them  in  instant  favor 
with  the  wearer  whose  laces  are  habitually  becoming- 
untied.  They  are  made  in  black,  tan,  mahogany  and 
cocoa  in  all  lengths  and  the  company  furnish  a  special 
dispkn'  box  containing  one  gross  which,  ])laced  pro- 
minentlv  in  the  store,  should  be  a  \er\  eft'ective  silent 
salesman. 


It  Looks  Like  Oxfords 

.\s  predicted  in  our  styles  number  of  October,  all 
indications  point  decidedly  to  an  exceptional  strong 
spring-  business  in  Oxfords.  There  are  several  rea- 
sons for  this  tendency,  three  of  which  are:  (1)  low 
heels  will  be  decidedly  in  st}-le  ;  (2  )  a  universal  use 
of  low  footwear  will  help  to  conserve  the  world's  sup- 
])ly  of  raw  materials,  and  (3)  there  will  be  a  dollars 
and  cents  saving  to  consumers  that  will  be  readily 
recognized.  As  to  styles,  almost  every  manufacturer 
w^ill,  as  usual,  create  his  own.  Combinations  are 
shown  to  some  extent  but  subdued  colors  are  mostly 
in  evidence. 


Russian  Shoe  Business  in  Abeyance 

The  manufacture  of  footwear  in  the  United  States 
for  Russian  civilian  use  is  held  up  indefinitely  owing  to 
the  present  state  of  government,  w-hich  is  unrecognized 
hy  the  Allies.  New  contracts  for  2.000,000  pairs  of 
these  shoes  were  recently  placed  with  New  England 
manufacturers.  In  addition,  the  Russian  purchasing- 
commission  purchased  500,000  pairs  of  work  shoes 
from  stocks  already  on  hand.  It  is  stated  these  will  be 
allowed  to  leave  the  country,  although  care  will  be 
taken  to  keep  them  from  falling-  into  unfriendlv  hands. 


Sometimes  when  you  are  tired  of  the  monotonous 
ap])earance  of  your  windows  or  if  you  need  an  idea 
for  display  try  the  following:  Use  one  window  for 
men's  shoes  ;  another  window  for  ladies'.  Label  one 
w  indow  with  a  large  sign.  "Of  Interest  to  Men  Only." 
The  other  window,  "Of  Interest  to  Eadies  Only."  Al- 
ihough  the  arrangement  is  sim])le  and  does  not  call 
for  unusual  skill  in  arrangement,  it  will  be  found 
effective  because  it  appeals  to  the  curious  interest  of 
the  i)assers-bv. 


Dcccniur,    I  in  7  I'  (  )(  )TW  I'-A  R 

Lieut.  Blachford  Gets  New  Commission 

Howard  C.  Blachford,  president  of  the  Toronto 
Shoe  Retailers'  Association  and  treasnrer  of  the  firm 
of  H.  &  C.  Blachford,  shoe  retailers,  Toronto,  has  re- 
ceived a  commission  in  the  Royal  Flying  Corps  and 
is  now  engaoed  in  his  new  duties.  Lieut.  Blachford  has 
been  identified  with  H.  &  C.  Blachford  for  the  past 
seventeen  years  and  since  1909  has  also  been  buyer 
and  manager  of  the  women's  department.    When  war 


Lieut.  H.  C.  Blachford. 


broke  he  joined  the  Queen's  Own  Rifles  as  a  private, 
soon  beci-iming  a  non-commissioned  officer  and  took 
a  course  in  the  Provisional  School  of  Infantry,  quali- 
fying for  a  commission.  Two  years  ago  he  joined 
the  12th  Regiment,  York  Rangers,  as  lieutenant.  His 
desire  to  go  overseas,  however,  led  to  his  seeking  the 
present  commission  and  he  will  serve  as  equipment 
officer  in  the  R.  F.  C.  While  the  corps  are  at  pre- 
sent stationed  in  Toronto,  a  move  will  likely  ])e  made 
in  the  near  fufure. 

The  members  of  the  staff  and  heads  of  departments 
of  H.  &  C.  Blachford  united  in  presenting  Lieut. 
Blachford  with  a  fountain  pen  and  a  handsome  silver 
mounted  malacca  cane,  suitably  engraved. 

While  his  loss  from  so  important  a  position  m 
commercial  life  is  to  be  keenly  regretted  his  many 
friends  are  nevertheless  proud  of  the .  stand  he  has 
taken,  and  sincere  good  wishes  accompany  him  in 
this  effort  to  more  ably  serve  his  country. 


Wanted^A  Super-man! 

The  following  bit  of  irony  was  recently  peri)etrated 
l)y  an  Fnglish  manufacturer  and  took  the  form  of  an 
advertisement  in  the  British  Shoe  and  Leather  Record. 
It  is  dou]:)tless  a  result  of  the  intricate  go\ernment 
regulations  which  now  pre\  ail : 

'"Wanted — A  super-man,  to  read  through  and  duly 
fill  in  government  forms,  must  be  capabL'  of  marshal- 
iu"'  figures,  arri\  ing  at  results,  and  working  out  deci- 
mals with  microscopic  exactness  and  lightning  rapid- 
ity. Successful  applicant  must  possess  the  patience  o\ 
Job  and  the  infallibility  of  a  Pope,  must  be  endowed 
with  miraculous  powers,  capable  of  judging  al  sight 
with  mathematical  ])recision  exact  (piantities.  weiglits. 


IN    C.\N.\1).\  4)3 

(pialities,  sizes,  and  \  alue  of  thousands  oi  b(jots  in 
\-arious  stages  of  manufacture,  ile  must  have  inex- 
haustil)le  energv  and  capable  of  working  twcnt_\-four 
hours  a  day  for  weeks  on  end.  Sleeping  and  meal  time 
will  be  allowed  him  after  the  war." 


Increasing  Interest  in  Stock  Records 

The  Bureau  of  Business  Research,  Harvard  Univer- 
sity, states  that  recent  correspondence  of  the  Bureau 
of  Business  Research  shows  an  increasing  interest  in 
stock-keeping  methods  in  the  retail  shoe  trade.  More 
and  more  retailers  are  inquiring  for  its  stock-keeping 
system  and  are  putting  the  forms  into  use.  With  the 
present  high  price  of  shoes  it  is  of  course  especially 
imi)ortant  that  a  retailer  watch  his  stock  most  care- 
fullv.  There  is  an  appreciable  increase  in  the  invest- 
ment that  a  retailer  has  to  make,  and  the  risk  that  this 
extraordinary  tie-up  of  capital  brings  is  great.  Many 
retailers  have  found  that  they  can  keep  careful  watch 
of  their  stock  by  using  the  Harvard  System  of  Stock- 
keeping  for  Shoe  Retailers,  and  this  reduces  their 
capital  investment  in  merchandise.  The  stock-keep- 
ing bulletin,  with  sample  forms,  will  be  mailed  with- 
out charge  to  any  shoe  retailer  upon  request  sent  to 
the  Bureau  of  Business  Research,  Harvard  University, 
Cambridge,  ]\Tass. 


New  Officer's  Field  Boot 

The  Slater  Shoe  Company,  Limited,  Montreal,  have 
put  on  the  market  a  special  officer's  field  or  avia- 
tion boot  in  tan  storm  calf.  This  is  made  on  a  new 
boot  last,  in  jjlace  of  the  shoe  lasts  which  were  form- 
erly used,  and  which  were  found,  by  experience,  to  Ije 
unsuitable.  The  shoe  lasts  did  not  allow  sufificient 
room  for  a  good  fit,  and  their  emj)loyment  meant  a 
boot  which  was  difficult  to  get  on  and  off.  To  meet 
this  objection  the  .Slater  Shoe  Company  use  a  special 
boot  last  of  their  own  design,  which  also  allows  the 
boot  to  fit  snugly  t<i  the  calf  of  the  leg.  The  new 
l)roducti(_)n  of  the  Slater  Company  has  the  merit  of 
])eing  a  very  attractive  looking  boot — a  feature  which 
will  appeal  to  officers  who  pride  themselves  on  their 
smart  get-uj).  A  few  English  officers'  boots  have 
been  imported  here,  but  the  ])rice  is  naturallv  very 
high,  as  compared  with  Canadian  made  goods. 


Keep  Your  Sign  Bright 

Your  electric  sign  represents  you — your  store, 
the  goods  you  carry.  The  public  will  uncons- 
ciously judge  you  by  it. 

In  other  words,  a  sign  with  lamps  here  and 
there  burned  out  might  suggest  to  your  custo- 
mers neglectful  and  slipshod  methods. 

Negative  impressions  like  these  destroy  con- 
fidence— drive  trade  away. 

So  look  to  your  sign  lamps. 

They  play  a  mighty  important  part  in  your 
plan  of  attracting  new  business. 

And  it  costs  but  little  to  replace  the  few  that 
burn  out  from  time  to  time.  ■ 
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A  Different  Method  for  Figuring  Mark-up 

Let  the  style  shoe  carry  its  proper  proportion  of  the  burden— Another  argument 
in  favor  of  departmentizing  stocks— Average  percentages  are  misleading 


FIGURING  mark-u])  on  all  lines  on  an  "average" 
basis  has,  from  time  to  time,  been  condemned 
by  men  who  have  given  the  whole  subject  of 
retail  selling  a  thorough  and  exhaustive  study. 
Departmentizing  stocks,  they  have  claimed,  is  the  one 
sure  way  of  making  certain  of  the  proper  i)r<jfit  on  each 
line.  A  merchant  down  in  Wisconsin  has  a  method  of 
figuring  profit  which  is  somewhat  out  of  the  ordinary. 
He  has  a  certain  charge  for  style,  service,  wear  and 
profit,  and  believes  in  letting  the  style  shoe  carry  the 
load.  His  system  as  outlined  in  the  Boot  and  Shoe 
Recorder,  in  his  own  words  is  as  follows: 

To  do  a  successful  retail  business  at  the  ])resent 
date,  we  must  have  a  sound  and  safe  basis  upon  which 
to  figure  the  per  cent,  of  expense  in  detail.  By  ad- 
ding the  expenses  to  the  cost  of  the  shoe  we  will  have 
a  retail  price  that  is  just  to  the  consumer  and  safe  to 
the  merchant. 

The  time  is  past  where  we  can  use  the  average 
percentage  system  for  making  prices  on  shoes  because 
some  goods  carry  no  risk  as  to  style.  Some  goods 
require  very  much  service  (fit)  while  others  hardly 
require  any.  We  all  know  that  a  shoe  manufacturer 
cannot  sell  his  shoes  at  an  average  cost,  therefore 
the  retailer  should  not. 

When  we  figure  our  selling  price,  we  follow  a  basis 


which  I  have  made  and  which  is  nothing  more  than  a 
division  of  charges  that  must  be  added  to  the  cost  of  the 
shoe.  I  claim  that  all  percentage  should  be  figured  on 
the  cost  of  the  shoe  in  order  to  get  a  correct  selling 
|)rice.  Every  shoe  should  carry  its  own  burden  of  ex- 
pense. 

Risk  of  Style  Appraised 

The  risk  (jf  style  should  be  charged  to  the  shoe, 
according  to  the  amount  of  risk  it  has  from  the  in- 
vestment of  it.  The  amount  of  service  required  to  sell 
the  shoe  should  also  be  charged  to  it.  Whereas  a 
stajile  shoe  with  no  risk  of  style  should  have  no  charge 
for  style  and  very  little  for  service.  Thus  it  will  be 
seen  that  to  sell  shoes  at  the  present  day  on  an  aver- 
age basis  would  be  loading  up  the  staple  shoe  with  the 
burden  of  the  stylish  one  and  which  the  stylish  one 
should  rightly  carry. 

1  divide  the  charges  as  follows : 
STYLE  —  SERVICE  —  WEAR  —  PROFIT. 

The  first  and  second  charge  must  be  based  on  the 
good  judgment  and  knowledge  of  the  shoe  man  in 
charge.  He  should  know  the  value  of  each  style  and 
keep  a  record  of  the  cost  of  service  so  as  to  make  a 
proper  percentage  out  for  each  one  of  these  items. 
The  two  last  charges  "Wear"  and  "Profit"  are  a  fixed 


Four  Examples  of  Figuring 


For  example : 

Women's  Fancy  Colored  Kid,  (S-inch  Boot. 
Cost  $  8.00 

Style  30  per  cent. 

Service  20  per  cent. 

Wear  and  Profit  20  per  cent. 

70  per  cent,  or  $5.60 
Add  to  cost  price  $  5.60 

$13.60 

This  would  make  a  good  $13.50  seller. 


Again  : 

Child's  Plain  Gun  Metal  School  Shoe. 
Cost  $  2.15 

Style  10  per  cent. 

Service  10  per  cent. 

Wear  and  Profit  20  per  cent. 

40  per  cent,  or  $0.85 
Add  to  cost  price  .85 


$  3.00 

A  good  seller  at  $3.00 


.\gain  : 

Women's  IMain   P>lack  ( lood  (Quality  Kid 
Walking  I->oot,  Medium  Heel  and  Toe. 

Cost  $  6.00 

Style  15  per  cent. 

Service  15  per  cent 

Wear  and  Profit  20  per  cent 

50  per  cent,  or  $3.00 
Add  to  cost  ])rice  $  3.00 


A  good  seller  at  $9.00. 


$  9.00 


.\gain : 

IVIen's  Heavy  Barnyard  Work  Shoe. 

Cost  $  3.00 

Style  None 

Service  5  ])er  cent. 

Wear  and  Profit  20  per  cent. 

25  per  cent,  or  $0.75 
.Add  to  cost  ])rice  .75 


$  3.75 


.\  good  seller  at  $3.75 


December,   1917  FOOTWEAR 


A  type  of  advertising  being  succeSstuUy  used  in  one  of  the  leading  fashion 
magazines.   The  copy  is  brief,  but  very  much  to  the  point. 

Illlllllllllilllllllllllllllllllllll^^ 

charge  of  ten  per  cent,  each,  or  in  other  words,  twenty 
per  cent,  added  to  all  shoes  regardless  of  style  or  ser- 
vice. 

Thus  it  will  be  seen  the  losses  on  stylish  shoes  are 
covered,  the  selling  price  on  staples  is  not  too  high 
and  the  average  per  cent,  on  the  whole  business  is 
regulated  according  to  the  class  of  goods  sold. 

I  claim  the  average  per  cent,  of  profit  on  all  goods 
is  sufficient  to  make  money  if  enough  push  is  back  of 
the  business  to  g"et  volume. 


This  is  the  Right  Idea 

The  hiring  of  extra  help  for  rush  periods  is  in  it- 
self a  considerable  problem  for  the  retailer,  aside  from 
the  uncertainty  of  whether  or  not  the  new  salespeople 
are  going  to  make  good  or  drive  away  more  customers 
than  they  are  worth.  Recently  we  met  a  retailer  who 
remarked  that  he  had  comparatively  little  trouble  in 
this  regard  and,  as  his  was  rather  an  unusual  case, 
we  asked  him  how  he  managed  it.  "The  biggest 
drawback,"  he  said,  "is  that  they  are  unfamiliar  with 
the  stock,  but  I  try  to  iiupress  on  them  one  point,  if 
I  don't  succeed  in  anything  else,  and  that  is  never  to 
ask  another  salesman  'Do  we  keep  so  and  so?' — but  to 
put  it  this  way:  'Where  do  we  keep  so  and  so  now?' 
It  may  be  that  the  customer  has  been  buying  that  par- 
ticular line  in  our  store  for  some  time,  or  ])erhaps  it 
has  been  in  recent  advertisements.  In  any  event  it 
is  always  wise  to  create  the  im])ression  that  all  sales- 
men are  familiar  with  the  stock." 


Be  a  live  wire,  and  then  you  won't  get  stepped  on. 
It's  the  dead  ones  they  use  for  door  mats. 
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Officers  Are  Elected  in  Various  Divisions 
of  Toronto  Retailers'  Association 

THE  Toronto  Shoe  Retailers'  Association  have 
now  brought  to  a  more  definite  arrangement 
the  scheme  for  dividing  the  city  up  into  dift'er- 
ent  territories,  as  outlined  in  a  previous  issue 
of  "Footwear."  Perhaps  the  first  district  to  organize 
was  that  east  of  the  Don  River,  the  following  officers 
being  elected :  W.  Crossley,  127  Danforth  Avenue, 
chairman  ;  A.  T.  Widdowson,  176  Main  Street,  sec- 
retary. It  was  decided  by  this  body  that  meetings 
should  be  held  on  the  Wednesday  night  preceding 
the  general  monthly  meeting  of  the  central  organiza- 
tion. Among  other  matters,  that  of  getting  rid  of 
odds  and  ends  through  a  general  clearing  house  was 
discussed  and  it  was  thought  that  some  arrangement 
for  united  effort  in  this  direction  could  be  made.  Co- 
operative buying,  particularly  in  connection  with  rub- 
bers, is  also  receiving  attention. 

The  retailers  of  Queen,  Roncesvalles  and  Dundas 
streets  have  elected  C.  C.  Allan,  1424  Queen  West, 
chairman,  and  F.  D.  Chappie,  1500  Queen  West,  sec- 
retary. Meetings  will  be  held  on  the  first  Wednesday 
in  each  month  at  the  different  places  of  business  of  the 
members.  One  of  the  first  topics  for  discussion  was 
the  practice  of  certain  wholesale  merchants  selling 
goods  at  retail.  It  was  stated  that  far  too  many  indi- 
viduals are  buying  shoes  in  single  pair  lots  from 
wholesales.  Wednesday  afternoon  closing  was  also 
brought  up,  but  several  members  expressed  the  opin- 
ion that  they  would  rather  close  a  couple  of  nights 
each  week  during  the  winter  months  than  Wednesday 
afternoon.  'This  question  will  be  dealt  with  further. 

Bloor  west  and  St.  Clair  district  shoemen  voted  T. 
A.  Wilson,  579  Bloor  west,  chairman,  and  A.  Neale, 
614  Bloor  West,  secretary.  Among  the  topics  dis- 
cussed were  a  selling  schedule  for  rubbers  and  a  co- 
operative buying  plan. 


If  I  Had  a  Shoe  Store 

I  would  have  a  Chinese  puzzle  made  so  that  when 
correctly  assembled  it  would  be  in  the  shape  of  a  shoe. 
The  name  of  my  store  would,  of  course,  be  printed 
across  this  shoe. 

I  would  put  sets  of  these  puzzles  into  bags  and 
distribute  them  to  customers  and  prospects,  to  take 
home  for  the  children.  The  j^uzzle  would,  of  course, 
help  to  amuse  the  children  ;  and  while  they  were  play- 
ing with  it  their  parents  could  not  well  forget  my  es- 
tablishment.— System. 


Colored  Patent  Leather 

Reports  from  New  York  indicate  that  colored  pat- 
ent leather  is  fast  coming  into  general  poi)ularity  and 
that  manufacturers  are  unable  to  get  sufficient  leather 
to  meet  the  demands.  At  the  jiresent  time  l>rown 
patent  is  the  favorite,  with  gray  a  close  second.  \\"hitc 
is  being  experimented  with  to  a  slight  extent,  but  in 
the  minds  of  many  manufacturers  is  not  sufticiently 
satisfactory  as  yet. 


Stores  in  Boston  have  decided  to  give  up  wrapping 
packages  A\hich  arc  in  the  original  containers  a-^  they 
come  from  the  manufacturers,  'iliis  is  the  re.-^ull  of  a 
gOA-ernmcnl  appeal  to  sa\-c  ])aiHM-. 


of  buckskin  in  fawns,  greys  and 
other  neutral  tones.  The  price 
IS  $i6.oo. 

^Ve  invite  you  to  visit  the 
Foiter  Slop  wben  in  Cbicajo 

F.LFOSTERg  COMPANY 

115  NORTH  WABASH  AVENUE. CHICAGO 
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Keeping  Down  the  Cost  of  Doing  Business 

Do  Not  Buy  Too  Far  in  Advance-  Keep  Stocks  Moving— Know  Your  Costs 
Advertise  Judiciously -Mail  Publicity  Good 


By  J.  H.  Snyder 


THE  rising  cost  of  d(jing  l)usiness  is  of  vital  im- 
portance  to   every   shoe   retailer   today  and 
should  be  thrashed  out  thoroughly.   There  are 
four  chief  methods,  I  think,  that  are  necessar_\- 
to  keej)  down  the  rising  cost  of  doing  business. 

Owing  to  the  rapid  change  of  styles,  tlie  women's 
shoe  g-ame  has  been  quite  difficult  during  the  last  four 
seasons.  It  is  impossible  for  one  shoe  retailer  to  teli 
another  what  patterns  he  should  buy.  luich  must 
study  his  customers  and  ha\-e  a  general  idea  what  kind 
of  shoes  his  trade  demands.  Then  comes  the  (|uestion 
"how  far  in  advance  of  the  season  should  the  average 
retailer  buy  his  shoes?"  Shoes  should  not  be  bought 
more  than  seventy  days  in  advance,  although  some 
retailers  are  forced  to  do  six  months'  buying  at  once. 
He  soon  falls  behind  with  his  payments,  and  he  is  not 
in  a  position  to  meet  rising  costs  nor  increasing  com- 
])etition  by  turning  his  stock  rapidly.  I  believe  that 
bu}  ing  in  this  manner  does  more  than  anything  else 
to  break  the  average  retailer. 

Keep  Stocks  Moving 

Tt  is  necessary  to  know  the  total  stock  in  your  store. 
We  find  it  a  good  policy  to  divide  our  stocks  into  the 
typical  lines  carried,  such  as  men's,  boys,  children's, 
women's  rubbers  and  findings,  probably.  You  should 
also  know  how  many  of  each  of  these  lines  were  car- 
ried last  year.  This  information  helps  in  the  purchase 
of  rapidly  moving  goods.  Stickers  should  be  disposed 
of  twice  a  year — to  a  job  dealer,  if  necessary.  Of  this 
loss  of  $500  or  $1,000  charge  $100  per  month  with  ex- 
penses. Short  lines  should  be  thrown  into  stock  racks 
and  sold  at  once. 

Knowing  Costs 

The  books  and  entry  facilities  used  in  determining 
costs  are  as  follows:  Sales  slips  of  usual  tyi)e  ;  perpetu- 
al inventory;  stock  record  by  lines;  voucher  checks, 
merchandise  ledger ;  customers'  ledger  for  charge  ac- 
counts ;  private  ledger  for  controlling  accounts  and  the 
like  ;  combined  cash  book  and  journal  for  handling  sales 
and  expenses.  The  inventory  book  is  kept  by  lines 
and  days  of  the  week.  At  the  end  of  each  month  write 
up  your  perpetual  inventory  cards  from  this  book. 
'Jlius  you  can  tell  at  any  time  what  you  have  in  stock. 

Business-Getting  Advertising 

C)ne  of  the  easiest  ways  a  shoe  merchant  can  throw 
away  his  ])rofits  is  b}-  useless  advertising.  One  must 
look  on  lliis  matter  in  a  cold-blooded,  business-like 
manner,  considering  acK'ertising  good  that  pays  and 
bad  that  doesn't  pay.  I  firmly  belie\'e  that  the  shoe 
man  must  stick  lo  those'  things  in  acK-crtising  Avhich 
he  knows  pa_\-.  There  is  the  judicious  use  of  the  local 
ncwspajjers.  It  is  well  to  carefull_v  analyze  the  circula- 
tion of  your  local  ])apers.  Remember  one  thing  about 
ncws])ap(  i-  advertising — you  must  use  it  tne  year  round 
if  yf)U  are  going  to  realize  the  big  profits  possible 
Ihrough  its  channels.  Keej)  your  sj)ace  down  in  the 
duller  periods,  to  lie  sure,  but  not  too  far  down.  Don't 
let  an  ad  of  such  small  dimensions  a])pear  that  your 


clientele  may  think  that  ad  i-e])resents  the  size  of  your 
business. 

Continued  Effort  Wins 

Direct  mail  jjublicity  is  a  s])lendid  stimulus  for  the 
retail  shoe  business,  but  in  this  as  well  as  in  news- 
paper advertising,  it  is  well  to  remember  that  con- 
tinued efifort  wins.  One  letter  won't  establish  a  new 
line  of  shoes  in  ycjur  customer's  minds,  nor  two  nor 
three  perhaps.  \'our  follow-u])  system  must  be  care- 
fully i)lanned,  and  the  timing  of  the  receipt  of  your 
communications  should  be  figured.  Don't  make  your 
letters  freakish  or  too  familiar. 

Don't  Be  Reckless 
Above  all,  don't  fall  for  freak  advertising  methods. 
There  seems  to  be  a  new  ad  scheme  born  e\'ery  minute, 
and  a  sucker  to  fall  for  it.    The  enterprising  salesman 
who  tells  you  that  _\-ou'll  be  sorry  if  you  don't  get  in  on 


CAMMEYER 

^rancH  De  Ctuce  ^ 
3&1  mfin yivenue J[^u)]/orJi 
Exclusi\-e  footwear  for\Vomen 


The  Cammeyer  stores  in  New  York  do  a  very  high- 
class  trade,  as  this    advertisement    indicates.  They 
apparently  find  this  type  of  display  very  satisfactory, 
for  it  is  rarely  changed  in  design. 


DeccnilKT.  1917 


FOOTWEAR    IN  CANADA 


47 


I'lis  sclieuR-  is  not  a  iiicrchaiulising  genius  from  whom 
you  nia}'  glean  knowledge,  or  he  wouldn't  be  in  the 
shyster  game  of  selling  unproven  advertising.  I  believe 
I  make  no  great  misstatement  when  1  say  that  retail 
shoemen  throw  away  hundreds  of  thousands  of  dol- 
lars yearly  <in  publicity  schemes  not  worth  their  salt. 
Watch  your  advertising.  Recklessness  in  advertising 
will  break  you  while  ju<liciousness  in  advertising  will 
make  you. 


Retailers  Adopt  Rubber  Schedule 

.\t  a  special  meeting  of  the  eastern  section  of  tlu- 
'i'oronto  Shoe  Retailers'  Association,  held  to  discuss 
matters  in  connection  with  the  jjurchasc  and  sale  of 
rubbers,  the  following  schedule  of  ])rices  was  adopted 
as  the  minimum  for  first-quality  goods: 


Plain  Overs 

Children's,  5  to  7  $0.r)0 

C  hildren's,  8  to  10'/.  

Misses'  70 

(Irowing  girls'  85 

Little  Cents'  75 

^'ouths'  ."^O 

Hovs'  95 

Men's   1.15 

Women's  90 

.\1!  men's  self-acting  rubbers,  including  Clogs, 
Bulldogs,  Zephyr  weight,  storm  and  rolled 

edge  rubbers   1 . 25 

Women's  Zejihyr  weight    1.00 

Wonven's  Footholds  75 

Men's  felt  overs   1  .25 

Children's  white  rubbers  75,  .85 

Men's  Arctics   2.25 

Men's  2-buckle  overshoe   3.00 

Men's  Blizzard   1.75 

Men's  Fine  .\rctic   2.50 

Knee  Rubber  boots,  black  sole   4.3S 

Red  sole   4.75 


The  Right  Spirit  in  a  Young  Man 

A  reatler  of  "Footwear"  writes  as  follows: 
"I  ha\-e  often  in  reading  your  journal  nt)ticed  that 
in  case  we  needed  ad\  ice  on  any  subject  we  should  ask 
for  it.  The  subject  1  wi<h  to  ask  it  on  is  entirely  dif- 
ferent from  shoe-,  and  is,  in  fact,  personal  and,  as  it  is 
a  subject  I  would  like  an  outside  o])inion  on,  T  am 
submitting  it  to  you  in  brief  as  follows:  1  am  a  young 
man,  not  cpiite  nineteen,  and  have  been  managing 
a  small  shoe  store  for  my  father  for  two  years  and 
have  decided,  or  rather  events  ha\e  decided  for  me, 
iliat  1  am  to  stay  in  the  shoe  business,  and  I'd  like 
to  get  more  ex])erience.  We  are  mo\'ing  our  sture  ti  i 
the  city  about  the  first  of  the  year  and  T  will  jjrobably 
g"o  to  work.  Should  I  go  to  work  in  a  retail  store, 
or  go  to  a  wholesale?  I  am  (|uite  willing  to  work  and 
work  hard  and  would  like  to  knfiw  how  to  get  in  touch 
with  the  right  people." 

We  ])ublish  this  cpiery  more  ])articularly  because 
it  indicates  the  pro])er  spirit  in  a  young  man,  the  de- 
sire to  know  all  about  \  arious  ])hases  of  the  business 
in  which  he  is  engaged.  Our  advice  most  em])hatic- 
allv  is  to  an\-  youiig  man  who  intends  to  make  shoe 
retailing  his  life's  w(.)rk  .that  he  should  get  a  good 
working  knowledge  of  leathers,  in  the  tanncrv,  ;ind 
of  methods  of  manufacture,  in  the  factory.  It  is  ;ill 
the  better  that  this  young  man  should  ha\e  ah-ead\- 
had  some  ix'tail  ex|)erience  because  that  means  that 


The  man  who  does  his  work  so  well  that  he 
needs  no  supervision  is  already  a  success. 


lie  has  learned,  by  experience,  his  weaknesses  and 
shortcomings  as  a  salesman  and  so  will  know  better 
what  s])ecial  information  he  is  most  in  need  of. 

Fvery  young  man,  too,  who  aims  to  make  a  suc- 
cessful salesman  should  know  how  to  "fit"  a  shoe, 
which  again  presup])oses  a  fair  knowledge  of  the  an- 
atomy of  the  foot. 

The  fact  is  that  a  good  shoeman  is  re([uired  to 
combine  more  accomplishments  and  virtues,  possibly, 
than  any  other  individual  in  the  whole  range  of  the 
retail  trade.  It  is  a  business  that  is  rapidly  becom- 
ing a  science,  and,  as  such,  will,  in  the  near  future, 
demand  a  preparation  comparable  in  time  and  ability 
with  the  other  sciences  now  recognized  as  such.  No 
young  man  will  make  a  mistake  in  gaining  the  fullest 
l)ossible  experience  and  knowledge  of  all  the  pro- 
cesses culminating  in  the  ])erfect  fit  of  a  good  shoe 
before  he  finally  settles  down  to  his  life's  work  of 
shoe  retailing. 


PubHcity  at  the    Big  88 " 

Mr.  W  arren  W  l-^egan,  projjrietor  of  the  Big  88  .Shoe 
Store,  Toronto,  has  just  received  a  quantity  of  new 
scribblers  which  he  distributes  among  the  school  chil- 
dren. The  cover  is  particularly  attractive  and  contains 
reproductions  of  the  fiags  of  the  allies  set  in  a  circle, 
the  wording  in  the  middle  being :  "All  Allies  Point 
to  the  Big  88  for  School  Shoes."  On  the  top  of  the 
page  is  the  following  message :  "School  Shoes — You 
will  need  them.  It  pays  to  buy  dependable  ones. 
You'll  find  they're  chea])er  in  the  long  run.  We  have 
a  splendid  stock  and  w  ill  be  glad  to  have  you  look  it 
over.  Our  aim  is  to  gi\e  you  better  shoes  for  less 
money."  The  back  of  the  scribbler  contains  addition, 
multiplication  and  arithmetical  tables  which  are  always 
of  \alue  to  children. 


Agents  for  Mear's  Wood  Heel 

Canadian  shoe  manufacturers  will  be  inlerested  to 
hear  that  arrangements  have  been  made  with  Mr.  .\. 
Ci.  Mooney,  of  the  A.  (i.  Mooney  Company,  of  .\b)nt- 
real,  to  represent  as  Canadian  agents  the  b'rcd  W. 
Mears  Wood  Heel  Com])any,  of  Haverhill,  Mass.  I'^or 
years  Mr.  Mears  has  enjoyed  an  excellent  Canadian 
business,  and  his  line  of  fancy  colored  and  plain  styled 
wood  heels  ha\e  an  international  reinit;ition  among 
manufacturers  of  attractixe  women's  footwear.  .\.  (i. 
Mooney  Com])any  are  \  cry  well  known  throughout 
Canada  among  the  shoe  merchants  and  bu_\  ers  having 
been  selling  this  trade  for  manv  vears. 


Stockings  Too  Short 

.\  successful  shoe  litter  stali'>  lhat  in  ;i  great  m;in\- 
cases  complaints  about  shoes  being  too  short  c;in  casil\- 
be  adjusted  by  pointing  out  to  the  custom^T  that  tiie 
fnot  iif  the  stucking  i--  ton  -linrl  ;iud  thai  the  trotd)le  is 
really  not  with  the  boot,  lie  e--tiniates  that  a!  least  40 
per  cent,  of  short  shoe  coni])laints  are  due  \n  his  c;inse. 
This  is  a  suggestion  worth  rcmcml)ering. 
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Toronto  Repairers  Investigate  Polish  Question 

May  Place  Line  on  the  Market  Under  Their  Own  Name 
Labor  Situation  Acute  r 

J] 


ALAR(;K  attendance  turned  init  at  the  last  regu- 
lar meetint;  ,,f  the  I'oronto  Shoe  Reijairers' 
Ass(ioiati(in,  II.  K.  Ila\\vard,  \ice-president, 
occupying  the  chair.  Several  new  names  were 
])laced  on  the  membership  list  and  the  number  is  now 
in  the  vicinitv.of  125.  Corresi)ondence  was  read  from 
the  St.  Catharines  Association  api)rovino-  the  idea  of 
a  federation  of  all  shoe  re])air  associations  and  offer- 
ing- to  assist  in  any  way  possible.  For  some  time  the 
Toronto  Association  have  been  considering  the  i)os^ 
sibility  of  putting  a  ))olish  on  the  market  under  their 
own  name,  and  thus  saving  to  themselves  a  consider- 
able amount  in  cost.  Various  j^opular  brands  of 
polishes  have  increased  considerably  in  cost  to  the 
repairers,  and,  as  explained  by  a  prominent  member  of 
the  association,  it  is  ])ractically  impossible  for  them  to 
increase  their  i)rices  to  the  consumer  because  the 
])olishes  are  still  widely  advertised  at  the  old  prices. 
This,  the  members  considered  an  unfair  condition. 
Hence  the  effort  to  get  out  and  jtut  on  the  market  a 
si)ecial  line  of  their  own. 

The  repairers  are  feeling  keenl)-  the  shortage  of 
labor,  and  this  subject  came  in  for  a  little  discussion 
at  the  last  meeting.  As  outlined  editorially  in  the  last 
issue  of  "Fot)twear,"  there  is  a  good  opening  in  the 
rejiair  line  for  returned  soldiers,  and  i)ositions  are 
ready  for  them  as  soon  as  they  are  trained.  Mr.  Hut- 
terworth  advocated  the  wisdom  of  taking  boys  into 
the  shops  so  that  they  could  learn  the  business,  and, 
at  the  same  time,  make  themselves  of  general  use. 
Too  many  repairers,  he  thought,  wasted  valuable  hours 
sweeping,  dusting  and  running  out  on  errands  that 
could  be  just  as  well  accomplished  by  a  good  smart 
boy.  They  consider  the  ex])enditure  involved  in  a 
boy's  salary  but  entirel\-  overlook  the  advantages. 

The  next  meeting  of  the  association  will  be  held  on 
December  20  and  officers  will  be  elected  for  the  com- 
ing year.  It  was  also  decided  to  hold  a  progressive 
euchre  ])arty  at  an  early  date  and  arrangements  will 
be  ])Ut  under  way  for  the  second  annual  ban(piet. 


Shop  Comment 

In  the  choice  of  top-lifts  \ery  hard  leather  is  best, 
as  we  all  know,  but  then  there  is  a  limit  as  in  every- 
thing else,  and  when  a  repairer  applies  rawhide  for 
top-lifts  he  is  overdoing  his  duty,  as  rawhide  has  to 
be  soaked  in  hot  water.  .\s  to  wearing  (pialities, 
rawhide  cannot  be  surpassed,  but  the  ])rice  of  rawhide 
is  (|uite  high.  When  customers,  as  in  the  case  of  the 
repairer  sjjoken  of,  are  willing  to  pay  the  extra  cost, 
the  ne.xt  best  thing  to  do  is  to  ap))ly  same  to  his  shoes, 
as  rawhide  is  essentiall}  a  to])-lift  for  a  men's  shoe. 
.Staining  or  blacking  the  edge  of  a  rawhide  lift  can  be 
done,  but  not  sf)  that  it  w  ill  be  ])ermanenl  and  in  due 
time  the  edge  will  be  a  grayish  white. 

The  nail  stuck  in  the  middle  of  the  sole  should 
be  iHilled  out  after  the  linal  fastening  of  the  sole  to  the 


shcje.  Fven  when  nails  are  used  for  fastenings,  as  on 
McKay  shoes,  this  middle  tack  or  nail  shcndd  be  ]nilled 
out  instead  of  being  ]jermanently  driven  in.  In  due 
time  the  middle  ])ortion  of  the  foot  will  be  bruised 
against  that  nail,  which  is  useless  in  the  finished  shoe. 
In  driving  such  a  nail  through  the  bottom  of  a  welt 
shoe,  do  not  use  a  spike,  but  a  long  steel  nail,  cpiite  fine, 
so  as  not  to  lea\e  too  large  a  ])erforation  in  the  sole 
after  the  jnilling  out.  .\  ])eg  is  sometimes  used  and  is 
cut  off  flush  with  the  surface  of  the  sole,  and  although 
the  danger  of  bruising  the  foot  is  not  then  so  ])ro- 
nounced  as  with  a  nail,  it  is,  nexertheless,  still  bad 
em  )Ugh. 

In  sanding  the  bottom  of  a  shoe  the  motion  against 
the  roll  is  a  i)ulling  motion.  In  Inifffng,  which  is  an 
o])eration  subsequent  to  sanding,  the  rcjtary  motion  is 
then  proper.  There  is  no  ojjeration  where  the  danger 
of  overdoing  exists  more  than  at  sanding,  and  it  is  up 
to  the  operator  to  be  careful  in  not  sanding  through 
the  grain  and  of  making  the  sole  darker  at  that  spot 
than  it  is  at  the  remainder  of  the  sole,  'i'here  is  no 
remedy  for  such  a  defect  and  the  finish  wnll  ahvays 
show  darker  where  the  grajn  has  been  sanded  off. 
Wherever  irreparable  damage  is  done  by  carelessness, 
it  always  iniys  to  employ  very  careful  workmen. — 
.Shoe  Repairer. 


Vancouver  Has  Largest  Champion  Finisher 

Returning  from  his  six  weeks'  trip  through  the 
States  and  Eastern  Canada.  George  H.  Morris,  of  the 
( ioodyear  Shoe  Re])airing  Company,  625  Pender  Streer 
West,  Vancon\  er,  reports  business  conditions  good  all 
along  the  line  and  especially  so  in  the  shoe  trade.  Met 
bv  ^^^  R.  Rollins,  of  ISoston,  Mass.,  manager  of  the 
ChamjMon  Shoe  Machinery  Company.  [,td.,  Mr.  Morris 
lost  no  time  in  ])lacing  his  order  for  a  new  finishing 
machine,  with  alterations  and  improvements  which 
would  make  this  ])articular  finishing  machine  the  larg- 
est one  e\-er  turned  out  of  their  factory.  Mr.  Morns 
also  made  a  \-ery  interesting  trip  through  the  Cat's 
Raw  Rubber  Comjiany's  factorv  at  ^lontreal,  and  a 
letter  of  introduction  from  Mr.  Welsh,  of  the  (Ioodyear 
Tire  and  Rubber  I'ompany,  Ltd.,  \  ancon\-er,  enabled 
him  lo  si)end  a  few  hours  lo  good  adxantage  in  that 
com])an\  's  well-equipped  factory  at  Toronto. 

Mr.  Morris,  accom])anied  by  his  wife,  spent  a  most 
charming  holidav  at  the  magnificent  residence  of  his 
brothel'  at  Jamaica  Plains,  Boston,  Mass.,  who  next 
vear  will  be  visiting  l^acific  Coast  points  with  a  large 
])art\  of  friends. 

Illlllllllllllllll 


Frequently  repairers  originate  devices  and  methods  for 
saving  time  and  labor.  An  exchange  of  these  ideas  would  be 
profitable  to  everyone  and  we  would  be  pleased  to  have  them 
sent  in  for  publication.  Remember,  the  man  who  is  suffi- 
ciently broad-minded  to  exchange  an  idea  becomes  the  pos- 
sessor of  two  ideas  where  only  one  existed. 
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A  Good  Side  Line 

hi  some  cases  repairers  are  carr_\  in<4-  a  side  line  of 
rubbers  and  overshoes,  in  addition  to  the  usual  winter 
accessories  such  as  skates,  skate  strajjs,  and  so  on.  It 
is  uri^ed  ])}'  one  repairer  tliat  care  should  be  taken  to 
see  that  shoes  fitted  with  rubbers  are  not  run  down  at 
the  heels,  because  if  they  are,  the  rubber  will  wear  out 
in  a  \-ery  short  time  and  thus  reflect  discredit  on  the 
line  carried  by  the  repairer.  The  re]:)airer  should  ex- 
l)lain  the  importance  of  havint^-  the  heel  strai,L;htened 
and  the  shoe  put  into  j)ro])er  condition,  thereby  sellini^ 
not  only  a  i)air  of  rul)])ers  Init  also  his  repairing;'. 


Screw  on  Rubber  Heels 

The  most  frequent  com])laint  in  re;4ard  to  rul^ber 
heels,  accordini;-  to  a  i)roniinent  repairer,  is  that  man\' 
do  not  know  how  to  fasten  them  securely  on  the  wood- 
en heel.  A  j^ood  i)lan.  and  one  which  sehloui  fails,  is 
to  disregard  entirel_v  the  nails  that  come  with  tlie  rub- 
ber heels.  Place  the  rubber  heel  firmly  on  the  heel  of 
the  shoe  and  with  a  small  hand-drill,  i^laced  through 
the  holes  in  the  rubber  heel,  bore  into  the  wood  a  short 
distance.  Then  take  small  screws,  instead  of  nails,  and 
with  a  screw-driver  fasten  the  screws  throu,L;"h  the  rui)- 
ber  heel,  securing-  it  tightly  to  the  wooden  heel.  It  will 
remain  firm  as  lons^'  as  the  heel  lasts.  In  the  case  of 
ladies'  Louis  heels,  however,  cement  must  be  used,  and 
be  careful  that  your  nails  are  thin.  Thick  ones  will 
split  the  heel. 


Repairing  in  the  Retail  Store 

"The  repair  ^t^ame.  if  projjerh'  looked  after,  is  a 
,e'ood  source  of  income,"  said  a  Montreal  retailer.  "In 
this  city  we  have  a  class  of  repairers  who  are  working 
at  low  rates,  making"  it  difficult  for  the  i)eople  who 
])nt  good  work  and  material  into  the  job.  Of  course, 
customers  who  insist  on  low  prices  get  about  what 
they  i^av  for.  but  the_\-  are  often  attracted  ]iy  what  aj)- 
pears  on  the  siu'face  to  1)e  cut  rates.  .Small  ])rices  al- 
most invariably  mean  ])oor  work  and  inferior  findings, 
and  a  rei)airer  who  wants  to  increase  and  hold  his 
business  will  find  it  l)ays  to  stick  to  his  prices  and 
give  satisfaction  rather  than  to  do  bad  work  at  a 
cheaper  rate.  While  a  man  may  be  at  the  time  at- 
tracted by  a  reduced  price,  he  is  very  a])t  to  forget  this 
when  he  finds  that  the  work  is  not  ii))  to  expectations. 
He  thinks  of  the  ])oor  work  and  does  not  bear  in 
mind  that  he  has  only  ])aid  for  that  class  of  a  job.  A 
repairer  must  work  for  the  future  as  well  as  for  the 
present.  The  men  who  are  cutting-  rates  are  to  a  large 
extent  dependent  ui)on  transient  business,  but  the)- 
nevertheless  hurt  those  who  are  trying  to  get  a  decent 
])rofit  from  their  trade." 


Ki])ling  says:  "It  ain't  the  guns  iioi"  armament,  nor 
funds  that  they  can  pay;  but  close  co-o])eratiou  that 
makes  them  win  the  day.  It  ain't  the  individual,  nor 
the  army  as  a  whole,  but  the  everlasting  teamwork  of 
everv  bloomin'  soul." 


\\'hilc  u\  a  store  the  other  da\-  we  ox  erheard  a  cus- 
tomer trying  to  give  the  clerk  his  name  <o  that  the  par- 
cel might  be  delivered.    Not  hearing  him.  the  clerk  en 
quired,  "TIow  much?"    The  customer  showed  his  an 
noyance  b\'  refusing  to  repeat,  and  carried  the  parcel. 
Quite  likeh-  he  will  never  go  back. 
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THESE    PAINT    STRIPES    SOLD  GOODS 
No  one  could  walk  over  these  red  stripes,  says  "System,"  without  noticing 
that  they  ran  to  articles  in  the  store  window.     Footsteps  often  fol- 
lowed the  eye.   and   so   extra  sales   were  made.     A  water-color 
paint   was   used,   which   washed    off   easily  afterwards. 
Applicable   to   shoe   store  windows. 

Illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

Care  in  Cleaning  Show  Windows 

C.\REL1^.S.S.\'1':S.S  and  improper  methods  in 
wasihing  llie  windows  often  detract  greatly 
from  tlie  eff ectixeness  of  a  dis])lay.  not  onl_\- 
making  the  .glass  less  transparent  than  it  should 
be  but.  where  the  fault  is  ])ronounced,  giving  a  dis- 
pleasing impression.  A  dirt\-  or  cloudy  window  does 
not  denote  a  clean  store  and  stock  and  up-to-date  meth- 
ods any  UKjre  than  it  does  a  careful  housekeeper. 

There  are  se\  eral  fairly  good  methods  of  cleaning 
the  windows.  se\eral  bad  ones,  and  one  or  two  \ery 
good  ones.  The  \  ery  best  one  is  as  follows:  With  a 
large  paint  brush  dust  the  window  inside  and  out. 
woodwork  as  well  as  glass.  Then  place  a  small  cloth 
o\  er  a  pointed  stick  and  clean  the  corners.  Then  wash 
the  glass  with  clean  water,  in  which  a  little  ammonia 
has  been  poured,  using  a  cotton  cloth.  I  )r}-  the  glas-~ 
l)v  niblung  with  a  piece  of  cheesecloth  which  has  been 
dipiJed  in  powdered  ])uniice,  using  care  that  llic  pumice 
is  fine  and  that  y(ni  do  not  get  too  much  on  the  cloth, 
otherwise  }'ou  nia_\-  scratch  the  glass.  Then  rub  with  ;i 
dry  chamois  which  has  been  washed  se\ en  or  eight 
limes  before  it  is  first  used,  in  order  to  get  all  the  oil 
out.  This  will  give  you  a  perlecth'  clear,  highly- 
polished  surface.    Xe\  er  use  ^oap  in  washing  the  glass. 

Carefully  clean  the  lamps  and  rellectors  e\  ery  lime 
you  clean  the  window  s.  Dont  pay  for  electricity  to  be 
wasted  b\'  abs(n"ptiou  or  obscuration  1)\-  dust. 


.Vs  an  example  of  the  ridiculous  in  shoe  claims  a 
manufacturer  tells  of  a  case  in  w  hich  he  gave  credit 
on  a  i)air  of  shoes  returned  by  a  woman  because  there 
was  a  slilch  dropped  in  the  welting  process.  It  was 
necessar\  to  use  a  niagnifying  glass  to  find  it,  but 
nevertheless  llu'  woman  insisted  tiiat  the  sh(.)es  were 
iniperlect  and,  she  was  a  ])roritable  customer,  the 
money  was  refunded  by  the  retailer  and  made  good 
1)}'  the  manufacturer.  \'erily,  these  be  troublesome 
times ! 
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sjsqqny  uj  )3a; 
sm  q^a^^nd  ueui  asiM  aqx 


The  slip  shod  man  putteth 
his  feet  tn  mud. 

E.  K.  GAVIN 


A  novel  advertisement  by  Mr.  E.  R.  Gavin,  of  Fort  Wil- 
liam. Ont..    Turn  it  upside  down  and 
"watch  him  smile." 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 

What  is  the  Munson  Last? 

In  1908  there  was  formed  one  of  the  most  im- 
portant boards  ever  brought  together  in  tiie  United 
States  army.  The  ability  to  march  is  the  first  requisite 
(jf  the  infantryman  and  depends  necessarily  on  the 
type  of  footwear  used.  All  prior  wars  have  shown 
that  footwear  troubles  have  been  a  terrible  menace  to 
the  fighting  forces.  The  arm\'  board  was  headed  by 
Majcjr  William  Munson,  of  the  Medical  Cor])s.  He 
was  given  almost  unlimited  op])ortunity  to  investi- 
gate conditions  with  a  view  to  making  such  regula- 
tions as  might  tend  to  improve  the  shoe  and  results 
in  general.  The  work  of  this  board  covered  a  number 
of  years  and  hundreds  of  thousands  of  dollars  were 
s])ent  before  the  final  results  were  tabulated. 

'J"(j-day  the  armies  of  the  world  look  upon  the 
Munson  last  as  being  the  best  all-round  last  for  sol- 
diers' feet.  Shoes  made  on  it  are  intended  to  fit  close- 
ly around  the  heel  and  u|)  to  the  ball  of  the  foot,  with 
sufficient  room  in  the  fore])art  for  the  spreading  of 
the  toes  and  functioning  of  every  muscle  of  the  foot. 
It  is  interesting  to  note  that  in  1914  the  price  of  this 
shoe  was  $2.<S<S  per  pair,  while  orders  are  now  being 
filled  in  million  i)air  lots  at  $4.<S5. 


We  iia\e  lieard  several  ccjmplaints,  Ixith  from  re 
lailers  and  rustomers.  that  many  ])airs  of  shoes  are  iiol 
matched  in  color  within  several  degrees.  A  jiair  ol 
dark-brown  shoes  were  returned  to  one  dealer  !)ccause 
the  tongue  was  so  noticeably  lighter  on  one  shoe  than 
the  other  liiat  it  conld  1)e  distinguished  some  distanci' 
awa\  .  It  wa--  perliap>  a  -mail  matter  when  the  booi 
was  laced  np,  but  snflicicnt  to  cause  the  customer  an 
iKA'ance.  'I'his  is  hnl  (jiu-  o)  inaiiv  instances  that  lia\ e 
been  cited,  aiul  nianufai-liircrs  slioiild  pay  particular 
attention  In  Ljettin.L.;  shoes  proi)erl\'  inatclied. 


Get  Next  to  the  Farmer 

FARM   trade  and  how  to  handle  it.  formed  the 
topic  for  an  interesting  address     before  the 
Michigan  Retailers'  ("onvention  recently.  Mr. 
l'^.  C  llannoii,  a  slioe  retailer,  saifl ; 
"If  you  want  to  get  the  farmer's  trade  you  slnv.ild 
do  three  things:  1.  .Sell  him  good  shoes.    2.  (live  him 
a  pro])er  fit.    ?i.  Treat  him  courteously. 

"If  a  merchant  sells  the  farmer  the  best  ])ossil>le 
grade  of  shoe  at  ])roper  ])rice  he  will  find  the  sale  a 
trade  breeder.  The  farmer  is  ])rett\"  well  ])osted  on 
prices  and  he  must  !ia\  e  ])ro])er  value. 

"The  fanner  shuuld  be  fitted  just  as  carefully  as 
the  cit\  dweller  or  townsman.  The  merchant  should 
show  his  customer  that  he  is  interested  in  giving  a 
lit.  that  he  takes  ])ains  in  d(iing  so  as  it  will  be  time 
well  spent.  Show  him  how  the  shoe  fits  at  the  heel, 
at  the  ball,  etc. 

"The  farmer's  work  shoe  is  to  be  worn  for  1<S 
hours  a  day  sometimes,  and  sometimes  se\  en  days  a 
week.    It  should  be  fitted  as  carefully  as  the  dress  shoe. 

"It  is  well  known  that  the  farmer  sometimes  feels 
that  the  city  merchant  is  made  of  finer  clay  than  he  is, 
uid  there  is  something  in  this  that  holds  him  aloof, 
lie  has  not  yet  come  to  realize  that  he  is  King. 

"There  seems  to  be  a  boundary  line  between  the 
farmer  and  the  cit\'  and  the  retailer  should  strive  to 
break  down  this  bonn(lar\'  line." 


Unfair  Competition 

The  Federal  Trade  Commission  of  the  United 
States  recently  handed  down  a  decision  against  a 
company  in  New  York,  holding  the  following  practice 
t(j  constitute  unfair  com])etition,  which  was  ordered  to 
cease  : 

(1)  Advertising  special  sales  of  articles  so  as  to  con- 
vey to  the  public  the  impression  of  an  unusual  or  advantage- 
ous offer  for  a  limited  period,  when  in  fact  the  prices  during 
such  sales  are  no  different  than  those  obtained  at  other  times. 

(2)  Falsely  representing  that  articles  have  been  pur- 
cliased  in  large  quantities  in  order  to  sell  them  at  less  than 
the  regular  price. 

(3)  Fraudulently  representin.g  or  conveying  to  the  pub- 
lic the  impression  that  the  advertised  price  of  an  article  is  less 
than  the  regular  price. 

(4)  Making  false  and  injurious  statements  to  prospective 
customers  concerning  the  material  of  which  competitive  ar- 
ticles are  constructed,  or  the  cost  of  production  of  the  same. 

(>5)  Attemptin.g  to  interest  prospective  purchasers  by 
conveying  a  false  impression  of  expert  and  impartial  advice 
on  the  best  make  of  an  article  when  in  fact  the  advertiser  is 
directly  interested  in  selling 'a  sj^ecial  make. 


[)(.  ccinhiT 
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One  of  the  new  lasts  of  the  Perth  Shoe  Company,  Perth, 
Ont.  Made  in  several  leathers  and  styles,  including:  Gun 
Metal,  with  fibre  sole  and  rubber  heel;  Nut  Brown,  with 
fibre  sole  and  rubber  heel;  Gun  Metal,  with  gray  buck 
top,  leather  sole  and  heel;  and  Burgundy,  with  dark 
brown  buck  top.  leather  sole  and  heel. 


Ijentry,  painting  and  glazing  has  been  let  to  Mr.  A. 
Gratton,  Maisonneuve;  the  heating  to  T.  Lessard  & 
Son,  Montreal;  and  the  roofing  and  plnmbing  to  Mr. 
J.  St.  Amand,  Montreal. 


An  Old  Game- Don't  Get  Caught 

A  telei)h(jnc'  order  to  a  llastings  Street  (Van- 
couver) shoe  store  from  a  local  hotel,  supposed  to  have 
been  sent  in  Ijy  a  man  well  known  locally,  brought 
prompt  response  from  the  store  when  a  messenger  boy 
was  des])atche(l  with  three  pairs  of  Ijoots  to  a  down- 
town hotel.  L'pon  arri\  al  at  the  hotel  the  bo\-  was  met 
])}•  a  man  who  walked  from  the  elexator  lo  meet  liim 
and  informed  him  that  if  he  would  go  U])  to  his  room, 
the  numl)er  of  which  he  furnished  lum,  he  would  re- 
ceix  e  the  che(|ue  for  the  l)oots.  When  the  ho\-  reached 
the  room  he  found  the  occu]jant  there,  but  met  with  an 
emphatic  denial  that  he  had  ordered  anv  Ixiots  or  knew 
anything  about  the  man  who  had  taken  the  parcel  from 
the  l)o\-. 


One  Way  of  Doing  It 

A  woman  whose  husband  had  a  great  habit  of  go- 
ing out  every  night,  decided  to  cure  him  by  playing 
on  his  vanity.  When  he  went  to  purchase  a  pair  of 
shoes  she  said  the  last  pair  seemed  much  too  large 
for  him  and  suggested  he  get  a  smaller  size.  He  did. 
Three  months  later  when  he  went  to  buy  another  pair 
she  again  suggested  he  buy  a  smaller  pair  and  he  fol- 
lowed her  advice  a  second  time.  Now  the  poor  chap 
can  hardly  wait  to  get  home  and  into  his  slippers. 


giii7^i?niirriirrsitiTTirRi??^Tffrtit7^iffTti»^^ 


New  Factory  for  J.  E.  Chouinard 

MR.  J.  E.  Huot,  architect  of  Montreal,  has  drawn 
plans  for  a  shoe  factory  for  Mr.  J.  I.  Chouin- 
ard, of  the  Star  and  Regma  Shoe  Companies, 
Montreal.  The  factory  is  being  erected  on 
Aird  Avenue  and  Girard  Street,  Maisonneuve,  and  will 
consist  of  a  building  of  three  storeys,  basement  and 
sub-basement,  and  an  annex.  The  site  for  the  main 
building  is  50  x  150  feet,  and  for  the  annex,  52  x  15  ft. 

The  factory  is  to  be  of  the  slow  burning  type,  mill 
construction.  The  foundations  are  of  concrete  and  the 
exterior  plastic  brick.  The  sills  and  lintels  will  be  of 
concrete  with  the  sashes  of  wood  and  double  glass. 
The  structure  is  supported  by  concrete  piers  in  the 
basement,  resting  on  4  x  4  double  footings,  with  wood- 
en posts  on  each  storey.  The  floors  are  to  be  of  wood,- 
5x2  inches. 

Two  entrances  wdll  be  provided,  the  main  one,  on 
Aird  Avenue,  being  of  stone,  while  the  other  will  be 
for  employees,  on  Girard  Street. 

The  space  on  the  floors  will  be  laid  out  for  the 
manufacture  of  shoes,  with  the  exception  of  a  portion 
of  the  first  floor,  wdiere  the  general  offices  and  man- 
ager's room  will  be  located.  The  boilers  and  coal 
room  will  be  in  the  sub-basement.  The  annex  will 
contain  lavatories  and  elevator,  and  on  the  second  and 
third  floors  separate  recreation  rooms  for  men  and 
women,  with  coat  rooms.  The  annex  communicates 
with  the  main  factory.  Structural  iron  fire  escapes 
will  be  provided  on  each  floor,  while  the  entire  build- 
ing will  be  ecjuipped  with  sprinklers.  Heating  will 
be  by  steam,  the  Webster  system  being-  adopted. 

The  contract  for  the  concrete  and  brick  work,  car- 


Shop  Early 

Useful  Gifts  This  Year 

Surprising,  isn't  it,  the  nuruber  of  useful  and  9ea.-iCHiable  gifts  t 
be  found  in  a  Shoe  atore?  Look  over  our  list,  it  will  lielp  jro., 
reach  a  deciiioii. 

Father     Husband  Brother 

Be.st  Boots        ■  ■  $S.0O  -  $9  UO 

Overslioes         -  -  $2,50  -  $3.00 

Kid  Shppera        -  $l.SO  -  J3..=)Q 

-t-'olt  and  Plaids  -  $1.25  -  $2.00 

L't  your  giving  take  a  practical  turn  this  war  ChristniHj. 
Your  family  or  friend  will  certainly  appreciate  a  pair  of  our 
good  shoe.s.  The  demand  growa  each  year.  Slippers,  of  course 
are  on  every  list.    We  make  any  exchange  desired  after  Xmas- 


Mother 

Wife  - 

Sister 

Beautiful  Boots 

$4.50 

$8.50 

Evening  Pumps 

$3.50 

$5.00 

Fur-trimmed  Juliet 

■  $1.75 

$2.00 

Boudoir  Slippers 

$1.25 

$1.50 

Colored  Spats 

-  $1.50 

$2.50 

Felt  Comfya  in  red, 

blue  or  brown, 

at  $1.15 

For  the  Kiddies 

Toy  Trunks,  cutw.  $2.00 

Suit-cases,  70c  $1.60 

Pretty  Boots       75c  $2.75 

Colored  Slippers  .^Ot  $1.00 

Morea.-.ins,  90c  $1.50 


The  evening  rest 

la  doubly  sweet 
With  Corufy  Slippon 

Ou  your  feet. 

For  Everybody 

Suit  cases,  Ciub-lwifis,  Hock- 
ey boots,  Moccn.sin,i,  Uubbem 
and  Ovcrsliow,  Shoe-tree^, 
Polish  outfit*,  Slipper  lolos, 
eto. 


Tiulude  our  store  in  your  shopping  rounds. 

FRED  R.  FOLEY 

I'll. mo  12.'2  O 

On  the  Sunny  Side 

Mr.  Foley  is  a  strong  believer  in  getting  after  the  Christmas  trade  "Shoi) 
early,"  he  advises;   "buy  useful  gifts,"  and  includes  a  list  of  sug- 
gestions.   This  advertisement  is  decidedly  along  the  right  lines. 
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Snappy  olteiiniJs  from  the  Canadian  Consolidated  Felt  Company,  Kitchener,  Ont 


A  Business  Tonic  for  Retailers 

With  headquarters  at  the  llotel  Sherman.  Chicago, 
tlie  Natidnal  Convention  of  .^lioe  Retailers  will  be  held 
(111  |aiuiar\'  7.  8,  and  1')1S.  Si)ecial  rates  at  the  hotel 
will  be  ^ixen  t(i  \  isilini4"  shoe  men,  who  are  partieu- 
larh-  requested  tn  ])rin,<;-  their  wi\  es  and  families.  A 
special  committee  of  ladies  accjuainted  with  Chicai^o 
will  ha\e  char,L;e  of  the  visiting-  ladies,  and  everything 
worth  seeing  will  be  seen.  d'"rank  1'.  Aleyer.  president 
of  the  Illinois  .Shoe  Retailers  Association,  say>: 

"hA  ery  shoe  man  who  fails  to  attend  will  ever  after- 
ward be  apologizing  to  ])osterity.  W  hat  the  hegira  i> 
to  the  Moslem,  this  conx  ention  will  ])e  to  the  shoe  man. 
It  will  be  a  business  tonic;  an  upl)uilder  of  future  suc- 
cess. The  greatest  men  of  the  game  will  discourse 
the  hottest  sul)jects  of  the  hour.  Successful  men  will 
tell  how  they  attained  success.  The  big  leaguers  of  the 
game — tlie  men  with  a  l)atting  ax  erage  over  .300 — AVill 
(livulge  the  iiinerirost  secrets  f  liow  the  big  game  is 
])laye(l.  Tliis  convention  w  ill  liax  e  an  educational  value 
i)evond  the  possibility  of  dertnite  estimate.  It  will  put 
■pe])'  into  the  "pepless"  and  liven  the  'dead'  ones." 

The  convention  is  o])en  to  shoemen  from  any  and  all 
])art>  of  the  world. 


Brown  in  the  Lead 


Recent  st\le  reports  I'roni  .\ew  ^'o^k  indicate  that 
brown  is  the  leading  coloi-.  Dark  m.ahogany  brown 
wing-tip])ed  \am])>,  wilh  a  l)uck>kin  to])  in  lighter 
shade,  familiarh-  known  as  beax  er,  arc  in  good  baxdr  in 
tile  better  sho])>.  A  close  second  is  a  leather  \am])  in 
medium  shade  of  bca\  er,  with  a  l)uckskin  top  in  slight- 
ly lighter  >hade,  thus  fdrniing  a  two-toned  colur  coin- 
binalion  in  brown.  The  coined  name  i>i  llie  bea\ er  is 
■'field  mouse." 

The  new  idoth  -])at>  lia\ing  the  bnekle  undernealli 
the  arch  of  tlie  foot,  instead  of  at  tlic  .side  a>  formerly, 
are  selling  in  shades  of  soft  gra\-  and  beaxer.  Pearl 
biittftns  of  a  brownish  cast  are  the  fasteners.  The  in- 
trodnctioii  of  lln-  hidden  bnckk'  has  gi\-en  ,-in  impetus  to 


the  sale  of  spat.s.  as  it  oxercomcs  tlie  use  of  the  un- 
sightly buckle  at  the  side.  The  military  heel  is  said  to 
he  gaining  in  faxor,  and  the  12/8  heel  and  Louis  heel 
are  selling  a])oul  hfty-tifty.  lilack  vamps  with  white 
toi)s  are  losing  fax'or  in  high  shoes,  but  black  and  white 
combinations  are  considered  sta])le  for  si)orts  wear. 


Mr.  Foley  Back  on  the  Job 

In  a  welcome  letter  receixed  a  few  days  ago  fremi 
Mr.  k'red  R.  Foley,  the  well-known  Ijowmanville  shoe- 
man,  he  announced  his  return  to  harness  after  a  seven 
weeks'  enforced  xacation  in  I'ort  Huron,  Mich.,  where 
he  had  gone  to  spend  a  short  holiday.  While  there  Mr. 
Foley  and  his  appeiidi.x  had  a  ])it  of  an  argument  and, 
to  keej)  peace  in  the  family,  the}-  were  se])arated. 
W  bile  coiisideral)ly  out  of  touch  w  ith  current  business 
conditions  and  exents.  Mr.  k'ole}-  cheerfully  looks  to 
the  trade  ])a])ers  to  regain  his  old-time  "pe])"  and  "gin- 
ger." The  factory  of  the  (ioodyear  Tire  and  Rubber 
Company,  iloxvmanx  ille,  was  recently  mo\  ed  to  New 
Toronto,  and  the  toxvn  lost  <iOO  inhabitants.  However, 
in  spite  of  this  handicap,  xve  feel  that,  under  Mr.  Foley's 
capable  management,  the  smoke  will  g-o  up  the  chim- 
nex-  just  the  same. 


Orders  Coming  More  Freely 

Latest  rejxirts  fron-i  those  centers  state  that  condi- 
tions among  Montreal  and  Maisoniieuve  shoe  manu- 
facturers have  im])ro\  ed.  (  )rders  for  sjiring  have 
come  in  more  freely,  and  although  the  size  of  the 
orders  generally  s])caking-  is  not  very  larg-e,  the  total 
volume  of  trade  is  fairly  good,  jobbers,  too,  are  buy- 
ing on  a  larger  scale.  Leather  hrms  rei)ort  a  better 
demand.  .A  Montreal  shoe  manufacturer  who  has  just 
returned  fron-i  Boston  states  that  the  leather  market 
there  is  lirm,  although  ])rices  fur  kid  ha\e  fortunately 
declined  from  the  dizzy  heights  to  xvhich  they  soared. 
The  rubber  houses  say  that  business  is  exceptionally 
g-( )( id. 


lX-cenil)LT,  nnr 


l<  OOTW  l<:.\  k    IN  C.\XAJ)A 


53 


FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 


A  (lisastnius  liru  recently  broke  mit  in  Uic  \illa,m-'  dI  Kin- 
mount,  Ont.  Anion^-  the  buildings  destrriycd  was  tliat  of 
W'ellstood's  l)oot  and  shoe  store. 

The  National  Cash  Register  Company,  Toronto,  sun- 
scribed  $2."), 0(10  to  the  \'ictory  Loan. 

C.  I)a\ies.  of  Blachford,  Davies  &  Co.,  Torioito,  has 
left  for  tlie  Western  provinces  on  a  business  trip. 

'I'lie   Harvard  Shoe  Store.  Portage  .\\enue,  \\inni- 

peg,  has  been  purchased  hy  Murray's  Limited,  of  Calgary, 
Aha,  M.  L.  Saxage  will  ])e  Winnipeg  manager  for  Murray's 
and  George  H.  h'erguson  will  look  after  the  C  algary  l)nsmess. 
Several  alterations  ha\'e  lieen  made  to  the  Winnipeg  store. 

James  Dorman.  of  Toronto,  is  now  with  J.  H.  McLel- 
land,  397  Danforth  Avenue,  Toronto.  He  was  for  several 
years  with  the  Regal  Shoe  Store,  Toronto. 

(ieorge  Ewart,  formerly  with  Mr.  J.  H.  McLelland,  :>'.>: 
Danforth  .\venue,  Toronti>,  has  taken  a  i)osition  with  Jolm 
lirotherton,  \'ongc  Street,  Toronto. 

A  new  shoe  store  has  been  opened  on  Lansdowne  .\\e- 
nue,  north  of  Bloor.  Toronto,  by  Grimshaw  &  Mantle. 

A  member  of  the  Hamilton  Shoe  Repairers'  y^.ssociation 
recently  sent  $10  to  George  Edwards,  Medicine  Hat,  Alta., 
for  the  process  of  "welding"  soles  which  that  gentleman 
claimed  wonderful  things  for.  However,  the  Hamilton  asso- 
ciation state  that  the  method  is  old,  and  one  which  e\  ery  good 
repair  man  knew  about  years  ago.  They  will  furnish  the 
recipe  gratis. 

Mr.  Corson,  manager  of  the  Regal  Shoe  Comi>any,  To- 
ronto, spent  last  week  m  Boston. 

John  Stewart,  well  known  shoe  merchant  of  .Vndicrst. 
.\.S.,  is  dangerously  ill. 

Mallette  &  Co.,  22.5  Lemoine  Street,  Montreal,  have  been 
appointed  to  represent  Lucien  Borne,  of  Quebec  City,  in 
Montreal  and  district. 

A  shoe  factory  is  to  be  established  in  Markham,  ()nt.,  b\- 
C.  F.  Todds,  who  has  purchased  the  old  Speight  wagon 
works. 

W.  J.  Bridgen  has  opened  a  boot  and  shoe  store  in  Cal- 
gary, Alta. 

The  fourth  semi-annual  style  show  of  the  shoe  manu- 
facturers of  Rochester  and  vicinity  will  be  held  during  the 
week  January-  7-12.  on  the  lifth  and  sixth  floors  of  I'ower's 
Hotel. 

D.  A.  Leonard,  of  the  .\merican-British-Canadian  Dis- 
tributors, Toronto,  has  returned  from  his  ^^'estern  trip,  and 
states  that  conditions  are  exceptionally  favorable  for  the 
shoe  trade  from  Winnipeg  through  to  the  coast.  Good  crops 
and  high  prices  ha\e  given  the  farmers  an  o])portunity  of 
getting  rid  of  their  obligations,  and  they  are  now  sjiending 
more  mone)-  on  a  better  quality-  of  wearing  apparel. 

The  Xursery  Shoe  Company,  Ltd.,  St.  Thomas,  ha\e  put 
in  a  stock  in  Regina,  Sask.,  in  cliarge  of  G.  W.  Mch'arland. 

Mr.  E.  E.  Donovan,  of  E.  T.  Wright  &  Co..  St.  Tiiomas, 
is  now  in  Rockland,  Mass..  arranging  to  go  after  a  bigger 
business  next  year. 

.\.  Levy,  vice-president  of  the  Toronto  Shoe  Reiailirs' 
.Association,  will,  owing  to  the  entry  of  ['resident  Howard  C. 
Blachford  into  acti\-e  military  ser\ice,  l)e  acting  president 
until  the  next  annual  meeting.  J.  J.  Holts  and  Miss  Law. 
who  have  been  with  the  tirtii  of  H.  &  C.  Blachford  for  a 
number  of  years,  will  take  o\-er  Lieut.  Illach foi-d's  (hities  in 
the  compan)'. 

Clark  Brothers.  Ltd.,  of  St.  Stephen,  and  j,  !•".  C'lark, 


Ltd.,  of  Montreal  East,  ha\e  opened  a  i)ermanent  samjjle 
room  at  1014  Xew  Birks  Building.  Montreal.  This  will  l)e  in 
charge  of  Kenneth  C.  Savage,  son  of  R.  L.  Sa\age,  of  To- 
ronto, who  is  ()ntario  and  Quel)ec  representative  of  these 
firms. 

(ieorge  Blachford,  of  the  lilachford  .Shoe  Manufacturing 
Company,  Toronto,  has  just  returned  from  a  trip  to  .\ew 
Vork. 

Ed.  R.  Lewis,  leather  merchant,  '1  oronto,  has  returned 
Irom  Montreal,  r)Oston.  .\'ew  \'ork.  and  I 'liiladel]ihia.  where 
he  has  been  calling  on  his  principals  and  looking  into  the 
sittiation  for  supplies  for  next  year, 

C.  Duclos,  of  Duclos  &  I'ayan,  St.  ilyacinthe.  (Jue..  was 
in  Toronto  last  week. 

Employees  of  the  Davis  Leather  Com|)any  subscribed 
$10,000  to  the  Victory  Loan.    The  company  invested  $.")0,000. 

Thomas  H.  Clarke,  for  many  years  in  the  shoe  repair  line 
at  Penticton,  Okanagan  \'alley,  P>.C.,  has  opened  a  retail  store, 
where  he  will  handle  boots  and  shoes  of  the  best  grade  and 
cjuality.  the  business  will  be  operated  on  a  strictly  cash 
basis,  the  saving  thus  effected  being  passed  on  to  his  custom- 
ers. As  Mr.  Clarke  is  well  and  favorably  known  throughout 
the  entire  district,  the  venture  will  \ery  likely  prove  a  profit- 
alile  one. 

P.  T.  Richardson,  for  many  years  in  the  shoe  trade  in  (.'al- 
,gary,  sold  out  recently  and  removed  to  Vancouver.  Mr. 
Richardson  has  purchased  the  business  carried  on  by  the 
Cluff  Shoe  Company  at  ()4i)  Hastings  Street  West,  one  of  the 
best  locations  in  the  city,  and  will  cater  particularly  for  the 
family  trade,  givin,g  special  attention  to  the  kiddies'  shoe  re-  • 
quirements. 

.\.  C.  Anderson,  Shoemaker  and  repairer,  Windsor,  (hit, 
has  moved  to  new  and  larger  (|uarters  at  1)  London  Street 
West. 

The  .\.\-lmer  Shoe  Company,  Aylnier.  Ont..  contemplate 
extendin.g  their  factory  in  the  sprin.g. 

.\n  interesting  phase  of  the  industrial  life  of  Halifax  is  • 
the  closing  down  of  the  factory  of  the  Robert  Taylor  Shoe 
C'ompanj'.  The  factory  has  been  in  operation  for  half  a  cen- 
tury. The  company  is  still  strong  linancially,  but  deemed  it 
liest  to  close  the  manufacturin.g  end  of  the  concern  and  con- 
tinue solely  as  boot  and  shoe  .jobbers  and  push  its  rubber 
a.gencies.  In  due  time  the  factory  may  be  reopened,  but  there 
is  no  immediate  pros.pect  of  this.  The  labor  hitherto  em- 
ployed in  this  factory  has  scattered,  and  would  not  lie  easily 
assembled  again  e\-en  if  this  were  considered. 

L'nder  a  reorganization,  the  Canadian  Leatherboard  Com- 
liany,  Geor.ge  H.  Davis.  Registered,  and  the  Dominion  Coun- 
ter Company  hiwc  l)een  incorpcn-ated  into  a  new  company. 
I'.ennett,  Limited,  makers  of  shoe  supplies.  A  line  new  three- 
storey  factory  of  reinforced  concrete  and  brick  has  been 
erected  at  Chainlily  Canton,  P.O..  where  the  executive  offices 
of  the  C(Hiipauy  are  locateil.  the  sales  office  being  at  .">!)  Henr\ 
Street,  Montreal.  The  company  are  manufacturing  leather 
board,  libre  board,  welt  and  McKay  insoling  board,  doubling 
lioard.  and  libre  counters.  The  well  insoling  board  will  hear 
the  brand  of  "I'.ennett"  and  McKay  insiding  board  that  of 
"Dominion."  The  "Bennett"  high-grade  libre  counters  will 
be  coiii]detely  made  in  (uie  factory,  said  to  be  an  important 
lioint  in  making  counters.  The  cheaper  libre  counters  will  be 
krown  as  "Dominion."  The  lirm  of  (ieorge  H.  Davis.  Regis- 
tered, included  in  the  reorganization,  was  the  pioneer  in  the 
scrap  leather  business  of  Canada.     Mr.  George        Davis,  the 
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inana.^cr  of  that  ccjnccrn,  is  x  ict'-presiflcnt  and  sales  inana.m  r 
of  ]jeniu-tt.  Limited.  Mr.  I''.  K.  Xnrtoii,  the  i)i'csi(lcnt.  i^ 
known  as  an  aiitliority  on  Irallicr  hoard  and  hhre  counters. 
Mr.  C  lihUrd  II.  W  ells  is  the  treasurer  and  cliairnian  of  tlu' 
hoard  of  (Hreetors. 

The  Canadian  (.'onsolidaled  Rubber  ('ompans'  lia\c  en- 
lar.iied  theii-  Klmira  plant  by  takin.t;  in  a  ])nrtion  of  tlie  factory 
of  the  Colonial  Knittin.n  Company.  ■^hi.^  will  enable  tin- 
.company  to  increase  their  production  of  Fleet  i*'oot  shoes,  the 
Klmira  plant  bein<>  one  of  the  factories  devoted  to  this  depart- 
ment of  the  Consolidated  Rubber  Company's  productions. 

.\ndre\v  A.  Allan,  Montreal,  formerly  of  the  .\llan  Line 
of  steamships,  has  lieen  ele.cted  a  director  of  the  Canadian 
I'onsolidated  Ruliber  Company. 

.\rtluu-  I'.onisteel,  of  the  Collis  Leather  t'ompany.  .\urora, 
(  )nt..  was  recently  in  Iloston  on  a  l>usiness  trip. 

It  is  stated  on  i^ood  authority  that  a  Toronto  shoe  manu- 
facturer is  considering-  movinii  his  business  to  (Jshawa,  Onl.. 
and  is  considering-  the  former  plant  of  the  Eaton  Company. 
The  firm  ])ropose  to  emplo>'  at  the  beginnin,i;  about  liio  hands 
and  to  pay  at  least  ()()()  weekl\-  in  wa,L;es,  the  majoritx-  of 
employees  bein.ii"  females.  The  town  has  been  asked  for  a 
loan  of  $:!."), 000  or  a  .guarantee  {)f  the  bonds  of  the  lirni  to  that 
e-xtent. 

Mr.  Maybee.  of  Max  bees,  Ltd.,  shoe  jobbers.  Moose  Jaw. 
has  been  (Ui  a  purchasii-i.;.;  \isit  to  Montreal. 

Mr.  .Xewton  and  Mr.  Smith,  of  the  h'it-Eze  Shoe  Store, 
X'ancouver.  have  dissolved  partnership,  Mr.  Smith  continuing. 

W.  I'.ritton,  shoe  rei)airer.  Smyth  Street,  Vancouver,  has 
installed  a  U5-foot  finishin.s;  outfit  and  anticipates  addin.y  a 
stitcher  shortly. 

Cyril  I'axton.  of  the  llritish  Cidumbia  Leather  and  land- 
ings C(Hiipany,  X'ancouver,  li.C..  has  joined  the  R.  C.,  and 
is  now  in  Toronto. 

Major  J.  .\.  Scott,  leather  merchant.  Quebec,  is  a  L'nion- 
ist  candidate  in  the  Oueliec  South  divisi(ui  at  the  election  to 
be  held  Decemlier  17. 

The  making  of  orthoi>edic  shoes  is  being  taught  to  many 
returned  soldiers  by  the  \ocational  training  department,  h'it- 
ting  shoes  to  feet  which  are  not  mates  and  making  them 
appear  similar  is  (luite  ati  art.  and  the  demand  for  exijerts  in 
this  line  will  quite  likely  be  very  strong. 

T.  H.  Kumford,  shoe  retailer,  Georgetown,  has  moved 
into  his  handsome  new  quarters  next  door  to  the  post-office. 
Mr.  Rumford's  slogan  is  "The  Home  of  Better  Shoes,"  and 
he  carries  one  of  tlie  finest  stocks  west  of  Toronto. 

The  Ocean  Shoe  Conipany,  Ltd..  Point  aux  Trembles. 
(Jue..  has  been  incorporated.  Capital  stock  is  stated  to  be 
:i;i()().()0(). 

iU-n  (".  (iill.  shoe  retailer,  i'ictou,  X.S..  has  moved  into  a 


ui-\\  :md  \i  i-y  allractixe  stand  two  doors  east  ol  his  old  store. 

hju])lo>ei's.  of  the  Amherst  lioot  and  Shoe  C'onipany. 
.\mlierst,  X.S..  conlributi'd  .'f;;>(i,(i.",o  tf)  the  V^ictory  Loan. 

'J  he  I  'nited  Shoe  Machinerv  ( Onipany  are  moving  their 
Toronto  office  from  \:>.:>  .\delai(le  Street  West,  to  'JO  Adelaide 
West,  which  will  .nixe  tlieiii  much  lar.ger  accomuu)dation. 
Thret-  lloors  \\]\\  be  occupied,  s])eciall\-  fitted  up  for  the  vari- 
ous deiiartments.    Mr.  L.  \\  .  lianson  is  n-ianager. 

The  shoe  factory  of  (ieorge  L.  Williams  &  Sons  Com- 
pany, Ltd.,  fornierl>-  at  V.l7'/>  Queen  .Street .  West,  'J'oronto. 
lias  been  nun  ed  to  (Jlterville.  <  )nt.  The  com]jany  ha\'e 
secured  a  b'ulding  with  two  floors  and  Ijasement  and  ha\e 
been  granted  exemption  from  taxes.  The  output  will  be 
little  gents',  boys',  and  youths'  (joodyear  welts  and  also  chil- 
dren's stitchdowns. 

.\.  Cussoii.  who  recenll_\-  resigned  the  position  of  super- 
intendent of  the  Tetrault  Shoe  Manufacturing  Coni])any, 
Montreal,  will  start  in  liusiness  cm  his  own  account,  lie  has 
rented  i)remises  on  .St.  (jeorge  Street.  Montreal,  and  ordered 
niachii-iery  from  the  L'nited  Slioe  Machinery  Conipany  of 
Canada.  Mr.  C'usson  will  make  women's,  misses',  and  other 
McKay  goods. 

!■'.  .X.  Delaney.  superintendent  of  J.  &  T.  Hell,  Ltd.,  Mont- 
real, has  returned  from  a  business  trip  to  Cnited  States  cities. 

It  is  expected  that  the  l-'ederal  Government' will  shortly 
.give  (Kit  an  additional  order  for  1.50,000  niilitiary  shoes,  to  be 
n-iade  on  the  liritish  niodel. 

The  Cnited  Shoe  Machinery  Company  of  Canada  report 
a  brisk  business  in  shoe  repair  nutlits.  There  is  an  ever-in- 
creasing tendency  to  use  machinerj-  in  tlie  repairing  trade. 

.Shoe  manufacturers  in  Montreal  and  Maisonneuve  were 
liberal  subscribers  to  the  X'ictory  War  Loan,  wdiether  as 
firn-is,  individuals,  or  as  underwriters  for  their  employees. 
.\mong  those  subscribing  -v^-ere:  Tetrault  Shoe  Manufacturing 
Company,  Canadian  Consolidated  Rubber  Company.  Dufresne 
cX  Locke,  United  Shoe  Machinery  Company  of  Canada,  La 
I'arisienne  Shoe  Company.  Kingsbury  Footwear  Con-ipany, 
George  A.  Slater,  and  Daoust.  Lalonde  &  Co. 

'J'he  Panther  Rublier  Coni])any.  Sherbrooke,  P.Q.,  have 
enlarged  their  factor}-,  which  is  equipped  with  additional 
machinerj'  to  take  care  of  their  increased  business. 

Congratulations  to  Mr.  L.  E.  Roliin,  of  Robin  FTeres,  last 
makers,  Montreal,  on  his  n-iarriage  to  Miss  .\.  Millette,  of 
Chateauguay.  P.Q. 

Stewart  Ritchie,  son  of  Mr.  John  Ritchie,  Quebec,  is  in 
the  Montreal  General  Hospital,  recovering  from  wounds  in 
1)oth  legs,  received  while  fighting  in  F'rance.  Fie  is  making 
satisfactory  progress.  Mr.  Ritchie  came  from  South  America, 
where  he  was  in  the  shr)e  rnanufacturing  trade,  to  join  the 
4:Jnd  Highlanders. 


THE  NEW 
UNIOUE  TRADE 
MAKK  OF  THE 
COHOURr,  FELT 
CO.,  COlifjURC. 
().\-|-.    THE  "K" 
IN  KIMMEI.  HAS 
FOR  MANY 
YEARS  liEE.N 
.SYNONYMOUS 
WITH  QUAMT^■ 
IN  THE  FEI.'I' 
SHOE  imSI.XESS 
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A.C.KIMMEL  Mgr> 


December,  i;)iT 


FOOTWEAR    IN  CANADA 


Women's  Briar  Brown 
Vamp,  Mouse  Grey  Top, 
Spike  Heel,  Welt.  Nine- 
inch  Leg. 


Styles  Characteristic 
of  Classic 
Smartness 


Built  In 
Quality 


The  Classic  Shoe  is  honor 
built — it  is  known  every- 
where for  its  seal  of  dis- 
tinctive quality. 

This  has  won  the  con- 
fidence of  thousands  of 
women  wherever 
shoes  are  worn. 


good 


Quality  That 
Creates  Goodwill 


Getty  &  Scott,  Limited,  Gait,  Ont. 


Women's  Black  Vici  Kid 
4-inch  Vamp,  Lancer  Top 
17  8  Louis  Heel,  Welt 
Nine-inch  Leg. 


FOOTWEAR    IN  CANADA 


Decemljer, 


CLASSIC  SHOES 

A  Revelation  in  Ladies' 
Stylish  Shoes 


There  is  a  wealth  of 
selling  appeal  to 
every  feminine  taste 
in  these  beautiful 
shoes. 


The  good  values  are 
so  very  apparent  that 
Classic  Shoes  invariably 
sell  themselves. 


Women's  Field  Mouse 
Grey  Kid  Bal.  Ten-inch 
Leg,  17/8  Louis  Heei,  4- 
inch  Vamp. 


Women's  Cherry  Red  Calf 
Walking  Boot,  12/8  Heel. 
Welt,  9-inch  Leg. 


The  greatest  values 
at  today's  prices 

Getty  &  Scott,  Limited,  Gait,  Ont. 
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FOOTWEAR  SPECIALTIES 


SPIRAL  PUTTEES— Wool  Knit  Fabric. 


Order  Now  for  Early  Delivery 


SIESTA  FELT  SLI PPER— Style  917. 


Price  95c  per  pair  Wos.  3-8. 
"UNO"— Style  534-XXX. 


Price  $35.00  per  doz. 
$3.00  per  pr. 


Price,  Wos.  $16.25  doz.  Size  3-8.  Men's 

$18.00  per  doz;  size  6-12.  Miss  $15.00  per 

doz.;  sizes  11-2.  Child's  $13.75  per  doz.; 
sizes  5-10. 


SPATS— Felt  and  Kersey. 


c- 

^   \ 

Price  from  $12.50  to  $24.00  per  doz. 
Women's  6  and  9  button.  Men's  5,  6,  7, 
8,  10  buttons.  White,  Gray,  Chamois, 
Fawn  Taupe. 


Send  for  prices  and  samples  on  our  full  line  of  "SIESTA"  SLIPPERS,  FELT,  CRETONNES,  KID  AND  OOZE  MATERIAL.  Also 
Machine  Knit  and  Crocheted  Slippers,  "Capitol"  Lamb's  Wool  and  Quilted  Satin  Soles,  Puttees,  Leggins,  etc. 

The  Wiley  ^Bickford- Sweet  Company 

HARTFORD  Conn.  (Address  either  Office)  WORCESTER,  Mass. 


Mooneyes  Satisfactory  Supplies 


Brushes 

Large  varieties  of  patent 
Brushes.  Well  made — 
low  cost.  Made  by  Essex 
Brush  Company.  —  None 
better. 


Thread 

Write  for  Samples  and 
Prices.  Made  by  Globe 
Thread  Co.,  Fall  River. 
We  can  give  you  good 
service. 


Cement 

Ideal  Backing  Cement, 
Apex  Backing  Cement, 
Premier  Backing  Cement. 
Write  for  complete  par- 
ticulars. 


LACES 


We  can  supply  you  with  all  styles,  lengths,  colors  or  quantities  of  laces. 
This  is  our  specialty  and  we  lead  the  market  in  this  line. 
Write  for  samples,  prices  and  information. 

A.  G.  MOONEY  COMPANY 

220  LEWOINE  STREET  «  -  «  MONTREAL,  QUE. 
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"REECE  RAPID 

Button  Hole  Machine 

A  Perfectly  Finished  Button  Hole  with 
barred  endy  all  in  one  operation 


THE  SUPERIOR  FEATURES  of  the  "REECE  RAPID" 
are  so  many  and  so  evident,  that  it  has  supplanted  every  other 
type  of  machine  in  the  best  factories  all  over  the  world. 
The  bar  stitch  across  the  end  of  the  button  hole  is  the  linish- 
ing  touch  that  strengthens  the  button  hole  and  makes  it  give 
satisfactory  wear.  The  "Reece  Rapid"  finishes  the  bar  in 
the  same  motion  that  makes  the  button  hole.  It  uses  any 
thread,  Cotton,  Mercerized  or  Silk  and  is  very  economical. 
You  can  finish  more  work  in  less  time  with  a  "Reece  Rapid" 
than  with  any  other  machine. 

WRITE  FOR  CATALOGUE  AND  TERMS 


THOS.  C. 
DOYLE 


(Registered) 


Sole  Distributor  for  Canada 


Cor.  Durocher  &  Prince  Arthur 
MONTREAL 

455  King  Street  West 
TORONTO 
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BOSTON 


NEW  YORK 


CHICAGO 


WINSLOW  BROS.  &  SMITH  CO. 


ESTABLISHED  IN  1776 

Tanners  and  Manufacturers 


SHEEPSKINS  and  CABRETTA 

Also  Woolskins   in  Bark   and   Alum  Tannages 
NORWOOD      -      MASS.      -  U.S.A. 


Adelard  Guay  Eutrope  Guay 

MANUFACTURERS  OF 

Standard,  Fibre  Board,  Leather  Board 

COUNTERS 


We  also  Carry  in  Stock  a  Large  Quantity 
of  Innersoling  of  all  Kinds 


EUGENE  GUAY 

1870  St.  James  St.  MONTREAL,  QUE. 


Good  Kid  for  Good  Shoes 


New  Castle  Kid 

We  can  supply  you  with  this 
famous  product,  either  Glazed 
or  Mat.  It  is  always  of  the 
highest  quality,  uniform  and 
reliable.  Shipments  on  time 
and  in  any  quantity. 

Write  for  samples  in  black  or  colors. 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch:— 335  Craig  St.  W.,  Montreal 
Factory:— Wilmington,  Del.,  U.S.A. 


steel  Dies 

Our  Steel  Dies  for  cutting  Leather,  Rubber, 
Cloth,  Paper,  etc.,  have  superior  features  that 
should  interest  you.  Made  of  steel  that  holds 
a  keen  edge.  We  manufacture  only  "  Safety- 
^'•""^  "  Steel  Dies  made  in  this  country.  No 


First 

chance  for  the  press  to  jam  the  hands, 
fit  into  forms  and  do  not  slip. 

Write  for  prices,  etc. 


Fingers 


JAS.  CLELAND,  REGD., 


Largest  Die  Manufacturer 
in  Canada 


16  St.  George  St.,  MONTREAL 
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<|}  The  new  Dunlop  product  that  takes  the  place  of  leather 
for  boot  or  shoe  soles. 

€|f  The  public  are  now  being  told  all  about  "Acme" — why 
it  is  entitled  to  be  called  "The  Sole  of  Perfection,"  and 
why  it  will  outwear  and  outserve  leather. 

C||  Colors  Black,  White  and  Tan. 

€|f  Prepare  for  the  demand.  Specify  "Acme"  Soles  on  your 
boot  and  shoe  orders,  and  your  manufacturer  will  be 
glad  to  fill  them. 

Cff  "Acme"  is  supplied  in  sheets  if,  and  iV  thick  for 
repair  purposes. 


Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

Head  Office  and  Factories  :  TORONTO 


FOOTWEAR    IN  CANADA 


To  our  many  good  friends 

Merry  Christmas 

Aird  Shoes  for  the 
coming  year  repre- 
sent shoe  values 
supreme. 

Write  for  details, 

Aird  &  Son 

Registered 

Montreal 
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We  have  Equipment  for 
even  the  Smallest  Repair  Shop 


6  Ft.  SHOE  REPAIR  OUTFIT.—Model  P. 

Equipment  as  follows: — 

1  Heel  Breast  Scouring  Wheel. 

2  No.  43  Brushes  (one  black,  one  brown). 

1  Corrugated  Rubber  Shank  or  Heel  Finishing  Wheel. 

2  Heel  Scouring  Wheels. 

1  Iron  Heel  Burnishing  Wheel. 

1  Edge  Setting  Spindle  with  1  Forepart  Nashua  Iron  and  1  Shank  Iron. 

2  Cast  Iron  Ink  Pots  Furnished. 

This  is  our  smallest  and  simplest  Outfit  designed  especially  for  the  busy  little  shop  of  limited  space  and  where 
there  is  not  sufficient  room  or  sewing  enough  to  require  a  Stitcher.  The  Motor  connects  direct  to  the  working 
shaft  and  a  powerful  dust  system  is  driven  from  the  shaft. 

Self  oiling  bearings — steel  work  top  tray — cast  malleable  blower,  case  and  frame — Cast  Iron  Ink  Pots,  and  motor 
brackets  furnished  complete  with  Outfit. 

Cash  payment  or  easy  installment  plans.  Write  for  our  Catalog  of  these  new  Machines. 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

122  Adelaide  Street  Weit,  Toronto  179  King  St.  W.,  Kitchener  28  Demer*  Street,  Quebec 
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We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

G. — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada,  Limited 
TORONTO  ONTARIO 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Maiiutacturei's  of 

Shoks,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catologue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher.  Landis  No.  12-25  Outfit.     Landis  No.  12  Shoe  Stitcher  coupled  to 

Sold  outright-No  royalty.  Landis  Model  25  Finisher. 

Landis  Machine  Co.,  isis  n.  25thst.,  St.  Louis,  U.S.A. 
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The  Selling  Value  of  the  Union  Stamp 

Why  not  enjoy  the  selling  value  of  the  Boot  and  Shoe 
Workers'  Union  Stamp  ? 

Between  two  and  three  million  members  of  the  American 
Federation  of  Labor  directly  endorse  this  stamp  and  in- 
sist on  seeing  it  on  their  footwear. 

The  Boot  and  Shoe  Workers'  Union  stamp  is  a  business 
asset  to  the  manufacturer  who  places  it  on  his  shoes,  and 
the  retailer  who  handles  these  shoes. 

Mr.  Retailer,  the  Union  Stamp  costs  you  nothing  and  it  is 
a  powerful  selling  factor  for  your  shoes  which  are  received 
from  factories  where  production  is  uninterrupted  by  labor 
strike  or  factory  difficulty. 

Why  not  insist  on  Union  Stamp  shoes  for  the  coming 
Season  ? 

Boot  and  Shoe  Workers'  Union 

Affiliated  With  the  American  Federation  of  Labor 
246  SUMMER  STREET      -      BOSTON,  MASS. 
John  F.  Tobin,  Gen.  Pres.  Chas.  L.  Baine,  Gen.  Sec'y-Treas. 


WORKERS  UNION/ 


UNIONXriSTAMP 


Factory 
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YAMASKA 


Good  Wishes  for 


XMAS 


 good  wishes  aho  for 

your  prosperity  in  the 
coming  year. 

Stick  to  Yamaska  brand 
footwear.  This  brand  con- 
tinues to  be  as  reliable  as 
ever.  It  is  the  best  solid 
leather  footwear  designed 
for  comfort  and  wear. 

The  workmanship  and 
material  are  always  the 
best. 


6  Up-to-date  lasts 
Men's  Youths' 
Boys'        Little  Gents' 


Montreal  Sample  Room 
14  La  Patrie  Bldg. 
Mr.  Henry  Martineau 

Representative 


LaCompagnie  J    ^    ^  ^  ^.QJg 
ST.  HYACINTHE   -  QUEBEC 
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quality  shoe  laces 
for  every  requirement 

in  bulk  for  the  factory  trade. 

Single  paired  for  the  fine  job- 
bing trade. 

Finished  with  Nufashond 
Fabric  Tips  (patent  applied  for). 
Part  of  the  braid  itself.  Rustless, 
waterproof,  won't  pull  off. 

Samples  and  particulars  upon  request 

Narrow  Fabric  Company 

Reading,  Pa. 


FREoWMaBtiEELCa 

DESIGNERS    &'5E||SjfeKE<RS  OF 

WOOD  Wee Ls 


TELEPH  oil 

HAVERHILL,  MA^^CHUSETTS 


Canadian  Agents  : 

Af>      lV/Il^r^MI7  V  Lemoine  Street 

.    Lx.    IVHJ^Jl^m.  I  ,       MONTREAL,  Canada 


CANADIAN  FIBRE  COUNTERS 

Wear  Longer  Than  The  Shoe  Itself 


THESE  COUNTERS  are  made  from 
product  which  ensures  greater  wearing 


Upper  Leather  &  Sole  Leather 

We  feel  sure  we  can  satisfy  your  require- 
ments economically  and  with  dispatch. 
We  have  the  stock  to  ship  immediately. 


Tannery  and  Factory : 

ST.  HYACINTHE 
P.Q. 


TOUGH  FIBRE  BOARD  —  a  recognized 
qualities.  In  addition  to  this,  however, 
our  special  process  of  manufacturing  adds  a 
guarantee  of  perfect  fit  and  shape. 

In  fact,  it  has  actually  been  proved  that 
CANADIAN  FIBRE  COUNTERS  will 
witlistand  unusual  strain  and  wear  longer 
than  the  shoe  itself. 

Sales  Offices  and 
Warehouses  : 

224  Lemoine  Street 
MONTREAL 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto,  Ontario  Selling  Agent. 
Richard  Freres,  Quebec,  Selling  Agents  for  Quebec  City. 


Our  Standard  Screw  Shoes 

WILL  STAND  PLENTY  OF    HARD  WEAR 

M.-idc   <iii    friol  liltiiiK   lasts   lliat   will   give   comfort   to   tlic  wearer 
anil   arc  (Uiralilc. 
The  Range  Includes 
Men's,   Boys',   Youths',   Little   Gents'   and  Children's  Box  Kip 
S'liiir  Jolilici    will  'luolc  yon  [niccs,  ni-  wiilc  ns  direct 

St.  Hyacinthe  Soft  Sole  Shoe  Co. 

St.  Hyacinthe,  Quebec  Limited 


W.D.^RM  STRONG 

ENGRAVERofFINESTEELSTAMPS&DIES 

23q,c,-^\NES;^MONTREAL.VHo/^-.  675 
CR^^^c-.^fp)  Q  QUE,  c)  (ys^*^  aiain 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICH  WILL  INCREASE  YOUR  SALES- 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada^  Limited 

Montreal,  Que. 

122  Adelaide  St.  W.,  Toronto         1 79  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Adams  Shoe  Company   22 

Aircl  &  Son   dl 

Ames-HoIden-McCrcady    ];{ 

Armstrony.  W.  D   (Hi 

Beckwith  Box  Toe  Company   IG 

Bennett  Limited   8 

Bleecker  Company   20 

Breithaupt  Leather  Company   08 

Brodie  &  Harvie   74 

Brown  Shoe  Company    13 

BufTalo  Leather  Company   72 

Boot  &  Shoe  Union   64 

Canadian  Consolidated  Rub1)er  Co.  .■i-28 

Canadian  Footwear  Co.,  Ltd   27 

Champion  Shoe  Machinery  Co   71 

Charhonneau  &  De  Guise   (> 

Clapp  &  Son,  Edwin  

Clarke  &  Company.  A.  R   18 

Cleland,  Regd.,  James   5',i 

Cobourg  Felt  Company   54 

Commonwealth  Felt  Co   17 

Cote,  j.  A.  &  M   (i.-) 

Daoust-Lalonde  &  Company   4 

Dominion  Die  Company   72 

Doyle,  Thos.  C.  (Regd.)    58 

Duclos  &  Payan   (iii 

Dunlop  Tire  &  Rul)])er  Goods  Co..  GO 

Dupont  &  Frcre   2:i 


E-Z  Walk  Mfg.  Company   72 

Fortuna  Machine  Company    G.j 

Gagnon,  Lachapelle  &  Hebcrt   ....  73 

Getty  &  Scott  55-5G 

Guay,  Eugene   59 

Hinde  &  Dauch   Paper  Co   g:! 

Hurlbut  Company   20 

Independent  Rubber  Co   25 

International  .Sujiply  Co   24 

Kelly,  Thos.  A   70 

Kieffer  Bros   74 

La  Duchesse  Shoe  Company   7 

Landis   Machine   Company    O.'i 

Mears.  Fred  W   GO 

Miner   Shoe   Company    15 

Mooney  Company,  A.  G   57 

Muir,  James   77 

Narrow  Fabric  Company   GG 

National  Cash  Register  Co   70 

New  Castle  Leather  Company   5',i 


Odell,  L.  S   74 

Pantiur  J^uijber  Company  Cover 

i'ertli  .Shoe  Company   19 

Regal  .Shoe  Company   1 

Robin  Bros   14 

Robinson,  Jas  10-]  1 

Root-Heath  Company   20 

Sisman  Shoe  Company    09 

Slater  Shoe  Company  

Spaulding  &  Sons,  J   9 

St.  Hyacinthe  Soft  Sole  Co   00 

.Swan  Shoe  Company    70 

SchoII  Mfg.  Company  

Tebbutt  Shoe  &  Leather  Co   5 

Tetrault  Shoe  Mfg.  Co  20-21 

Toledo  Button  Machine  Co   78 

United  Shoe  Machinery  Co.-  Ltd.. 

  02-07-75 

United  States  Hotel,  Boston   72 

Wiley,  Bickford  &  Sweet   57 

Wells,  Gus  \'   20 

Winslow  Bros.  &  Smith   59 


Christmas  Greetings 


from 


BREITHAUPT 


Jumbo  Blocks 

Starting  with  the  New  Year,  make 
a  firm  resolve  to  investigate  the 
merits  of  Jumbo  Blocks  if  you  have 
not  already  done  this.  We  know 
that  an  investigation  is  all  that  is 
needed  to  make  you  a  regular  user 
of  Jumbos.  They  are  handy,  econ- 
omical and  decidedly  practical. 

See  your  Jobber,  or  write  us  direct. 


We  wish  our  many  cu§lomers 
and  friends  the  compliments 
of  the  Christmas  Season  and 
sincerely  trust  their  business 
will  grow  and  prosper  during 
the  coming  New  Year. 

The  Breithaupt  Leather  Co. 

Limited 

KITCHENER,  ONT. 


FOOTWEy\R    IN  CANADA 


Best  Wishes  from 

T.  SISMAN 


Aurora,  Ont. 

Manufacturer  of — 


The  Best  Everyday  Shoe 


T.  Sisnian  Shoe  Co.,  Limited 
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A  Satisfied  Customer 


The  greatest  asset  a  retail 
merchant  can  have  is  a  satisfied 
customer. 

There  are  three  ways  by 
which  a  customer  can  be  really 
satisfied, — 

(1)  Good  goods  at  the  right 

prices. 

(2)  Courteous  treatment. 

(3)  Prompt  service. 

Good  goods  at  the  right  prices  can  be 
supplied  by  turning  your  stock  over  as 
frequently  as  possible  and  by  figuring  on 
a  fair  margin  of  profit. 

Courteous  treatment  is  due  all  your 
customers.  Your  clerks  should  treat  your 
customers  with  the  greatest  civility  and 
respect. 

Prompt  service  can  be  given  customers 
by  employing  the  most  efficient  methods 
of  handling  sales. 

A  National  Cash  Register  System  is 
the  most  improved  method  in  the  world. 
It  eliminates  delays,  disputes,  errors,  and 
creates  a  friendly  rivalry  among  your 
clerks.  It  conserves  your  profits  and 
keeps  down  overhead  cost. 

Write  us  for  further  information.  This 
will  place  you  under  no  obligation. 

The  National  Cash  Register 

Company  of  Canada,  Limited 


350  Christie  St. 


Toronto,  Ont. 


December,  1917 
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A  Shoe  Merchant 


With  a 

Champion  Shoe  Repair 

Department,  said 

lly  installini^-  tlie  slioc  repair  deparlnieiU  Ijchind  a 
i^lass  partition,  customers  can  look  right  into  the  repair 
shop  and  see  how  the  work  is  done.  I  would  put  the 
Stitcher  right  up  near  the  glass  partition,  where  it 
would  attract  as  much  attention  as  possible.  The  cost 
of  a  complete  repair  outfit  is  very  small.  The  neces- 
sary stock  and  accessories  to  start  this  department  do 
not  call  for  any  large  e.xpenditure  of  money.  Any  live 
merchant  could  start  right  in  making  suc'.i  a  depart- 
ment pay.  An  ordinary  shoe  repair  department  will 
easily  pa}'  the  running  expenses  of  the  entire  store,  in- 
cluding light,  heat,  rent,  clerk  hire,  advertising,  insur- 
ance, etc.  This  would  lea\e  the  profit  obtained  from 
the  selling  of  shoes  a  clear  sinking  fund  for  that  rainy  day  we  all  talk  about.  All  live  shoe  dealers  would 
])ecome  wealthy  if  they  had  no  expenses.  The  installation  of  a  shoe  rei)air  department  will  result  in  tak- 
ing care  of  expenses  of  a  first-class  shoe  store,  and  may  still  leave  a  margin  of  profit  in  the  Repair  Depart- 


Every  customer  for  a  new  pair  is  a  prospect  for  the  repair 
department. 


ment. 


Champion 
Machines  are 
sold  outright 
(no  royalty) 
for  cash  or 
on  monthly 
payments. 


Champion  New  Model,  No.  F-50,  Repair  Outfit,  equipped  with  Standard  Straight 
Needle  and  Awl  Shoe  Stitcher,  with  motor  extension. 


Universal     Model     Curved  Needlt 
and   Awl   Shoe  Stitcher  —  heated 
by  gas,  gasoline,  or  electricity. 


Over  20,000  Champion  Machines  of  various  types 
in  use— That  means  MERIT  and  QUALITY. 

The  Champion  Line  consists  of: 

Seven  dif¥erent  types  of  Shoe,  Harness  and  .\uto  Tire  Stitchers. 
Forty  different  models  of  Repair  Outfits,  consisting  of  Stitchers 

and  Finishers. 
Two  distinct  types  of  Nailing-  Machines. 
Many  different  Models  of  Finishers. 
A  complete  line  of  Double  Tread  Tire  Machines. 
Many  labor  and  material  sa\  ing  auxiliarv  machines. 


CHAMPION  SHOE  MACHINERY  CO.,  3723.41  Forest  Park  Bvd.,  St.  Louis,  Mo. 

Please  send  me  particulars  about  a  shoe  store  repair  department. 


Name   Street 

City   State 


72 


FOOTWF.AR    IN  CANADA 


Dcceinhcr,  r.HT 


The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


^^The  Leading  Novelty 
Slipper  House  of  America^ ^ 

Now  is  the  time  to  order  your 
Felt  and  Novelty  Slippers 


The  E-Z  Walk  Specialties  in  HIGH 
GRADE  FELTS,  SATINS.  SPORT 
CLOTHS,  GROS  GRAINS,  CRE- 
TONNES and  COMBINATIONS,  are 
the  talk  of  the  trade. 


Style — Desiga — Fit — Workmansship  can't  be  beat. 
Ask  your  Jobber  about  them. 


THE  E-Z  WALK  MFG.  CO.,  Inc. 

62-70  West  14th  St.,  NEW  YORK  CITY,  U.S.A. 


Niagara 
Sole  Leather 


Backs 
Squares 


Blocks 
Taps 


Chrome  tanned— absolutely  waterproof. 
Edges  finish  well— not  slippery. 
It  outwears  them  all. 

Write  for  Prices 


Buffalo  Leather  Co. 

TANNERY: 

922  Seneca  Street.  Buffalo,  N.Y. 


Steel  Dies  That  Hold  Their  Keen  Edge 


It  is  remarkable  the  difference  in  quality  of 
many  makes  of  Steel  Dies  for  cutting  Leather, 
I^aper,  Rubber,  Fibre,  Cloth,  etc.  Dominion  Dies 
have  that  admirable  quality  of  holding  a  keen 
edge  Icjnger  than  any  other  make.  Write  for 
]>rices,  information,  etc. 

Dominion  Die  Co. 

MONTREAL 


Made  in 
Canada 


,  1917 
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Good  Wishes  for  1918 
Start  the  Year  with  Good  Shoes 


For  Progressive  Jobbers 

Women  s,  Children's  and  Infants'  Shoes 

Don't  handicap  yourself  by  handling  inferior  shoes 
when  you  can  have  the  best.  G.  L.  &  H.  shoes  are 
certainly  good  values,  and  are  made  in  most  attrac- 
tive styles  for  1918  selling.  In  addition,  you'll  find 
the  material  and  workmanship  in  every  pair  the  very 
best.  We  are  very  particular  to  maintain  this  class  of 
workmanship  throughout  our  entire  plant. 


Write  us  for  prices. 

Gagnon,  Lachapelle  &  Hebert 

55  Kent  Street  MONTREAL 
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Reliable 
Adhesive 


Brodie's 
Patent 
Flour 
Paste 


BRODIE'S  PASTE  is 
known  in  the  shoe  trade 
as  one  of  the  most  rehable 
adhesives  on  the  market. 
We  take  a  keen  pride  in 
maintaining  this  reputation 
for  our  product.  Write 
for  sample,  price  and  m- 
formation  on  your  special 


needs. 


Brodie  &  Harvie 

Limited 

14  Bleury  St.  MONTREAL 


Improved 

BUZZELL  EDGE  TRIMMER 


Complete 
with  dust 
carrier. 


Speed  1300 

Size  of 
pulley 
5  inches 


This  machine 
is'  is  made  from 
new  patterns 
and  is  much 
heavier  than 
old  style. 

KIEFFER  BROTHERS,  (Reg'd.) 

96  Prince  Street  MONTREAL 

Dealers  and  Manufaclurers  in  Noii  Royalty  Shoe  Machinery 


Upper  Leather 


Patent,  Dongola,  Box  Sides,  Gun  Metal, 
Tongue  and  Wax  Splits,  both  Plain  and 
Ooze  in  Black  and  Tan. 

Shoe  Felts^  Supplies 

Shoe  Cottons  of  all  kinds. 
Shoe  Cements 
Top  Facing 
Box  Toe  Goods 

Buckrams,  Sateens  of  all  kinds 
Sole  Leather  Flanks,  Shoulders 
and  Heads 

fVrite  for  Samples   and  Prices 


137  McGill  Street, 
MONTREAL 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactoi  y    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Plie  Geneial  Merchants  are  Departmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Pi  ovinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  arejio  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


Over  33  years  in  its  field 

' '  CA  NADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG.  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  tliat  brings  results." — "THE 
COMMERCTAI.." 

Kranches  at 

V  ancouver.  Toionto,  Montreal.  Chicago,  New  York.  London,  Eng. 


December,  L'.UT 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada^  Limited 


122  Adelaide  St.  W. 
Toronto 


MONTREAL,  QUE. 

179  King  St.  W. 
Kitchener 


28  Demers  Street 
Quebec 
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CHRISTMAS  GIFTS 


Stock  up  now  for  Holiday  Trade 

50  to  100  per  cent  Profit 

INFANTS'  SOFT  SOLE  SHOES 


All  Grades  and  Colors 


SEMI  HARD  SOLE 


FIRST  WALKING  SHOES 


No.  400  A— COWHIDE  SOFT  SOLE 

Especially  for  Army  Use 

FOLDING  SLIPPERS 
Black-Tan- Red 

All  Grades 


TRADE 


MARK 


Send  for  particulars 
and  prices 


SWAN  SHOE  CO. 

511-515  W.Franklin  St.,  BALTIMORE,  Md. 


EVERYBODY   WANTS  IT 

KELLEY  KID 

Made  in  West  Lynn,  Mass.,  by  Thomas  A. 
Kelley  &  Company,  one  of  the  oldest  glazed 
kid  manufacturers  now  doing  business. 

Kelley  Kid  is  famous  the  world  over  as  a 
leather  of  great  uniformity,  fine  texture,  long 
wearing  qualities,  popular  colors,  velvety  finish, 
and  absolutely  right  in  every  particular. 

Output  1,400  dozen  daily. 
Distribution — United  States,  Canada, 
All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,         LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Cote  shoes  sell 

every  day  of  the  year 


For  Men,  HoySy  Youths^ 
Women,  MisseSy  Children 

npHE  COTE  Standard  of 
wearing  value  is  the  best 
that  experience  can  produce.  We 
advise  you  strongly  to  stock  up 
with  our  McKays  and  Standard 
Screwed  footwear.  Cote  shoes 
are  being  worn  more  and  more 
by  the  class  of  people  who  want 
their  shoes  to  wear. 

Write  for  information,  prices 
and  illustrations  of  the  1917 
line. 

La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe     -  Quebec 

Montreal  Sample  Rooms 
Room  14  "La  Patrie  Building" 
Mr.  Henry  Martineau,  Representative 


Decemher,  I'JIT 
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Muir-Made  Women's  Shoes 


ijiiiiiiiiiiii 


Goodyear  Welts 
and  McKays 


On  new  up-to-date  lasts,  in  all  the 
popular  leathers,  with  fibre  or  leather 
soles. 

We  advise  you  to  see  this  Muir  line 
of  Women's  footwear. 

You  will  make  no  mistake  in  buying 
Women's  Shoes  now. 
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Qihe  Toledo  "Button  Machine/ 

Pertect  Button  Machine 

In\bur  Own  Store 

Sold  CXiiriaht 
Fastens  all  Buttons 
Fully  Guaranteed 


with  Toledo 
Rust  Proof  White 
Wire  for  12,000 
operations^ 

Pdymente  if  desired 
Sent  on  15  days  tried 

ORDER  " 
"  "  ONE 

For  sale  and  guaranteed 
Canadian  Shoe  Findings  Novelty  'Co.  - 
Adams  Bros.  Harness  Mfg.  Co.,  Ltd.  - 
Great  West  Saddlery  Co.,  Ltd. 
B.  C.  Leather  &  Findings  Co.,  Ltd.  - 


